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Pens  that  Please  the  Purchaser 

- — pens  that  yield  a  liberal  profit — pens  that  are  absolutely  guaranteed 
— the  kind  people  like  to  write  witii;  the  kind  it  is  a  pleasure  to  sell. 
Sanford&  Bennett  Fountain  Pens  are  just  such  pens.  We  spare  neither 
care  nor  expense  to  make  them  the  finest  and  most  satisfactory  writing 
instruments  that  skill,  experience  and  equipment  can  produce. 

SANFORD  &  BENNETT 
FOUNTAIN  PENS 

arc  strictly  high-grade,  with  the  advantage  of 
popular  pi-ices  to  help  you  sell  them.  Made 
of  tlie  best  materials  and  mechanically  per- 
fect. Always  ready  to  write,  and  positively 
non-leakable.  We  make  wwy  part  of  all  our 
pens,  and  back  up  any  guarantee  of  service 
and  satisfaction  that  you  give  to  your  cus- 
tomers. 


Write  to-day  for  prices  and  discounts. 


Sanford  &  Bennett  Co. 

51-53  MAIDEN  LANE,  NEW  YORK 

W.E.  COUTTS,  Canadian  Sales  Agent,  266  King-  St.  W. 
Toronto,  Ontario 
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QotK < ) 
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COURCELLETTE 
CLOTH  PAPETERIES 


The  latest  stationer),— pure  white  cloth 
finish,  with  gold  border,  and  in  delight- 
fuful  tints,  with  hand  colored  borders. 
The  most  attractive  and  best  line  on  the 
market  of  this  fashionable  stationery,  at 
a  popular  price.  Order  a  sample  box 
of  each. 


Warwick  Bros,  ck  Rutter,  Limited 

MANUFACTURERS 
TORONTO 


BOOKSELLER    AND   STATIONER 
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These 

Goodall  Lines 

are  sellers 

It  is  worth  your  while  to  get  behind  such 
proven  lines  as 

Goodall's 

British-Made 

Playing  Cards 

The  name  Goodall  is  not  new  to  the  card 
world — for  years  it  has  symbolized  all 
that  is  attractive,  new  and  artistic  in 
quality  playing  cards.  And  the  new 
Goodall  assortments  are  well  up  to  this 
standard  in  exquisite  design  and  attrac- 
tive finish. 

Many  new  ideas  have  recently  been 
added.  We  might  make  special  mention 
of  the  "FOR  FREEDOM"  series,  a  par- 
ticularly appealing  line  showing  the 
Union  Jack  and  "Old  Glory"  entwined. 
This  one  is  making  a  "hit"  everywhere. 
Your  jobber  can  supply  you.     Ask  him. 

He  also  carries: 

Imperial  Clubs — Whist. 

Colonials.     Gold  Edges. 

Linettes.    Both  standard  and  Whist  sizes. 

Salons — Society — Sultan. 

Patriotic  and  Bairnsfather  Series. 

Call  him  up  or  write  him  to-day. 


\^.z 


Aubrey  O.  Hurst 

REPRESENTATIVE 

32  Front  Street  West,  Toronto 
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STOCK  THE 

Non-Shine  Chair  Pad 

and  you  have  a  winner  in  your  store.  It  is 
making   new   customers   in   hundreds   upon 

hun  d  reds 
of    worth- 

while 
stores     i  n 

every  pari, 
o  f  these 
United 

States.        \ 

thick,  fell 
chair  pad 
thai  fast- 
ens loosely 
to  the  seal 

Of        til   e 

chair,  that 

clings  to  the  clothes,  moves  with  the  body, 
lakes  the  ruh,  prevents  the  shine.  It's  a  large 
thing,  Mr.  Dealer,  for  you  to  pul  in  stock. 

Many  other  quick-sellers  among  Polar  of fice 
specialties.        Write     to'day    for   catalogue 

POLAR  MANUFACTURING   CO. 

101-107   North  Marshall  Street,  PHILADELPHIA 

Export  Inquiries  Solicited 


The  Original  Non-Shine  Chair  Pad 


Make  money  selling 

Royal  Ink  Powder 

It's    easy    to   sell.     Because    Royal    Ink    Powder    is    the    biggest 
ink   value   on   the   market.     And  it's  so  handy. 
Look  at  the  illustration.     One  little  50c  vial  makes  an  Imperial 
Quart   of   Best    Blue    Black    Tnk. 

Note   our  price   list   and   send    for   free    sample   and   discount: 

Blue  Black    Red 

Dozen     Dozen 

No.   1— 2-in.   Vial  Ink   Powder  makes  1  quart  each. .$8.00 

No.   2—1%-ia.    Vial   Ink   Powder  makes  1  pint  each.  4.8( 

No.  3— l'/4-dn.  Vial   Ink  Powder  makes  V4  pint  each..  3.00 

Special   Net   Prices    on   School   Ink   Powder. 


$15.00 
9.00 
6.00 


ROYAL   INK  CO. 

53  YONGE  STREET  TORONTO 


Office  Specialties 


^elin        ^aJJMiiiiMiI 


Star  Brand 
Brass  Paper  Fasteners 

THE  NATIONAL  RULER 


TT|'niyiTirH'a''r'TlTi!|NTi'|Tia|.irii|imn.|nfr^ 

THE  NATIONALISE  CO91 


NAL  RULECOT 


Made  from  thin,  flexible  steel  and 
rubber  united.  Combination  Rule 
and  Paper  Cutter. 
Plain-edge,  12,  15  and  18  inch. 
Graduated  Rule,  12,  15, 18, 21  and 
24  inch. 

PARAGON  INKSTAND 


Something  new  in  Inkstands. 
Crystal    glass,    Rubberoid    tops, 
Dust-proof. 

Attractive,        Sensible. 

BROWN  BROTHERS  «. 

Simcoe  and  Pearl  Streets,  Toronto 


THE 


BOOKSELLER    AND    STATIONER 


NEW    MODEL 

uoosEi  T-PchaF) 


The  LEDGER  FOR  EFFICIENCY 

Rapid  Opening  —  Rapid  Closing      Dependable  Mechanism 

—  Unexcelled   Workmanship      Highest    Grade    Materials 

—  Automatic  Locking  —  Powerful  Roller  Clutch  —  Per- 
manently Enclosed  Mechanism  —  Full  Double    Expansion 

—  Smooth  Steel  Posts  —  Pressed  Steel  Locking  Case  — 
Electrically  Welded  No  Lost  Motion  — Firm,  Flat 
Writing  Surface  —  Correctly  Rounded  Back  —  Curved 
Hinges  —  Standard  Binding  in  Best  Quality  Red  Cowhide 
and  Corduroy  —  Binder's  Board  Specially  Made  and 
Rigidly  Inspected.  :-:  :-:  :-:  :-:  :-:  :-: 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Irving-Pitt  Manufacturing  Company 

=====      LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS      ===== 

Kansas  City      ^^^  T-¥>rtEAn     Missouri 

NEW  YORK  * '    X   X        CHICAGO 

Canadian  Agents -THE  BROWN   BROTHERS,   LIMITED,  TORONTO 
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"The  Binder  of 
Highest  Efficiency" 


Adco  "A" 

Open,  showing  writing  surfaces 

The  Easiest  Selling  Binder  on  the 

Market 

Considered  as  a  complete  book,  our  current  binder  is  con- 
structed in  a  manner  that  eliminates  weak  and  objection- 
able parts  of  other  makes. 

First — Extreme  pressure,  600  lbs.,  is  indispensable  for  es- 
sential alignment  of  leaves,  and  cannot  be  obtained  by  any 
principle  other  than  mechanical  power. 

Second — We  use  only  the  best  leather  and  corduroy  and 
thoroughly  seasoned  boards  in  our  cover,  to  which  our 
piano  hinges  are  riveted,  and  connected  to  small  metal 
parts,  thus  reducing  size  and  weight,  and  with  corners 
rounded  and  exposed  metal  surfaces  also  rounded  and 
heavily  nickeled  and  polished,  present  an  unequaled  ap- 
pearance. 


Manufactured 


in  Canada  by 


^Msdtv 


l^IMI^DD 


MONTREAL  and  TORONTO 


W/W^My/y/y/z'/y//'/^^^^ 
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"STICK"  With  Us 

In  1918 

And   please  place  your  order   for 
Spring  delivery  now  for 


Glucine 

The  Original  Liquid  Paste 


.  ■  ■ 


It  never  dries  up. 

Never  goes  stale. 

Is  always  sweet  and  clean. 

Is  economical. 

Is  a  good  adhesive. 

Keep  a  pot  of  Glucine  in  use  on  your  own  counters  and 
desks — and   see   how    your   customers  will  fall  for  it. 


2x/z  oz.  size  retails  for  15  cts. 
5  oz.   (with  Cap  and  Brush) 

Retails  for  25  cents. 
10  oz.  (with  Cap  and  Brush) 

Retails  for  50  cents. 
30  oz.  for  refilling,  retails  for 
90    cents. 

Order  in  gross   lots  and  get 
the  good  profit. 


LYONS  BANK  WAX 

Lyons  Parcel  Wax 

is  the  highest  grade  obtainable  in  England. 


MANUFACTURED    BY 


Lyons  Ink  Limited,  Manchester,  Eng. 


CANADIAN  AGENTS: 


MENZIES  &  COMPANY,  LIMITED 

Manufacturers'  Agents  Importers  Fancy  Goods  and  Toys 

Importers  Blotting  Paper  Publishers  and  Importers  of 

and  Fine  Stationery  of  Christmas  Cards 

439  King  Street  West,  Toronto,  Ont. 
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The  Most  Important  Factor 


Mr.  Merchant: 

THE  most  important  factor  in  the 
success  of  any  business  is  the 
man  behind  it.  The  business  is  but 
a  reflection  of  its  director. 

If  he  is  ambitious,  energetic  and 
intelligent,  he  will  watch  his  busi- 
ness closely,  discover  every  weak- 
ness, and  painstakingly  nurse  it 
through  to  success. 

He  will  seek  advice,  improve  his 
knowledge  and  increase  his  effici- 
ency so  that  he  may  know  how  to 
cure  the  ills  of  his  business. 

Too  many  men  are  self-satisfied 
and  refuse  to  follow  the  methods 
that  have  brought  success  to  other 
business  men. 

Think  of  the  ten  most  successful 
men  in  your  own  line  of  business 


and    ask    yourself    why    they    suc- 
ceeded. 

National  Cash  Registers  are  not 
cure-alls,  but  they  have  helped  the 
most  successful  merchants  in  the 
world  and  they  can  help  you. 

Send  for  our  literature  and  talk 
with  our  representative,  because  we 
have  made  a  study  of  curing  a  great 
many  of  the  troubles  that  beset  the 
storekeeper. 

Cast  aside  indifference  and  deter- 
mine to  improve  your  business  in 
1918. 

THE 

National   Cash    Register 
Company  of  Canada  Ltd. 

Christie  Street  TORONTO 
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Everything  Kintf  Midas 
ToiacRed  lurneciTbGolci 
"V&ix  Can  Turn 


•  ^m.  • 


T-f  SELF     FIIvUNG    O 

rOUNTAlNPENb 

Into  Golden  Profits 
D;urlricr 


|pti 


Because: 


There  is  a  constantly  increasing  demand  for 

Self-Filling  Lever 
Fountain  Pens 

A  stock  of  such  pens  attractively  displayed  will  sell  quickly  and  easily. 

The  "A.A."  Lever  Self-filling  Fountain  Pen  has  many  distinctive  points  of 
advantage.  The  lever  filling  device  is  simple  and  positive  in  action  and  its 
construction  is  such  that  it  will  not  get  out  of  order. 


These  pens  can  be  conveniently  filled  from  any  ink-well  or  bottle,  and 
because  of  their  superior  design  throughout  you  may  be  sure  that  even 

your  most  fastidious  customer  will  be  delighted  with  the  sr tli  action  of  the 

scientifically  made  gold  pen  point,  the  steady  even  flow  of  the  ink  and  the 
superior  finish  of  the  barrel  of  these  pens. 

"A.  A."  Pens  Manufactured  by 

THE  MODERN  PEN  COMPANY 

are  backed  by  a  guarantee  of  absolute  satisfaction. 

They  carry  a  liberal  margin  of  profit  to  you.    Attractive  display  cases  and  show- 
cards  furnished  free. 

For  Illustrated  Literature,  Prices, 
Trade   Discounts,    Etc.,  apply  [to 

A.  R.  MacDougall  &  Co. 

Canadian  Representative 

266-268  King  St.  W.  Toronto,  Ontario 
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NOW  FOR  1918 

The  serious  shortage  of  help  of  all  kinds  makes  time-saving  methods  to-day 
more  important  than  ever  before.  Loose  leaf  systems  and  perfectly  constructed 
devices  are  more  in  demand  and  will  be  more  in  demand  during  1918  than 
ever  before. 

Are  You — Mr,  Stationer — 

prepared  to  get  your  share  of  the  loose-leaf  business  of  your  locality,  or,  are  you 
letting  someone  else  get  this  trade?  Have  you  a  sufficient  stock  on  hand  to  take 
care  of  ordinary  calls?  Have  you  our  catalog  No.  2  on  file  and  HAVE  YOU 
STUDIED  IT  CAREFULLY  so  as  to  be  able  to  talk  intelligently  on  loose-leaf 

supplies? 

MEMOS  TO  LEDGERS 

Your  calls  will  range  from  the  small  pocket  memo  or  price  book  up  through 
the  larger  ring  book,  post  binders,  holders,  ledger  transfers  to  the  best  ledger 
outfits.  Our  catalog  will  show  you  a  large  list  of  styles  and  sizes  that  will  take 
care  of  practically  all  demands. 

USE  STOCK  SIZES 

Whenever  at  all  possible  as  they  can  be  shipped  more  promptly  and  cost  you 
less.  Stock  sheets  can  be  supplied  in  small  quantities  at  moderate  prices  and 
additional  supplies  can  be  had  from  time  to  time  at  moderate  prices.  If  special 
sizes  must  be  used  you  can  quickly  arrive  at  prices  by  making  use  of  the  simple 
pricing  instructions  given  in  our  catalog.  Quotations  will  be  supplied  quickly  on 
complicated  jobs  or  on  large  quantities. 

DON'T  DEPEND    ON   FOREIGN   MADE   GOODS 

when  you  can  have  a  Canadian  line.  We  are  the  only  strictly  All-Canadian  firm 
making  a  full  line  of  loose-leaf  and  selling  only  to  the  trade.   Our  goods  are 

MADE  IN  CANADA  AND  MADE  RIGHT 

BY  A   CANADIAN  COMPANY. 


Su-«n,  «  LUCKETT  LOOSE  LEAF,  LIMITED  c^vvli- 

—  liU—    \*»         I     I  eon  r^o    vixi/-     cTorr-r   Hirer  TnonMTn      /iKinr 


539-543   KING   STREET  WEST  TORONTO,   ONT. 
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Technical  Handbooks 
at  Popular  Prices 

We  have  a  line  of  quick-selling  books 
on  all  Mechanical  and  Electrical 
subjects. 

The  titles  include  Engines,  Electric 
Dynamos  and  Motors,  Batteries,  Tele- 
phones, X-rays,  Wireless  Telegraphy, 
Lathe  work,  Tools,  Model  making. 
Windmills,  Locomotives,  Motor- 
cycles, Aeroplanes,  Carpentry,  Book- 
1  hiding.  Microscopes,  Motor  Boats, 
Scientific  Experiments  and  Metal 
Working. 

Prices  from  sixpence  upwards. 
The  coming  industrial  development 
of  Canada  will  call  for  practical 
handbooks  for  the  workers;  get  your 
supplies  in  hand.  Our  list  will  help 
you.  Mailed  free  on  request,  with 
pleasure. 

Percival  Marshall  &  Co. 

66  FARRINGDON  STREET 
LONDON,   E.C.   4,  ENGLAND 


ORDER  NOW 
The  1918  Edition  of 

5000  Facts 

About  Canada 


— the  Dominion  in  a  nutshell;  a 
wonderful  story  of  national  progress 
even  in  a  war  year.  50  chapters, 
from  "Agriculture"  to  "War."  Each 
sentence  as  full  of  meat  as  a  cocoanut 
is  of  milk. 

Place  your  orders  with  your  news 
company,  or 

The  Canadian  Facts  Pub.  Co. 

588  Huron  Street,  Toronto,  Can. 


The  Reputation  of  Esterbrook  Pens  is 
based  on  Excellence  of  Performance 

Every  Esterbrook  Pen  is  made  to  sustain  the 
Esterbrook  reputation  for  Quality.  Our  experi- 
ence of  the  past  60  years  is  used  in  making  these 
pens  the  standard  for  pen  excellence. 
When  you,  Mr.  Dealer,  show  a  customer  a  com- 
prehensive assortment  of  Esterbrook  Pens,  in  one 
of  the  10  Esterbrook  Counter  Display  Cases,  he 
is  sure  to  be  satisfied  with  the  service.  And  he  is 
sure  to  be  satisfied  with  the  pen  he  selects.  A 
satisfied  customer  is  a  strong  asset  for  you. 

Write  us  about  the  new  counter  display 
cases  and  signs. 

Esterbrook  Pens 

Esterbrook  Steel  Pen  Mfg.  Co. 

18-70  Cooper  St.,  Camden.  N.J..  U.S.A. 


Canadian  Agent  : 

The  Brown  Bros.  Ltd. 

Toronto.  Canada 


Easiest  to  Soil 


Since    I860 


For  your  customer  who  desires  some- 
thing different,  yet  exquisite  and 
correct — 


Since  1801  Crane's  paper  has  been 
the  correct  writing  paper.  Each  suc- 
ceeding year  increases  its  prestige 
among  those  socially  well  informed. 

You  share  that  prestige  when  you  sell 
Crane's  Linen  Lawn. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 
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Something  New  in  Congress 


A  Handsome  New  Back 
with  a  Popular  Appeal 

We  have  jusl  brought  out  a  new  hack.  It  is  called 
I'Uberty"  and  illustrates  the  Statue  of  Liberty  with 
the  flags  of  the  Allied  Nations  in  full  color.  It  is  an 
addition  to  our  famous  line  of 


PLWING 
CARDS 


The  hack  is  timely  and  will  rapidly  take  its  place  among 
the  leaders  in  Congress.  Card  players,  quick  to  see  the 
appropriateness  of  expressing  patriotic  sentiment  even 
in  recreation,  will  demand  this  Liberty  Back. 

Your  jobber  has  it. 


Four  Always  New 
Designs  in  Bicycle 

Lotus.  New  Fan,  Rider,  and  Acorn  are  four  hacks  that  are 
always  new.  They  are  liked  and  used  throughout  the 
Dominion.  You  will  make  no  mistake  in  stocking  a  good 
number  of  them. 

BICYCLE  Sffi0 

are  easy  to  sell.  Card  players  are  so  well  acquainted  wit!) 
their  smooth,  easy  dealing  qualities,  their  unequalled  finish, 
their  large  indexes,  and  their  all  round  excellence  that  they 
insist  upon  Bicycles.  No  valuable  time  is  required  to  explain 
their  merits. 

RIDER  ACORN 

Your  jobber  has  them. 

When  you  stock  these  designs,  drop  us  a  line  and  we  will  see 
that  you  are  supplied  with  advertising  material  so  that  people  will 
know    that    you   sell    U.  S.    Flaying    Cards.       Price-list    on    request. 

The  U.S.  Playing  Card  Co.,       Department  4       Toronto,  Canada 
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\j^dJ^^  Raphael  House,  Moorfields,  City, 

LONDON,  January  1st,  1918. 
Dear  Sir: 

We  beg  to  advise  you  that  owing  to  the  difficulties  largely  created 
by  the  war,  we  have  closed  our  Canadian  House  in  St.  Antoine 
Street,  Montreal,  and  have  decided  in  future  to  supply  our  friends 
in  Canada  with  our  publications  direct  from  England,  and  this  on 
Import  orders  at  London  trade  prices.  These  will  show  a  marked 
saving  to  our  customers  on  our  former  Canadian  prices. 

Our  head  representative,  Mr.  RICHARD  E.  WELLARD,  who  has 
been  active  for  our  Canadian  House  for  a  number  of  years,  will 
continue  on  the  same  ground,  and  will  represent  our  interests 
generally  in  Canada,  while  another  representative,  working  in 
conjunction  with  him,  will  cover  other  parts  of  the  Dominion. 

No  stock  will  be  carried  by  us  in  Canada,  and  we  shall  deem  it  a 
privilege  if  you  will  favor  our  representative  with  your  esteemed 
import  orders,  which  will  have  our  best  attention  at  all  times. 

Our  new  lines  in  CHRISTMAS  and  NEW  YEAR  CARDS, 
BIRTHDAY  CARDS,  POSTCARDS,  TOY  BOOKS,  GIFT 
BOOKS,  PICTURES,  ZAG  ZAW  PUZZLES,  etc.,  for  1918,  are 
of  unusual  imjDortance  and  will  be  carried  by  our  representatives 
in  their  complete  range,  instead  of  a  selection  only,  as  hitherto. 

We  venture  to  bespeak  the  courtesy  of  your  inspection  of  our  lines 
on  the  visit  of  our  representative  in  the  early  part  of  the  year. 

All  goods  will  be  despatched  direct  from  London.  While  we 
invite  all  correspondence  direct  with  Raphael  House,  London, 
our  American  House,  Raphael  Tuck  &  Sons  Company,  122-124 
Fifth  Avenue,  New  York,  will  be  pleased  to  answer  all  inquiries 
and  attend  to  all  queries  which  do  not  brook  delay. 

With  our  best  wishes  for  a  Happy  New  Year,  coupled  with  the 
hope  that  it  may  bring  Victory  and  Peace  in  its  train, 

We  are,  yours  faithfully, 

RAPHAEL  TUCK  &  SONS,  Ltd. 
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Soldiers  at  the  Front 

or  in  Camp  Anywhere 

Will  bo  glad  to  have  a  good  novel  to 
read. 

Then,  why  not  send  them — 

Webster— Man's  Man.    By  Peter  B. 
Kyne.                                Retail,  $1.35 
The  Sin  That  Was  His.     By  Frank 
•  L.  Packard.                       Retail,  $1.35 
Bab,  a  Sub-Deb.     By  Mary  Roberts 
Rinehart.                           Retail,  $1.40 
Baree,    Son   of   Kazan.     By   James 
Oliver  Curwood.                             $1.35 

Ready  Early  in  January 

The  Canadian  Almanac 

For  1918 

71st  Year  of  Publication 

Special  Features  for  This  Year: — 

The  New  Canadian  Parliament 
Synopsis  of  the  New  Income  Tax  Act 
Th<  Military  Service  Law 
Complete  Customs  Tariff 
Post  Office.*  and  Hallway  Stations 

Together  with  the  usual  mass  of  information 
contained  in  this  well-known  Annual. 

560  pages — bound  in  rexine,  gilt  title. 
Price  $1.50  net. 

The  usual  discount  to  the  trade. 

THE  COPP,  CLARK  CO.,  LIMITED 

PUBLISHERS                                                                                                TORONTO 

ENUS 
PENCILS 


T*  EQUISITIONS  for  VENUS  Pencils  come  from  such  ex- 
-^  acting  purchasers  as  the  Government  of  the  Dominion  of 
Canada,  the  United  States  Government,  the  British  Government,  etc. 


T~"HE  most  critical  and  careful  customer 
-*-  that  you  have  isn't  nearly  as  particu- 
lar in  insisting  that  the  quality  of  the 
goods  bought  be  the  very  highest,  as  are 
many  of  the  users  of  the  world-famous 
VENUS.  VENUS  Pencils  are  perfect 
always. 


BECAUSE  of  their  smoothness,  dur- 
ability, strength  and  adaptability  for 
every  purpose,  Venus  Pencils  are  specified 
by  the  leading  industrial  and  business 
concerns.  Your  Venus  Pencil  customers 
come  back  for  more. 


17  black  degrees  from   6B  softest  to  9H  hardest 
and  hard  and  medium  indelible  copying. 

Yonr  customers  look  for  the  distinctive  VENUS  finish 

Write  for  prices  and  information 

American  Lead  Pencil  Company 

220  Fifth  Avenue,  New  York 

and  Clapton,  London,  England 
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VOLDIERS 

GQVERSEAS 
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Date. 

THE  COPP,  CLARK  CO.,  Ltd. 
Toronto 


Please  ship  via 

Patriotic    "Right    is    Might"    Octavo    Tablets  @ 

"  "         "  "         Quarto  Tablets  @ 

"  "         "  "         Papeteries  @ 

Soldiers'  Overseas  Packet  @ 


The  Copp,  Clark  Company,  Limited 


517  WELLINGTON  STREET  WEST 


TORONTO,  CAN. 


i 


Always  to  the  Fore  in 
Patriotic  TABLETS 

__  _  OCTAVO  and 

Novelties  ?aupA!rTeS 

We  have  had  a  glorious  success  with  our 
Khaki  Tablets  and  Papeteries. 

This  year  we  have  a  great  trade-getter 
in  patriotic  stationery — Right  is  Might 
Tablets  and  Papeteries  we  predict  will 
have  record  sales  in  the  stationery  trade  throughout  Canada. 

The  tablets  and  papeteries  have  handsomely  embossed  covers.  The  design  is  in 
the  form  of  a  shield  with  head  and  bust  of  Britannia  on  background  of  Union 
Jack.   The  shield  is  on  a  background  of  grey,  giving  a  beautiful  effect. 

Each  sheet  in  tablets  and  each  sheet  of  paper  as  well  as 
the  envelopes  bear  this  shield. 

Each  sheet  of  paper  and  envelopes  in  p  ipeteries  is  beautifully  embossed  with 
entwined  flags  of  Great  Britain,  France  and  our  new  ally  the  United  States. 
The  stock  is  of  excellent  linen  finish.  This  will  be  a  magnificent  line  for  effec- 
tive window  display. 

Trade  prices  are  as  follows: 

Octavo  Tablets per  100 

Quarto  Tablets per  100 

Papeteries $17.00  per  100 


Soldiers'  Overseas  Packet 

Beautiful  Lithographed  Cover  illustrated  with  Birds  in  flight. 

Contains  24  sheets  light  weight  note  paper  and  24  envelopes  heavy 
weight,  packed  in  most  compact  form  for  sending  overseas.  The  most 
convenient  form  in  which  correspondence  can  be  sent  to  soldiers  for 
their  use. 

Trade  price  $15.00  per  100. 


.1918 


per  100 

per  100 

per  100 

$15.00  per  100 
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ARE  YOUR  MAGAZINES 
RETURNABLE? 

SonppoirG  sb  C©m^mmj  Tfinuft  fe§  F@csilkft  ft®  (0w@  W)®m!i<swm 
sa  Sqjonsar©  Paul  mm  M^mrdm  IS®ft[b  IPras®  sanadl  Hoftirag., 

Examine  this  list,  and  note  how  many  magazines  are 
fully  returnable  which  other  companies  are  making 
non-returnable. 


FULLY  RETURNABLE 
Pictorial   Review        - 
Collier's    Weekly  ... 

Parisienne  - 

Saucy  Stories         .... 
Smart  Set  - 

Field  and  Stream 
Fascinating    Fiction 
(lever  Stories         - 
*Motion  Picture  Magazine 
Motion    Picture    Classic 

15'1   RETURNABLE 
Saturday  Evening   Post 
Country   Gentleman        - 
Railroad  Magazine  - 

Argosy  Magazine  ... 

Munsey  Magazine  - 

All  Story  Magazine 


lie 
7c 
lie 
lie 
19c 
15c 
18c 
18c 
15c 
15c 

3c 
3c 

8c 
8c 
8c 
8c 


10  ;   RETURNABLE 
Metropolitan  ... 

Ladies'  Home  Journal 
McCall's  Magazine 

NON-RETURNABLE 

Jack    Canuck  ... 

Puck    (American)  ... 

Motor       -         -  ... 

Motor   Boating       .... 
Cosmopolitan   Magazine 
Hearst's  Magazine         ... 
Harper's  Bazaar 

Good   Housekeeping       ... 
Literary  Digest         ... 


15c 

14c 

7'/2c 


7c 
19c 
lie 
15c 
15c 
19c 
lie 

8c 


*The  March    issue  of   Motion    Picture   will   be  on    the   lines  of  the   Cosmopolitan   and   retail   at  20c. 

WE  CARRY  A  FULL  LINE  OF  BRITISH  PERIODICALS. 


IMPERIAL  NEWS   COMPANY,  LIMITED,  Winnipeg 


LINK  UP  WITH  US  FOR  SERVICE 

We  can  supply  all  Quebec  Province  newsdealers  with  the  following  American 
Magazines: 


McCALL'S 

MUNSEY'S 

ARGOSY 

RAILROADMAN'S 

ALL  STORY 

JACK  CANUCK 

PICTORIAL  REVIEW 

LADIES  HOME  JOURNAL 

SATURDAY  EVENING  POST 

COUNTRY  GENTLEMAN 

LITERARY  DIGEST 

COLLIERS' 

PARISIENNE 

SAUCY  STORIES 


SMART  SET 

FIELD  AND  STREAM 

FASCINATING  FICTION  NO.  7 

CLEVER  STORIES  NO.  15 

METROPOLITAN 

MOTION  PICTURE  MAGAZINE 

MOTION  PICTURE  CLASSIC 

COSMOPOLITAN 

HEARST'S 

GOOD  HOUSEKEEPING 

HARPER'S  BAZAAR 

MOTOR 

MOTOR  BOATING 

PUCK 


You  will  be  surprised  at  the  money  which  you  will  save  in  Express  Charges  if 
yon  will  take  advantage  of  our  "on  time  Service." 

The  Express  Charges  on  one  large  parcel  are  much  lower  than  on  several  small 
parcels,  weighing  the  same. 

Don't  split  up  your  Magazine  Business.    Save  money  on  the  Express  Charges. 

Send  for  printed  order  forms  with  prices  and  conditions 

IMPERIAL     NEWS     COMPANY,     LIMITED 

254  Lagauchetiere  Street,  MONTREAL,  QUE. 
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ADVANCE  NOTICE,  1918 

Scribblers  and  Exercises 


Our  Travellers  are 
now  showing  our 
new  series  of 
three  color  covers 

The  range  of  our  1918 
productions  will  surely 
appeal  to  all  Western 
Buyers. 

BEST  PRICES  IN  CANADA 


CLARK  BROS.  &  CO 

LIMITED 


Winnipeg 


Edmonton 
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For  Engineers,  Architects,  Draftsmen  and  Artists 

The  most  scientific  achievement  in  pencil  making. 
Strong,  smooth,  long-wearing  leads. 


Blue  print*, 
Photo  Alburns    ' 

urfacej 


BIXDNS 

BEST 
v    WHITE 

Nl>352 


For  all  dark,  rough  surfaces 
Including  Blue  Prints,  Photo  Albums,  Photo 
Mounts.      Black,    Brown    or   Gray   Drawing 

Paper. 


JMXON'S  SOVEREIGN    21^QMH 


*  ...J 


The  5c.  Fencil  for  Canadian  Dealers  to  push. 

Yellow  finish — Smooth  edge — Pleasing  to  the  fingers — Strong,  smooth  leads.     Made  in  five  grades  tipped,  and 

six  grades  untipped 

You  will  satisfy  your  customers,  make  a  good  profit,  bring  additional  trade, 
and  create  good-will  for  your  business  by  recommending  Dixon's  Pencils. 

AT\         II if  T\  11      O         {*!  ¥     •  •  I  Canadian  Representatives : 

.    K.    IVIaCUOUgall    &    1,0.,    Limited,      266  King  St.  W.,  Toronto,  Ont. 


'Always  Something  New" 


We  specialize  in 

VALENTINES 

Our  complete  stock  for  1918 

is  now  in. 

We  have  an  enormous  range  of  Valentine 
Goods  and  can  give  you  almost  anything  you 
want  in 

POST  CARDS,  BOOKLETS, 
LACE  VALENTINES,  CUT- 
OUTS  AND  COMICS,  TO 
RETAIL  AT  FROM  ONE 
CENT  TO  TWENTY -FIVE 
CENTS. 

AVe  have  a  special  department  for  taking 
care  of  RUSH  MAIL  ORDERS,  and  can 
guarantee  you  quick  and  careful  service  by 
mail. 

RUMSEY&CO.,  LIMITED 

1528  WEST  QUEEN  STREET,  TORONTO 


THF 

COLUMBIA 

FILE 


A  Strong, 
Durable 
Double  Arch 
File 


This  is  the  best 
Double  Arch  File  made 


Simply  constructed  and  well  finished, 
this  good-looking  double  arch  file  is 
having  a  big  "run"  everywhere.  We 
do  not  claim  it  "as  good  as  any  other" 
of  its  kind — we  insist  that  it  is  posi- 
tively better  than  any  other  double 
arch    made. 

Either  arch  operates  both,  and  the  two 
swing  outward,  opening  and  closing 
simultaneously. 

This  is  a  grand  selling  line.  It  never 
fails  to  "get  across"  with  the  efficient 
office  man.  Would  you  like  to  get  full 
particulars  ? 


STRATFORD,  ONT. 
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SELLING  DIRECT  FROM  FACTORIES" 


llCC 


TORONTO 


Post 

Your 

Clerks 


Remind  your  clerks  that  many 
stationers  have  tried  it  and  know 
hat  it  pays  to  offer  the  "Sengbusch"  line 
every  time  an  inkstand  or  a  moistener 
is  asked  for.  and  urge  them  to  follow  the 
same  profit-making  policy. 

Sengbusch    Self- Closing    Inkstands 

Help  your  customers  to  save  ink,  pens,  time 
and  labor,  by  persuading  them  to  buy  the 
Sengbusch  inkstand. 

The  Sengbusch  is  the  only  automatic  ink- 
stand ever  invented  that  will  prevent  the 
evaporation  of  red  ink  and  work  as  perfectly 
with  copying  ink  as  with  ordinary  writing 
fluid. 

Ideal  Sanitary  Moistener 

"The  Quick  and  Easy  Way"  to  moisten 
fingers,  stamps,  labels,  envelopes,  etc..  that 
describes  the  Ideal  Sanitary  Moistener.  It  is 
clean,  noiseless,  efficient  and  economical. 
Every  sale  means  a  satisfied  customer — one 
who  will  "come  hack." 


II  rite  for  our  illustraU  d  cator 
log  ami  circulars  with  your 
imprint,    showing    the 

retail  prices  for  ( 'an- 
a<la ;  also  set  of  six 
display  c  a  r  <1  & 

free. 


The  VUL-COT 

Waste    Basket 


Dominates 

It  is  noi  a  haskei  with  hut  a  single  predomin- 
ating feature. 

It  has  a  combination  of  good  points,  any  one 
of  which  is  strong  enough  to  awaken  the 
interesl  of  the  prospective  buyer. 

Taken  together  and  properly  presented  these 
features  make  Vul-Col  Baskets  mic  of  the 
quickest  and  most  certain  sellers  in  the 
stationery  trade. 

That  has  been  the  experience  of  other  dealers 
who  now  sell  Vul-Cot  Waste  Baskets. 

The  ."t-year  guarantee  i-  largely  responsible 
for  the  sudden  jumps  Vul-Cot  Baskets  made 
in  popular  favor.  The  neat  appearance. 
lightness,  sanitary  construction,  smoothness 
and  solid  sides  and  bottoms  have  been  influ- 
ential in  retaining  this  favor. 

Write  for  particulars  regarding  our  dealer 
proposition. 

Guaranteed  for  5  Years 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives: 

266  King  St.  W.,  Toronto,  Ont. 
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WILLIAM 
\J1       B  R  I  COS 


FOR   SPRING 

Here's  to  helping  along 
in  the  Spring  Selling  — 


FOUR   BRAND  ENEW  ONES,  BOUND   TO  STIR   UP  INTEREST  AND  GOOD  SALES. 
THREE  OTHERS  IN  WHICH  PUBLIC  INTEREST  IS  STILL  STRONGLY  SUSTAINED. 


First  Call 


— Following  "Over  the  Top,"  by  the  same  author — Arthur  Guy  Empey. 
"Over  the  Top"  is  practical  in  its  description  of  things  in  the  War  zone,  but  in  "First  Call"  Empey  speaks  even  more  prac- 
tically. It  is  full  of  tips  for  the  new  soldiers,  things  not  heretofore  written  in  books,  and  will,  in  consequence  be  invaluable 
to  our  new  Canadian  draftees.  Then,  again,  it  gives  advice  as  to  how  and  what  things  should  be  sent  to  the  boys  over 
yonder,  and  this  will  be  interesting  to  every  member  of  the  family.  Much  of  the  humour  that  prevailed  in  "Over  the  Top" 
has    been    preserved    even    with    these    practical    things.      Price  $1.50. 


The  Book  of  Artemas 


— Which   has  set   all    England   laughing. 
Here    is   a   little    book    which    has   set   all    England    laughing,    even    under    War    conditions,    and    should    do    the    same    for    Cana- 
dians.     80,000    copies    were   sold    on    the    British    market   in  a  few  months.     Exceedingly  clever  irony,  covering  present  condition-, 
written    in   the    form   of   Biblical    text.      Price,   cloth   and   illuminated   cover,   75c. 


The  Bystander  Annual 


— Full    of    Bairnsfather   Cartoons. 

Anyone  who  enjoys  Bairnsfather's  cartoons  will  revel  In  this.  "The  Bystander"  is  well  known.  This  is  a  hundred-page 
special  number  chuck  full  of  funny  things  and  with  an  abundance  of  cartoons  by  Bairnsfather,  Will  Owen.  Bert  Thomas, 
Harold   Earnshaw,   W.   Heath   Robinson,   and   others   similar.      A    Bairnsfather   cartoon-cover   adds    to   the   attractiveness. 


Mrs.  Allen's  Cook  Book 


— The   Cook    Book   of   all    Cook    Books. 

Speaking  of  Cook  Books  -here's  the  one.  Not  somethi  ng  gotten  up  for  the  bride,  or  to  sell  with  a  package  of  baking  powder, 
but  the  real  thing-  the  finest  we've  yet  seen.  760  pages  of  it.  in  the  size  of  the  ordinary  book  format.  Mrs.  Ida  C.  Bailey 
Allen,  the  compiler,  is  one  of  the  best  known  authorities  on  home  economics,  dietetics  and  home  cooking  in  America.  She 
has  lectured  through  the  United  States  and  has  contributed  hundreds  of  articles  to  the  best  known  women's  journals.  Part 
I  of  the  book  gives  in  simple  form  what  the  schools  of  Household  Science  are  teaching,  and  covers  such  special  subjects  as 
"The  Children's  Meals,"  "The  Problem  of  tb,e  Dinner  Pail,"  "Ranges  and  Their  Operation,"  "The  Short-cut  Preparation  of 
Meals."  A  most  appreciated  chapter  will  be  "The  every-day  chemistry  of  food  and  cookery."  Part  II  is  made  up  of  thou- 
sands of  sensible  recipes,  with  practical  instructions.  The  book  is  profusely  illustrated,  showing  the  recipes  made  up. 
Properly    handled   this   should    be   a   splendid   seller.      Substantially   bound    in   cloth.      Price   $2.00   net. 

A  Journal   From   Our   Legation   In   Belgium 

— The    Story    of    Belgium's    Tragedy.      By    Hugh    Gibson. 

This  book  has  been  thought  so  highly  of  for  its  strong  humin  interest  by  "The  Toronto  Daily  Star"  that  it  has  been  adopted 
and  is  now  running  as  a  serial.  It  tells,  as  no  other  b  aok  has  yet  done,  of  the  early  days  of  the  War  and  of  the  entrance  of 
the  Germans  into  Belgium.  Gibson,  representing  the  United  States  Legation,  pled  with  the  Germans  for  forty-eight  hours  for 
the  life  of  Edith  Cavell.  Circumstances  surrounding  this  and  her  later  hours  are  given  specifically.  Frank  N.  Doubleday. 
head  of  the  firm  of  Doubleday,  Page  and  Company,  says  of  this  book :  "This  is  the  best  and  most  important  book  we  have 
published  in  ten  years." 
Profusely     illustrated    with    photographs    by    the    author.      Price   $2.50. 


All    In    It  —  K  1   Carries  On 


— Continuing    "The    First    Hundred    Thousand."      By    Major  Sam   Hay   Beith. 

This  book  had  a  splendid  Christmas  sale  but  is  only  now  becoming  known,  and  will  be  enormously  in  demand  from  this 
time  on  Continuing  the  "First  Hundred  Thousand,"  it  is  certain  to  stir  up  large  interest.  It  carries  on  the  careers  of 
Lieut.  Bobby  Little,  Pte.  M'Sumph,  and  Sergt.  Mucklewane  through  the  months  following  the  earlier  period  of  the  War. 
Price    $1.50. 


Over  The  Top 


By   Arthur    Guy    Empey.      The   Biggest    Seller   in    America. 

By  reason  of  its  practical  and  humanly  appealing  qualities,  this  book  has  climbed  up  to  be  the  biggest  seller  in  the  United 
States,  even  above  the  current  fiction.  Nothing  yet  published  tells  so  practically  and  humourously  of  the  life  of  the  British 
Tommy   in   the  trenches   as   does   "Over  the  Top."     the   interest  in   Canada   in   the  book   is  only  beginning.     Price   $1.50. 

Our  travellers  will  be  in  to  see  you  shortly  with  samples  of  these  and   other  good  ones. 


WILLIAM  BRIGGS,  Publisher.  TORONTO 
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WANTED— 

HUNDRED  POINT  MEN 

By 

GEORGE  A.  SIMPSON 

ALL  over  this  great  Continent,  geographically  known  as  the  United  States 
of  America  and  Canada,  there  are  to-day  many  prosperous  industries 
■  which  were,  a  few  short  years  ago,  facing  serious  financial  embarrassment 
and  failure.  ^  These  industries  in  many  instances  had  been  grossly  misman- 
aged, while  in  others,  lack  of  capital  and  kindred  ills  contributed  to  their  condition; 
but  it  matters  not  now  what  was  the  cause;  it  is  Results  and  not  explanations 
we  are  interested  in,  as  results  count  and  the  facts  are,  these  conditions  did  exist. 
tfl  Then  came  the  War,  and  as  if  by  magic  all  was.  changed;  from  Adversity 
to  Prosperity  was  a  short  shift  and  even  Industries  that  were  wavering  on 
the  ragged  edge  of  failure  took  on  a  new  lease  of  life  and  assumed  a  prosperous 
air.  The  stupendous  demand  for  products  of  every  description  was,  and  is, 
such  that  extension  of  plant  and  increased  production  became  the  order  of 
the  day  and  under  these  unprecedented  conditions,  business  to-day  is  pushing 
the  man  who,  under  normal  conditions,  could  not  push  business.  1J  The  whole 
structure — Agricultural,  Industrial,  Commercial  and  Economic— has  been  under- 
going the  most  drastic  change  the  World  has  ever  known.  But  how  about 
the  man  ?  And  how  about  business,  with  its  increased  facilities  for  production 
and  its  corresponding  overhead  expense,  when  this  demand  ceases  and 
Competition  sets  in?  <jj  'Tis  said  the  leopard  changeth  not  his  spots,  and 
this,  in  a  measure,  applies  to  business  management.  The  test  of  fitness  will 
come  when  the  Commercial  War  begins  and  a  new  order  of  things  exists,  to  which 
we  must  adjust  ourselves.  A  tremendous  momentum  has  been  started  and  main- 
tained on  business  we  did  not  seek,  and  the  Wheels  of  Industry  have  been  greased 
with  prices  exceeding  our  wildest  dreams.  We  have  been  floated  into  position,  on 
a  tidal  wave  of  business,  far  and  above  the  jagged  rocks  of  competition,  which 
await  us  when  the  tide  recedes.  What  then?  —  is  a  question  worthy  of  sincere 
consideration   NOW.  <f  To   successfully  cope  with  the  new  conditions  and 

maintain  our  progress  will  create  a  demand  for  Hundred  Point  Men.  Men 
who  are  well  balanced  —  men  who  are  not  one-sided  in  their  development, 
whose  energies  do  not  seep  into  narrow  channels,  while  the  main  streams  of 
ability  are  allowed  to  run  dry  —  men  who  are  broad,  who  do  not  take  half 
views  of  things  —  men  whose  education  has  been  received  in  the  school  of  hard 
knocks,  whose  capital  is  Knowledge  acquired  through  experience,  who  mix 
common  sense  with  theory  and  do  not  permit  the  technical  to  distort  their 
practical  viewpoint  of  everyday  life  —  men  who  have  studied  men  and  mastered 
conditions,  whose  love  of  humanity  knows  no  bounds,  who  despise  pretence 
and  worship  a  good  name  —  men  who  can  decide  and  whose  decisions  are 
intelligent  and  just,  who  see  education  and  development,  discipline  and  character 
in  their  occupation  —  men  who  can  co-operate  more  successfully  than  they  can 
compete  —  men  who  can  honorably  and  persistently  produce  results  —  such 
men  as  these   are   the   Executives   of   the   future  — HUNDRED   POINT   MEN 
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Your  Opportunity 

for    Better    Pencil 

Sales 

Right  here  in  Canada — at 
Newmarket,  Ontario  —  are 
now  being  made  a  line  of 
very  high  class  pencils  that 
are  giving  splendid  satisfac- 
tion and  bringing  "repeat" 
sales  to  dealers  who  stock 
them. 

Cane's 

Made-ln-Canada 

Pencils 

will  sell  easily  in  your  store  and 
because  there  is  no  duty  to  pay 
on  Cane's  your  margin  of  profit 
is   much   better. 

And  we  help  you  sell  your  stock. 
•     The    handsome    store    card    here 
shown     will    get    attention     and 
suggest    sales. 

Be  a  Cane  Pencil  dealer.  It's 
worth    while. 

The 

Wm.  Cane  &  Sons  Co. 

Limited 
Newmarket,  Canada 


/\ 


YOli    CAN     NOW 

BUY 

MADE  IN  CANADA 
«-     PEHCIhS     -® 

•M.inul  .!<  lured     by 

The  Wm.  Cane  £?  Sons  Company,  Limited 
NEYVMAKKET,    Canada 
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Japanese  Pictures 

By  Old  and  Modern  Great  Masters, 
Colour  Prints,  Calendars,  Christmas 
Cards,  Picture  Post  Cards,  Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned Pen  Holders,  Pencils,  Fountain 
Pens,  Pencil  Boxes,  Celluloid  Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,  Wood  Toys,  Metal  Toys,  etc. 
Write  to-day  for  catalogue  telling 
particulars    of    what    you    require. 

S.  K.  HOSHINO  &  CO. 

20.  Yumicho,  Kyobashi-Ku     TOKYO,  JAPAN 


Moore  Push-Pins 

Moore    Push -less   Hanger 

THE  HAMII/TON  HARDWARE 
CORPORATION,  WATERBURY, 
CONN.,  says:  'We  wish  to  state 
that  with  this  display  in  our  store 
we  sold  daily  from  20  to  50  custom- 
ers Moore  Push-Pins  who  would 
never  have  thought  of  them  were  it 
not  for  this  cabinet. 
"We  consider  this  a  splendid  adver- 
tising feature  and  the  finest  kind 
of  a  silent  salesman  for  your  line." 

STYLE  L  $12.50 
YOUR  PROFIT  $6.25 

J.  J.  ASHDOWN  HARDWARE  00.,  WINNI- 
PEG, CANADA,  says:  "Your  Style  L  Cabinet 
has  proved  a  great  booster  on  the  sale  of  'Moore 
Push-Pins  and  Pushless  Hangers.  In  fact  we 
believe  it  has  increased  our  sales  100%  since 
we  placed  this  cabinet  on  our  counter  in  view 
of  the  public.  It  attracts  their  eye  and  they 
see  exactly  what  they  want  by  the  sample 
attached   to  the  outside." 

Moore  Piuh-Pin  Co.,  117  Berkley  St.,  Philadelphia,  Pa.  wIthetheaTwLt 


HOLD  THE  LINE 


(Registered) 


London  ( Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
v)  hole- 
sale 
houses    in 
Toronto 

and 
Montreal 


RELIANCE 
INKS 

MANUFACTURERS    OF 


Ink  Paste 

Grip  Seals 

Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG,   MAN. 
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THIS  YEAR 


DENT'S 


Will  show  the  Canadian  trade  the  Premier  line  of 

Books  for  Children 

Saalfield's  unexcelled  range  of  Linen  Toy  Books  and  other 
Picture  Books,  Stories  for  Children,  Novelty  Books  and 

Bibles 

DENT'S  have  been  <j,i\eii  the  Exclusive  Sale  for  Canada  of  the 
Extensive  Range  of  Books  Published  by  the  Robert  II.  McBride 
Co.,  of  New  York — Their-  is  a  big  line  of  Ready-selling  Publica- 
tions. Dent's  representatives  will  be  leaving  soon  to  show  the 
hook  trade  of  Canada  these  Two  Big  Money-making  Lines  together 
with  the  DENT  hooks  and  the  trade  may  look  for  an  announce- 
ment next  month  regarding  still  another  big  United  Stales  pub- 
lishing house,  which  deal  is  still  in  progress. 

Everyman's  and  Wayfarers' 

Conditions  in  England  make  it  imperative  that  there  be  another 
price  advance  in  these  books,  but  they  will  still  be  sold  at  the 
lowest  possible  prices  compatible  with  rising  cost  of  production. 

Booksellers  will  find  that  the  public  is  prepared  for  increased 
book  prices. 

These  books  will  continue  to  hold  their  present  big  place  in  the 
trade  and  advices  from  England  that  any  further  price  change 
will  be  advances,  certainly  no  decreases,  so  the  Canadian  book- 
sellers will  be  well  advised  to  anticipate  their  requirements  for 
this  year  and  book  orders  early.  The  volumes  in  Everyman's 
and  Wayfarers'  are  ideal  books  to  send  to  soldiers. 

AT  THE  FRONT  IN  THE  CAMPS  and  IN  THE  HOSPITALS 

PUSH   THEIR   SALE    FOR   THAT  TRADE 

That  1018  may  be  a  year  of  unprecedented  prosperity  and  well- 
being  for  the  booksellers  throughout  Canada  is  the  earnest  wish  of 

J.  M.  DENT    &  SONS,  Limited 

LONDON  PARIS  TORONTO  MONTREAL 
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ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   CQ 

EST'D.   1842.    MONTREAL. 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLERAND    STATIONER 

Special   Service    Department 


"  You  get  more  repeat 
orders  for 

Caribonum 

Ribbons  and 
Carbons 

because  of  the  abso- 
lute satisfaction  your 
customers  obtain. 

Our  advertising 
scheme  will  help  you 
to  sell  them  and  the 
quality  of  the  goods 
mean  permanent  cus- 
tom. 

May  we  send  you 
particulars?" 


Caribonum  Company,  Ltd, 

54  Wellington  Street  East, 
Toronto. 


ADVERTISING     INDEX 


Albemarle     Paper    Mfg.    Co. 
American    Lead     Pencil    Co. 
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Beveridge    Paper    Co 

-,  | 

Binney    &    Smith    Co 

V' 

Boorum    &    Pease     

,  .  .49, 

-,1 

Bowater    &    Co..    Ltd.     . 

55 

Bradford.    John     

-,  1 

Brisks.     Wm 

IS 

Brown    Bros..    Limited     

9 

Buntin.    Gillies    &    Co 

C 
Canada    Foundries    &    Forcings, 
Canadian     Facts     Publishing     Co 
Cane    &    Sons,    Limited,    Wm .  .  . 

Ltd r>o 

9 

20 

Caribonum    Co.,    Limited     

?9 

Carter's   Ink   Co 

51 

Chambers,    Ltd..    W.    &    R 

Clark    Bros.    &    Co..    Ltd 

53 

15 

Climax    Baler    Co 

48 

Copp,    Clark    Co.,    Limited    

Coutts.    W.    E 

12,   13. 

D 
Dawson.     Ltd..     W.    V 

4 

Dent    &    Sons,    J.    M 

•>] 

?R 

E 

Eaton.    Crane    &    Pike    Co 

Eaton-Dikeman    Co 

9 
49 

Elbe   File   &   Binder   Co.    .  . 
Esterbrook    Pen    Mfg.   Co. 


Globe    Wernicke    Co. 


G 

Limited 


Heath.    John.    &    Sons 
Higgins    &    Co.,    Chas. 
Hinks.    Wells    &    Co. 
Hoshino   &   Co..   S.    K. 
Hurst,     Aubrey    O.     .  . 


20 
50 
50 
20 
1 


Imperial    News    Co.,    Ltd 14 

Irish.    G.    1 55 

Irving-Pitt    Mfg.    Co 3 


Life    Publishing    Co 53 

Lonsdale    &    Bartholomew.    Limited    54 

Luckett    Loose-Leaf    Co.,    Ltd 8 

M 

MacDougall    &    Co..    Limited.    A.    R 16,  17 

MacLean's    Magazine    56 

Marshall    &    Co.,    Percival    9 

McClelland,     Goodchild     &     Stewart.     Lim- 
ited      51,  53 

McCready    Publishing    Co 50 

McFarlane,    Son    &   Hodgson,    Ltd 55 

McKinley  Music   Co Inside  back   cover 

Menzies    &    Co 5 

Meyers,    F"red    J.,    Mfg.    Co 55 

Mittag    &    Volger,    Inc Inside   back    cover 

Modern    Pen    Co 7 

Monarch    Paper    Co.,    Limited    54 

Moore    Push    Pin    Co 20 

Morton,    Phillips    &    Co 53 

Musson   Book    Co.,    Limited    26 


N 
National    Blank    Book    Co.     . 
National    Cash    Register    Co. 


Payson's    Indelible    Ink    53 

Pietz,    Adam     22 

Polar   Mfg.    Co 2 

Pugh    Specialty    Co 23 


Ramsay    &    Son    Co.,    A 22 

Reliance    Ink     Co 20 

Rockhill    &    Vietor    50 

Royal    Ink    Co 2 

Rumsey    &    Co.,    Ltd 16 


Sanford   &    Bennett   Co Front  cover 

Scarborough    Co.   of   Canada    55 

Sinclair    &    Sons,    Ltd.,    Wm 51 

Solidhead    Tack     Co 54 

Stafford,    S.    S..    Inc 49 

Standard    Paper    Mfg.    Co 51 

Stationers'    Loose    Leaf    Co 54 


Terry,    Herbert.    &    Sons,    Ltd 50 

Tuck    &    Sons,    Ltd.,    Raphael    11 


U 


10 


23 

6 


U.S.    Playing    Cards    Co. 

V 
Valentine    &    Sons    United    Publishing    Co.      24 

W 

Warwick    Bros.    &   Rutter,    Ltd 

Inside    front   cover 

Weeks    Mfg.    Co..    Frank    54 

Welnfon    Roberts    Rubber    Co 49 

Wycil    &    Co 53 


ADAM  PIETZ 

101  1  Chestnut  St.,  Philadelphia 

Steel  and  Copper  Plate  engrav- 
ing of  the  better  kind. 
We  engrave  especially  fine  dies 
for  Christmas  and  other  greet- 
ing cards,  also  for  Box-tops, 
French  edge  seals,  Coats-of- 
Arms,  Monograms,  Addresses, 
etc. 


Say  you  saw  it  in 

BOOKSELLER    AND 
STATIONER 
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DOMINION 


BOUND  AND 

LOOSE  LEAF 

il  BLANK  BOOKS 


DOMINION  K°ASS  PRICE  BOOKS 

6200  Line:  made  with  3,  5  and  7  rings.  Bound  in  Genuine 
Black  Morocco  or  Flexible  Black  Pig-grain  Texhide. 
Fillers  in  all  standard  rulings. 


BLANK  BOOKS 

SCHOOL 
AND  COLLEGE 
EXERCISE  BOOKS 

The  Dominion  Loose  Leaf  Price 
Book  is  made  to  meet  the  wide  de- 
mand for  a  convenient  and  safe 
loose  leaf  memorandum  hook.  The 
variety  of  sizes  meets  every  demand 
for  desk  or  pocket  use.  Simple, 
-ccure  mechanism. 

Canadian  stationers  are  ottered  a 
first-class  line  of  commercial  and 
school  hlank  hooks,  with  assurance 
of  prompt  shipment  and  satisfactory 
service.  Special  orders  can  be 
handled  with  dispatch.  Submit  your 
requirements    fur    price    quotations. 


DOMINION  BLANK  BOOK  COMPANY,  LIMITED 

BERTHIERVILLE,   P.Q. 


We  wish  the 

Booksellers  and  Stationers 

of  Canada 

a 

Bright  and  Prosperous 

New  Year. 


PUGH  SPECIALTY  CO. 

LIMITED 
38-42  Clifford  Street,      Toronto,  Canada 

Get  our  Catalogue  of  Valentine, 
Easter    and    St.  Patrick    Lines. 


EEHHEa 


<s? 


Columnar  Books 

The  National  list  of  Columnar  Books  offers 
line  for  line,  measure  for  measure,  exactly 
the  shapes,  sizes  and  rulings  your  custo- 
mers must  have  in  their  office  systems. 
Substantially  bound  in  American  Russia 
backs   and    corners,   with    blacic   cloth    sides. 

Send  for  a  supply  of  the  Multi-Column  Book 
Folders. 

National   Blank  Book  Co. 

HOLYOKE,  MASS.,  U.S.A. 
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Best  Wishes 

and 

Victory ! 


WE  have  largely  in- 
creased our  range 
of  Holiday  Goods,  and 
in  Children's  Books  we 
will  have  lines  entirely 
new,  novel  and  up-to-the- 
minute  that  will  put  new 
life  into  this  department 
in  your  store. 


The  Valentine  &  Sons 

United  Publishing  Co.,  Ltd. 

Montreal  Toronto  Winnipeg 
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Attention 
Please 


A  rare  treat  awaits  the  dealer  who 
has   not   made  the  acquaintance  of 

COUTTS' 
GREETING  CARDS 

A  refreshing-  treat,  indeed.  Nothing  so  entirely,  outstandingly  different  has  ever  been 
produced  in  any  country,  and  these  are  all  made  in  our  own  factory  in  Toronto  by  expert 
Canadian  artists  and  workmen  of  long  and  tried  experience. 

Our  appeal  to  you  is  made  on  the  quality  and  all-round  merits  of  our  merchandise  and 
the  fact  that  they  sell  themselves.  Just  display  them,  have  a  cash  register  handy  and 
someone  to  take  the  money. 

The  line  is  rich  in  originality  of  design  and  the  sentiments  are  a  delight  to  read;  and, 
such  appropriate  to  the  times  sentiments. 

They  say  just  the  right  thing  in  just  the  right  way.  And  the  prices — Hundreds  of 
Numbers  to  retail  at  Five  Cents,  Ten  Cents,  Fifteen  Cents,  and  up  to  Fifty  Cents  each. 

Our    line    comprises    Christmas,    New    Year,    Easter 
and  Every  Day  Cards  for  every  occasion. 

They  are  all  engraved  from  Steel  Dies  and  Plates. 

No  printing  even  on  the  lowest-priced  numbers. 

Our  salesmen  will  cover  the  country  from  coast  to  coast,  but  should  it  be  impossible  to 
visit  your  town,  won't  you  give  us  the  opportunity  of  getting  acquainted  by  mail?  If 
you  will  allow  us  to  send  you  an  assortment,  large  or  small,  we  will  guarantee  to  do 
more  than  please  you. 

WE'LL  SURPRISE  YOU. 

As  everything  we  sell  is  made  in  our  own  factory, 
prompt  deliveries  are  guaranteed. 

WILLIAM   E.  COUTTS 

Factory*  Office  and  Showrooms: 

455  King  Street  West  266-268  King  St.  West 

Toronto,   Canada 
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STATEMKNT  OF  THE 
BUSINESS   MANAGER 


JANUARY,  1918 


VOL.  XXXIV     No.  1 


THE  1918  HOLIDAY  GIFT 
ANNOUNCEMENTS 

Distinct  Improvement  Decided  Upon  for  the  Issue  for  Xext  Christmas  Trade  Season— 

Edmonton  Firm  Expresses  Appreciation 

1  HE  following  letter  was  sent  out  to  retail  booksellers  in 
reference  to  the  Holiday  Gift  Announcement  section  of  the 
November,  1918,  issue  of  Bookseller  and  Stationer  and  has 
brought  a  goodly  grist  of  advance  orders: 

"You  will  be  interested  to  learn  that  we  have  another  improvement  in  view  for  the  1918  issue  of 
the  HOLIDAY  GIFT  ANNOUNCEMENTS  supplement,  as  in  the  1917  November  issue,  pages 
17  to  44.     If  you  have  mislaid  your  copy  write  us  and  we  will  send  you  a  copy  of  this  section. 

This  new  idea  is  to  eliminate  the  name  of  the  firms  in  the  different  advertisements.  Thus  the  only 
name  appearing-  in  the  whole  announcement  will  be  YOUR  name  on  the  title  page.  This,  of  course, 
applies  onlv  to  these  reprints.  The  advertisers'  names  will  naturally  appear  in  the  announcements 
in  the  next  November  issue  of  BOOKSELLER  AND  STATIONER. 

Now,  while  this  idea  is  fresh  in  your  mind  we  would  suggest  that  you  send  us  order  for  the  number 
of  reprints  of  the  1918  Christmas  Section  which  you  can  use. 

Fill  out  the  enclosed  provisional  order  form  and  send  it  in.  The  price  will  again  be  $2.50  per  hundred 
copies,  with  a  charge  of  50c  per  hundred  for  imprinting  your  name  and  address  on  front  page. 
This  provisional  order  is  subject  to  ratification  by  you  in  November  next  upon  receipt  of  notice 
from  us." 

Among    the    replies  was    one    from   an   Edmonton   firm   of 
booksellers  who  wrote  as  follows:  — 

"We  have  your  letter  of  the  5th  inst.,  and  are  more  than  glad  to  note  the  decided  improvement  you 
have  in  view  for  the  HOLIDAY  GIFT  ANNOUNCEMENTS.  We  were  going  to  defer  writing  until 
after  the  Holiday  Season,  as  we  had  this  particular  item  in  view;  also  that  there  should  be  greater 
checking  up  between  the  publishers  and  their  prices.  We  have  found  several  mistakes  in  which  the 
prices  have  been  changed  from  their  previous  lists  and  when  books  are  received  here  we  invariably 
charge  according  to  the  list  price. 


We  would  suggest  that  you  leave  a  little  more  room  on  the  front  cover  for  the  imprint, 
enclosing  a  provisional  order  for  500  copies  and  the  chances  are  we  will  take  1,000." 


We  are 


IF  YOUR  ORDER  HASN'T  BEEN  SENT  IN  FILL  OUT  THIS  FORM: 


BOOKSELLER  AND   STATIONER,  Date  1918 

143-153  University  Ave.,  Toronto. 

Book  order  for copies  Special  Holiday  Gift  Announcement  (sixteen  pages  or  more)  as  in  November,  1918,  issue 

of  BOOKSELLER  AND  STATIONER,  at  $2.50  per  hundred  copies.    This  is  to  be  subject  to  ratification  in  Novem- 
ber,  1918,  upon   receipt  of  notice   from   BOOKSELLER    AND   STATIONER. 


For  50c  per  hundred  copies  extra,  name  and 
address  will  be  printed  on  outside  cover.  If 
this  is  desired,  put  an  X  in  this  square. 


Name 

Address. 
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JOSEPH  HOCK1 

oU.OOO  eoriwfi    hav« 


A  companion  story  to  "Tommy" — the  most  popular  war  novel  that  has  yet  been 
written.  After  Tommy  had  served  in  France  and  Belgium,  he  was  sent  to  Salonika, 
and  went  with  John  Penrose  to  Athens,  where  treason  and  German  spies  abounded. 
"Tommy  and  the  Maid  of  Athens"  tells  of  their  adventure  in  the  Greek  Capital. 
It  unfolds  a  plot  whereby  the  Germans  hoped  to  destroy  our  armies  in  the  Near 
East,  and  open  the  road  to  India.  By  the  aid  of  the  mysterious  "Maid  of  Athens," 
this  plot  was  discovered,  and  Tommy  and  John  shared  in  the  excitement  of  thwart- 
ing it.  A  delightful  love  romance  runs  through  these  perilous  adventures,  and  the 
story  is  alive  with  patriotism  and  the  stirring  spirit  of  the  hour. 


HODDER  &  STOUGHTON    LIMITED, 

I LONDON  TORONTO  NEW  YORK/ 

'publishers     -  Toronto' 


B 0  0 K  S E L  L E R    AND    STATIONER 


Mr.   Bruce's  Counsel 

i>ECIFICALLY  APPLIED,  MR.  BRUCE'S 
COUNSEL  may  be  said  to  recommend  that  busi- 
ness men  should  read  every  week  THE  FINANCIAL 
POST  OF  CANADA,  to  inform  themselves  concerning 
current  events  in  the  realm  of  Canadian  business  and 
public  affairs. 

Frank  E.  Mutton,  Vice-President  of  the  International 
Time  Recording  Company,  of  Canada,  wrote  the  fol- 
lowing letter  to  the  publishers  of  THE  POST: 

Attention,  Editor: 

Recently  we  sent  you  a  subscription  covering  the  delivery  of 
THE  FINANCIAL  POST  to  each  of  our  Sales  Agents  and  Sales- 
men throughout  Canada.  This  was  prompted  by  the  fact  that, 
in  our  opinion,  your  paper  is  the  best  barometer  in  Canada  of 
what  is  going  on  in  the  different  industries  from  one  ocean  to  the 
other  in  this  country.  Your  paper  contains  information  invalu- 
able to  any  traveling  representative  of  any  firm. 

(Signed)  F.  E.  MUTTON. 
Dated  Oct.  12,  1917. 

IN  effect,  THE  FINANCIAL  POST  represents  a  Current  Events  Club, 
met  weekly  for  the  consideration  and  study  of  current  affairs  in  Canada 
in  relation  to  itself  and  the  world  at  large.  It  represents  the  assembly  of 
many,  many  surpassingly  well-informed  contributors  who  discuss  intelli- 
gently, lucidly  and  proportionately,  Canada's  public  and  business  affairs. 
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Talk  Current  Events 
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logy  and    Parenthood,"    Etc. 
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HAT  do  you  know  about  the  doings  in 
this   great  world   wherein   we   live? 

Do  you  try  to  form  a  really  intelligent 
and  well-considered  opinion  regarding 
events   the   world   over? 

Do  you  ever  discuss  their  significance 
with  friends  and  neighbors? 

ff  asked  what  you  think  of  any  par- 
ticular event,  you  are  perhaps  ready  with 
an  answer.  Is  your  answer  anything  but 
a  snap  judgment,  determined  by  prejudice 
rather   than   by   reasoning   analysis? 

I  put  these  questions  not  to  be  disagree- 
able, but  because,  if  necessary,  I  want  to 
spur  you"  to  appreciate  *he  value  that 
there    is    in    discussion    of  current  events. 

Many  people,  fortunately,  appreciate  its 
value  instinctively.  Perhaps  you  are  one 
of  these.  Many  others  are  beginning  to 
appreciate    it. 

This  is  shown  by  the  growing  popu- 
larity of  clubs  and  classes  on  current 
events. 

Only  a  few  years  ago  such  clubs  and 
classes  were  almost  unheard  of.  To-day 
most  of  our  bigger  cities  have  half  a  dozen 
of   them   or  more. 

In  one  city — Boston — a  talented  woman 
of  my  acquaintance  draws  an  income  of 
thousands  of  dollars  a  year  from  her  lead- 
ership   of    current    events    classes. 

Other  men  and  women  have  similarly 
discovered  that  interest  in  current  events 
is  increasing  so  rapidly  that  they  can  well 
afford  to  organize  classes  like  those  con- 
ducted by  the  Boston    woman. 

Still,  there  "remain  many  people — thou- 
sands of  people — who  never  discuss  cur- 
rent events.  Many  thousands  more  dis- 
cuss only  such  events  as  come  under  the 
headings  of  "crime,"  "the  theatre,"  and" 
"sports." 

These  are  the  people  I  want  to  reach. 
They  are  the  people  I  want  to  rouse  to 
recognition  of  the  practical  helpfulness 
they  will  find  in  discussion  of  current 
events   in  general. 

Current  events  clubs  and  classes  might 
well  be  organized  in  every  neighborhood, 
with  weekly  meetings  to  take  up  the  out- 
standing happenings  in  international  af- 
fairs, national  politics,  literature,  art, 
music,   science  and   industry. 

Regular  attendance  at,  and  active  par- 
ticipation in,  these  meetings  will  prove 
to   be    an    education    in    itself. 

It  will  enlarge  the  mental  horizon  and 
broaden  the  moral  sympathies.  By  dis- 
ciplining the  mind  to  active  thought  it 
will  raise  the  level   of  workaday  efficiency. 

It  will  make  for  a  more  alert,  a  more 
conscientious  citizenship.  It  will  give  zest 
and  color  to  a  life  which  perhaps  has 
hitherto    been    pathetically   drab. 

Unsuspected  powers  will  be  awakened 
With  a  better  grasp  on  the  realities  of 
life,    the    whole    personality    will    expand. 

One  evening  a  week  is  certainly  not  too 
much  to  give  to  a  discussion  of  the  day- 
to-day  developments  in  our  wonderful 
world. 

It  may  mean  doing  without  an  evening 
at  cards  or  at  the  musical  comedy,  or  at 
the  dance  hall.  But  this,  after  all,  is 
not  a   terrible  sacrifice. 

And  from  the  occasional  talk  over  cur- 
rent events  will  come  more  profit  than 
could  possibly  come  from  any  number  of 
evenings  spent  in  card-playing,  dancing,  or 
listening  to  musical  comedies.— Reprinted 
from   the   Toronto   Daily   Star. 
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Editorial  Chronicle  and  Comment 


THE  1918  OUTLOOK 

FROM  all  directions  and  from  all  parts  of  the 
country  comes  word  of  good  holiday  business 
done  in  the  book  and  stationery  stores.  This  augurs 
well,  indeed,  for  the  coming  year's  trade  and  the 
present  attitude  of  the  wholesale  trade  is  one  of 
hopeful  anticipation.  In  the  book  trade,  further 
rises  in  costs  constitute  an  issue  that  must  be  faced. 
The  retailers,  however,  in  the  obligation  that  will 
devolve  upon  them  to  raise  their  prices  as  well  may 
rest  assured  that  the  public  is  prepared  for  just 
such  an  eventuality.  People  expect  nothing  else 
because  increasing  costs  have  been  general,  embrac- 
ing practically   all  varieties   of  merchandise. 

A  more  determined  policy  of  specialization  and 
intense  exploitation  of  the  principal  branches  of 
the  merchandise  sold  in  book  and  stationery  stores 
should  he  one  of  the  chief  planks  in  the  1018  plat- 
form. This  must  embrace  both  buying  and  selling. 
Efficient  buying  linked  up  with  proper  sales  efforts 
will  enable  a  merchant  to  do  a  good  profitable  busi- 
ness in  spite  of  the  upward  tendency  of  wholesale 
prices. 


AFTER   THE  INVENTORY,    WHAT.' 

NOW   for  the   inventory. 
"What  you  want,"  said  Frank  Stockdale  to 
the  merchants  attending  his  lectures,  "is  figure  facts 
about  your  business." 

Figure  facts — that's  what  you'll  get  from  the 
inventory.  Get  the  facts  that  are  of  value  to  you — 
no  more  and  no  less.  Facts  which  lead  to  action 
are  the  thing.  Will  the  stocktaking  show  you  have 
a  larger  stock  of  some  unimportant  line  than  of  an 
important  one?  Then  the  thing  is  to  question  why. 
Who  did  the  buying?  Was  the  buying  all  right 
but  the  selling  in  one  case  below  the  requisite? 

That,  indeed,  is  the  question. 

After  the  inventory  find  the  answer  to  the  prob- 
lems the  figure  facts  present.  The  answer  is  not 
in  the  back  of  the  book,  but  it  can  be  found.  Better 
still  it  can  be  acted  upon. 


WHAT  ABOUT  THE  LOST  CUSTOMER? 

ABOUT  every  so  often  retail  merchants  find  that 
customers  are  not  buying  as  much  as  usual. 
Now  it  may  be  that  the  weather  has  something  to  do 
with  it  or  the  seasons,  or  that  people  are  away ;  on  the 
other  hand  it  may  be  that  the  customers  are  dis- 
satisfied with  something;  goods,  service  rendered  or 
some  more  trifling  thing  which  may  be  easily  ad- 
justed. 

But,  in  any  case,  it  is  for  the  merchant  to  find 
out  why  orders  are  not  forthcoming.  If  the  cus- 
tomer is  dissatisfied  the  merchant  certainly  ought  to 
know  it  so  that  he  can  pour  oil  on. troubled  waters. 


The  policy  of  drift  in  retail  business  of  failing 
to  note  or  to  profit  by  these  indications  is  a  dangerous 
one. 


SOLDI  EI!   TRADE  DEPARTMENT 

IN  this  issue  the  special  attention  of  the  trade  is 
directed  to  the  new  S<>l<li<r  Trade  Department. 
Soldier  trade  embraces  many  different  articles  use- 
ful in  trench  and  camp  life  and  books  play  an  es- 
pecially strong  part  in  the  possibilities  for  the  de- 
velopment of  extra  business  in  book  and  stationery 
stores,  which  this  new  department  is  calculated  to 
promote. 

The  idea  is  not  the  sale  of  war  books  but  books 
that  the  soldiers  will  want  to  read.  They'get  enough 
of  war  and  it  can  be  assumed  that  books  on  the 
war  will  not'  meet  with  nearly  so  warm  a  welcome 
"'over  there"  as  will  good  romantic  tales,  whether 
they  be  old  stories  or  the  latest  fiction. 

We  would  emphasize,  also,  that  it  is  sales  to 
people  at  home  for  forwarding  to  the  soldiers  that 
is  the  big  idea  behind  this  new  department,  nor 
mould  the  great  call  for  books  that  conies  from  the 
front  eclipse  the  similar  need  for  sending  books  to 
those  men  who  have  done  their  bit,  but  are  now 
in  the  different  base  hospital-.  Some  of  these  must 
stay  in  lied  all  the  time.  Time  is  liable  to  hang 
pretty  heavily  upon  such  as  these  and  booksellers 
should  emphasize  the  worthiness  of  the  movement 
to  keep  them  plentifully  supplied  with  good  reading 
matter. 


PUBLIC  OWNERSHIP  WORKMEN  SLEEP 

TBE  I  nited  States  Senate  Committee  on  Military 
Affairs  was  not  satisfied  with  the  way  things 
were  going  at  the  Government  arsenals  conducted 
under  public  ownership.  They  called  in  an  expert. 
Fred.  II.  Colvin,  editor  of  the  technical  newspaper. 
The  A  merico.fi  Machinist.  He  gave  some  very  in- 
teresting evidence.  His  evidence  created  a  great 
sensation  and  is  leading  to  a  complete  reorganization 
of  the  arsenals  and  the  War  Office  officialdom  respon- 
sible for  conditions. 

Workmen  in  arms  manufacturing  plants  played 
checkers  and  slept  in  the  shops  during  August, 
while  the  War  Department  quibbled  over  non- 
essential details  of  rifle  designs. 

A  super-preciseness  of  requirement  in  rifle  mak- 
ing, going  even  to  the  extent  of  l-2000th  exactness 
in  bayonets,  is  holding  down  production  40  per  cent., 
he  said. 

Mr.  Colvin  declared  the  Government  arsenals  at 
Springfield,  Mass.,  and  Rock  Island,  111.,  do  not 
understand  manufacturing  principles  and  have  anti- 
quated machinery.  Some  of  the  machinery  at  the 
Springfield  arsenal  is  fifty  years  old. 

He  charged  that  "an  excessive  nicety  of  require- 
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merit"  in  unimportant  parts  of  rifles  held  up  rifle 
production  "tremendously." 

''The  bayonet  is  only  a  butcher  knife  and  a  six- 
teenth of  an  inch  would  not  make  any  difference," 
he  said,  "yd  a  variation  of  1-2000  is  sufficient  cause 
for  rejection. 

"]  have  photographs  taken  of  men  in  the  Win- 
chester factory  playing  checkers  last  August,"  he 
said  further.  "Detail,-  of  manufacturing  had  not 
beer  decided  upon  by  the  War  Department.  The 
one  great  weakness  was  that  everyone  hesitated  to 
take  the   responsibility    in   deciding  these  details." 

"Were  all  the  men  playing  checker-'.'"  asked 
Senator  Hitchcock,  of  Nebraska. 

"No;  some  were  sleeping,"  Mr.  Colvin  answered. 

That  the  dilatory  tactics  of  the  Ordnance  De- 
partment will  prevent  first  delivery  of  the  Browning 
machine  guns  until  a  full  year  after  the  entrance 
of  the  United  States  into  the  war  was  again  em- 
phasized by  the  next  witness. 

General  Crozier,  the  Tinted  States  Chief  of  Ord- 
nance, gave  orders  that  Mr.  Colvin  should  he  barred 
from  inspecting  arsenals  because  he  insisted  thai  ex- 
pert machinists  and  nol  army  officers  should  be  in 
charge. 

This  experience  shows  what  happens  under  pub- 
lic ownership.  It  also  exposes  the  stupid  antipathy 
that  prevails  among  public  officials  against  business 
and  technical  papers.  Sir  George  Foster,  Minister 
of  Trade,  voted  to  put  Canadian  technical  news- 
papers out  of  business.  Hon.  Mr.  Burred,  late 
Minister  of  Agriculture,  supported  a  movement  that 
would  tax  farm  papers  out  of  business.  Even  Mr. 
Murray,  the  Secretary  of  the  Canadian  Manufac- 
turers' Association,  after  recommending  every  me- 
dium of  publicity  for  Canadian  manufacturers,  from 
buttons  to  billboards,  deliberately  eliminated  all  re- 
ference to  the  business  press. 

When  the  manufacturers  wanted  to  know  how 
to  make  munitions  it  was  not  to  the  buttons  or  bill- 
boards hut  to  the  technical  newspapers  they  applied. 
The  Trade  and  Commerce  department  was  helpless. 
The  Manufacturers'  Association  did  absolutely 
nothing  for  them.  Not  only  did  the  newspaper 
Canadian  Machinery  show  in  a  series  of  illustrated 
articles  how  to  adapt  Canadian  plants  for  munitions 
hut-  they  secured  the  blue  prints  and  specifications 
tor  French  and  Russian  shells  so  that  their  readers 
could   and   did   tender  on    them. —  FINANCIAL    Post. 


JUST1FL 1 BLE  PROFITEERING 

IN  a  recent  issue  of  The  Finn/trial  Post  appears  one 
of  a  -ciies  of  remarkably  fine  articles  written  by 
J.  W.  T.  This  hear-  upon  banking  in  its  relation 
to  merchandising  and  quotes  one  hank  manager  as 
saying: 

"My  advice  has  been  that  the  manufacturer 
should  take  the  full  advantage  of  the  market,  that 
if  he  has  raw  materials  secured  at  lower  levels  that 
he  should  not  consider  himself  under  any  obligation 
to  sell  his  product  below  the  price  set  in  open  com- 
petition." 

"But  is  this  not  profiteering?"  T  interjected. 

"Maybe  it  is,",  he  came  hack,  "hut  who  is  not  a 
profiteer  in  these  times  if  he  ha-  the  opportunity? 
The  laborer  gets  all  he  can  for  his  labor,  the  farmer 
gets  all  he  can  for  his  produce,  and  the  investor  gets 
all  he  can  in  return  for  his  money- — even  though  it 
may  he  less  than  before  the  war.     And  of  these  I 


think  the  farmer  is  the  man  who  has  benefited  to 
the  greatest  extent;  yet  no  one  calls  him  a  profiteer. 

"Hut  in  the  case  of  the  manufacturer  there  is  the 
sound  argument  that  he  should  take  advantage  of 
the  rise  of  the  market  in  order  that  he  may  he  in 
a  position  to  take  advantage  also  of  the  decline  when 
it  comes.  There  will  lie  many  cases  where  the  profits 
which  a  manufacturer  has  made  out  of  raw  materials 
on  the  rise  will  he  no  more  than  he  will  lose  when  in 
the  course  of  readjustment  the  values  of  his  stocks 
on  hand  decline  in  relation  to  the  market  for  his 
products." 

What  is  -aid  here  a-  advice  to  the  manufacturer 
would,  of  course,  apply  fully  as  well  to  the  retailer. 
Certainly  there  i-  a  time  coming  when  goods  will 
decline    in    value. 


TRAINING  BRAINS  FOR  AFTER-WAR  TRADE 

WAR  is  >till  with  us,  and  may  he  for  a  while. 
With  the  echo  of  the  first  shot  in  the  w  ir 
there  awoke  in  progressive  business  minds  the 
thoughl  of  trade  after  the  war.  Not  "Business  as 
Usual"  hut  "Business  far  Better  than  Before"  is  the 
slogan  to  follow.  Leaders  in  business  life  are  busy 
upon  after-the-war  problems  to-day.  Already  the 
key-word  to  their  thoughts  is  out. 

That  word  i>  Education,  Its  effect  is  found  in  the 
decision  of  the  Tootal  Broadhurst  Lee  Co.,  Man- 
chester, to  appropriate  $50,000  a  year  for  five  years 
for  research  to  improve  their  products,  and  for  edu- 
cation to  improve  the  general  efficiency  «f  their  em- 
ployee-. "Without  improved  education,  and  a  closer 
link  between  science  and  industry,  our  future  trade 
cannot  expand  as  it  should,"  says  the  Chairman  of 
their  Board  of  Directors.  "In  this  respect  we  are 
behind  some  other  countries." 

So  part  time  instruction  in  a,  works  school  during 
working  hours  is  provided  for.  and  employees  who 
.-how  outstanding  ability  are  to  be  selected  for  fur- 
ther  education.  In  special  cases  they  may  have  whole 
time  education  and  a  university  course  to  develop 
them.  The  purpose  of  the  appropriation  is  to  pro- 
duce more  specialized  expert  help  for  the  company. 
Part  of  the  fund  is  to  he  spent  in  research  work  by 
already  available  experts.  The  educational  policy 
pursued  is  to  bring  out  more  experts. 

The  race  for  trade  after  the  war  will  be  closely 
contested.  The  countries  best  prepared  by  the  edu- 
cation of  the  industrial  and  business  brains  that  are 
to  run  their  commercial  concerns  will  come  out  win- 
ners. Financial  as  well  as  industrial  training  is  de- 
manded. Sir  Richard  Vassar  Smith,  in  a  recent  ad- 
dress before  the  Institute  of  Bankers  in  London,  said 
that  recent  developments  of  international  hanking 
meant  a  demand  for  young  men  with  a  knowledge 
of  foreign  languages,  foreign  exchange,  and  the  com- 
mercial and  financial  conditions  of  other  countries. 
Clearly  a  call  for  still  further  specialized  education 
for  the  men  who  are  to  make  a  winner  of  trade  after 
the  war. 


32 


SOLDIER   TRADE  SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at 

Home  For  Forwarding  to  Soldiers  at  the  Front, 

in  Training  and  in  the  Base  Hospitals 


THE  book  business  should  be  a 
good  live  business  every  month  of 
the  year  instead  of,  as  is  true  of 
too  many  bookstores,  being  to  a  large 
extent  restricted  to  the  Christmas  sell- 
ing season.  The  booksellers  of  Canada 
have  in  these  war  times  the  opportunity 
of  their  lives  to  make  the  book  business 
a  year-round  one.  The  immediate  op- 
portunity is  the  insatiable  demand  on  the 
part  of  the  boys  in  the  trenches  and  in 
the  training  camps  for  books,  books  and 
more  books. 

The  total  of  Canada's  forces  is  vari- 
ously estimated  by  the  different  alleged 
authorities  and  by  politicians,  but  with 
the  initial  draft  and  others  to  follow 
a  total  of  300,000  is  by  no  means  a 
high  estimate  and  when  the  fact  is  borne 
in  mind  that  these  are  fairly  well  dis- 
tributed throughout  Canada,  each  com- 
munity having  representatives  among 
the  fighting  men  and  those  in  training 
or  shortly  to  join  the  colors,  the  possi- 
bilities of  Soldier  Trade  spell  wonderful 
opportunity  for  business  and  bv  soldier 
trade  we  do  not  mean  selling  direct  to 
the  soldiers — although  that  of  course  is 
part  of  it — but  rather  have  we  in  mind 
sales  to  relatives  and  friends  left  be- 
hind of  books  and  various  other  goods 
stocked  in  book  and  stationery  stores,  to 
be   forwarded   to   the   soldiers. 

Merchants  throughout  the  country  of 
course  have  been  alive  to  this  trade. 
They  couldn't  help  it  because  a  great 
deal  of  it  comes  to  them  without  any  ef- 
fort whatever  on  their  part.  But  they 
are  not  selling  half  as  much  as  they 
should  in  this  way.  Aggressive  and  sys- 
tematic development  of  this  business  will 
bring  wonderfully  augmented  returns 
and  it  is  to  impress  upon  the  retail 
booksellers  and  stationers  of  Canada 
the  great  openings  for  trade  that  are 
thus  presented,  that  this  "Soldier  Trade 
Department"  of  BOOKSELLER  AND 
STATIONER  has  been  inaugurated. 

It  is  going  to  be  a  regular  feature  and 
the  dealers  may  look  forward  to  getting 
from  month  to  month  a  fund  of  valu- 
able information  together  with  sugges- 
tions and  examples  of  what  other  deal- 
ers are  doing  in  successfully  catering  to 
this  trade. 

Books  are  being  especially  featured  in 
this  first  issue  containing  the  new  de- 
partment and  book  trade  will  continue  to 
be  prominently  exploited  in  subsequent 
issues  but  other  goods  such  as  soldiers' 
comforts,  games,  novelties  and  various 
articles  useful  in  trench  and  camp  life 
will  be  strongly  featured. 


BOOKSELLER     AND      STATIONER 

has  already  represented  to  the  retail 
trade  the  insatiable  demand  that  comes 
from  the  boys  at  the  front  for  books. 
They  do  not  begin  to  get  enough  books, 
magazines   or   newspapers. 

A  good  feature  of  the  prospects  of 
this  unusual  book  trade  opening  is  that 
unl'ke  the  large  proportion  of  new 
books  required  for  carrying  on  a  normal 
book  trade,  old  books,  standard  authors 
— the  bread  and  butter  lines  in  the  book 
business — are  just  as  welcome  "over 
there"  as  are  the  latest  novels,  many 
of  them  far  more  so. 

The  demand  is  for  all  kinds  of  books 
at  medium  prices.  Naturally  there  isn't 
going  to  be  much  call  for  books  selling 
at  $2,  $3  or  $5  each.  But  those  at  a 
dollar  and  under,  with  of  course  a 
goodly  call  for  the  new  novels  at  $1.25, 
$1.35  and  $1.50,  can  be  rapidly  sold  if 
the  bookseller  will  but  do  his  share  ;n 
suggesting  such  purchases  to  possible 
customers  whose  names  are  legion. 

Some  Ideas  to  Adopt 

Now  we  want  a  good  interchange  of 
ideas  along  this  line  for  presentation  in 
this  department.  Every  bookseller  will 
have  original  plans  of  his  own.  Think 
of  the  many  different  selling  plans  thai 
are  being  used  by  different  booksellers. 
Why  should  these  plans  be  published  in 
the  trade  paper?  So  that  all  may  benefit 
by  being  able  to  put  different  trade- 
winning  ideas  into  practice  in  turn. 
Thus  the  interest  of  each  community 
will  be  kept  up  and  trade  maintained. 
It  is  up  to  the  individual  bookseller  to 
do  his  share  in  this  co-operation  and  it 
goes  without  sayng  that  everv  one  of 
them  will  receive  more  than  he  gives. 
BOOKSELLER  AND  STATIONER 
has  no  sympathy  with  the  narrow- 
gauged  dealer  who  insists  upon  trying' 
to  keep  certain  selling  ideas  from  get- 
ting to  the  knowledge  of  competitors. 
He  doesn't  often  succeed  in  doing  so  and 
by  putting  this  fence  around  himself  he 
narrows  his  own  scope  and  grows  small- 
er instead  of  bigger  as  a  business  man. 

Now  we're  going  to  get  a  lot  of  ideas 
and  it's  going  to  be  well  worth  while 
following  this  department  of  BOOK- 
SELLER AND  STATIONER  very  close- 
ly each  issue  but  we  want  all  members 
of  the  trade  to  feel  that  we  need  their 
earnest  co-operation.  The  thing  is  for 
each  to  do  his  bit  in  passing  on  sugges- 
tions to  the  trade  paper,  not  to  shoulder 
the  responsibility  on  to  others. 

To  get  the  ball  rolling  we  are   start- 
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ing  off  with  a  few  suggestions  this 
month  and  it  is  to  be  hoped  not  only 
that  they  will  be  freely  adopted  in  the 
bookstores  throughout  the  Dominion  but 
that  in  each  of  them  they  will  be  produc- 
tive of  good  results. 

"Ready-for-Mailing"    Parcels 

It  is  a  great  thing  in  successful  mer- 
chandising to  make  things  easy  for  the 
prospective  purchaser  and  a  good  plan 
along  this  line  is  to  prepare  a  series  of 
parcels  of  books  all  wrapped  up  ready 
for  mailing  except  for  the  writing  of 
the  address  of  the  soldier  to  whom  the 
parcel  is  to  go.  There  'may  be  packages 
containing  two,  three,  half  a  dozen  or 
only  one  book,  thus  giving  people  a 
choice  as  to  how  much  they  are  willing 
to  spend.  Take  books  that  retail  at  25c 
each  as  an  example.  Doesn't  it  sound 
reasonable  to  suggest  that  there  would 
be  a  ready  sale  of  such  packages  con- 
taining for  instance,  books  such  as 
"Three  Men  in  a  Boat,"  "Pickwick 
Papers,"  Lorna  Doone"  and  "The  Three 
Guardsmen."  Similar  suggestions  could 
be  made  almost  without  end  but  it  will 
be  found  that  it  will  be  easier  selling 
books  already  selected  rather  than  to  leave- 
it  to  the  customer  to  choose  the  books 
from  a  bewildering  stock.  Making  it 
easy  for  the  buyer  makes  for  easy  sell- 
ing. Try  it.  Another  advantage  of  this 
method  is  that  a  sale  of  four  or  half  a 
dozen  books  may  be  made  with  as  little 
effort  as  to  sell  just  one  25c  book.  This 
isn't  theory,  the  plan  has  been  demon- 
strated to  be  true. 

As  to  New  Novels 

When  it  comes  to  a  new  novel  one 
purchaser  is  of  course  not  so  likely  to 
be  willing  to  send  more  than  one  at  a 
time  to  one  soldier  and  in  this  case  the 
books  should  be  individually  wrapped 
but  by  all  means  wrap  them  up  and  dis- 
play them  that  way  with  prominent 
show  cards  displaying  the  title  and  au- 
thor in  big  letters.  Put  a  lot  of  these 
packages  in  the  window  and  the  sug- 
gestion will  lodge  in  the  mind  of  many 
a  man  and  woman.  The  window  will  do 
the  selling.  They  will  come  into  the 
store  merely  to  conclude  the  transaction 
and  pay  you  the  money.  Go  a  step  fur- 
ther and  advertise  that  you  will  attend 
to  the  mailing.  Not  all  will  take  ad- 
vantage of  this  but  many  who  are  regu- 
lar customers  having  confidence  in  the 
store  and  its  proprietor  -will  appreciate 
this  additional  service.  By  following 
out  this   plan   the   effect   will   be   to   get 
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BOOKS  FOR  OUR  SOLDIER  BOYS 

Hov  To  Send  Them  free  at  Evpense 


people  into  the  habit  of  buying  these 
books  regularly  as  new  novels  appear. 
The  bookseller  will  know  enough  not 
to  overdo  the  thing  and  kill  the  goose 
that  lays  the  golden  eggs. 

Soldiers'    Book   Club 

Many  5c  articles  are  sold  6  for  25c  and 
10c  articles,  3  for  25c  and  25c 
articles  5  for  a  dollar  according  to  the 
margin  of  profit  on  the  goods,  so  in  the 
case  of  certain  lines  of  books  five  25c 
books  may  be  sold  for  a  dollar  or  three 
75c  books  for  $2,  still  netting  a  satisfac- 
tory profit.  It  may  be  argued  that  this 
is  price-cutting,  but  is  it?  If  turnover 
is  speeded  up  smaller  margins  suffice 
and  just  as  much  profit  is  made  when 
the  business  of  the  week,  month  or  year 
is  summed  up.  Thus  for  instance  a  gro- 
cer selling  such  an  every-day  commodity 
as  tea  or  sugar  doesn't  get  nearly  so 
wide  a  margin  of  profit  as  the  book- 
seller does  in  selling  his  wares  but  the 
grocers'  sales  are  so  much  more  num- 
erous    that     the     eventual     results     are 


reasonably  proportionate.  By  the  same 
token  it  will  pay  the  bookseller  to  offer 
better  prices  for  purchases  of  half  a 
dozen  books  instead  of  one  and  this 
leads  up  to  the  "soldiers'  book  club" 
idea.  Get  people  to  agree  to  buy,  say 
one  25c  book  each  week,  or  each  month 
and  when  six  have  been  sent  away  to 
the  soldiers  give  one  book  of  the  same 
value  free  to  the   customer. 


question   to   the  fore  with   the  people   in 
their  communities. 

Accompanying  this  article  we  show  an 
illustration  of  a  box  to  receive  books  to 
be  forwarded  to  soldiers.  That  is  being 
done  in  the  United  States  and  it  will  be 
observed  by  the  sign  on  the  box  that  this 
system  is  for  books  to  be  sent  to  the  front 
but  with  no  particular  soldier's  name 
designated  as  recipient.  BOOKSELLER 
AND  STATIONER  is  not  aware  of  there 
being  any  such  arrangement  made  by  the 
Canadian  authorities  to  forward  books  to 
soldiers  in  this  manner  but  any  book- 
seller can  adopt  a  similar  plan  in  the  case 
of  books  to  be  sent  to  soldiers  in  the  base 
hospitals  here  in  Canada.  A  box  promin- 
ently placed  in  the  store  with  a  card  giv- 
ing particulars  will  open  many  a  man's 
and  woman's  heart  to  the  extent  of  the 
small  cost  of  sending  a  book,  or  two  or 
three  cheap  volumes,  in  this  manner. 

When  somebody  wants  to  know  what 
books  to  send  to  soldiers  it  will  not  be  in- 
appropriate to  draw  attention  to  this  ad- 
vice given  by  the  noted  author,  Mary 
Roberts  Rinehart: 

"Send  all  the  good  live  stories  you  can 
find.  Every  boy  over  there,  every  man, 
has  in  his  heart  either  a  woman  or  the 
dream  of  a  woman.  Send  clean  stuff. 
Don't  send  erotic  sex  novels — but  these 
things  have  a  way  of  clearing  themselves 
up.  Life  is  a  real  thing.  So  is  death. 
The  soldier  may  not  start  as  an  idealist, 
but  inevitably  he  becomes  one.  Send  him 
then  stories  of  good  women.  Send  rom- 
ance. Let  him,  fox.  a  time,  lose  the  mud 
around  him  and  that  life  of  an  army  in 
the  field  which  is  always  unbeautiful. 
Send  him  to  happy  places.  Don't  under- 
estimate his  intelligence.  Look  through 
your  shelves  or  the  book  departments  of 
the  shops  and  send  the  sort  of  thing  you 
would  give  a  nice  boy  for  Christmas. 
Send  humor.  Send  Irvin  Cobb  or  Mr. 
Dooley,  and  I  occasionally  write  humor 
myself." 

One  soldier  writing  to  his  brother  back 
home  recently  said: 

Also  put  in  some  good  reading  matter 
in  the  package:  books  are  not  as  com- 
mon here  as  I  bad  been  led  to  expect. 


SOLDIERS   IN    HOSPITAL 

Booksellers  should  keep  in  mind  that  a 
most  pressing  call  for  books  comes  from 
the  wounded  soldiers  and  those  who  are 
recovering  from  injuries  and  illness  in 
the  various  base  hospitals. 

Many  of  these  are  confined  to  their 
beds  and  a  reminder  to  people  of  the  need 
for  books  to  ease  the  lives  of  these  in- 
capacitated fighters  in  freedom's  cause 
is  all  that  is  necessary  to  have  them  order 
books  sent  to  these  deserving  men.  It  is 
a  matter  of  duty  and  for  the  same  reason 
it  devolves  upon  booksellers  to  keep  this 
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BOOKS  FOR  SOLDIERS 

Good   Work    Being     Done     By    American 

Library    Association — Fund    of 

Over  $1,200,000  Already 

Raised 

FOLLOWING  up  the  article  in  the 
December  BOOKSELLER  AND 
STATIONER  on  "Books  for  Sol- 
diers," it  is  interesting  to  consider  the 
big  things  being  done  by  the  American 
Library  Association  in  providing  books 
for  soldiers.  This  organization  has  set 
others  of  a  similar  kind  a  good  example. 
Already  the  association  has  collected  a 
fund  amounting  to  $1,200,000.  This  will 
provide  reading  for  the  men  in  the 
trenches.  The  men  in  the  training 
camps  are  supplied  by  the  Y.M.C.A.  and 
by  the  Red  Cross  from  a  department 
similar  to  the  Canadian  War  Contingent 
Association,  whose  business  it  is  to  care 
for  the  wants,  mental  and  physical,  of 
the  fighting  man.     Proper  recreation  and 
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amusement  for  the  men  in  training 
camps  depends  very  largely  upon  the 
officer  in  command.  The  man  who  re- 
alizes that  a  judicious  and  intelligent  in- 
terest in  the  unit  in  his  individual  care 
means  a  higher  standard  in  the  work  of 
that  unit  will  provide  for  the  hours  off 
duty  as  carefully  as  he  looks  after  the 
time  spent  in  routine  work.  The  officer 
who  arranges  a  lending  library,  who 
takes  a  personal  interest  in  planning 
concerts  and  other  entertainments  and 
devises  ways  and  means  to  vary  the 
monotony  of  camp  leisure,  is  doing  an 
important  service  to  the  men  and  to  the 
community  of  which  they  are  a  part.     It 


is  not  a  difficult  matter  to  find  out  the 
things  that  interested  the  men,  many  of 
whom  are  still  boys,  before  they  enlisted 
and  give  them  the  opportunity  to  con- 
tinue, in  their  reading,  along  those  lines. 
It  may  be  knowledge  that  later  will  help 
a  man  to  decide  his  future;  if  the  know- 
ledge so  gained  is  never  turned  to  ac- 
count it  will  have  given  to  the  boy  a 
glimpse  of  the  future  and  perhaps  have 
laid  the  foundation  of  some  castle  in 
Spain — and  so  enriched  the  builder.  In 
the  trenches  it  is  different.  There  one 
may  read  what  best  relieves  his  mind 
from  the  strain  of  the  daily  life.  It  may 
be  poetry,  it  may  be  the  home  paper,  it 


may  be  a  novel  of  lurid  hue,  it  may  be  a 
treatise  on  philosophy.  The  difficulty  of 
making  an  adequate  selection  will  be 
very  great,  but  with  a  fund  of  over  a 
million  dollars  to  begin  with,  the  indica- 
tions are  that  "Sammee"  will  be  well 
supplied  with  books — but  think  what 
Tommy,  no  matter  from  what  part  of 
the  Empire  he  comes,  can  tell  him  of  the 
past  three  years! — no  book  will  be  as 
rich  in  tales  of  daring-do! 


Rapley  &  Ballantyne,  of  Strathroy, 
Ont.,  in  advertising  goods  for  soldiers, 
use  the  slogan:  "If  you  can't  go — give." 


Book  Prices  Are  Still  Mounting  Upward 

Interesting  Interviews  With  Prominent  Publishers  on  Subject  of  Trade  Conditions 

in  England. 


BOOKSELLERS  must  be  prepared  to 
pay  still  higher  prices  this  year  for 
books.  A  typical  indication  of  this 
is  that  those  well  known  annuals  "Chums," 
"The  Boys'  Own  Annual"  and  the  "Girls 
Own  Annual"  which  in  1917  sold  at  $2.25, 
will  next  Christmas  be  $3  a  volume.  It 
is  inevitable  that  it  should  be  so,  because 
of  the  sharp  increases  in  cost  of  produc- 
tion owing  to  rising  markets  as  regards 
the  commodities  entering  into  book  manu- 
facture but  also  on  account  of  increases 
in  wages  which  have  necessarily  had  to 
be  made  in  keeping  with  the  ever  mount- 
ing cost  of  living. 

A  BOOKSELLER  AND  STATIONER 
representative  had  an  interesting  inter- 
view on  this  subject  with  Frank  Wise, 
head  of  the  Canadian  house  of  Macmil- 
lans. 

Mr.  Wise  pointed  out  that  at  present, 
with  still  further  increases  to  be  expect- 
ed eventually,  it  was  necessary  to  get 
$1.60  in  Canada  for  a  book  retailing  at 
five  shillings  in  England,  i.e.,  to  allow 
25^;  on  pick-up  orders  and  30c>  on  travel- 
ers' orders.  In  London  publishers  had 
decided,  governed  by  the  wholesale  dis- 
counts, to  keep  their  retail  prices  as  low 
as  they  possibly  could  in  the  face  of  heavy 
advances  in  the  cost  of  material,  printing 
and  binding  and  this  allowed  very  little 
extra  discount  for  export  and  set  against 
this  circumstance  was  the  fact  that  to- 
day the  cost  of  laving  books  down  in 
Canada  had  mounted  to  15%  to  18%  cov- 
ering duty,  freight  and  insurance.  The 
item  of  packing  cases  also  entered  into  the 
reckoning  in  a  very  decided  manner,  be- 
cause cases  that  before  the  war  used  to 
cost  4s.  are  now  charged  at  as  high  as  19s. 

United  States  publishers  too  would  be 
obliged  to  increase  their  prices.  An  in- 
dication of  this  was  afforded  by  the  mar- 
ket price  of  sulphite,  required  in  paper- 
making,  which  had  since  a  year  ago  gone 
up  from  $47  to  $110  a  ton. 

Referring  to  the  Canadian  paper  mar- 
ket, Mr.  Wise  told  of  instances  where 
they  had  been  able  to  import  book  paper 
from  England  before  the  war,  laying  it 
down  in  Toronto  at  considerably  less  cost 


than  the  prices  Canadian  paper  makers 
would    quote. 

Mr.  Wise  recently  made  the  charge  that 
there  had  been  among  Canadian  paper 
mills  a  combination  in  restraint  of  trade. 

At  the  recent  session  of  the  Pringle 
Commission  in  Toronto,  an  attorney  from 
Ottawa  had  asked  "If  the  paper  houses 
can  buy  advantageously  in  the  United 
States,  in  spite  of  the  duty,  why  not  do 
so?"  Replying  to  this  the  conviction  was 
expressed  that,  if  the  counsel  of  paper 
manufacturers  advised  this  course  and 
the  attitude  of  the  Canadian  paper  mak- 
ers was  that  it  would  be  an  insignificant 
circumstance,  it  established  a  clear  case 
in  support  of  the  removal  of  the  duty. 

Were  that  consideration  shown  by  the 
government  it  would  beneficially  affect 
prices  of  school  books  and  other  books  pub- 
lished in  Canada. 

E.  W.  Walker,  head  of  the  house  of 
William  Briggs,  was  also  interviewed.  He 
had  just  returned  from  England.  Re- 
prints that  had  been  a  shilling  a  year  ago 
were  Is.  3d.  when  he  got  to  England  and 
at  the  time  he  left  he  was  told  that  a 
further  increase  to  Is.  6d.  was  imminent. 
This  was  confirmed  by  advice  from  Eng- 
land that  arrived  just  after  his  return  to 
Canada. 

Coincident  with  this  increase,  Is.  6d. 
books  have  gone  to  two  shilings,  and  the 
ordinary  6d.  paper  books  to  9d. 

There  was  a  shortage  of  straw  board 
because  the  government  had  commandeer- 
ed almost  all  of  it  for  munition  purposes. 
There  was  consequently  a  prospect  of  a 
return  to  limp  cloth  or  paper  bindings. 

Paper  was  so  scarce  that  he  had  had 
the  unusual  experience  of  being  asked  by 
publishers  to  cut  down  his  orders  to  half 
quantities.  The  increased  business  done 
in  the  sending  of  books  to  soldiers  was 
one  of  the  circumstances  that  had  brought 
this  about.  Millions  of  copies  of  the 
cheaper  class  of  books  had  been  sent  to 
the  soldiers  at  the  front. 

It  was  Mr.  Walker's  opinion  that  after 
another  six  months  there  would  be  few 
freight  shipments  from  England.  This 
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was  an  argument  in  favor  of  placing  early 
import  orders  in  Canada. 

In  meeting  the  scarcity  of  paper  there 
had  been  a  great  ransacking  of  old  sta- 
tionery stocks  and  goods  long  considered 
so  much  dead  stock  had  suddenly  come  to 
commercial  life  again,  good  prices  being 
realized  for  them.  Enormous  quantities 
of  old  stock  that  it  had  never  been  hoped 
could  possibly  be  reclaimed  had  thus  been 
realized  upon. 


"The  Pawns  Count,"  is  a  new  Oppen- 
heim  novel  to  appear  shortly. 

Another  new  novel  by  Stephen  Mc- 
Kenna  is  "The  Sixth  Sense." 

B.  M.  Bower's  new  book  to  come  soon 
will  be  entitled,  "Cabin  Fever." 

Eleanor  H.  Abbott  is  the  author  of  a 
new  book  entitled  "The  Ne'er-Do-Much." 

A  new  tale  of  the  North  country  "The 
Blue  Streak,"  by  Jack  Hines,  will  come 
out  shortly. 

Ralph  Connor's  "The  Major"  reaches 
high  water  mark  for  novels  in  Canada, 
the  sales  exceeding  40,000  copies. 

McClelland,  Goodchild  and  Stewart 
will  in  future  publish  all  the  Ralph  Con- 
nor reprints  and  the  series  is  to  be 
brought  out  in  new  jackets.  The  same 
is  true  of  the  Marian  Keith  novels. 

"Lager  and  Old  Ale"  is  the  title  of  a 
book  by  Eugene  Lombard,  a  new  comer 
in  the  field  of  casual  essayists,  who  has 
heretofore  mused  only  for  the  enjoyment 
of  his  close  friends.  His  work  is  des- 
cribed as  being  in  the  style  of  Lucas  and 
Dobson. 

Barnard's  "Lincoln"  is  a  book  published 
by  Stewart  &  Kidd  Co.,  which  is  an  ac- 
count of  the  creation  and  dedication  of 
George  Grey  Barnard's  Statue  of  Abra- 
ham Lincoln,  which  was  the  gift  of  Mr. 
and  Mrs.  Charles  P.  Taft  to  the  city  of 
Cincinnati.  The  book  contains  also  the 
masterly  Lincoln  address  by  Ex-Presi- 
dent William  Howard  Taft. 


Leaves  from   the  Other   Fellow's  Book 

Having  to  do   Mostly    With   Newspaper  Advertisements    of    Retail    Booksellers    and 
Stationers  in  Various  Canadian  Cities  and  Towns. 


ONE  of  the  most  attractive  an- 
nouncements which  has  reached 
BOOKSELLER  AND  STA- 
TIONER from  retail  concerns  is  thai 
from  Robert  Duncan  &  Co.,  Hamilton. 
The  booklet  is  one  of  y,6  pages  and  cover. 
The  title  page  has  an  attractive  design 
in  colors,  with  this  wording:  "Gift  Sug- 
gestions from  Robert  Duncan  &  Co." 
A  page  is  reproduced  herewith  as  a 
suggestion  for  other  dealers  to  follow- 
next  season.  A  list  of  this  nature -would 
be  particularly  appropriate  in  separate 
sheet  form  for  enclosure  with  all  parcels 
of  goods  sold  between  November  1st  and 
Christmas.  It  could  also  be  used  in  the 
form  of  a  newspaper  advertisement  and 
as  an  envelope  stuffer  to  go  out  with  all 
letters,  or  with  bills  going  to  customers: 


PRICE  A  SMALL  FACTOR 

Price  is  one  of  the  smallest  factors  a 
salesman  has  to  contend  with.  Some 
merchants  think  that  the  smallest  price 
must  necessarily  attract  the  largest 
trade  but  in  this  they  are  wrong.  You 
can  prove  it  by  noting  that  the  perman- 
ently successful  merchants  in  every  line 
of  commercial  life  have  been  those  who 
based  their  dealings  on  quality  and  ser- 
vice rather  than  on  price.  It  is  never- 
theless advisable  to  keep  your  customers 
posted  as  to  the  prices  of  your  goods  by 
means  of  circulars  and  advertisements. 
It  is  also  a  good  plan  to  attract  trade  by 
having  bargains  at  regular  intervals. 
These  are  especially  successful  in  bring- 
ing the  womin   shopper. 

Employ    men    with    initiative    who   will 


good  will  by  your  personality  and  their 
confidence  by  your  reliability  it  only  re- 
mains for  you  to  keep  their  trade  by 
your  initiative. — CM. A. 


Appropriate 

Inexpensive    Gift    Suggestions 

From 

0 

iir  Stock 

FOR     MEN 

FOR    WOMEN 

Hooks 

Playing     Cards 

Canes 

Crane's    Note    Panel- 

Umbrellas 

Correspondence    Cards 

Silver     Match     Safes 

Books 

P'-es 

Umbrellas 

Cigar    Cases 

Calendars 

Cigarette    Cases 

Brass     Des';     Sets 

Tobacco  Pouches 

Candle    Sticks 

Ash   Trpya 

Hand    Bags 

Cigar    Cutters 

Silver    Mesh    Bags 

Smoking    Sets 

C-,-,1     Cnses 

Fountain     Pens 

Ticket    Cases 

Pocket     Pencils 

'""'•-■veiling    Brushes 

Diaries 

Garment    H-ngers    i  in    c 

Military    Brushes 

Fountain     Pens 

Cloth     Rrushes 

T  anther    .Jewel    Cases 

Coat    H-ngers    1  in    case? 

> 

Photo    Frames 

Safety    Razors 

Travelling    Slippers 

Kill     Folds 

Music    Cases 

Coin     Purses 

Library    Scissor    Sets 

Hook     Racks 

Tea    Trays 

Poker   Sets 

Manicure     Sets 

Folding    Leather    Slippei 

s    (in  cases 

)  jHbbage    Sets 

Calendars 

Bridge    Sets 

Flasks 

Brass    Fern     Bowls 

Writing    Desk    Sets 

Glove    0    ^<  9 

Tie    Holders 

Engraved     Visitii-  r    Cards 

Stick-Pin    Cases 

Magazine    Subscriptions 

Collar    Cases 

Pictures 

Brass    Desk    Inkwells 

Purse    Pe"c:1s 

Medicine    Cases 

Auction     Bridge    Cards 

Cub     Note     Papers 

Engagement    Pads 

Magazine    Subscriptions 

Blotting    Pads 

Photo    Ho'd<  rs 

Bib'es    and     Prayer    Books 

Car   Tick. 4    Cases 

Hymn     Books 

FOR 

CHILDREN 

Annuals 

Gaines 

Pencil    Sets 

Books 

School 

Bags                          Rib'ps 

Paint    Boxes 

Pencil 

Boxes                         Model    Builders 

FOR 

A 

SOLDIER 

Pipes 

Flasks 

Tobacco    Pouches 

Diaries 

Cigarette    Cases 

Medicine    Cases 

Pocket     Writing     Cases 

Safety    Razors 

Playing     Cards     in     Cas 

es 

Money    Belts 

Pocket    Cribbage    Sets 

Memo    Books 

Steel     Pocket    Mirrors 

Pocket    Pencils 

Pocket    Photo    Cases 

Testaments 

Pocket    Brushes 

Greeting    Cards,    etc. 

Pocket    Drinking    Cups 

The  booklet  contains  many  illustra- 
tions and  data  about  goods  as  set  forth 
in  this  list.  It  is  a  most  creditable  pro- 
duction both  as  regards  contents  and 
typography. 


know  how  to  interest  your  customers, 
and  lastly  do  not  be  afraid  of  proclaim 
ing  your  wares  in  the  market  place  and 
pointing  out  any  special  features  in  con- 
nection with  them.  Having  gained  their 
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OFFICE  DIARIES 

A  good  example  of  selling  diaries  by 
newspaper  advertisement  is  afforded  by 
a  December  advertisement  of  Grand  & 
Toy  of  Toronto.  At  the  head  of  the  ad- 
vertisement was  an  electro  of  an  office 
diary.  Then  followed  these  impelling 
words: 

"Order  your  new  diary. 

"  'Phone  us  the  number  in  the  front  or 
back  of  your  diary,  and  we  will  prompt- 
ly deliver  one  for  1918. 

"Better  order,  early;  sometimes  assort- 
ments become  depleted,  and  with  small 
chance  of  fresh  supply." 


NEW    STORE   IN    LETHBRIDGE 

The  Twentieth  Century  Bookstore — 
"Everybody's  Bookshop"  opened  its  doors 
in  Lethbridge,  Alta.,  in  time  for  1917 
Christmas  trade.  This  new  store's 
slogan  is  "we  will  be  glad  to  order  and 
deliver,  if  not  in  stock,  any  book  pub- 
lished." This  reminder  is  reported 
to  have  brought  a  good  grist  of 
business  as  a  consequence  of  which 
orders  went  to  publishers  almost  daily. 
Attractive  and  well-arranged  stock  and 
original,  snappy  ideas  in  advertising 
are  what  the  proprietor,  C.  W.  Manson, 
is  depending  upon  for  success  and  re- 
sults so  far  have  been  most  encouraging. 
The  store  enjoyed  a  most  satisfactory 
holiday  trade. 


AN    AGGRESSIVE   NEW   STATIONER 

G.  H.  Lightfoot  has  opened  a  new  book 
and  stationery  business  at  83  Downie  St., 
Stratford,  Ont.  Mr.  Lightfoot  before 
coming  to  Canada  had  twelve  years'  ex- 
perience in  the  stationery  trade  in  Eng- 
land. He  is  making  a  specialty  of  a  morn- 
ing newspaper  delivery  and  employs  six- 
teen boys,  delivering  over  900  papers  each 
morning. 

Writing  to  BOOKSELLER  AND  STA- 
TIONER in  the  form  of  an  enquiry  about 
certain  goods,  Mr.  Lightfoot  took  occasion 
to  express  his  appreciation  of  the  assis- 
tance in  his  business  which  he  derives 
from  this  trade  paper. 


Colcleugh  &  Co.,  corner  Notre  Dame 
Avenue  and  Sherbrooke  Sts.,  Winnipeg, 
have  a  unique  way  of  drawing  instant 
attention  to  their  window  display  of  mag- 
azines. In  a  prominent  place  they  have  a 
copy  of  a  local  daily  paper  dated  August 
4th,  1914,  with  a  heading  in  big  red  type: 
"Great  Britain  Sends  Ultimatum  to  Ger- 
many. Must  have  a  satisfactory  reply 
bv  midnight."  It  is  something  that  nails 
the  attention  immediately,  and  could  be 
used  to  advantage  by  other  dealers. 


BOOKSELLER  AND  STATIONER 


A   Good   Christmas  Card   Display   Idea. 


SELLING  GOODS 

That  salesmanship  is  both  an  art  and 
a  science  is  now  an  established  fact. 
Time  was  when  anyone  engaged  in  sell- 
ing goods  was  considered  a  salesman  but 
in  these  enlightened  days  we  know  bet- 
ter; we  know  that  good  salesmen  are 
born  not  made  and  that  selling  goods 
which  do  not  "sell  themselves"  requires 
not  only  a  knowledge  of  the  goods  but 
a  knowledge  of  human  nature-  as  well. 
It  is  one  of  the  most  difficult  things  in 
the  world,  requiring  tact,  insight  and 
the  possession  of  those  qualities,  which, 
taken  collectively,  make  up  what  we  term 
"personality." 


A  QUESTION  IN  TURNOVER 

A  correspondent  in  Regina  propounds 
the  following  question:  "What  do  you  con- 
sider the  proper  way  to  figure  turnover. 
Example,  stock  at  cost  price  of  $1,000, 
sales  $5,000 — is  this  five  turns?" 

Answer. — The  best  definition  that  we 
know  of  for  determining  turnover  is 
"Divide  the  year's  sales  at  cost  by  the 
average  stock  carried  and  you  have  the 
turnover." 

In  regard  to  the  example  you  give, 
"stock  at  a  cost  price  of  $1,000,  sales 
$5,000  is  five  turns?"  It  is  not  five  turns. 
Just  how  many  it  is,  we  are  unable  to 
state  because  you  have  not  given  sufficient 


data.  To  figure  the  turnover  it  would  be 
necessary  to  know  your  percentage  of 
margin.  Let  us  suppose  that  your  margin 
is  35  per  cent.  The  selling  price  of  your 
goods  ($5,000)  represents  100  per  cent. 
The  cost  price  of  these  goods  would  be  the 
difference  between  your  marg'n  and  the 
full  hundred  per  cent.,  in  other  words  65 
per  cent,  of  $5,000  or  $3,250.  The  turnover 
then  would  be  this  sum  divided  by  the 
stock  carried,  $1,000,  in  other  words  3^ 
turns.  This  is,  of  course,  providing  that 
your  $1,000  stock  is  not  inventory  stock, 
but  the  average  stock  carried  during  the 
year. 

There  are  different  ways  of  arriving  at 
this  average  stock  on  hand,  probably  the 
most  generally  adopted  way  is  to  add  the 
stock  records  of  each  month,  if  a  monthly 
stock  record  is  kept,  and  divide  by  twelve. 
This  will  probably  come  close  to  being  the 
actual   stock. 


ADDRESS  BOOKS 

Duncan's,  of  Hamilton,  continue  to  do 
effective  newspaper  advertising,  follow- 
ing the  plan  of  devoting  their  space  to  a 
different  line  each  day.  For  instance, 
one  day  recently  the  words  "Address 
Books"  in  large  type  tended  to  draw  at- 
tention to  their  advertisement,  and  then 
followed  data  about  different  varieties 
stocked,  together  with  quotations,  50c  to 
$1.25. 
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ATTESTS   VALUE   OF   TRADE    ASSO- 
CIATION 

An    Experience    cf    the    Manager    of    ihe 

Robert   Duncan  Co.'s  Store  at 

Hamilton 

The  value  of  membership  in  a  trade 
association  is  illustrated  by  an  experi- 
ence of  S.  Lees,  manager  of  the  Robert 
Duncan  Co.'s  store,  Hamilton.  This  firm 
holds  a  membership  in  the  National  As- 
sociation of  Stationers  of  the  United 
States,  there  being  no  such  organization 
of  the   Canadian   stationery  trade. 

Recently  an  office  device  was  shipped 
to  them  in  imperfect  condition  from  the 
American  makers.  This  firm  was  writ- 
ten to  repeatedly  but  no  notice  was  tak- 
en of  these  letters.  Then  Mr.  Lees  took 
the  matter  up  through  the  secretary  of 
the  National  Association  of  Stationers 
and  forthwith  came  an  acknowledge- 
ment from  the  firm  in  question  and  a 
complete  new  device  to  replace  the  de- 
fective one  together  with  a  letter  ex- 
pressing  regret. 

This  goes  to  show  the  prestige  of  such 
an  organization  and  its  value  for  all  the 
members  of  the  trade  which  it  repre- 
sents. 

This  factor  came  out  during  a  re- 
cent visit  by  a  BOOKSELLER  AND 
STATIONER  representative  to  the  Dun- 
can store. 

Mr.  Lees  said  business  was  quite  good 
there  in  both  the  book  and  the  station- 
ery departments. 

This  store  has  the  advantage  of  par- 
ticularly good  window  display.  The 
store  is  well  situated  at  James  and  Mar- 
ket Streets,  across  Market  Street  from 
the  City  Hall.  Windows  extend  the  full 
length  of  the  store  along  Market  Street. 
The  displays  at  the  time  were  well  ar- 
ranged and  this  is  at  all  times  true  of 
this  store. 


A  GOOD  PLAN  TO  ADOPT 

A  good  idea  for  displaying  goods  is 
utilized  in  the  book  store  of  A.  Flack, 
307  King  Street  E.,  Hamilton.  Shelves 
of  plate  glass,  about  four  feet  long  and 
a  foot  wide,  are  suspended  from  the  ceil- 
ing by  means  of  wire.  These  are  directly 
above  the  counters  where  the  selling  is 
done,  thus  making  effective  use  of  valu- 
able space  that  goes  to  waste  in  most 
stores.  Displays  on  these  shelves  may 
be  readily  changed.  Alert  dealers  will  do 
well  to  adopt  this  plan  and  change  the 
displays  daily,  thus  getting  people  to  in- 
stinctively watch  for  what  will  be  shown 
there  the  next  day.  This  can  be  made 
quite   a   business   stimulant. 


A  SOURCE  OF  PROFIT 

A    BOOKSELLER    AND     STATIONER 

representative  recently  called  at  the  fine 
book  store  of  Trebilcock  Bros.,  Peter- 
borough, Ont.,  and  in  the  course  of  the 
conversation  with  one  of  the  proprietors, 
the  latter  said  that  he  wouldn't  miss  this 
trade  paper,  and  always  welcomed  its 
coming,  because  he  found  it  to  be  not 
only  a  source  of  interest,  but  of  profit  as 
well. 


B  O  0  K  S  E  L  L  E  H    A  N  D    S  T  A  T  \  O  N  E  R 


Reproduced    from    the    Christmas    Rook  let    of    the    Robert    Duncan     Co.'s     Boofc     and     Stationery     Store.     Hamilton. 


Another    Illustration    from    the    Duncan    Booklet. 


Apply  a    Cost   System   to   Your    Business 

A  Cost  System  is  Simple  as  This  Article  Shows — A  Knowledge  of  the  Cost  of  Doing 
Business  is  Both  Satisfactory  and  Essential — It  Causes  the  Merchant  to  Speed 
Up  Sales  and  to  Abandon  Cut-price  Sales — Getting  a  Profit  on  Effort  as 
Well  as  on  Capital — This  in  Addition  to  Your  Salary. 

By  John    C.   Kirkwood 


THE  very  first  thing  to  be  done 
by  the  man  who  would  know  his 
selling  costs  is  to  know  and  record 
the  various  items  that  together  consti- 
tute the  cost  of  doing  business.  To 
know  and  record  these  items  calls 
straightway  for  methodical  accounting. 
Fortunately  the  separation,  calculation 
and  recording  of  the  various  items  con- 
stituting selling  cost  are  exceedingly 
simple  operations,  within  the  ken  and 
ability  of  any  man. 

To   ascertain   the   cost   of   doing  busi- 
ness: 

1.  Charge  interest  on  capital. 

Charge  the  rate  of  interest  it  would 
earn  if  invested  in  gilt-edge  mort- 
gages or  bonds,  say  6  per  cent.  By 
capita]  is  meant  net  assets — inventory, 
cash,  accounts  receivable. 

2.  Charge  Rent. 

Charge  rent  even  if  you  own  your 
premises.  Should  this  be  the  case 
put  down  as  rent  the  amount  they 
would  bring  if  occupied  and  used  by 
another — say  8  per  cent,  of  market 
value,  plus  repairs,  taxes,  and  water. 

3.  Charge  Your  Own  Salary. 

Put  down  an  amount  representing 
your  salary  worth  to  your  business — 
a  sum  probably  double  that  paid  your 
highest  paid  employee.  Include  in 
this  the  worth  of  the  services  of  any 
member  or  members  of  your  family 
not  on  the  pay  roll,  yet  who  render 
your  business  a  service  worth  real 
money. 

4.  Charge  Salaries  of  Hired  Help. 

Omit  from  this,  if  you  are  so  mind- 
ed, the  salaries  or  wages  of  the  one 
or  more  engaged  mainly  or  solely  in 
the  work  of  delivery,  charging  such 
wages  under  the  item   of  delivery. 

5.  Charge  Fixed  Expenses. 

Included  here  are  such  determinable 
or  known  items  as  insurance  (fire, 
casualty,  plate  glass,  partnership), 
taxes,  telephone  rental,  water  rates, 
light   and  fuel. 

6.  Charge  Freight. 

Include  here  freight  and  express  on 
incoming  goods;  the  cost  of  packages 
or  packing,  drayage;  duty  paid  (if 
any). 

7.  Charge   Delivery. 

Include  here  wages  of  drivers  or 
messengers;  horse  and  wagon,  or  mo- 
tor car;  stable  or  livery  or  garage 
items;  repairs,  supplies,  freight  and 
express  items  on  outgoing  goods, 
wrapping  papers,  packing,  twine,  etc. 

8.  Charge  Incidentals. 

Include    here    stationery    and    office 


Many  take  stock  on  or  about  Jan- 
uary 1.  //  this  is  your  practice  you 
will  be  in  an  excellent  position  to  be- 
gin right  away  doing  business  on 
the  basis  of  the  known  cost  of  oper- 
ating your  business. 

Success  is  becoming  more  and 
more  dependent  on  a  knowledge  of 
the  cost  of  doing  business  and  on 
intelligent,  purposeful  and  success- 
ful effort  to  recover  this  cost  plus  a 
profit  on  your  effort. 

The  accompanying  article  will 
prove  very  helpful  to  those  who 
want  to  be  successful  merchants. 
The  matter  is  set  forth  lucidly  and 
soundly,  and  we  sincerely  trust  that 
many  of  our  readers  will  resolve  and 
keep  their  resolve  to  conduct  their 
business  on  the  basis  of  known  and 
actually  recovered  costs,  plus  a  de- 
sired profit  on  effort. 


supplies,  postage,  telephone  calls, 
telegrams,  exchange,  cleaning,  mis- 
cellaneous repairs,  etc. 

9.  Cbarge  Advertising. 

Include  here  newspaper  and  other 
forms  of  publicity,  including  printed 
matter,  catalogues,  novelties  and 
other  disbursements  properly  coming 
under   this   head. 

10.  Charge     Donations     and     Subscrip- 
tions. 

Include  here  special  discounts  or 
allowances  made,  or  goods  given  in 
the  name  of  charity,  benevolence  and 
good-will. 

11.  Charge   Losses. 

Include  here  bad  debts,  shrinkage, 
leakages,  shortages,  thefts,  spoilage 
allowances,  discounts,  and  losses  not 
provided    for    elsewhere. 

12.  Charge    Interest   Paid. 

Include  here  interest  paid  on  bor- 
rowed money,  and  interest  lost  on  un- 
collected book  accounts,  and  cash  dis- 
counts forfeited  because  of  inability 
to  take  them. 

13.  Charge   Depreciation. 

Include  here  the  depreciation  on 
buildings  owned  and  employed  by  you 
in  your  business;  and  depreciation  on 
furniture,  fixtures,  horses,  vehicles, 
stock,  etc. 

Here  one  has  a  baker's  dozen  of  head- 
ing's under  which  to  record  the  many 
items  that  constitute,  when  aggregated, 
the  annual  cost  of  doing  business. 
Easy  to  Record  Selling  Costs 
With  these  headings  and  helps  it 
should  be  a  simple  matter  for  any  dealer 
to    set    down   his    selling    costs,    day   by 
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day,    week    by    week,    month    by   month, 
quarterly,    semi-annually    and    annually. 

Each  individual  disbursement  has  to 
be  recorded  sometime,  somewhere,  some- 
how. Why  not  record  it  in  its  right 
place  at  the  right  time  and  under  its 
proper  heading?  Thus  will  the  dealer 
have  the  record  or  records  necessary 
and  desired.  He  will  know  then  just 
what  it  is  costing  him  to  run  his  busi- 
ness. 

Costs  Studied  More  Closely 

In  the  foregoing  presentation  of  group 
headings  some  may  possibly  be  merged 
with  others.  For  example,  Advertising 
may  be  included  under  Incidentals;  and 
Interest  may  be  included  under  Losses. 
Donations  and  Subscriptions  may  be 
included  under  Incidentals.  But  there 
is  an  advantage  in  the  separation  of 
these  several  classes  of  expense:  They 
reveal  boldy,  challengingly  and  perhaps 
shockingly  classes  and  amounts  of  ex- 
penditures capable  of  reduction,  and  per- 
haps  calling  for  reduction. 

Also  in  the  foregoing  presentation  of 
the  factors  of  selling  costs,  Freight  or. 
incoming  goods  is  included.  Many  will 
say  that  Freight.  Express.  Drayaee  and 
Packages  or  Packing  should  be  added  to 
the  invoice  price  immediately;  and  in 
saying  this  they  are  quite  correct.  But 
not  always  is  this  class  of  expense  in- 
cluded in  the  marked  cost  price  of  goods. 
On  articles  of  heavy  weight — such  as 
sugar,  nails,  coal,  for  example — the 
freight  expense  is  immediately  added 
to  the  invoice  price  by  all  wise  dealers, 
but  on  many  lines  the  practice  of  many 
dealers  is  to  ignore  in  their  cost  mark- 
ing the  item  of  freight,  or  delivery-to- 
store  expense.  Accordingly,  in  the 
enumeration  of  the  factors  of  cost,  as 
above,  Freight  is  set  down,  and  when 
this  annual  aggregate  expense  is  re- 
duced to  a  percentage  of  sales,  it  can 
quickly  be  added  to  invoice  prices.  For 
this  reason  is  Freight  on  incoming  goods 
included  among  the  factors  of  costs. 
Recovering  One's  Losses 
Under  the  heading  of  Losses  are  to 
be  assembled  all  such  expenses  and 
losses  not  properly  belonging  under 
other  headings.  Bad  debts  should  be 
charged  here,  for  so  will  they  be  re- 
covered by  being  assessed  against  all 
customers  as  a  whole.  Leakage,  short- 
age, shrinkage  and  spoilaee  should  be 
charged  here,  for  thus  will  their  costs 
be  recovered. 

The  average  dealer  treats  bad  debts, 
leakage,  shortage,  shrinkage  and  spoil- 
age as  irrecoverable,  but  this  view  and 
practice     are     unsound     and     dangerous. 
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All  such  losses  should  be  charged  into 
the  cost  of  doing  business,  so  they  may 
be  collected  and  recovered. 

Leakage,     shortage,     shrinkage,     and 
spoilage,  in  the  aggregate,  may  amount 


DO  YOU  KNOW? 

A  competent  authority  has,  by 
careful  investigation  of  over  1,500 
retailers  in  each  line,  and  in  every 
section,  developed  the  following 
facts : 

Turn  Stock  Cost  to  Do 
per  year  Business 
No.  Times    Per  Cent. 


Grocers    . . . 
Dept.  Stores 
Druggists 
Dry  Goods 
Hardware 
Furniture 
Shoes    .... 
Clothing    . 
Jewelers  . . 


10 

7 

4 

4 

3% 

3 

2 

2 

1% 


16 

26% 

24% 

24 

19  y2 

24 

23i/4 

20% 

25% 


to  a  very  considerable  item,  and  are  in- 
cident to  the  doing  of  business,  to 
providing  the  public  with  a  service  need- 
ed and  desired  by  them.  Therefore  the 
public  as  a  whole — the  dealer's  custo- 
mers as  a  whole — should  pay  for  such 
losses. 

When    Goods    Are   Sold    Below    Cost 

Under  the  heading  Losses  can  be  in- 
cluded the  loss  sustained  in  the  sale  of 
staples  that  do  not  and  will  not,  as 
things  are,  bear  their  proper  percentage 
of  advance  to  cover  the  costs  of  doing 
business.  Sugar  and  nails  are  two 
familiar  and  common  examples  of  mer- 
chandise which  sell  retail  at  a  very 
small  percentage  advance  on  invoice 
cost.  Suppose  that  the  actual  cost  of 
doing  business  is  25%  of  the  invoice 
price,  and  a  staple  sells  at  an  advance 
of  only  10',;,  on  invoice  price,  then  there 
is  a  clear  loss  of  15%  on  the  annual 
sales  of  this  particular  commodity.  The 
total  loss,  as  represented  by  this  15% 
loss,  should  and  must  be  recovered,  and, 
therefore,  must  be  collected  in  the  sales 
of  merchandise  on  which  can  be  im- 
posed the  full  costs  of  doing  business. 
Interest  on  Outstanding   Accounts 

Under  the  heading  of  Interest  Paid 
there  should  be  included  the  interest 
lost  on  outstanding  accounts.  These  ac- 
counts may  total,  say,  $1,000  at  any 
and  all  times  during  the  year — this  in 
a  business  done  on  a  capital  of  $5,000 
or  so.  They  represent  non-earning  capi- 
tal. But  capital  should  bear  interest. 
Reckoning  interest  to  be  earned  at  6%, 
there  would  thus  be  an  item  of  $60, 
when  the  average  amount  outstanding  is 
$1,000,  to  be  charged  as  an  operating 
cost. 

Providing  For  Depreciation 

Under  the  heading  of  Depreciation 
should  be  included  all  items  relating  to 
property,  furniture,  fixtures,  and  de- 
livery equipment  whose  inventory  value 
diminishes  each  year  through  use,  loss 
of  style,  etc.,  wear  or  damage  and  which 
in  the  course  of  time  require  to  be 
discarded    or   replaced.      The    percentage 


amount  of  annual  depreciation  for  each 
article  or  possession  will  probably  vary, 
being  5%  in  the  case  of  a  possession 
good  for  20  years,  10%  in  the  case  of 
a  possession  good  for  10  years,  and"  20% 
in  the  case  of  a  possession  likely  to  re- 
quire replacement  in  5  years. 

A  special  bank  or  ledger  account 
should  be  opened  for  charges  of  this 
sort — a  sort  of  sinking  fund  account, 
which  can  be  reckoned  as  capital.  In 
this  way  the  money  necessary  for  re- 
placing worn  out  or  useless  or  valueless 
equipment  will  be  provided  systematic- 
ally, and  will  be  instantly  available 
when  needed. 

Recording  the  Items  of  Cost 

The  thing  remaining  is  the  essential 
thing — the  recording  of  these  costs 
methodically,  fearlessly,  and  accurately 
— and  in  recovering  them  from  sales. 
This  is  the  hard  thing — hard  because  of 
the  average  business  man's  lack  of  sys- 
tem, will  power,  resolution  and  well- 
disciplined  habits.    You  can  lead  a  horso 


WHY  BUSINESS  MEN  FAIL 

According  to  a  statement  by  Ed- 
ward N.  Hurley,  vice-chairman  of 
the  Federal  Trade  Commission, 
there  were  22,000  failures  in  the 
United  States  in  1915.  Ninety  per 
cent,  of  them  resulted  from  cut- 
throat competition  prices.  In  an  in- 
vestigation made  by  the  commission 
since  its  appointment,  200,000  out 
of  260,000  firms  had  no  method  of 
determining  cost;  of  these,  100,000 
firms  did  not  earn  a  penny,  and 
little,  if  any,  provision  had  been 
made  for  depreciation.  In  another 
survey  of  a  national  industry  it  was 
found  that  twenty-seven  large  cor- 
porations, representing  an  invest- 
ment of  $12,500,000  and  annual 
sales  of  $8,000,000,  had  earned  only 
$300,000 — a  little  less  than  3  per 
cent,  on  the  capital  stock,  and  alto- 
gether they  had  charged  off  only 
$69,000  for  depreciation.  The  num- 
ber of  small  businesses  run  on  odds 
and  ends  or  on  bank  check  stubs  is 
amazing 


to  the  water,  but  you  can't  make  nim 
drink.  You  can  show  a  merchant  how 
to  ascertain  and  recover  his  selling  costs, 
but  you  can't  make  him  record  and  get 
them  back.  It  is  a  matter  for 
the  individual  himself  whether  or  not 
his  performances  shall  be  in  accord  with 
his  knowledge  and  conscience.  At  the 
same  time  it  is  earnestly  hoped,  now 
that  retailers  have  been  shown  how  to 
ascertain,  record  and  recover  selling 
cost,  that  many  of  them  will  become 
possessed  of  the  purpose,  resolutely 
maintained,  to  conduct  their  business  in- 
telligently, knowingly,  with  full  light  on 
matters  that  aforetime  may  have  been 
hidden  in  darkness. 

Getting   a  Profit   on  Effort 

In  what  has  been  said,  the  matter  of 
getting  a  net  profit  on  one's  effort  has 
not  been  considered.     Provision  has  been 
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made  for  a  salary  for  the  proprietor 
or  partners;  but  the  matter  of  a  profit 
over  and  above  all  costs  of  doing  busi- 
ness is  a  thing  by  itself.  The  desired 
profit— $1,000,     $2,000     or    so— must    be 


STOCK  AND  HOW  TO  KNOW  IT 

You  must  know  your  stock  and 
its  weaknesses  at  all  times. 

You  may  be  passing  merchandise 
through  your  place  of  business  at  a 
loss. 

The  only  system  which  success- 
fully stands  the  test  is  organized, 
systematized  and  daily  visualized 
business. 

The  wiser  the  man  and  the  better 
the  institution,  the  closer  is  every- 
thing watched,  and  the  less  guessing 
indulged  in. 

The  easiest  way  to  take  stock  is  to 
prepare  for  it. 


added  to  the  costs  of  doing  business  as 
above  defined  and  elaborated,  and  the 
sum  of  the  costs  of  doing  business  and 
the  profit  on  effort  desired  will  give  the 
merchant  the  full  sum  he  must  obtain 
in  a  year  over  and  above  the  invoice  cost 
of  goods  sold.  For  calculation  purposes 
the  cost  of  doing  business  should  in- 
clude the  sum  one  desires  as  profit  on 
his   effort. 

Sales  Must  be  Stimulated 

But  putting  down  all  costs  and  add- 
ing the  profit  on  effort  desired  is  not 
any  guarantee  or  pledge  that  the  mer- 
chant will  get  this  gross  sum.  To  get 
this  sum  he  must  sell  enough  goods — 
must  have  a  minimum  annual  turnover, 
and  must  obtain  an  advance  on  invoice 
cost  of  goods  sold  sufficient  to  give 
him  all  costs  plus  the  desired  profit. 

Suppose,  for  example,  that  the  costs 
and  profit,  as  above  set  forth,  total 
$5,200  in  the  year,  or  a  neat  $100  a 
week.  Then  it  becomes  clear  that  the 
merchant  must  sell  enough  goods  each 
week,  on  an  average,  throughout  the 
entire  year,  to  give  him  $100  a  week 
above  the  invoice  cost  of  his  goods.  Sup- 
pose his  average  advance  on  cost  is  2f,r-r, 
then   it  means  that  his   average  weekly 


HOW  TIME  INCREASES  COST 

In  an  eight-hour  day  you  have 
only  480  minutes.  Thus,  whenever 
you  waste  five  minutes  you  decrease 
your  value  1  per  cent.  Your  stock 
falls  from  par  to  99  per  cent.  If 
you  waste  50  minutes  your  stock 
falls  to  90,  and  so  on.  Few  of  us 
ever  have  a  day  at  par.  If  you  bor- 
row $120,000  at  5  per  cent,  you  are 
paying  4  cents  a  minute.  If  your 
accountant  makes  a  mistake,  and 
you  borrow  it  a  day  too  soon  he 
causes  you  a  loss  of  $20.  Many  a 
business  man  has  gone  down  to 
bankruptcy  because  he  did  not  rea- 
lize this  ruthless  persistence  of  in- 
terest. Interest  is  like  the  tortoise 
in  the  well-known  fable — it  is  slow, 
but  it  never  stops  to  rest. — System. 
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sales  must  be  $500,  of  which  $400  wili 
represent  invoice  costs,  and  the  other 
$100  the  gain  over  cost.  $500  a  week 
sales  means  an  annual  turnover  of 
$26,000. 

If  the  merchant  averages  only  20% 
advance  on  cost,  then  it  means  that  to 
obtain  weekly  $100  above  invoice  costs, 
he  must  have  average  weekly  sales  of 
$600,  made  up  of  $500  invoice  costs 
plus  $100  advance.  In  this  case  his 
turnover  would  require  to  be  $31,200. 

So  it  becomes  clear  that  if  turnover 
(goods  sold)  falls  below  $26,000  in  the 
one  case,  or  $31,200  in  the  other  case, 
the  costs  of  doing  business,  plus  the  re- 
quired profit  for  effort,  are  not  obtained. 

When   the   merchant   perceives   in   ad- 


COMMERCIAL  FAILURES 

Taking  it  all  round,  1916  was  the 
best  business  year  the  United  States 
ever  experienced;  yet  there  were 
seventeen  thousand  business  fail- 
ures. Compared  with  twenty-two 
thousand  the  year  before,  this  is  en- 
couraging; but  practically  one  out 
of  a  hundred  of  all  concerns  in  busi- 
ness failed,  and,  year  in  and  year 
out,  through  good  times  and  bad 
times,  the  proportion  of  failures 
never  varies  very  far  from  one  per 
cent. 

In  only  two  hundred  and  sixteen 
of  the  seventeen  thousand  failures 
did  the  liabilities  exceed  one  hun 
dred  thousand  dollars.  Nearly  all 
the  failures,  in  other  words,  were  of 
small  concerns. 

Credit  men  assign  many  reasons 
for  these  failures,  such  as  lack  of 
experience,  insufficient  capital,  in- 
judicious extending  of  credit,  over- 
buying —  which  merely  means  un- 
wise buying — and  so  on.  But  we 
venture  to  guess  that  one  cause  was 
present  in  nearly  all  of  them,  to  wit, 
poor  bookkeeping.  They  did  not 
keep  books  so  as  to  know  exactly 
what  it  cost  them  to  do  business  and 
precisely  how  they  stood  all  the 
time. 

We  recommend  again  to  every 
business  concern  an  accounting  sys- 
tem that  will  show  costs  accurately 
— Saturday  Evening  Post. 


vance — which  he  can — just  how  much  he 
must  sell  yearly  and  weekly  to  recover 
his  costs  and  obtain  his  desired  profit, 
he  knows  just  what  effort  he  must  put 
forth  to  keep  up  sales  to  the  necessary 
weekly  minimum.  Certainly  he  dare  not 
go  on,  trusting  to  luck,  as  so  many  do; 
nor  will  he  be  content  with  just  hoping 
and  trusting;  on  the  contrary,  if  he  is 
made  of  the  right  stuff,  he  will  speed 
up  his  sales  and  his  sales  staff,  and  begin 
to  study  his  business  as  never  before. 
He  will  do  his  utmost  to  swell  the  sales 
of  goods  on  which  he  can  obtain  an  ad- 
vance over  invoice  cost  of  30%,  40%, 
50%  or  more;  and  he  will  not  be  over- 
eager  to  spend  much  time,  or  have  his 
staff  spend  much  time,  in  selling  goods 
on  which  only  10%  or  15%  or  so  is 
obtained  over  invoice  cost.    Also,  he  will 


not  be  very  enthusiastic  about  bargain 
sales  or  clearance  sales  when  ordinary 
or  regular  prices  surrender  all  or  nearly 
all  the  advance  over  cost  contained  in 
them.  Big  turnover  in  which  there  is 
insufficient  advance  on  invoice  price  will 
look  less  good  than  a  smaller  turnover 
which  contributes  an  adequate  advance 
over  invoice  cost. 

All  this  goes  to  prove  that  being  a 
real,  profit-making  merchant  is  some- 
thing vastly  different  from  being  just 
an   ordinary   storekeeper. 

Analysis  a  Secret  of  Success 

• 

Analyze!  This  is  one  of  the  first 
words  to  be  learned  in  the  language  of 
efficiency.  Always  it  should  be  remem- 
bered that  the  prudent  man  who  has  an 
ideal  record  of  costs,  and  applies  his 
knowledge  practically,  is  the  one  who 
out-distances  all  his  competitors  in  the 
long  run.  Also,  one  needs  to  remember 
that  90%  of  the  men  in  business  are 
setting  no  profit  from  their  effort — this 
because  they  are  ignorant  of,  or  un- 
willing to  take  the  trouble  to  ascertain, 
the  costs  of  doin"-  business,  and  whether 
a  profit  on  top  of  costs  is  being  earned. 
The  necessary  knowledge  is  so  simply 
and  surely  possessible  and  the  trouble  so 
very  minor,  that  one  wonders  why  anv 
dealer  should  continue  ignorant  or  in- 
different, especially  when  ignorance  and 
indifference  are  robbing:  him  of  due 
compensation  or  remuneration  for  the 
labor  and  skill  reciuired  on  his  part  in 
the  conduct  of  his  business  and  for  the 
risk  involved — the  risk  of  his  capital. 


BRITISH   INDUSTRIES   FAIR 

Space  to  be  Used  Will  be  Twice  That  of 

the    1917    Show— Buyers    Attend 

From  All  Parts  of  the  World 

From  February  25  to  March  9,  1918, 
will  be  held  the  next  British  Industries 
Fair,  devoted  to  these  trades: — Fancy 
goods,  toys  and  games,  china  and  earth- 
enware, glassware,  paper,  printing  and 
stationery. 

Owing  to  expansion  shown  last  year  a 
larger  building  has  been  obtained  for  the 
forthcoming  fair,  by  courtesy  of  the 
Port  of  London  Authority.  The  space 
available   will    be   twice    that   utilized    at 


the  Victoria  and  Albert  Museum.  Some 
idea  of  the  size  may  be  gained  from  the 
fact  that  it  is  big  enough  to  accommo- 
date two  regulation-sized  Rugby  football 
fields.  "Games  and  Toys,"  of  England, 
says:  "The  Commercial  Intelligence 
Branch  of  the  board  has  made  great  ef- 
forts to  show  British  manufacturers  the 
kind  of  articles  that  the  Germans  and 
Austrians  used  to  send  to  this  country 
before  the  war,  how  they  made  them, 
and  the  means  by  which  the  work  can 
best  be  carried  out  in  this  country.  These 
fairs  have  proved  the  effectiveness  of 
their  efforts,  and  have  proved  that  given 
encouragement  and  the  right  conditions 
the  British  manufacturer  can  produce 
goods  as  well  and  as  cheaply  as  the  Ger- 
mans. Buyers  have  come  to  the  British 
Industries  Fairs  from  all  parts  of  the 
world,  and  a  large  amount  of  business 
has  been  done." 


A  new  edition  is  being  issued  of  E. 
Pauline  Johnston's  "Legends  of  Van- 
couver." 

A  new  "Life  of  Jesus"  for  young 
people,  a  boxed  volume,  is  to  appear 
shortly.  It  is  the  work  of  William  Byron 
Forbush. 

"Best  O'  Luck"  is  the  title  of  a  book 
telling  of  a  fighting  Canadian  in  Flan- 
ders. The  author  is  Alexander  Mc- 
Clintock. 

"Ninety-six  Hours'  Leave"  is  the  title 
of  a  new  book  by  Stephen  McKenna  of 
"Sonia"  fame.  This  new  novel  is  in 
lighter  vein. 

Another  book  by  Boyd  Cable  is  to  come, 
entitled  "Front  Lines,"  being  lines  from 
the  front,  about  the  front  and  dedicated 
to  the  front. 

H.  L.  Mencken,  one  of  the  editors  of 
"Smart  Set"  has  written  a  book  on 
women  which  will  be  published  early  in 
the  new  year. 

Alice  Hegan  Rice  and  Julie  Lippmann 
are  two  authors  who  have  written 
books  of  remarkable  popularity,  the 
former  who  is  represented  in  this 
season's  books  with  "Calvary  Alley," 
being  famous  for  her  "Mrs.  Wiggs"  and 
the  latter  whose  new  book  is  "The 
Mannequin,"   for    "Martha-by-the-Day." 


HOW   INK    IS    MADE 

A    "Business   Card"   of   the   Royal    Ink    Co.,    which    is    causing   a   great   dea! 
of    amusement    among    stationers    and    their    customers. 
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SIR  WILLIAM   GAGE 

Head  cf  Big  Toronto  Wholesale  Station- 
ery   House    Has    Been    Knighted 

Among  those  honored  with  knighthood 
on  New  Year's  Day  was  W.  J.  Gage,  head 
of  the  house  of  Gage. 

W.  J.  Gage,  now  Sir  William,  was 
borne  in  Peel  county,  and  in  his  early 
days  was  a  schoolmaster  by  profession.  He 
entered  the  publishing  business  and  has 
for  many  years  been  the  head  of  W.  J. 
Gage  and  Co.  He  is  also  president  of  the 
Kinleith  Paper  Company  and  of  the  Can- 
adian Copyright  Association,  and  a  direc- 
tor of  the  Imperial  Bank  and  many  other 
corporations.  During  the  year  1910  he 
was  president  of  the  Toronto  Board  of 
Trade,  and  in  1911  became  first  president 
of  the  Associated  Boards  of  Trade  of 
Ontario.  He  is  the  founder  and  promoter 
of  the  National  Sanitarium  Association, 
which  controls  the  Muskoka  Sanitarium, 
and  is  chairman  of  the  Board  of  Trus- 
tees of  the  Toronto  Free  Hospital  for  Con- 
sumptives. He  was  married  in  1880,  the 
bride  being  Miss  Ida  Burnside.  In  1910 
he  offered  10  university  scholarships  of 
$50  each  to  encourage  the  study  and  cure 
of  tuberculosis,  and  in  1902  he  presented 
a  park  to  Brampton. 


BKADY  MAKES  A  CHANGE 

William  Brady  has  been  engaged  by 
McClelland,  Goodchild  &  Stewart  to  cover 
the  Western  Ontario  and  Maritime  Pro- 
vince ground.  Mr.  Brady  is  one  of  the 
best  known  men  in  the  trade  and  has  been 
selling  books  to  Canadian  booksellers  for 
many  years.  In  former  years  he  and 
George  Stewart,  now  a  partner  in  the 
firm  of  McClelland,  Goodchild  &  Stewart, 
were  friendly  rivals,  now  they  will  do 
team-work  and  pulling  together  may  be 
depended  to  make  things  hum. 


BOB  KENNEDY  PROMOTED 

One  of  the  most  popular  of  the  younger 
men  on  the  road  and  a  salesman  of  prov- 
ed ability  is  Robert  Kennedy  of  the  house 
of  Briggs,  and  with  the  new  year  he  be- 
comes Mr.  Walker's  right-hand  man  on 
the   road,   succeeding  William   Brady. 

Mr.  Kennedy's  hosts  of  friends  in  the 
trade  throughout  Canada  will  be  glad  to 
know  of  his  further  step  up  the  ladder  of 
success.  Already  many  congratulations 
have  poured  in  upon  him  from  people  who 
get  early  intimation  of  this  change. 


the  boundless  west,  will  hereafter  sell  the 
stationery  and  loose-leaf  lines  of  W.  V. 
Dawson  &  Sons  Co.  in  that  territory.  He 
was  formerly  with  W.  J.  Gage  &  Co.,  and 
is  succeeded  with  the  latter  firm  by  Ted 
Smith,  his  predecessor   with  Dawson's. 

The  latter,  although  still  comparative- 
ly young,  is  nevertheless  one  of  the  vet- 
erans on  the  road  in  Western  Canada. 


TRAVELERS  SWITCH 

George  McLeod,  who  is  known  through- 
out the  stationery  trade  of  Canada,  espe- 
cially  in   his   favorite   stamping   ground, 


SIR     WILUAM     GAGE 

R.  A.  Westbrook,  stationery,  Brantford, 
Ont.,  suffered  loss  by  fire. 

Dominion  Loose  Leaf  Co.,  Ltd.,  Ottawa, 
Ont.,  have  obtained  charter. 

J.  B.  Reid,  stationery,  etc.,  Ottawa, 
Ont.,  suffered  loss  by  smoke  and  water. 

W.  J.  D'Alexandro,  stationery,  etc.,  To- 
ronto, Ont.,  has  sold  out  to  Harry  Roher. 

The  Andrews  Wire  Company,  Watford, 
Ont,  contemplate  the  erection  of  a  fac- 
tory extension. 

Robert  H.  Rose,  secretary,  Hunter-Rose 
Co.,  Ltd.,  printers  and  bookbinders,  To- 
ronto, Ont.,  is  dead. 

R.  A.  Westbrook's  stationery  store,  324 
Colborne  St.,  Brantford,  Ont.,  was  dam- 
aged by  fire  on  Dec.  19. 

Among  the  Western  dealers  who  are 
meeting  with  success  in  the  sale  of  talk- 
ing machines  and  records  is  W.  J. 
Atchison,  Cranbrook,  B.C. 

The  Globe  Store,  Winnifred,  Alberta, 
has  remodelled  the  interior  of  the  store 
and  added  an  addition  containing  ladies' 
rest  room,  offices  and  warehouse. 

Ross  Richardson,  for  nine  years  fac- 
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tory  manager  for  Ryrie  Bros.,  Toronto 
is  now  with  W.  E.  Coutts  in  the  sam. 
capacity. 

Lieut.  Eric  V.  Bowater,  who  was  badly 
injured  in  Flanders,  has  recovered  suffi- 
ciently to  return  to  business  at  the  W.  V. 
Bowater  &  Sons,  Ltd.,  headquarters, 
Queen  Victoria  St.,  London. 

A.  B.  Corbett  has  been  added  to  the 
traveling  staff  of  the  Copp,  Clark  Co., 
succeeding  Norman  Holland,  on  the 
Northern  Ontario  ground.  Mr.  Holland 
is  now  with  the  70th  Field  Battery  of 
the   Canadian   Overseas   Forces. 

William  D'Aye,  formerly  with  Thorn  i - 
Nelson  &  Sons,  is  now  on  the  road  for 
W.  E.  Coutts,  greeting  card  manufac- 
turer, Toronto.  H.  G.  Popham  will  call 
upon  the  trade  in  Ontario  and  in  the 
large  centres  of  the  Eastern  Provinces 
for  Mr.  Coutts. 

Raphael  Tuck  &  Sons,  Limited,  having 
closed  their  Montreal  bjanch  owing  to 
difficulties  created  by  the  war  will,  for 
the  present,  do  business  direct  from  Eng- 
land. Their  customers  will  continue  to  be 
called  upon  as  usual  by  their  travelling 
staff  in  Canada — the  head  of  which  force 
is  Richard  E.  Wellard,  who  has  travelled 
the  territory  for  the  firm  for  many  years. 

A  hapny  and  enthusiastic  luncheon  was 
held  at  the  Royal  Connaught  Hotel,  Ham- 
ilton, on  Saturday,  December  1,  when  C. 
W.  Graham,  the  new  president  of  Bun- 
tin,  Gillies  &  Co.,  Ltd.,  entertained  for  the 
first  time  his  department  heads  and  tra- 
velling force.  Incidentally,  improvements 
in  their  service  to  stationery  and  paper 
trade  were  discussed.  An  interesting 
feature  was  the  fact  that  the  average 
length  of  service  with  the  company  of  the 
sixteen  members  who  sat  down  was 
twenty-one  and  a  half  vears.  It  is  not 
to  be  wondered  at  that  Mr.  Graham  feels 
sanguine  regarding  the  future. 

The  Canadian  Stationery  Co.,  Ltd.,  has 
been  incorporated  at  Joliette,  Que.,  to 
carry  on  general  stationery,  printing,  rul- 
ing and  bookbinding  business  and  later 
to  manufacture  envelopes,  leather  goods, 
office  supplies,  fancy  goods,  paper  goods 
and  toys.  The  company  has  a  capital  of 
$49,000.  They  are  erecting  a  new  build- 
ing 45  x  150  near  the  C.N.R.  Station. 
They  expect  to  employ  forty,  hands  to 
begin  with.  President,  M.  A.  L.  Aubin. 
notary  of  Joliette;  Vice  president,  L.  C. 
Farly,  printer  and  publisher  of  Joliette; 
Managing-director,  J.  A.  Daviault,  form- 
erly manager  of  Berthier  Stationery  Co. 
Directors,  Edward  Gariepy,  also  director 
and  manager  of  Granger  Freres,  Mont- 
real, and  M.  E.  Arthur  Duhamel,  of  the 
J.  C.  Wilson  Co.,  Ltd. 
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A  Growing  Canadian  Industry 

Made-in-Canada  Greeting  Cards  Now  Being  Largely  Produced 

in  Wide  Variety 


THERE  are  greeting  cards  made  in 
Toronto  which  in  every  respect 
compare  most  favorably  with  any 
produced  anywhere  in  the  world  and  for 
1918  some  Canadian-made  greeting  cards 
will  be  shown  that  are  bound  to  blaze 
the  trail  for  greeting'  card  publishers 
in   other  lands. 

It  is  truly  remarkable  the  steps  for- 
ward that  have  been  taken  by  Canadian 
makers  of  many  lines  of  merchandise  as 
the  outcome  of  necessity  created  by  the 
war  and  the  old  notion  that  the  best 
things  must  be  imported  is  rapidly  and 
properly  being  relegated  to  limbo. 

With  the  establishment  of  this  new  in- 
dustry in  Canada  on  a  comparatively 
large  scale,  the  variety  of  cards  made 
have  as  yet  not  been  as  wide  as  in  larger 
countries!  but  in  Christmas  cards,  of 
which  the  sale  reaches  such  magnitude, 
there  has  been  no  occasion  to  stint  the 
output  as  regards  varieties  from  which 
to  choose  and  the  much-worked  term 
"endless"  may  suitably  be  applied  to 
their  variety. 

Now,  however,  we  are  to  have  Can- 
adian-made greeting  cards  for  Easter 
and  various  other  occasions.  This  trend 
of  things  is  most  interesting  to  chronicle 
as  marking  the  evolution  of  this  branch 
of  the  trade  of  Canadian  stationers. 

Naturally,  in  many  of  these  Cana- 
dian-made cards,  Canadian  sentiments 
find  free  and  true  expression. 

The  firms  making  greeting  cards 
would  be  doing  still  better  but  for  the 
unfortunate  action  of  the  Dominion 
Government  in  1915  when  a  stamp  tax 
was  inadvisedly  imposed  on  post  cards 
thereby  greatly  curtailing  their  sale 
and  cripplin"-  a  growing  Canadian  in- 
dustry. The  same  firm  making- 
greeting  cards  could  produce  post  cards 
and  would  be  turning  them  out  in  large 
quantities  by  this  time.  Instead  of  that, 
the  Canadian  trade  must  look  to  the 
"United  States  and  Britain  for  its  post 
cards  which  are  still  ready  sellers  but 
by  no  means  reaching  the  proportions 
that  would  have  been  reached  but  for  the 
short-sighted  government  action  in  tax- 
ing these  picture  post  cards. 


A  VALUABLE  GIFT  TO  TORONTO 
LIBRARY 

A  specially  valuable  collection  of 
steel  engravings  collected  by  the  late 
Mr.  Thomas  Grainger  Wilson  of  the 
Wilson  Munroe  Company  has  been  pre- 
sented to  the  Toronto  Public  Library 
Board  in  accordance  with  his  will  and 
through  the  kindness  of  Mrs.  Wilson. 
It  is  doubtful  whether  there  is  such  a 
private  collection  in  the  city,  and  ex- 
cept for  Mr.  Robertson's  great  collec- 
tion of  prints  this  is  the  most  valuable 
gift  the  Public  Library  has  received. 
They  will  be  hung  as  a  collection  bear- 
ing the  name  "Grainger- Wilson"  in  ac- 
cordance with  Mr.  Wilson's  desire. 


CARL  JENNINGS   A    BENEDICT 

Carl  J.  Jennings,  general  manager  of 
the  Scarborough  Company  of  Canada,  has 
joined  the  ranks  of  the  benedicts.  BOOK- 
SELLER AND  STATIONER  extends 
congratulations. 

The  following  description  of  the  wed- 
ding is  from  the  Regina  Post. 

A  quiet  but  very  charming  wedding 
took  place  at  nine  o'clock  this  morning, 
Dec.  19th,  in  St.  Paul's  church,  when 
Miss  Elsa  Defoe  Laird  was  married  to 
Carl  Joseph  Jennings,  of  Hamilton,  Ont., 
the  ceremony  being  performed  by  Rev. 
Hugh  Blackledge. 

The  bride  was  given  away  by  her  father, 
Senator  Laird,  and  looked  very  charming  ■ 
indeed  dressed  in  a  travelling  suit  of  navy 
broadcloth,  hand  braided  and  hand  em- 
broidered. Her  hat  was  a  small  French 
one  of  navy  blue  and  silver  embroidered 
crown,  and  navy  veil  with  silver  trim- 
ming. Her  furs  were  a  beautiful  set  of 
sables,  and  her  corsage  bouquet  was  of 
lily  of  the  valley  and  orchids.  Attending 
the  bride  was  her  sister,  Miss  Calla  Laird, 


who  wore  a  becoming  dress  of  royal  blue 
crepe  de  chine,  finished  with  white  stitch- 
ing and  trimming  of  white  kid.  She  wore 
a  white  hat  and  a  set  of  black  fox  furs. 
Her  bouquet  was  of  Richmond  roses.  The 
groom  was  attended  by  Major  Cheno- 
with,  249th  Battalion,  Quebec. 

During  the  ceremony  Professor  Lau- 
back  officiated  at  the  organ  and  Mrs.  B. 
A.  Scott  sang  very  charmingly  "0  Per- 
fect Love." 

The  wedding  being  a  quiet  one,  owing 
to  recent  bereavement  in  the  bride's 
family,  no  invitations  were  issued,  but  the 
church  was  well  filled  with  the  bride's 
numerous  friends. 

The  young  couple  left  at  noon  for  the 
coast,  en  route  to  Honolulu.  They  will 
remain  in  the  South  until  the  first  of 
March,  and  will  then  return  by  Southern 
California  to  Hamilton,  where  they  will 
reside. 


"ERECTOR"  FACTORY  FOR  CANADA 

"Erector"  and  other  specialties  of  the 
A.  C.  Gilbert  Co.,  of  New  Haven,  will  in 
future  be  manufactured  in  Canada.  A 
new  company  has  been  formed  known  as 
the  A.  C.  Gilbert  &  Menzles  Company.  A 
factory  will  be  operated  in  Toronto.  The 
close  association  with  the  parent  company 
will  be  maintained. 
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Don't  >ou--or  won't  you--realize  that  every  dollar  you  send  out  of  town 
goes  to  strangers  who  never  spend  a  cent  here? 
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Be   Fair  to  the   Home   Merchant— your  friend  and 
neighbor-buy  in  New  Westminster  at  all  times 
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Those    wishing  to  join  in  this  movement   can   get    all   particulars  at   the 
office  of  the  British   Columbian 

v» 

1 
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The  New  Westminster  British  Columbian  has  been  publishing  a  series 
of  page  advertisements  under  the  heading,  "Who  is  the  Home  Mer- 
chant?" of  which  series  the  above  is  No.  10.  This  is  fine  enterprise 
to  promote  local  community  trading.  Retailers  in  other  towns  should 
encourage   their   local    newspaper   to   follow   suit. 
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THE  LATE  S.  T.  WOOD 

Canada  lost  an  author  of  genuine 
merit  in  the  passing  of  Samuel  Thomas 
Wood,  of  the  editorial  staff  of  the 
Toronto  "Globe." 

Mr.  Wood  will  be  best  remembered 
perhaps  for  his  writings  on  nature.  Ever 
since  the  middle  'nineties  until  his  ill- 
ness he  contributed  a  Saturday  editorial 
on  some  phase  of  nature  or  animal  life. 
He  was  a  naturalist  of  the  utmost  sym- 
pathy and  understanding,  and  his  work 
was  an  established  feature  for  a  host  of 
admirers.  Two  years  ago  a  selection 
from  them  was  issued  in  a  volume  called 
"Ramblings  of  a  Canadian  Naturalist," 
when  they  were  seized  by  hundreds  of 
readers,  who  had  long  wished  for  such 
a  collection. 

What  John  Burroughs  was  to  the 
United  States  and  Richard  Jeffries  to 
England,  Sam  Wood  was,  perhaps  more 
than  any  other  writer  who  wrote  of 
woods  and  shores  and  the  wild  things 
that  make  them  their  home,  to  Canada. 
Big  in  stature — a  man  who  stood  a  head 
above  the  ordinary  man  in  any  assem- 
blage— with  a  heart  that  brimmed  over 
with  love  of  the  lore  of  the  great  out- 
spread, unwritten  book  of  nature,  and  in 
the  prime  of  life  he  has  passed — but  his 
memory  will  linger  long  among  thous- 
ands of  his  fellow-countrymen  in  every 
rank  of  life,  who  were  wont  to  look  for- 
ward with  eager  interest  for  each  new 
contribution  from   his  pen. 


INSPIRATION    AND    IDEALS 

Grenville  P.  Kleiser  has  compiled  a 
creditable  book  of  thoughts  for  every- 
day which  he  has  named  "Inspiration 
and  Ideals."  It  has  a  page  of  text  for 
each  day  of  the  year.  The  purpose  of 
the  book  is  to  give  help  and  inspiration 
in  right  thinking  and  right  living  and  to 
suggest  ideals  which  will  make  for 
material  and  spiritual  welfare.  It  is 
published  by  Funk  &  Wagnalls  Co.,  New 
York. 


THE  WONDER  WOMAN 

A  Canadian  author,  born  in  Tillson- 
burg,  Ont.,  but  now  resident  in  the  United 
States,  is  Mae  Van  Norman  Long.  She 
is  the  author  of  a  novel  entitled  "The 
Wonder  Woman."  It  is  a  story  of  love 
and  nature.  Here  is  a  quotation  from  a 
letter  written  by  this  author:  "Often  in 
thought  I  go  up  and  down  the  pleasant 
streets  of  the  little  Canadian  village 
where  I  lived  when  a  child.    The  woods — 


'Vienna  Woods,'  and  the  creek — 'Otter 
Creek,'  and  the  old  .swimming  hole,  and 
Waterhouse's  Pond,  and  Hickory  Hill, 
and  Cranberry  Hill,  and  'Sandy-town'! — 
how  strongly  these  appealed  to  my 
childish  ideality.  To  this  day  I  find  the 
old  town  in  Ontario  a  well  of  pure  in- 
spiration." 


DR.  HUGHES'   BOOKS 

A  meeting  of  the  Executive  of  the 
Toronto  Teachers'  Association  on  Nov. 
5,  decided  that  each  public  school 
in  the  city  should  be  supplied  with  the 
works  of  Dr.  Jas.  L.  Hughes  and  spoke 
very  highly  of  him  as  a  man  and  of  his 
writings.  The  three  books  will  be  sup- 
plied by  the  teachers  out  of  the  associa- 
tion's funds,  and  are:  "Songs  of  Glad- 
ness," "Training  the  Child,"  "Teaching 
How   to    Read." 


MAE    VAN    NORMAN    LONG. 

A     native    of    Tillsonburg,     Ont.,     author     of     "The 
Wonder    Woman." 


CANADA  IN  KHAKI 

One  of  the  most  interesting  books  of 
the  season  is  "Canada  in  Khaki,"  which 
comes  from  the  Musson  Book  Co.  It  is 
a  tribute  to  the  officers  and  men  serving 
in  the  Canadian  Expeditionary  Force. 
The  net  profits  of  the  book  go  to  the 
Canadian  War  Memorials  Fund. 

There  are  contributions  by  many 
eminent  writers  and  artists,  as  well  as 
public  men.  Besides  many  half-tones 
and  line  illustrations,  there  are  ten  full 
page  plates  in  color. 

The  opening  article  is  "Canada  at 
War,"  by  Sir  George  Perley. 

Among  the  other  notable  articles  are: 
"The  Spirit  of  Heroism,"  by  Sir  Gilbert 
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BEST    SELLING    BOOKS     IN     CANADA 

Fiction  Points 

1  The    Major.      Connor    180 

2  The    Definite    Object.       Farnol 88 

3  Anne's     House     of     Dreams.      Mont- 

gomery        84 

4  —Dwelling    Place   of    Light.     Churchill  64 

5— All    in    It.      Ian    Hay 34 

6      Long    Live    the    King.       Rinehart.  .  .  32 

Non-Fiction 

My    Four    Years    in    Germany.     Gerard.  108 

Over    the   Top.      Empey    60 

On   the  Edge  of  the  War  Zone.     Aldrich  20 

Juvenile 
Thornton    Burgess.     Bed   Time   Stories. 


Parker;  "The  Coming  of  the  Canadians," 
by  Austin  Harrison;  "What  Germans 
Think  of  Canada,"  by  Francis  Gribble, 
"Glorious  Canada,"  by  Horatio  Bottom- 
ley,  and  "Canada  After  the  War,"  by 
James  Lumsden. 

There  are  many  reproductions  of  actual 
photographs,  numerous  cartoons  and 
humorous  sketches  and  as  a  whole  the 
book  most  adequately  represents  the 
fighting  activities  as  well  as  the  less 
strenuous  experiences  of  the  Canadian 
army   in   the   field. 


EARL  GREY 

A  piece  of  literary  news  which  has  for 
Canadians  an  almost  national  significance 
is  the  announcement  of  the  forthcoming 
publication  of  Earl  Grey's  last  message  to 
the  Empire.  At  a  time  when  even  the 
most  devoted  and  unselfish  of  statesmen 
might  be  pardoned  for  thinking  only  of 
his  approaching  end  and  his  private  af- 
fairs, Earl  Grey  summoned  his  failing 
energies  to  utter  a  final  word  in  support 
of  the  ideals  to  which  he  had  devoted  his 
life.  This  message  has  been  given  to  the 
world  through  Harold  Begbie,  the  well 
known  novelist  and  man  of  letters,  who 
was  for  some  years  intimately  associated 
with  the  late  Earl  Grey. 


"Three's  a  Crowd,"  by  William  Caine, 
is  to  come  this  month. 

"Mary  Regan,"  by  LeRoy  Scott  was 
to  have  appeared  in  December  but  pub- 
lication was  delayed  till  this  month. 

"The  Hut  in  the  Forest,"  by  Mrs. 
Blanche  Irbe  Bremner,  of  Vancouver,  is 
a  dramatic  poem  which  is  being  most 
favorably  commented  upon  by  critics. 
The  profits  of  its  sale  are  being  devoted 
to  the  New  York  "Life"  fund  for  the 
benefit  of  war  orphans,  through  which 
fund  many  thousands  of  dollars  have 
been  sent  to  France  since  the  beginning 
of  the  war. 
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LITERATURE  OF  THE  WAR 


War   Economy  Publications 

Books,  Pamphlets  and  Magazines  With  Articles  Featuring  This 

Subject  Should  be  Put  Forward  by 

Booksellers. 


BOOKSELLERS  in  some  cases  have 
been  alive  to  the  trend  of  the 
times,  and  have  pushed  the  sale 
of  what  may  be  called  "war  economy 
books,"  but  most  booksellers,  so  men  on 
the  road  say,  have  been  satisfied  to  move 
along  in  their  usual  manner,  accepting 
what  the  trade  winds  blew  their  way. 
Said  winds  blew  up  quite  a  big  storm  of 
business  for  Christmas — even  more  than 
usual,  but  that  does  not  alter  the  fact 
that  these  dealers  have  been  missing- 
good  opportunities  for  book  selling  by 
not  featuring  war  economy  books  and 
pamphlets. 

Public  libraries,  too,  should  give  the 
]  eople  access  to  such  publications.  This 
is  being  done  very  effectively  by  the  Re- 
gina  Public  Library,  where,  in  the  re- 
ference department,  there  are  many 
books  and  pamphlets  dealing  with  food 
conservation,  production,  and  kindred 
subjects. 

"The  World's  Food"  is  a  pamphlet  is- 
sued by  the  American  Academy  of  Social 
and  Political  Science.  "War  Prices"  is  a 
review  of  the  prices  in  vogue  in  Canada 
and  other  countries.  "The  Resources  of 
the  Empire"  is  another  interesting 
pamphlet  by  J.  W.  Grice.  Other  titles 
are:  "Poultry  Keeping  in  Town  and 
Country,"  by  F.  C.  Elford;  "Finishing 
Lambs  for  the  Block,"  by  E.  S.  Archi- 
bald; "Factors  Influencing  the  Water  Re- 
quirements of  Plants";  "Neutralization 
of  States,"  by  Prof.  Baumgartner;  "For 
the  Defence  of  Canada,"  Military  Ser- 
vice Commission;  "Lord  Kitchener,"  by 
G.  K.  Chesterton;  "The  Defence  of  the 
Empire,"  by  Archibald  Hurd;  "The  Re- 
sources of  the  Empire,"  by  J.  W.  Grice; 
"When  the  War  Will  End,"  Lloyd  George 
at  Glasgow,  June  29,  1917;  Food  Ad- 
ministration Bulletins,  Nos.  1,  3,  7,  8,  10, 
U.  S.  Government  Acts  of  Congress 
facilitating  and  stimulating  Agricul- 
ture and  the  Production,  Conservation 
and  Distribution  of  Food.  Recent  books 
of  a  religious  nature  received  at  the 
library  are  as  follows:  "Treatment  of 
Armenians  in  the  Ottoman  Empire," 
Official  Paper;  "Red  Indians  of  the 
Plains,"  Hines;  "45  Years  in  China," 
Richard;  "30  Years  in  the  Canadian 
North-West."  Woodsworth;  "A  Spiritual 
Pilgrimage,"  Rev.  R.  J.  Campbell;  "Wo- 
men in  the  Church,"  Streeter;  "Church 
Divisions      and       Christianity,"      Grane; 


"Church  and  Reform  in  Scotland,  1797 
to  1843,"  Mathieson;  "Women  in  the 
Ajpostolic  Church,"  Allworthy;  "Short 
History  of  the  Oxford  Movement,"  01- 
lard. 


OUR  PROGRESS-IDEA  AND  THE 
WAR 

From  Richard  G.  Badger,  the  Boston 
publisher,  comes  "Our  Progress-idea  and 
the  War,"  a  volume  in  this  publisher's 
present  day  problem  series.  It  is  the 
work  of  George  Roy  Elliott  and  is  an 
essay  on  present  day  literature.  The  fact 
is  now  clear  that  the  fundamental  ideas 
beneath  the  great  struggle  following  the 
French  Revolution  belonged  to  Europe  as 
a  whole,  though  one  nation  seemed  at 
the  time  the  unique  exponent  of  them. 
That  something  very  similar  is  true  of 
the  ideas  beneath  the  present  struggle 
is  likely  to  become  more  and  more  obvi- 
ous as  time  goes  on.  The  head  and 
center  of  these  ideas  is  a  special  concep- 
tion of  human  progress  which,  as  the 
literature  of  the  past  fifty  years  striking- 
ly testifies,  has  been  steadily  increasing 
its  hold  on  the  civilization  of  Europe  and 
America. 


NOTES  ABOUT  WAR  BOOKS 

"Captured,"  by  J.  Harvey  Douglas,  is 
a  new  novel  announced  for  early  publica- 
tion. 

Rene  Gaell  is  the  author  of  "Priests 
in  the  Firing  Line"  and  it  is  described  by 
the  London  "Tablet"  as  "one  of  the  most 
moving  documents  given  us  by  the  war.1' 

"The  God  of  Battles"  by  Rev.  E.  C. 
Cross,  C.  F.,  D.S.O.,  has  a  preface  by 
General  Gough.  This  is  a  book  of  "A 
soldier's  faith,  an  attempt  to  reveal  the 
power  of  God   in  war." 

"Martin,  a  Surgeon  in  Khaki,"  is  a 
book  of  extraordinary  interest  describ- 
ing the  experiences  of  Dr.  Martin  with 
his  field  ambulance  at  the  Battle  of  the 
Marne  and  for  some  months  after  in 
France   and   Flanders. 

"The  Escape  of  a  Princess  Pat"  is  the 
title  of  the  war  book  by  George  E.  Pearson 
to  be  published  soon.  Mr.  Pearson  saw 
service  with  the  Princess  Pats  and  for 
some  months  after  his  return  to  Canada 
he  was  associated  with  BOOKSELLER 
AND  STATIONER  as  Montreal  corres- 
pondent. 
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The  navy  has  not  figured  largely  in  the 
public  eye  in  connection  with  the  Meso- 
potamia campaign,  nevertheless  its  ser- 
vices have  been  very  great  and  are  set 
forth  in  "The  Navy  in  Mesopotamia,  1914- 
1917,"  by  "Conrad  Cato,"  who  has  served 
a  long  period  with  our  naval  forces  on  the 
Tigris. 

"As  Tommy  Sees  Us"  is  a  book  for 
churchfolk  by  the  Rev.  A.  Herbert  Gray, 
M.A.,  C.F.,  Chaplain  to  the  Forces.  It  is 
an  endeavor  to  analyse  the  mind  of  the 
average  man  in  the  ranks  of  the  British 
army,  and  so  to  arrive  at  his  real  views 
on  Christianity,  the  church,  parsons,  and 
religion  generally. 

"Cavalry  of  the  Clouds,"'  by  "Contact," 
Captain  Alan  Batt,  M.C.,  is  to  ap- 
pear this  month.  The  author  was 
the  "flying  ace"  of  the  air  squad- 
ron which  for  a  period  held  the 
greatest  record  of  casualties  scored 
against  the  Germans.  His  book  is  said 
to  be  one  of  such  extraordinary  interest  as 
to  rank  it  among  the  foremost  books  which 
this  war  has  brought  forth. 

The  Germans  have  claimed  pre-emi- 
nence in  science.  This  claim  is  shattered 
for  all  time  by  a  very  important  and, 
indeed,  fascinating  volume,  written  by 
Prof.  Arthur  Schuster,  F.R.S.,  and  Dr. 
A.  E.  Shipley,  F.R.S.  The  book  gives  an 
account  of  the  life  and  work  in  each  case 
of  the  leading  English  scientists  of  the 
past. 

"What  Germany  is  Fighting  For,"  by 
Sir  Charles  Waldstein,  contains  transla- 
tions of  authoritative  German  docu- 
ments, which  show  with  absolute  clear- 
ness the  reasons  for  which  Germany  pro- 
voked and  is  still  engaged  in  carrying 
on  the  World's  War.  They  show  also  the 
undoubted  responsibility,  not  only  of  the 
German  Government,  but  of  the  majority 
of  the  German  people  for  the  war. 


THE  RED  FLOWER 

A  notable  new  book  of  verse  comes  from 
Copp,  Clark,  in  Henry  Van  Dyke's 
"The  Red  Flower,"  published  by  the  Copp, 
Clark  Co.  It  is  a  book  of  war  verse.  Two 
of  the  poems,  "A  Scrap  of  Paper"  and 
"Stand  Fast,"  were  written  in  1914  and 
bore  the  signature  "Civis  Americanus," 
the  use  of  the  author's  own  name  being 
impossible  at  that  time,  he  being  U.S. 
Ambassador  to  Holland.  Now  that  the 
U.S.  is  at  war  with  Germany  the  poems 
are  included  in  this  volume  under  his 
own  name.  In  addition  to  the  war  verse 
there  are  others,  notably  "Interludes  in 
Holland,"  which  are  thoughts  of  the 
peaceful  things  that  will  abide  for  all 
the  world  after  this  war  against  war  has 
been  won. 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in   Canada 


THOMAS  ALLEN 

Non-  Fiction 

Life  and  Letters,  John  Fiske,  Chicago, 
J.  S.  Clark  Taylor  (2  vols.),  cloth,  $7.50; 
History  of  American  Journalism,  Lee, 
cloth,  $3.50;  The  Foundling  Prince,  Har- 
ris &  Ipcar,  cloth,  $3.50;  Letters  of  John 
Holmes,  cloth,  $2 .  50 ;  An  American  Physi- 
cian in  Turkey,  Knapp,  cloth,  $1.75;  Rail- 
way Rates  and  the  Canadian  Railway 
Commission,  MacGibbon,  cloth,  $1.75;  A 
New  Basis  for  Social  Progress,  White  and 
Heath,  cloth,  $1.25;  The  Undergraduate 
and  His  College,  Keppel,  cloth,  $1.60;  A 
Treasury  of  War  Poetry,  cloth,  $1.25; 
Treasury  of  War  Poetry,  leather,  $2. 
Juvenile 

Slovenly  Peter,  Dr.  H.  Hoffmann,  cloth. 

WILLIAM  BRIGGS 
Fiction 

Mystery  of  the  Hasty  Arrow,  Anna 
Katherine  Green,  cloth,  $1.35  net;  Un- 
conquered,  Maud  Diver,  cloth,  $1.35. 

Non- Fiction 

Light  Beyond,  Maurice  Maeterlinck, 
cloth"  $2.00  net;  Abingdon  Abbey,  Archi- 
bald Marshall,  cloth,  $1.35;  Green  Tent  in 
Flanders,  Maud  Mortimer,  cloth,  $1.25; 
Green  Trails  and  Upland  Pastures,  Wal- 
ter Prichard  Eaton,  cloth,  $1.60  net. 

THE  COPP  CLARK   CO. 

Fiction 

Drowsy,  J.  A.  Mitchell,  cloth,  $1.50; 
His  Own  Home  Town,  Larry  Evans,  cloth, 
$1.35;  The  Wonder  Woman,  Mrs.  Long, 
cloth,  $1.35. 

Non-Fiction 

The  Adventures  and  Letters  of  Richard 
Harding  Davis,  Charles  Belmont  Davis, 
cloth,  $2.50;  The  Canadian  Almanac  for 
1918.  cloth,  $1.50. 

S.  B.  GUNDY 

Fiction 

The  Safety  Curtain,  Ethel  M.  Dell, 
cloth,  $1.25;  Wanted  a  Tortoise-Shell, 
Petev  Blundell,  $1.25:  The  Shining 
Heights,  I.  A.  R.  Wylie,  $1.50;  The  Three 
Black  Pennys,  Joseph  Hergesheimer, 
$1.50;  The  Maid  with  Wings,  E.  B.  Os- 
born,  $1.50. 

Non-Fiction 

B.  Boswell  of  Baghdad  and  Other  Es- 
says, E.  V.  Lucas,  $1.50;  A  Diary  of 
Great  Wars,  Saml.  Pepys,  Jr.,  Second 
Series.  $1.50;  At  the  Serbian  Front  in 
Macedonie,  E.  P.  Stebbying,  $1.50;  A 
Trip  to  Lotus  Land,  Archie  Bell,  $2.50; 
The  Cross  at  the  Front,  Thomas  Tiplady, 
$1.00;  Ginger  Mick,  C.  J.  Dennis,  $1.00; 
The  Closed  Door,  Jean  De  Bosschere, 
$1.25. 

Juvenile 

With  Haig  on  the  Somme,  Herbert 
Strang,  $1 .  25 ;  The  Young  Anzacs,  Joseph 
Bowes,  $1.25. 


THE    MACMILLAN   CO.   OF  CANADA 

Fiction 

The  Soul  of  a  Bishop,  H.  G.  Wells,  lea- 
ther, $2 .  50 ;  Mr.  Britling  Sees  It  Through, 
H.  G.  Wells,  leather,  $2.50. 

Non- Fiction 

About  Winchester  College,  A.  K.  Cook, 
cloth,  $6.00;  Intimate  Prussia,  A.  Ray- 
mond, cloth,  $1.65;  The  Food  Problem, 
Kellogg  &  Taylor,  cloth,  $1.25;  France 
Bears  the  Burden,  G.  Fortescue,  cloth, 
$1.25;  League  of  Nations,  T.  Marburg, 
cloth,  50c;  British  Foreign  Exchange  Pol- 
icy in  Europe,  H.  E.  Egerton,  cloth,  $2 .  00 ; 
Effective  Public  Speaking,  J.  A.  Mosher, 
cloth,  $1 .50;  Recollections  (2  vols.),  J.  V. 
Morley,  cloth,  $7.50;  Inside  the  Russian 
Revolution,  R.  C  Dorr,  cloth,  $1.50;  A 
Theology  for  the  Social  Gospel,  W.  A. 
Rauschenbusch,  cloth,  $1.50;  An  Intro- 
duction to  the  Study  of  Landscape  Design, 
H.  V.  Hubbard,  cloth,  $6.00;  The  Foreign 
Policy  of  Woodrow  Wilson,  1913-1917, 
Robinson  &  West,  cloth,  $1 .  75.      ^ 

McCLELLAND.   GOODCHILD   & 
STEWART 

Fiction 

Apron  Strings,  Eleanor  Gates,  $1.35; 
Ninety-Six  Hours  Leave,  Stephen  Mc- 
Kenna,  $1.35;  The  Hillside  Christmas, 
Ethel  Penman  Hope,  25c;  The  Gift  Su- 
preme, George  Allan  England,  $1.35. 

Non-Fiction 

Song  Stories  of  the  Sawdust  Trail, 
Homer  Rodeheaver,  $1.10;  Irish  Lyrics 
and  Ballads,  Father  James  B.  Dollard, 
$1.35;  Lines  of  Communication,  Capt. 
James  E.  Agate,  $1.75;  Great  Love  Stor- 
ies of  the  Bible,  Rev.  W.  A.  Sunday, 
$1 .50;  Insect  Adventures,  Henri  J.  Fabre, 
$2.00;  Sylvanderand  Clarinda  (The  Love 
Letters  of  Robt.  Burns  and  Agnes  M'Le- 
hose),  Edited  by  Amelia  Josephine  Burr, 
$1.50. 

Juvenile 

The  Life  of  Jesus  for  Young  People, 
Wm.  Byron  Forbush,  $1.50;  Girls  in 
Bookland,  Hildegarde  Hawthorne,  $2.00; 
Doris  of  Dobbs  Ferry,  Carolyn  Wells, 
$1.35;  Little  Woodcrafters  Book,  Lillian 
Elizabeth  Roy.  $1.25;  Billy  Bunny  and 
His  Friends,  David  Cory,  $1.50;  Boys 
and  Folks,  by  Webster,  $2.00;  F.  Fox's 
Funny  Folk,  Fontaine  Fox,  $2.00;  Mary 
and  Her  Kitchen  Garden,  Alice  Crew, 
$1.25. 

MUSSON   BOOK   CO. 

Fiction 

The  Innocents,  Sinclair  Lewis,  cloth, 
$1.25;  The  Witness,  Grace  L.  H.  Lutz, 
cloth,  $1.40;  Herself,  Himself,  and  My- 
self, Ruth  Sawyer,  cloth,  $1.35;  Great 
Possessions,  David  Grayson,  cloth,  $1.30; 
Great  Possessions,  David  Grayson,  lea- 
ther, $1.75;  Hearts  Undaunted,  Eleanor 
Atkinson,  cloth,  $1.30;  The  Luck  of  the 
Irish,  Harold  MacGrath,  cloth,  $1.50; 
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The  Rise  of  David  Livinsky,  Abraham 
Cahan,  cloth,  $1.60;  Laughing  Bill  Hyde, 
Rex  Beach,  cloth,  $1.50;  The  Big  Little 
Person,  Rebecca  Hooper  Eastman,  cloth, 
$1.40;  Vanguards  of  the  Plains.  Margaret 
Hill  McCarter,  cloth,  $1.40;  The  Adven- 
turess, Arthur  B.  Reeve,  cloth,  $1.35. 
Non- Fiction 

The  Flag:  Its  Origin  and  Meaning,  C. 
P.  Band  and  E.  L.  Stovel,  linen,  25c;  The 
Eyes  of  the  Army  and  Navy,  Albert  H. 
Munday,  cloth,  $1.50;  The  Eyes  of  the 
Army  and  Navy,  Albert  H.  Munday,  lea- 
therette, $2.00;  Rhymes  of  Our  Home 
Folks,  John  D.  Wells,  cloth,  $1.30;  The 
Prince  and  the  Pauper,  Mark  Twain, 
cloth,  $2.50;  Mark  Twain's  Letters,  Mark 
Twain  (2  vols.),  cloth,  $3.50;  Further 
Memories,  Lord  Redesdale,  cloth,  $6.00; 
Diplomatic  Days  in  Mexico,  Edith 
O'Shaughnessy,  cloth,  $2.00;  Utopia  of 
Usurers,  Gilbert  K.  Chesterton,  cloth, 
$1.25;  Every  Man  His  Own  University, 
Russell  H.  Conwell,  cloth,  $1.00;  Every- 
man's Chemistry,  Elwood  Hendrick,  cloth, 
$2.00. 

Juvenile 

Grimm's  Fairy  Tales,  Louis  Rhead, 
cloth,  $1.50;  The  Venture  Boys  Afloat, 
Howard  R.  Geris,  cloth,  $1.25;  Indian 
Legends  in  Rhyme,  Grace  and  Karl  Moon, 
cloth,  $1.50;  Musson's  Wonder  Book  of 
Fairy  Tales,  cloth,  $2.00. 


POST  OFFICE  AND  SOLDIERS 

Magazine    readers     have,     of     course, 
.seen  this  notice  appearing  on  the  covers 
of  different  United  States  magazines: 
Notice  to  Reader 

When  you  finish  reading  this  maga- 
zine place  a  one-cent  stamp  on  this  no- 
tice, hand  same  to  any  postal  employee, 
and  it  will  be  placed  in  the  hands  of  our 
soldiers    at   the    front. 

No   Wrapping — No  Address. 
A.    S.    BURLESON, 

Postmaster-General. 

The  British  Post  Office  Department 
have  gone  one  better  and  send  the  maga- 
zine post  free  to  soldiers. 

The  question  is,  why  have  the  Can- 
adian postal  authorities  been  asleep  as 
regards  this  question,  and  when  are  they 
going  to  wake  up? 


"Five  Thousand  Facts  About  Canada" 
for  1918,  compiled  by  Frank  Yeigh,  is  an- 
nounced for  early  issue.  The  contents 
are  more  interesting  and  varied  than 
ever,  presenting  a  striking  picture  in 
figures  of  Canada's  story  of  last  year. 

James  Oliver  Curwood  by  reason  of  his 
stirring  tales  of  the  Canadian  North- 
West  has  attracted  a  big  following  of 
readers  who  will  be  interested  to  learn 
that  he  has  a  new  book  coming  out  next 
month  entitled  "The  Courage  of  Madge 
O'  Doone."  The  story  opens  on  a  train 
stalled  in  the  snows  of  an  Arctic  night. 


CHILDREN'S     STORY    HOUR    IN 
LIBRARIES 

Idea  Should  be  Actively  Encouraged    by 

Booksellers  in  Towns  Where  This 

Movement  Has  Not  Been 

Taken  Up 

AT  a  recent  convention  of  librarians 
in  Guelph  one  of  the  subjects  on 
the  programme  was  the  story 
hour  in  the  public  library.  This  proved 
a  text  to  a  writer  in  the  "Herald"  of  that 
city,  who  takes  the  ground  that  it  can- 
not be  too  much  dwelt  upon.  "Our  chil- 
dren," he  argues,  "need  the  story  hour 
as  much  as  ever  a  child  did,  for  the 
youngster  that  doesn't  love  stories  is 
abnormal  and  one-sided.  Equally  so  is 
the  story  hour  important  for  the  adult, 
and  I  believe  that  if  the  busiest  of  men 
would  observe  it  they  would  be  vastly 
improved  and  benefited  and  able  to  do 
their  work  better.  If  men  and  women 
would  but  stop  an  hour  or  two  each  day 
to  read  some  entertaining  book  there 
would  be  a  decided  improvement  in  the 
world  and  fewer  in  the  asylums.  With 
all  the  wealth  of  book-lore  on  the  library 
shelves  it  is  passing  strange  that  only  a 
small  percentage  of  the  people  should 
take  the  trouble  to  enrich  and  rest  then 
minds.  I  dare  bet,  dear  reader,  that  you 
have  books  and  books  in  the  house  that 
you  never  read.  With  up-growns  it  is  a 
case  of  deliberate  omission;  with  children 
the  story  hour  is  a  loss  due  to  no  fault 
of  theirs,  for  many  of  them  cannot  read 
the  stories  by  reason  of  their  youth. 
These  should  have  the  story  hour  given 
them,  to  enrich  their  young  minds  with 
the  tales  that  once  told  to  a  receptive 
childhood  are  never  forgotten.  And  we 
know  of  no  better  place  for  the  story 
hour  .than  the  public  library  and  the 
schools.  The  difficulty  is  getting  the 
right  persons  to  lead  the  children  in  this 
book-lore  enrichment.  Surely,  though, 
there  are  ladies  able  and  willing  to  do 
this  if  they  will  only  have  the  nerve  to 
come  forward  and  volunteer  their  ser- 
vices." 

What  the  Guelph  newspaper  writer 
says  here  should  have  the  support  of 
booksellers  to  the  extent  of  their  active 
interest  in  endeavoring  to  get  public  lib- 
raries to  adopt  the  Children's  Story  Hour 
idea  where  this  has  not  already  been 
done. 

It  will  readily  be  appreciated  that  to 
get  the  children  interested  in  books  wili 
mean  that  they  will  be  book-lovers  all 
their  lives.  That  will  be  good  for  them 
and   good   for   the   book  business. 


SARNIA'S  GOOD  EXAMPLE 

Chatham,  Ont. — Several  important 
suggestions  were  broached  at  the  De- 
cember meeting  of  the  Chatham  Library 
Board,  following  the  submission  of  the 
report  of  Miss  Reid,  the  librarian,  on  the 
work  being  done  in  other  cities,  after  her 
visit  to  the  London  Institute. 

The  importance  of  good  service  was 
one  of  the  strongest  points  emphasized 
in  the  discussion  of  the  members  in  mak- 
ing the  institution  a  success  in  the  com- 
munity. Ample  money  should  be  asked 
for  in  order  that  a  plentiful  supply  of 
the  proper  kind  of  literature  would  be 
always  available. 

In  Sarnia,  where  the  library  has  made 
particularly  good  progress,  it  was  re- 
ported that  the  institution  received  at 
the  rate  of  40  cents  per  head,  or  $5,000 
in  all.  During  the  first  half  of  1917  Sar- 
nia was  able  to  expend  the  sum  of  $1,000 
on  securing  new  books. 

Secretary  Park  reported  that  Chatham 
was  one  of  the  ten  libraries  in  the  pro- 
vince whose  method  of  book  selection 
had  been  approved  by  the  Department 
of   Education. 


TORONTO  PUBLIC  LIBRARY  NOTES 

The  month  has  been  marked  by  the 
great  success  that  attended  the  plays 
produced  by  the  Dramatic  Club  of  the 
Public  Library,  when  a  substantial  sum 
was  realized  which  will  be  applied  to  the 
purchase  of  comforts  and  Christmas 
cheer  for  the  members  of  the  Public 
Library  who  are  serving  at  the  Front. 
Apart  from  this  aspect  of  the  success 
the  artistic  excellence  of  the  production 
charmed  the  audience  which  filled  to 
overflowing  the  art  gallery. 

A  distinguished  visitor  recently  was 
Dr.  John  Finley,  President  of  the  Uni- 
versity of  the  State  of  New  York  and 
Chief  Commissioner  of  Education,  who 
desired  to  see  the  new  branches,  the 
English  architectural  design,  and  was 
particularly  interested  in  the  Robert- 
son Historical  Collection.  Dr.  Finley  is 
an  authority  on  early  American  and 
Canadian  history,  his  book:  "The  French 
in  the  Heart  of  America,"  having  been 
crowned  by  the  French  Academy. 

The  Sixth  Annual  Exhibition  of  books 
suitable  for  parents  and  friends  to  buy 
for  Christmas  for  boys  and  girls  was 
this  year  augmented  by  a  shelf  of  Can- 
adian books  of  the  year  suitable  for 
adults.  The  average  annual  attendance 
of  1,000  persons  was  exceeded. 

The  results  of  the  Ontario  Library 
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School  have  been  published  and  the  five 
representatives  of  the  Toronto  Public 
Library  have  done  splendidly.  They 
were  Miss  Teresa  O'Connor,  Miss  Mac- 
Gregor,  Miss  Lancefi-eld,  Miss  Jackes, 
and  Miss  Craig.  This  training  will  in- 
crease their  already  efficient  powers  of 
service  and  the  theoretical  training  has 
given  new  meaning  to  the  years  of  suc- 
cessful experience  in  their  library  work 
with  us. 

Miss  Smith,  the  head  of-  the  work 
among  boys  and  girls,  has  received  a 
highly  congratulatory  letter  from  one 
of  the  chief  public  librarians  of  Eng- 
land concerning  the  list'  of  books  for 
boys  and  girls  published  in  the  Ontario 
Library  Review,  one  of  the  results  of 
the  wonderful'  work  which  she  and  her 
assistants  are  doing  among  the  boys 
and  girls  of  Toronto. 

The  librarians  and  their  assistants 
co-operated  as  far  as  they  could  offi- 
cially, as  well  as  personally,  with  the 
committee  of  the  Victory  Loan  and  ar- 
ranged whereby  the  Eastern,  the 
Beaches,  the  High  Park,  and  the  West- 
ern branches  of  the  Public  Library  were 
used  as  centres  during  the  last  week  of 
the  campaign. 

The  use  of  books  for  November  as 
compared  with  that  of  the  corresponding 
month  of  1916  shows  the  same  gratify- 
ing increase  which  characterized  the  pre- 
ceding months. 

The  total  use  of  books  was  125,500,  an 
increase  of  13,000. 

Books  for  boys  and  girls  were  35,688 
the  greatest  increases  being  at  these 
branch  libraries;  Church  400.  College 
400,  Riverdale  900,  Deer  Park  300, 
Beaches   600,   High   Park   700. 

To  those  who  say  that  the  use  of 
books  in  a  Public  Library  is  confined  to 
fiction  it  may  be  of  interest  to  point 
out  that  of  the  125,500  books  used  49,- 
900  were  fiction  or  slightly  less  than  40 
per  cent. 


Swift  Current,  Sask.,  will  probably 
have  a  public  library.  The  movement  is 
on  foot  and  bids  fair  to  be  successful. 

The  Whitby  Gazette  says:— Of  54 
public  libraries  included  in  the  Lindsay 
Library  Institute,  only  six  came  up  to 
the  standard  set  by  the  Government. 
One  of  these  is  the  Whitby  library.  Its 
shelves  are  acknowledged  to  contain  one 
of  the-  best  collections  of  books — fiction, 
history,  biography,  current  literature — 
in  the  Institute,  which  is  no  small  dis- 
tinction. 
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"HOW  TO  MEASURE  THE  VALUE 

OF  TURNOVER" 


(Third  Address  by  Frank  Stockdale.) 


T 


HE  third  address  by  Mr.  Frank  Stockdale,  on 
retail  merchandising  problems  dealt  with  the 
subject  "How  to  Measure  the  Value  of  Turn- 
over." The  importance  of  the  merchant  having  a 
detailed  knowledge  of  profits  was  emphasized  in  con- 
nection with  turnover,  which  was  define*]  as  distinct 
from  volume.  An  illustration  of  the  method  of 
figuring  turnover  was  given,  emphasizing  the  im- 
portance of  basing  all  percentages  on  the  sale. 

"The  merchandising  game  is  based  on  the  figur- 
ing of  profits,"  said  Mr.  Stockdale,  "that  is  its  foun- 
dation and  whether  you  are  an  advertising  man, 
salesman,  buyer,  department  manager,  decorator, 
bookkeeper,  or  whatever  part  of  the  merchandising 
plan  you  fit  into,  the  effect  and  value  and  result  of 
your  effort  depends  upon  a  knowledge  of  profits,  and 
when  we  look  over  the  wide  merchandising  field  and 
see  the  large  number  who  have  not  yel  got  a  linn 
grip  upon  the  matter  of  profits  we  must  certainly  be 
convinced  that  it  is  no  easy  job.  We  are  pioneering 
and  there  is  a  great  opportunity  for  knowledge  along 
this  line." 

"As  we  go  into  our  merchandising  establishments 
and  study  the  subject,  we  realize  that  a  great  deal 
depends  upon  how  a  man  does  a  thing.  Profit  is  the 
thing  thai  determines  how  you  are  going  to  mer- 
chandise. The  thing  to  consider  is  'Am  I  getting 
under  my  load  or  is  my  load  dragging  me  down?' 

"Another  thing  to  consider  in  regard  to  profits 
is  to  adopt  methods  instead  of  principles,  and  the 
thing  we  want  to  watch  in  studying  merchandising 
problems  is  that  we  don't  throw  the  principle  away. 

"The  principle  of  handling  percentages  and  the 
principle  of  applying  specific  facts  to  specific  things 
instead  of  applying  general  facts  to  specific  things  are 
the  ones  to  study.  Every  last  percentage  should  be 
based  on  the  same  thing  because  we  want  percentages 
for  the  sake  of  comparison. 

".1//  percentages  should  be  based  on  the  sales,  and 
tin  average  man  ivho  tries  to  get  percentages  of  ex- 
pense on  the  cost  of  goods  sold  gets  tangled  up.  It 
takes  a  firm,  big  enough  to  keep  an  expert  accountant 
on  the  job  to  keep  things  si  might." 

To  illustrate  the  point  Mr.  Stockdale  drew  a  large 
circle  which  represented  the  sale  and  marked  out 
percentages  for  margin,  cost  of  merchandise  and  net 
profit.  On  this  ba.sis  Mr.  Stockdale  stated  that  any 
percentage  quoted  would  be  a  percentage  of  the  circle 
and  there  was  no  likelihood  of  becoming  tangled  up 
because  it  would  be  based  on  the  sale. 

"The  two  highest  retail  authorities  in  the  United 
State-  and  hundreds  of  merchants  recognize  this 
method,"  added  Mr.  Stockdale. 

"Nine  out  of  ten  merchants  with  whom  I  have 
come  in  contact,  who  mix  their  percentages,  never 
have  percentages  that  tell  them  very  much.  If  per- 
centage is  'a  sign  of  relationship'  you  must  keep  the 
relationship  based  on  some  one  thing.  AVhen  you 
change  your  base  of  percentage  you  have  changed 


the  whole  thing  and  you  are  going  to  get  tangled  up 
somewhere." 

At  this  point  Mr.  Stockdale  emphasized  that  turn- 
over was  distinct  from  volume.  "Volume  answers 
the  question,  'How  much  do  I  sell?'  Turnover  does 
not  answer  that  question  at  all  as  I  am  using  the 
term.  Turnover  answers  the  question,  'How  long 
does  merchandise  stay  in  my  store?'  That  is  a  funda- 
mental point  to  be  kept  in  mind." 

Mr.  Stockdale  proceeded  to  illustrate  the  method 
of  figuring  turnover  on  the  basis  of  securing  the  facts 
and  figuring  it  out  from  them.  A  problem  was 
worked  out,  taking  an  inventoried  stock  on  Feb.  1  as 
worth  $2,000.  Sales  for  the  year  preceding  were 
$6,000.  The  margin  was  taken  as  33  1-3  per  cent., 
which  made  the  cost  of  merchandising  equal  to  66  2-3 
per  cent,  of  selling  price  which  in  turn  is  equal  to 
$2,000,  that  is,  the  goods  are  worth  at  selling  price, 
$3,000.  Dividing  the  worth  of  stock  at  the  selling 
price  into  the  selling  value  it  was  evident  that  the 
stock  turned  twice  during  the  year. 

Referring  to  this  method  of  working  the  problem 
Mr.  Stockdale  pointed  out  that  it  was  necessary  to 
know  at  certain  periods  of  the  year  how  much  stock 
was  on  hand  in  order  to  strike  an  average  which  is 
required  in  working  the  problem  of  the  number  of 
turns.  On  this  basis  the  above  method  of  working 
the  problem  is  incorrect  owing  to  the  fact  that  the 
average  for  the  previous  year  was  worked  into  the 
figures  for  this  year.  Mr.  Stockdale  emphasized  that 
the  closer  the  average  figures  ran  per  month  or  week 
of  the  present  year  the  more  accurate  would  be  the 
result  indicating  the  number  of  turns  of  stock  per 
year. 

"The  usual  method  is  to  estimate  as  closely  as 
possible  what  the  stock  is  at  the  end  of  each  month 
during  the  year.  These  figures  added  and  divided 
by  twelve  give  the  average  stock  carried  through  the 
year.  If  the  merchant  has  $2,000  at  inventory  time 
the  chances  are  he  has  from  $2,500  to  $3,000  worth 
throughout  the  year,"  said  Mr.  Stockdale. 

"The  average  merchant  gets  only  half  as  many 
turns  as  he  thinks  he  gets." 

Referring  back  to  the  correct  method  of  doing 
the  foregoing  problem  Mr.  Stockdale  indicated  that 
the  sales  at  cost  were  $2,000  while  the  average  stock 
carried  was  probably  about  $3,000,  which  works  out 
to  1  1/3  turns  of  stock  per  year. 

TO  DISCOVER  TURNOVER 

A  rule  was  given  for  figuring  turnover,  as  follows: 
"Divide  the  year's  sales  at  cost  by  the  average  stock 
carried." 

"In  measuring  the  value  of  turnover  we  want  to 
realize  that  turnover  affects  only  one  kind  of  expense 
directly.  The  two  kinds  of  expense  are  (1)  Time  or 
carrying  expense  and  (2)  Labor  or  selling  expense. 
The  total  expenses  of  the  store  are  divided  into  time 
and  labor  expenses.    Time  expense  is  expense  that  is 
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directly  affected  depending  upon  the  length  of  time 
the  merchandise  stays.  Labor  expense  is  expense  that 
goes  up  and  down,  depending  upon  the  amount  of 
labor  necessary  to  sell  the  merchandise.  We  carry 
merchandise  and  we  sell  merchandise,  the  operations 
are  separate  and  should  be  made  distinct." 

Proceeding  to  outline  some  of  the  expenses  in  a 
store  in  their  proper  category  as  expenses,  Mr.  Stock- 
dale  referred  the  audience  to  the  following  list.  Un- 
der the  heading  of  Labor  or  Selling  Expenses  he  in- 
cluded :  Clerks'  salary,  owner's  salary,  advertising, 
delivery,  bad  debts  and  part  of  general  expenses. 
Under  the  heading  of  Time  or  Carrying  Expenses  he 
included :  Rent,  insurance,  taxes,  heat  and  light,  in- 
terest on  investment,  depreciation  and  part  of  general 
expenses. 

"It  is  obvious  that  these  expenses  go  up  and  down 
depending  upon  how  long  the  merchandise  stays," 
said  Mr.  Stockdale.  "Some  lines  turn  much  faster 
than  others  and  so  this  difference  in  turnover  exist? 
in  every  store." 

Applying  the  expense  percentages  outlined  above 
to  an  actual  case,  Mr.  Stockdale  illustrated  a  store  in 
which  the  expense  of  doing  business  was  $1,460  and 
the  yearly  sales  were  $6,000.  This  was  on  the  basis 
of  two  turns  per  year.  On  the  basis  of  $6,000  total 
sales  he  worked  out  the  following  expenses,  on  the 
l>asis  of  average  percentages  found  to  exist  in  busi- 
ness : — 

Clerk's    salary    $    366 

Advertising    156 


Owner's    salary 

Rent    (at   3    per   cent.) 

Heat   and    light    

Insurance  and  taxes   . . 

Delivery     

Bad    debts    

Interest    

General  expenses 

Depreciation    on    stock 


and    fixtures 


180 

360 

60 

144 

36 

24 

360 

162 

198 


$2,046 


Illustrating  the  difference  in  these  expenses  where 
less  stock  was  carried  and  yearly  sales  were  the  same. 
Mr.  Stockdale  continued  as  follows: — 

RELATION  OF  EXPENSE  TO  TURNOVER 

"Suppose  I  put  in  as  much  stock  in  this  depart- 
ment as  will  last  a  year  and  I  get  one  turn.  The 
average  stock  carried  is  the  average  sales  for  the  year. 
Instead  I  carry  only  half  as  much  and  get  the  same 
sales,  therefore  I  am  using  only  half  as  much  space. 
Expenses  of  lighting,  rent,  insurance  and  taxes  are 
only  half  the  above  figures  and  in  the  latter  two  ca^c- 
only  their  share  of  expense  is  borne." 

Following  out  the  method  defined  of  securing  the 
cost  of  doing  business,  Mr.  Stockdale  divided  the 
$2,046  expenses  by  the  $6,000  total  sales  which  indi- 
cated 34  1/10  per  cent.  "It  is  evident  the  goods  in 
that  store  have  to  bear  a  high  profit,"  said  Mr.  Stock- 
dale. 

"If  I  carry  as  much  stock  on  an  average  as  I  sell 
in  the  year,  my  interest  is  6  per  cent.,  therefore  my 
interest  charge  in  expenses  would  be  6  per  cent.  In 
regard  to  general  expenses,  if  I  turn  over  my  stock 
twice  a  year  in  one  case  and  only  once  in  the  second 
case,  that  stock  must  bear  its  proportion  of  telephone, 
etc.,  expenses  for  a  year  where  it  only  turned  once 
and  for  six  months  where  it  turned  twice.  The  same 
thing  applies  to  sweeping  and  taking  care  of  the 
store,  therefore  we  will  have  to  double  some  general 
expenses." 


Mr.  Stockdale  defined  general  expenses  as  "the 
place  where  all  expenses  are  put  that  the  merchant 
does  not  know  what  else  to  do  with." 

Referring  to  the  matter  of  rent,  Mr.  Stockdale 
pointed  out  that  if  the  rent  was  $360  on  the  space 
where  $6,000  worth  of  merchandise  was  sold  which 
turned  once  a  year,  the  rent  on  some  other  depart- 
ment selling  an  equal  amount  of  merchandise  which 
turned  a  different  number  of  times  would  be  on  the 
same  basis.  Thus  if  the  stock  turned  eight  times  the 
yearly  rent  would  be  $45  on  the  basis  aforemen- 
tioned. 

Making  a  comparison  of  the  cost  of  doing  business 
as  between  specialty  stores,  Mr.  Stockdale  stated  that 
in  the  jewelry  store  stock  turned  on  an  average  of 
about  once  a  year  and  that  the  expense  of  doing  busi- 
ness was  in  the  neighborhood  of  34  per  cent.  Com- 
pared with  this  he  cited  the  case  of  the  grocery  store 
which  turned  its  stock  eight  or  ten  times  and  had  an 
"expense  of  doing  business"  of  about  18  per  cent. 

"If  you  take  the  store  facts  as  we  have  worked 
them  out,"  said  Mr.  Stockdale,  "you  will  find  fact 
after  fact  that  will  prove  that  what  we  have  done  is 
sound  to  the  core.  There  is  only  one  reason  why  it 
costs  more  to  sell  goods  in  the  jewelry  store  than  in 
the  grocery  store  and  that  is  the  dull  seasons  with 
their  large  selling  expenses.  Turnover  is  not  the 
whole  thing  in  business,  but  it  affects  all  these  time 
and  carrying  expenses." 

"I  was  in  a  dry  goods  store  where  about  two-thirds 
of  the  merchandise  sold  was  sold  during  the  months 
of  October  and  November,  but  they  could  not  turn  off 
their  help  during  the  other  seasons.  That  is  a  similar 
condition  to  the  one  found  in  the  jewelry  store.  At 
holiday  time  the  jewelry  store  is  at  the  high  peak  and 
that  means  extra  selling  expense.  The  whole  matter 
is  a  question  of  the  'peaks  in  business.'  People  eat 
every  day,  hence  the  continuous  turnover  in  the  gro- 
cery  store." 

PUSHING  THE  LINES  THAT  SHOW  PROFIT 

Addressing  the  heads  of  departments  in  particu- 
lar. Mr.  Stockdale  continued  "it  means  to  you  that 
when  you  have  u  Hue  in  your  store  that  is  bearing  a 
real  profit,  that  is  the  line  for  you  to  push,  that  is  the 
line  to  buy  and  that  is  the  place  to  put  the  effort  that 
counts.  You  want  to  co-operate  with  merchandise 
men  in  holding  these  stocks  down  to  where  they 
ought  to  be  and  the  chances  are  that  in  doing  that 
thing  you  are  doing  more  for  that  store  than  if  you 
would  sell  half  the  merchandise  sold  in  the  store,  in 
your  department.  Stocks  have  to  be  held  down  until 
there  is  a  profit. 

TURNOVER  MAY  MEAN  LIFE  OR  DEATH  OF  STORE 

*'We  find  stores  turning  stock  seven  times  a  year 
in  competition  with  stores  turning  three  times  a  year 
in  the  same  line,  and  the  three  time  stores  are  having 
to  draw  each  year  on  the  fund  they  have  laid  away  in 
years  gone  by.  As  far  as  managers  and  buyers  of 
departments  are  concerned  there  is  a  great  opportun- 
ity to  make  money  by  holding  stocks  down.  I  know 
you  have  to  have  variety  to  make  sales,  but  you  can 
get  so  much  variety  that  no  "matter  how  many  sales 
you  make  you  don't  make  any  profit." 

Addressing  the  retail  merchants  in  particular,  Mr. 
Stockdale  continued,  "A  man  comes  along  selling 
merchandise  which  you  have  to  sell  for  a  certain 
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margin  of  profit.  Perhaps  it  does  not  average  up  to 
what  your  marginal  profit  is.  You  say  you  mould 
lose  money  every  time  you  sell  it.  but  the  chances  are 
if  that  article  has  been  on  the  market  for  any  length 
of  time  and  merchants  are  distributing  it  widely,  the 
ease  of  selling  "ill  bring  down  tin-  cost  of  doing  busi- 
ness so  that  you  would  have  a  profit.  1  am  not  advis- 
ing you  to  take  everything  thai  comes  along.  You 
w;iiii  to  judge  between  men  that  bring  along  the 
right  proposition  and  the  wrong  proposition.  Judge 
not  only  between  advertised  and  unadvertised  lines, 
but  judge  between  advertised  linos  and  other  adver- 
tised lines  because  there  are  advertised  Lines  and  ad- 
vertised lines.  You  see  a  man  getting  along  fast 
every  once  in  a  while,  and  the  reason  very  probably 
is  that  that  man  is  keen  enough  to  know  what  to  push 
and  what  to  sell,  and  he  is  keen  citoiKfh  to  let  the 
other  fellow  take  the  big  sales  on  certain  Hues  while 
he  tales  the  sales  on  the  lines  that  shoio  the  real 
profit.  I  feel  very  keenly  the  fact  that  one  merchant 
can  out-general  the  other  because  he  lets  one  fellow- 
sell  the  goods  that  make  the  profit.  When  real  profit 
gets  down  to  3  per  cent,  it  does  not  take  much  to 
make  a  difference  between  a  merchant  and  store- 
keeper." 

During  the  discussion  which  followed,  the  ques- 
tion was  asked  as  to  what  depreciation  consisted  of. 
Mr.  Stockdale  in  answering  divided  depreciation  into 
two  general  divisions,  depreciation  on  noctures  and 
stock.  Referring  to  the  dry  goods  trade  he  pointed 
out  that  loss  through  soiled  edges  of  cloth,  ends,  etc., 
was  depreciation  and  not  markdown. 

Answering  another  query  Mr.  Stockdale  stated 
thai  the  U.S.  authorities  quoted  in  regard  to  the  mat- 
ter of  "basing  all  percentages  on  the  sale,"  were  Paul 
II.  Nystrom  of  the  U.  S.  Rubber  Company,  recog- 
nized as  one  of  the  leading  retail  investigators,  and 

W.  Salmons  of  the  staff  of  System. 

*  *        * 

Answering  a  question  in  regard  to  the  providing 
for  a  definite  percentage  of  markdown  when  it  was  a 
condition  of  the  future,  Mr.  Stockdale  replied  that 
the  only  way  of  judging  the  future  was  to  judge  the 
past.      "Everything   is   uncertain   when  you   project 

into  the  future,"  said  he. 

*  *         * 

"Sometimes  you  receive  good.-  in  much  more 
favorable  condition  than  at  other  times.  You  might 
not  have  markdowns  this  year  the  same  as  last,"  was 
the  statement  of  one  merchant  in  the  audience. 

To  this  Mr.  Stockdale  replied  that  merchants 
would  have  to  take  into  consideration  past  experi- 
ences in  regard  to  markdown. 

*  *        * 

"Should    markdown    be   classed    as    part   of   ex- 


pense . 
Mr 


v>>> 


was  next  asked. 


Stockdale  replied  that  this  was  immaterial 
for  the  reason  that  markdown  applies  only  to  a  lim- 
ited number  of  articles  in  most  stores. 

*        *        * 

"Don't  markdowns  affect  the  percentage  of  gross 
profit?"  was  asked. 

"They  do,"  said  Mr.  Stockdale,  adding  that  where 
merchants  have  found  it  necessary  to  mark  down 
goods  by  a  certain  percentage,  that  same  percentage 
should  be  added  before  computing  the  net  profit. 


"If  you  don't  take  into  account  your  percentage 
of  markdown  you  are  going  to  get  left,"  added  Mr. 
Stockdale. 

*  *         * 

Another  query  from  the  audience  was  as  to 
whether  the  warning  to  "keep  stock  down''  applied  to 
presenl  or  normal  conditions.  Mr.  Stockdale  replied 
that  it  applied  to  normal  conditions  and  also  to  ab- 
normal conditions  when  the  market  is  found  to  be 
going  down. 

*  #         # 

"Why  don't  markdowns  come  under  deprecia- 
tion ?"  was  asked. 

"The  only  reason  for  keeping  them  separate  is  30 
as  not  to  lose  sighl  of  them  in  the  shuffle,"  replied 
Mr.  Stockdale. 

Referring  to  the  grocery  business  in  this  connec- 
tion he  pointed  out  that  if  there  was  any  particular 
waste  in  the  store  it  should  be  put  in  a  separate  ac- 
count in  order  to  distinguish  things.  At  this  point 
a  grocery  merchant  injected  a  little  humor  into  the 
situation  by  asking  why  the  merchant  should  keep 
groceries  until  they  were  classed  as  waste. 

Dealing  further  with  the  subject  of  markdowns 
and  depreciation  and  their  relation,  Mr.  Stockdale 
pointed  out  that  if  there  was  no  considerable  amount 
of  markdown  it  might  be  classed  as  depreciation,  but 
if  a  targe  amount  it  should  be  kept  separate  go  that  it 
would  always  be  before  the  merchant,  lie  added 
thai  there  was  practically  no  depreciation  on  stock 
which  turned  over  eight  times  a  year. 


*         *        * 
rule   applying  to   turnover   apply 


to 


"Doe-  the 
long-time  sales?"  was  asked. 

"Be  careful  when  you  talk  of  turnover  to  dis- 
tinguish between  capital  and  stock  turnover,"  said 
Mr.  Stockdale.  adding,  "a  man's  capital  turnover  is 

undoubtedly  slowed  down  by  long-time  sales." 

*  *  '      * 

"Are  there  any  recognized  margins  of  profit  in  the 
S.  Courts?1' 

"No."  was  the  answer. 

*  *         * 


U 


"Do  you  advise  getting  rid  of  lines  of  goods  which 
do  not  show  profil  even  if  they  have  advertising  value 

in  the  store7" 

Mr.  Stockdale  replied  that  it  would  depend  upon 
what  it  was  costing  him.  and  added  that  he  knew  of 
-tore-  that  kept  lines  for  their  advertising  value  only. 

"Could  these  lines  be  placed  on  a  paying  basis?" 

was  asked. 

"There  is  no  line  that  cannot  be  made  to  pay  if 
conditions  are  right,'"  replied  Mr.  Stockdale. 

Returning  to  the  question  of  departmentalizing 
the  store,  the  question  was  asked  as  to  whether  it 
would  he  advisable  to  get  rid  of  that  section  of  the 
store  whose  departments  merely  "broke  even"  and 
to  maintain  only  that  portion  of  the  store  which 
showed  "a  profit. 

Mr.  Stockdale  replied  that  it  would  not  be  advis- 
able. "I  would  first  endeavor  to  put  bhose  depart- 
ment- on  a  paying  basis,  and  then  if  all  efforts  did 
not  avail  I  would  cut  them  out  unless  certain  lines 
were  absolutely  necessary  from  an  advertising 
standpoint." 
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BOOKS  BY  STEPHEN  McKENNA 

SOMA:  BETWEEN  TWO  WORLDS 

This  vital  novel  was  one  of  the  biggest  hits  of  1917  on  both  sides  of  the  ocean,  and  it  is  still  going 
strong.  Everybody  who  has  not  done  so  should  read  this  moving  story.  The  two  worlds  are  the 
England  before  the  war — the  England  of  too  much  folly,  with  night-clubs  as  one  of  its  crudest 
manifestations  -and  the  England  of  the  future.      A  daring  novel,  intensely  interesting. 

THE  SIXTH  SENSE 

Here  is  an  ultra-modern  novel  and  an  absorbing  romance.  The  "sixth  sense"  is  the  sense  of  the  future-  what  is  going 
to  happen  ? 

The  hero  returns  to  England  after  twenty  years'  absence,  and  association  puts  him  in  close  contact  with  the  militant 
suffragist  movement.  He  marries  one  of  its  leaders.  He  is  in  a  maelstrom  that  is  full  of  dangers.  Then  comes  he 
of   the   "sixth   sense"   and   creates    the   big   interest   of   this   great  story.     This   book   will   make   a  big   hit. 

NINETY-SIX  HOURS  LEAVE 

"This  high-spirited  story  shows  the  author  of  'Sonia'  in  a  lightsome  mood  with  but  one  aim — to  amuse  war-weary 
readers." 

"The  Daily  Telegraph"  says  of  it:  "Our  best  thanks  to  Mr.  Stephen  McKenna.  He  has  given  us  a  book  that  - 
triumphantly — both  braces  us  and  amuses  us — braces  because  it  reflects  alike  the  grit  and  resource,  the  high  spirits 
and  cheerful  idocy  that  have  carried  the  British  armies  from  1914  through  so  much  'dirty  weather.'  and  amuses  be- 
cause the  high  spirits  and  the  cheerful  idiocy  explain  most  of  the  grit  and  resource.  From  the  beginning  to  the  end 
they  moved  in  a  new  Arabian  Nights  atmosphere,  and  violent  death,  in  the  chances  of  things,  by  in  wait  for  one. 
and    so    for    all.       But    "chevuolo  ?"-  another    Prince    Cristofero  might  have  said.     Cloth $1.35 

G.  R.  CHESTERTON'S  GREAT  BOOK 

A  SHORT  HISTORY  OF  ENGLAND 

The  Briiish  Press  has  been  almost  unanimous  in  its  praise.        This   is  a   Canadian   copyright    edition,    $1,50 

"The  wittiest,  most  eloquent  and  discerning  essay  on  the  history  of  England  we  have  ever  happened  to  read." — Sat- 
urday   Review.  "Something    like    a    history    of    England    at    last!" — Observer. 


CAVALRY  OF  THE  CLOUDS  by  "Contact" 


$1.25 


English  Title  "An  Airman's  Outing." 

This    is    the    greatest   of   all    air   books,    and    one    of    the    best   selling    war    books     in     England.       The    author    is    a    fighting 

air   pilot  or  "flying  ace,"   whose  squadron   held   for  a   time,   the  record   in  heaviness  of  losses. 

"It   is    impossible  to    read   it   without   amazement   and   a    lifting    up   of   the   heart."-  Times. 

"It   would   be   impossible   to   speak    too   highly   of   this    book."  -The   Daily   Chronicle. 

"One   of    the    most   enthralling    books    the    war    has    produced,   the    work    of    a    gentleman,     a     scholar    and    a    hero." — The 

Glasgow  News. 
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All  the  books  on  this  page  are  good  books  to  send  to  sol- 
diers in  Camps,  Trenches  and  Hospitals.  Remember  the 
soldiers,  especially  those  in  the  Base  Hospitals. 
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Here   are   leaders  that  continue  in  strong  demand 


EX-AMBASSADOR  GERARD'S 
MY  FOUR  YEARS  IN  GERMANY 

RALPH  CONNOR'S 
THE  MAJOR 

L.  M.  MONTGOMERY'S 
ANNE'S  HOUSE  OF  DREAMS 

ISABEL  ECCLESTONE  MACKAY'S 
UP  THE  HILL  AND  OVER 

HUGH  WALPOLE'S 
THE  GREEN  MIRROR 

HALLIE   ERMINE  RIVES' 
THE  LONG  LANE'S  TURNING 


BERNARD   FREEMAN   TROTTER'S 
A  CANADIAN  TWILIGHT 

THOMAS  H.  LITSTER'S 

SONGS  IN   YOUR  HEART  AND  MINE 

B.  M.  BOWER'S 
THE  LOOKOUT  MAN 

H.  A.  CODY'S 

UNDER  SEALED  ORDERS 

JOHN  KENDRICK  BANGS' 
HALF  HOURS  WITH  THE  IDIOT 

ALBERT  DURANT  WATSON'S 
HEART  OF  THE  HILLS 


BOOKSELLERS: — Cut  out  the  list  above  and  paste   it  in   your  window  at  the   same  time 
have  a  window  display  of  these  books.      It  will  pay  you! 

WE  TAKE  THIS  OPPORTUNITY  OF  WISHING  THE  TRADE 
A  HAPPY  AND  PROSPEROUS  NEW  YEAR 

McClelland,  goodchild  &  ste  wart,  Limited 

PUBLISHERS         V  266-268  King  Street  West  V         TORONTO 
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New  Goods  Described  and  Illustrated 


BAGS  AND  MORE  BAGS 

While  a  great  many  fancy  bags  rang- 
ing in  price  from  $1.50  to  $35.00  each 
are  very  prominent,  still  materials  for 
making  them  are  even  more  in  demand. 
Cretonne  is  perhaps  most  frequent,  and 
fancy  ribbons,  fancy  silks,  velvets  and 
novelty  fabrics  such  as  brown  decorated 
linen,  felt,  homespuns,  etc.,  all  add  to 
the  big  arrays.  Silk  hand-made  fruit 
sometimes  with  tinsel  foliage  is  the 
popular  type  of  trimmings.  With  the 
richer  fabrics  gold  braid  and  edging, 
beads  or  richly  embroidered  appliques 
are  liked.  Tassels  of  all  descriptions — 
silk,  tinsel,  chenille  and  beads — sell  with 
the  other  trimmings  almost  faster  than 
the  stores  can  get  supplies.  As  men- 
tioned in  previous  issues  the  handles 
sold  are  in  scores  of  styles.  Perhaps 
the  covered  embroidery  hoops  and  the 
rods  may  be  a  little  in  the  lead,  since  the 
celluloid  types  are  higher  in  price.  The 
smooth  surface  and  smart  appearance  of 
the  various  colors  of  the  composition 
handles,  however,  render  them  irresist- 
ible in  many  cases. 


daisies  and  leaves  done  in  long  and  short 
6titch  in  shades  of  white  and  green 
.wool,  and  each  daisy  is  topped  with  an 
azure   oval   bead  a  half-inch  long.     The 


A   FASHIONABLE  BAG 

Canadian    Homespun    Acclaimed    by 

Fashion 

IT  is  interesting  to  note  a  growing  vogue 
for  Canadian  homespun  in  New  York 
fashion  circles.  Here  is  how  an  unusual 
and  lovely  new  knitting  bag  is  describ- 
ed: 

The  material  of  which  it  is  made  is 
hand-loom  Canadian  homespun  of  an 
exquisite  shade  of  coral  pink,  and  for 
decoration     a     conventional     design     of 


handles  are  of  pink  cord  and  with  a 
tassel  of  blue,  green  and  white  beads  on 
either  side. 

The  unusual  part  about  it  is  the  way 
it  is  made.  It  consists  of  a  piece  of 
material  a  yard  long  and  eighteen  inches 
wide  On  to  this  is  shirred  lengthwise 
the  lining,  which  simulates  an  envelope, 
the  flap  fastening  with  snaps.  The  rods, 
eighteen  inches  long,  are  placed  at  either 
end,  as  in  all  the  bags,  but  the  sides  are 
not  sewed  bagways.  The  knitting  is 
folded  awav  in  the  envelope.  You  take 
up  the  handles  and  you  are  as  much  bag- 
ged as  the  best  of  them.  And 
what  a  comfort,  when  you  must 
return  to  your  knitting,  instead 
of  fishing  about  for  needles  and 
yarn,  to  open  the  bag  full  length 
and  have  its  contents  all  spread 
out  before  you. 


WEDDING  FORM  BROCHURE 

"Whiting's  Handbook  of  Wedding 
Forms,"  put  out  by  the  Whiting  Paper 
Company,  is  a  very  useful  and  attrac- 
tively printed  compilation  of  the  correct 
forms  for  wedding  invitations  and  an- 
nouncements of  all  varieties  and  degrees 
of  elaboration.  The  stationery  used  in 
printing  the  booklet  is  identical  with 
that  used  in  the  printed  announcements 
themselves,  and  the  cover  bears  a  very 
pretty  design  in  orange  blossoms. 


NEW  TRIAL  BALANCE  BOOK 

The  National  Blank  Book  Company, 
Holyoke,  Mass.,  is  placing  on  the  mar- 
ket a  new  loose  leaf  trial  balance  book. 
The  covers  of  this  book  are  made  espe- 
cially for  the  purpose  and  are  extra 
heavy.  Countersinking  in  the  covers 
allows  for  ring  space  and  reduces  the 
bulk  considerably.  The  binding  is  of 
fine  red  texhide  and  black  pebbled  cloth 
with  gold  side  stamp. 


WILL  FORMS 

There  are  different  types  of  will  forms 
being  sold  in  the  stationery  trade  and 
some  of  them  are  more  simple  than 
others.  One  type  of  these  came  in  for 
some  scathing  comments  by  Mr.  Justice 
Middleton,  in  Toronto,  the  form  being 
condemned  as  tending  itself  to  the  mak- 
ing of  many  errors  by  reason  of  bombas- 
tic and  verbose  verbiage,  some  of  which 
it  is  hard  even  for  lawyers,  not  to  men- 
tion laymen,  to  understand. 

The  form,  however,  if  properly  filled 
out,  will  result  in  a  valid  will,  he  said. 

The  simpler  will  forms  are  clearly 
worded  so  that  their  meaning  cannot  be 
misunderstood. 


TWO  OF  THE  LATEST  TYPES  OF  BAGS 

Left  is  of  rich  black  panne  velvet,  black-and-ruby  shot 
silk  lining :  powder  puff  fits  into  pocket  on  mirror. 
Clasp    is   blue   and    lemon    colored    ivory. 

White  bag  is  of  silk  cord  and  satin  ribbon  joined  by 
rows  of  Oriental  threading.  Lined  with  pale  blue ; 
mirror    attached    inside. 


NEW    ITEMS    IN    IVORY    FOR    1918 

A  hair-receiver  may  be  had  to  match  this  new  style  of  powder  puff  box  ;  the 
ivory  trinket  basket  has  a  tray  for  hairpins,  and  is  tied  with  purple  satin  ribbon ; 
the  jewel  box  is  a  miniature  trunk  with  its  tray  in  compartments  ;  the  newest  military 
brushes    have   short   bristles    and   flat   backs. 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


Have  You  Stocked  This  Quick  Seller? 

The  WELDON  ROBERTS  METAL  POLISHER— a  rubber  tablet— is  a  lightning  seller.  A  marvel- 
ous rust  remover  and  cleaner.  A  favorite  with  soldiers  for  mess-kits  and  bayonets,  housewives 
for   cutlery   and   kitchen   utensils,  mechanics   for     rusty    tools,    chauffeurs    for    carbon    and    rust 

troubles,  etc. 

Sells  at  10  cents.    Easel  dozen  cards. 


Weldon  Roberts  Rubber  Co.    newark,New  Jersey,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Office,    at 


9-11-13  Davenport  Road 


Toronto 


T=  1 


B&F  Banner 

Convenient  •■*«      500 

I  J  oil  thr  Bc-A  Ih.t  V 


Show  this  popular  line 
in  your  1918  displays 

These  Memo  Books  are  very 
attractively  bound  and  should 
prove  very  popular  with  your 
trade. 

The  average  price  is  50c.  Every 
customer  will  want  one.  Speed 
up  your  sales  with  a  good  dis- 
play. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of  "Standard"  Blank  Book, 
and  Loose  Leaf  Devices 

Home  Office  : 

Front  St.  and   Hudson    Ave., 

Brooklyn,  N.Y. 

Factories:   Brooklyn,  N.Y. 
St.  Louis,  Mo. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 
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The 
TERRY  10c. 


pen  or  pencil  clip — 

lo  every  user  of  pen  or  pencil  it  makes  a  strong 
appeal.      Write  NOW    for  sample  for  proving. 

Herbert  Terry  &  Sons,  Ltd. 

The  Spring  and  Prcsswork   Specialists 
REDDITCH  ENGLAND 


BRITISH 
Pat. 

& 
Reed. 


Thi 


the 


"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
d  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale.  $2 
per  dozen. 
Send  for 
particulars 


Pat.   May   13,    1913 

ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgins' 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.   HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago,   London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


Mr.  Dealer  !  Here's  a  new  source  of 
profit  for  you.     Go  after  orders  for 


The  Silent 
Sanitary 
School  Desk 


You'll  be  surprised  how 
easily  you  can  work  up 
a  good,  remunerative 
demand  for  this  neatly 
designed,  well-con- 
structed sanitary 
school  desk. 
These  desks  are  absolutely  noiseless  and 
will  not  loosen  or  rattle  after  years  of  use. 
Backs  and  seats  are  shaped  to  ensure  com- 
fort and  a  correct  position  for  the  body  of 
the  pupil.  Woods  beine;  coated  with  mois- 
ture-proof varnish,  will  not  warp,  crack  or 
check.  Tops  finished  in  rich  mahogany  color, 
preventing  light  reflection  and  giving  the 
desk  a  fine,  rich  appearance. 
We  allow  representatives  a  very  handsome 
discount  or  commission  and  suggest  your 
writing  now  for  full  particulars  of  the  Desk 
and  the  Proposition. 

Just  a  postcard. 

Made   in    Canada   by 

Canada    Foundries    &    Forgings,    Limited 

Jas.  Smart  Manufacturing  Co.  Plant 
Winnipeg,  Manitoba  Brockville.  Ontario 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and    window   dressing,   where    to   buy   stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAE  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO.,   18  SiVyork™* 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 
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"Rob  Roy 
Pen 


It    is 

made 

of     fine    steel, 

writes     easily 

and  smoothly   and 

suits     almost     any 

hand.  "Rob   Roy"   Pens 

are    made    in    one    of    the 

best     equipped      factories     in 

Birmingham,    Eng. — the    home 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


Manufactured  by  the  proprietor  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
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CARTER  INX 

Quality  Products 

embrace  a  line  of  inks, 
mucilage  and  paste 
which  is  unequalled.  It 
insures  a  steady  profit 
from  your  best  trade, 
and  does  away  with  all 
dissatisfaction. 

MADE  IN  CANADA 

The  Carter's  Ink  Co. 

655  Drolet  St.,  Montreal,  Que. 


Smooth—Firm  '2 
Highly  Absorbent 

STANDARD  BRAND 
BLOTTINGS 

There  is  always  a  good  demand 
for  Standard  Brand.  The  quality 
of  these  blottings  will  please  your 
particular  patrons. 

And  the  margin  on  each  sale 
makes  a  display  of  Standard 
Brand  always  worth  while. 

Try  a  stock  of  the  following.  They 
are  all  quick  movers. 

"Standard,"  "Imperial," 
"Sterling,"  "Curi-Curl," 
"Prismatic,"  "Royal  Wor- 
cester," and  "Defender" 
(Enameled). 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


The  B.  &  P.  Sure  Lock  Post  Binder 

combines  simplicity  with  safety  and  surety  with  speed. 
We  guarantee  this  line.  You  can  stand  back  of  it, 
knowing  that  it  will  satisfy  the  most  exacting  cus- 
tomer you've  got. 

This  Binder  cannot  get  out  of  order.  In  12  sizes 
from  5W-  x  8%  to  14%  x  8%.  Show  it  to  your 
trade. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of   "Standard"  Blank  Books 

and  Loose  Leaf  Devices 

Home  Office: 

Front  St.   and   Hudson  Ave., 

Brooklyn,  N.Y. 

Factories  :  Brooklyn,   N.  Y. 
St.  Louis,   Mo. 


William  Sinclair  &  Sons 


(Stationers) 


Limited 


Makers   of 


Account  and 
Memorandum  Books 
Pocket  Pads 
Writing  Pads 
School  Stationery 

Main   Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:— 26-27  Ivy  Lane.  Paternoster  Row.  E.C.  4 
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"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my   final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  condition^  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy   toilers   who  are  my  constant   friends  ?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


ADVERTISING  to  be 
"*"**  successful  does  not  neces- 
sarily have  to  produce  a  basket- 
ful of  inquiries  every  day. 

The  best  advertising  is  the 
kind  that  leaves  an  indelible, 
ineffaceable  impression  of  the 
goods  advertised  on  the  minds 
of  the  greatest  possible  number 
of  probable  buyers,  present  and 
future. 


Gold  Medal 
Crayons 

FOR  EVERY  USE 

School  and  Home 

Wax,     Pressed    and     Pastel 

Drawing  Crayons 
Lecturers'   Chalk   Sticks 
Dustless  Blackboard  Crayon 
White    and    Colored    Black- 
board Chalk 
Slate  Pencils,   Etc. 

MADE  BY 

BINNEY  &  SMITH  CO. 


NEW  YORK 


Office  and 

Factory 

Lumber   Crayons 

Textile  Chalk 

Tailors'  Chalk 

Marking    and 
Checking  Crayons 

Carpenters'  Chalk 

Send   for  Price 
List,   Catalog 
and  Samples 


What's  Wanted 


Almost  every  month  you  want  some- 
thing which  you  could  quite  easily 
secure  by  consulting  with  your  fel- 
low Booksellers. 

Perhaps  you  need  a  clerk.  The  best 
of  them  read  Bookseller  and  Station- 
er and  watch  the  "  Wanted"  page  for 
new  opportunities. 

Possibly  you  want  to  buy  or  sell  a 
stationery  business.  Bookseller  and 
Stationer's  subscribers  are  the  best 
prospects  in  Canada.  Talk  to  them 
through  our  columns  with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange 
some  surplus  stock?  Here  again  the 
Want  Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  in- 
sertion; 1  cent  per  word  for  subse- 
quent insertions  of  the  same  ad. 
Box  Number  5  cents  extra. 
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LIFE 

is;  fully  returnable  with  all 
newsdealers.  On  sale  every 
Tuesday.  1  Oc.  a  copy.  Order 
enough.   You  can't  get  stuck. 

LIFE  PUBLISHING  COMPANY 
17  West  3ht  St.,    New  York  City 


Please  Mention 

this  Paper  when 

writing  to 

Advertisers 


DIRECTORY   OF   PUBLISHERS. 
Fiction. 

Thomas   Allen,   215   Victoria   St.,   Toronto,   Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto, 
Ont. 

Cassell   &   Co.,   55   Bay   St.,   Toronto,   Ont. 

Copp,   Clark   Co.,   517    Wellington   St.   W.,   Toronto, 
Ont. 

J.  M.  Dent  &  Sons.  27   Meiinda  St.,   Toronto,  Ont. 

S.   B.    Gundy,   25   Richmond   St.   W„   Toronto,    Ont. 

Hodder    &    Stoughton,     17     Wilton    Ave.,    Toronto, 
Ont. 

Thomas    Langton,    23   Scott   St.,   Toronto,    Ont. 

Macmillan    Co.    of   Canada,    70    Bond    St..    Toronto 
Ont. 

McCle'land.    Goodchild    &    Stewart,    266    King    St. 
W.,    Toronto,    Ont. 

Geo.   J.   McLeod,    Ltd.,   266   King   St.   W.,   Toronto. 
Ont. 

Musson    Book   Co.,    17    Wilton    Ave.,   Toronto,    Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W. 
Toronto,    Ont. 

Imperial    News    Agency.    Toronto,     Montreal    and 
Winnipeg. 

Business   Books. 
Musson    Book    Co.,    17    Wilton    Ave..    Toronto. 
Morton     Phillips     &     Co..     115     Notre     Dame     St 

New   York   City. 
Wycil    &   Co.,   85   Fulton   St.,   New    York    City. 

Periodicals. 

Life,    17   W.   31   St.,   New   York   City. 

MacLean's  Magazine,  143  University  Ave.,  Toronto 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  So  ho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  &  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN   PUBLISHING 
CO.,  Limited 

1 43  University  Ave.         TORONTO 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by  \li  in. 

for 

$25  a  year. 


Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover   postage,   etc. 

(jREAT    CHANCE  — LONG    ESTABLISHED 
book     and     stationery     business     for     sale. 
Stock    about    $4,700.      Get    particulars    without 
delay.      Box    100,    Bookseller   &    Stationer. 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


Otto  Sauer  Series 

German,  French,  Spanish 
and     Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar    with  Key,  $1.25 

WYCIL  &  COMPANY 

85  Fulton   Street,    New  York  City 
Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D.,  Ph.D.,  assisted 
by  Jeanette   Winter  Hall. 

RELIABLE    —    SCIENTIFIC    —   CORRECT 

Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have — Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated,  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 


266  King  Street  West 


Toronto,  Canada 


Do  you 

import    goods  from 

Great  Britain? 

If  you  do,  an 

Importers    Sterling 

Advance  Table 

is  a   necessity. 

WRITE  FOR  PARTICULARS 

Morton,  Phillips  &  Co. 

PUBLISHERS 

115.  Notre' Dame  St.  West,     Montreal 
SELL 

MACLEAN'S 

The  Magazine  for  Canadians 


20c   A  COPY 


Fully  Returnable 
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MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina   Ave..   Toronto 


SOLIDHED 
THUMB  TACKS 

Made    in    A  merica 

Solidhed   Tack  Co. 

Makers 

38  Murrnys.  N;Y. 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


Lonsdale  &,  BartholomQW.Ltd. 

Publishers  of  the 
Famous"  ART" 
S er ies  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART   SUPPLIES. 

Artists'    Supply   Co..    77    York    St..    Toronto. 

A.   Ramsay   &   Son   Co.,  Montreal. 

Geo.    M.    Hendry    Co..     Limited.    215    Victoria    St., 

Toronto. 

BLOTTING   PAPERS. 

The   Albemarle    Paper   Co..   Richmond,   Va. 
Beveridge    Paper    Co.,    Ltd.,    Montreal,    Que. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Standard   Paper  Mfg.   Co.,   Richmond,   Va. 

BLANK    BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn,   N.Y. 

Brown    Bros.,    Ltd.,    Toronto. 

Buntin,    Gillies    &   Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto. 

Winnipeg. 
Dominion    Blank    Book    Co..    Berthierville.    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp.    Clark    Co.,  Toronto. 
Warwick    Bros.    &   Rutter,   Toronto. 


The    American 
York. 


CODE    BOOKS. 

Code    Co.,    83    Nassau    St.,    New 


CRAYONS. 

Binney    &    Smith,   New   York. 

A.     R.     MacDougall     &     Co.,     266     King     St.     W., 
Toronto. 

EYEEF.TTING  MACHINES. 

Elbe   File   and   Binder   Co.,   New   York.   N.Y. 
Ideal   Specialties   Mfg.    Corporation,   552   Pearl   St., 
New   York    City. 

ENVELOPES. 

Beveridge  Paper  Co.,   Ltd.,  Montreal,  Que. 
Brown    Bros..    Limited,    Toronto. 
Buntin,    Gillies   &   Co.,   Hamilton. 
Copp.    Clark    Co.,   Toronto. 

W.   V.   Dawson,    Limited,   Montreal,   Toronto,    Win- 
nipeg. 
Menzies   &    Co.,   Limited,   Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 


St.    Mungo    Mfg 

Weldon    Roberts    Rubber   Co 


ERASERS. 

Co.,    Glasgow 


Scotland. 
Newark,    N.J. 


FANCY    PAPERS,    TISSUES    AND    BOXES. 

Beveridge  Paper  Co..   Ltd.,  Montreal,  Que. 
Hennison   Mfg.   Co..    Boston. 
Menzies   &  Co.,  Toronto. 

A.    R.    MacDougall    &    Co..    266    King    St.    W.,   To- 
ronto. 

FOREIGN   TEXT   BOOKS. 

Wycil    &   Co..   83   Fulton   St.,   New  York. 

FOUNTAIN   PENS. 
Arthur  A.   Waterman   Co.,   Ltd.,   New  York. 
Sanford   &   Bennett  Co.,   51-53   Maiden   Lane,   New 

York. 
A.     R.     MacDougall     &     Co..     266     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,  MUCILAGE   AND   GUMS. 

Chas.   M.   Higgins    &   Co..    Brooklyn.   N.Y. 

The  Carter's   Ink   Co..  Montreal. 

W.      V.      Dawson,      Limited.      Montreal,      Toronto, 

Winnipeg. 
S.    S.    Stafford    Co..    Toronto, 
"doy,"    A.    R.    MacDougall    &    Co., 

W.,  Toronto. 
"Glucine,"   Menzies    &   Co.,    Limited 

W..   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co..    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 

The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 
Geo.    M.-  Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

LANGUAGE  BOOKS. 
Wycil   &  Co.,   83  Fulton  Street,   New  York. 
LEAD   AND   COPYING   PENCILS. 
American   Pencil   Co.,   New  York. 
Wm.   Cane   &    Sons, 
A.     R.     McDougall 
Toronto. 


266    King    St. 
439    King   St. 


Newmarket.    Ont. 
&     Co.,     266     King 


St.     W., 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On     request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


2  12  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper   Co, 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and  Paper  Goods   in  all  lines, 
White  and  Colored  Tissues. 

Blottings,    Napkins    and    Lunch    Sets. 

SPECIAL  SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY,   N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


BEE"    --W'    BRAND 


SEALING  WAX 


factory: 
Warristc  n  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as  soon  as  ready. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low    prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything-  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 

Memorandum  Books.   Writing  Tablets, 
School  Stationery,  Bazaar  Stationery,  t  tc. 


If    you    are    looking    for    a    pad    of 
_5    class    then    order    my 

DESK  PADS 

for  Distinctive  Quality  that  sells  at  sight. 
After  20  years  in  manufacturing  them  I  have 
the  combination  of  material  and  labor  that 
produces  a  sure  LAY  FLAT,  whether  in  a  stiff 
or  flexible  pad.  Write  for  catalogue  and  dis- 
counts. 

I.  SMIGEL,  Mfr.,  166  William  St.,  NEW  YORK 
A.  R.  MACDOUGALL  &  CO.,  LIMITED 

Canadian   Representatives 
266  KING  STREET  WEST.  TORONTO 


LOOSE    LEAF   BOOKS,    BINDERS   AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark   Co..  Toronto. 
Luckett    Loose    Leaf,    Limited,    215    Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &   Victor.   22   Cliff  St.,   New  York   City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd.,   Toronto. 

MAP  PUBLISHERS. 

Rand     McNally    &    Co..    Chicago. 

The   Copp.   Clark   Co.,   Toronto. 

The    Scarborough    Co.    of   Canada.    Hamilton.    Ont 

MILITARY   SPECIALTIES. 
Geo.    Clark,    Southam    Bldg..    Montreal,    Que. 
Push    Specialty    Co.,    Toronto. 

NEWS    COMPANIES. 
Imperial   News   Co.,   Montreal,   Toronto,   Winnipeg. 
Toronto  News   Co. 
Montreal   News   Co. 
Winnipeg  News  Co. 

PAPER   FASTENERS. 
Bump    Paper    Fastener    Co..    La    Crosse.    Wis. 
ToVal    Specialties   Mfg.    Corp..    552    Pearl    St.,    New 

York    City. 
O.    K.    Manufacturing    Co..    Syracuse.    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons.     Limited.     W.     V.,     159     Queen 
Victoria    St.,     London,    E.C. 

PAPETERIES   AND   WRITING    PAPERS. 

Beveridge   Paper   Co..   Montreal.   Que. 
W.   V.   Dawson,    Limited.   Montreal.   Toronto.   Win- 
nipeg. 
The  Brown   Bros..   Ltd..  Toronto. 
Warwick    Bros.    &    Rutter.    Toronto. 

PLAYING   CARDS. 
GondftH's   Ens-'ish    P'sving   Cards.    A.   O.   Hurst.   32 

pront   St.   W..   Toronto. 
U.    S.    Playing    Card    Co.,   Toronto,    Canada. 

POST   CARDS,    GREETING    CARDS,    ETC. 
Hi'desheimer,    Ltd.,    93,     Clerkenwell     Road,     Lon- 
don.   E.C. 

A.    O.    Hurst.    Canadian    representative.    32    Front 

St.    W..    Toronto. 
Menzies    &    Co..    Limited.   Toronto. 
Philir,    G.    Hunt    &    Co.,    332    Balham    High    Rd., 

London,   Eng. 

"ugh    Specialty   Co..    38-42   Clifford   St..   Toronto. 

Ritchie    &    Sons.    Ltd..    William. 

Valentine   &    Sons   Publishing   Co.,   Toronto. 

SCHOOL   SUPPLIES. 

Geo.  M.  Hendry  Co.,  Limited.  215  Victoria  St., 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The   Up-to-Date   Co..    Canister,   N.Y. 
SHEET   MUSIC. 

McKinley  Music  Co..  1501-15  East  Fifty-Fifth  St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS'  SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale   Stationers,   Toronto. 

Buntin,   Gillies   &  Co..  Hamilton. 

The  Copp,  Clark  Co.,  Wholesale  Stationers,  To- 
ronto. 

Clark   Bros.   &   Co.,   Ltd.,   Winnipeg,   Man. 

W.  V.  Dawson,  Limited,  Montreal,  Toronto,  Win- 
nipeg. 

Warwick  Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,   Wells   &   Co.,   Birmingham,  Eng. 

Esterbrook  Pen  Co..  Brown  Bros.,  Ltd.,  Toronto, 
Canadian   Representatives. 

A.  R.  MacDougall  &  Co.,  266  King  St.  W.,  To- 
ronto. 


ELBE  FILE   &   BINDER   CO. 


97  Reade  Street 


New  York 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON,  OHIO.  U.S.I. 


JOSEPH  MAZZONI 
Business  Manager 


Bell  Phone: 
Locust  418 


THE  FLORENTINE 
ART  PLASTER  CO. 

plastic  arts 

2208-10-12  Chestnut  Street 
PHILADELPHIA       -      -        PA. 


Before  phicing  your  orders,  apply  to  us  for 
samples  anil  quotations.  We  are  paper  makers 
and   wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.    BOWATER  &  SONS,  LIMITED 

1  59  Queen  Victoria  St.,  London,  E.C.  4, Eng. 
Cables:  " Sparteolus"  London. 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

5 17. Wellington  St.  West        -         Toronto 


59 


BOOKS E L L E R    AND    STATIONER 


MACLEAN'S 

MAGAZINE  for  FEBRUARY 


Sir  Sam  Hughes  George  Bernard  Shaw 
John  Bayne  Maclean  Robert  W.  Service 
Archie  P.  McKishnie    Alan  Sullivan,  et  al. 

RAISING  THE  CANADIAN  ARMY 

The  leading  article  in  the  February  issue  of  MACLEAN'S  MAGAZINE  will  give  the  inside  story  of  the  formation  of  the  "First 
Thirty  Thousand"  and  of  the  part  Sir  Sam  Hughes  played  in  it.    It  will  bristle  with  stories  never  told  before. 


SOLVING  OUR  IMPERIAL'  PROBLEM 

The  second  article  by  George  Bernard  Shaw  will  appear.  It  is  headed,  "The 
Folly  of  Ulster,"  but  it  lays  down  the  basis  on  which  the  British  Empire  must 
be  constituted  after  the  war. 

THE  DANGER  OF  THE  DYNASTIES 

An  article  by  John  Bayne  Maclean,  in  which  he  shows  how  the  quarrelling 
and  meddling-  of  monarchs  brought  about  trouble  in  Europe  that  led  to  the  war. 
It  is  a  fearless  and  intensely  interesting  article. 

BEHIND  THE  CANADIAN  LINES 

A  second  article  by  a  Canadian  artist  serving  in  France,  H.  W.  Cooper,  giving 
some  unusual  experiences  and  profusely  illustrated  with  pen-and-ink  drawings 
by  the  author. 

FINDING  THE  MEN  FOR  WAR 

An  article  dealing  with  the  labor  problem  by  Agnes  C.  Laut.  It  shows  how 
acute  the  crisis  in  man  power  has  become  in  Canada  and  the  United  States  and 
suggests  the  remedy. 

WHEN  WILL  THE  GOVERNMENT  START? 

An  editorial  article  on  the  need  for  immediate  action  on  the  Dart  of  the 
Government  to  increase  food  production  in  Canada  during  1918 — a  strong 
indictment  of  government  laxness 

ROBERT  W.  SERVICE 

Another  stirring-  war  poem  in  the  new  series  by  this  master  of  martial  verse, 
Canada's  most  famous  poet. 

SAFETY  IN  SUBSTITUTES 

An  article  by  Ethel  M.  Chapman  on  methods  of  food  conservation  during  the 
winter  months. 

THE  BALLAD  OF  THE  FORTY  SILENT  MEN 

A  story  of  the  battle  of  Cambrai  in  verse  form  by  Alfred  Gordon,  a  young 
Canadian  poet  of  remarkable  promise. 


FICTION 


THE  WINNING  OF  YOLANDE 

A  delightful  love  story,  the  third  and 
last  of  a  series  by  Ethel  Watts  Mum- 
ford. 

IN   THE   SHADOW    OF    OLD    CRE- 
ATION 


A     strong     story     of 
Archie  P.  McKishnie. 


adventure     by 


THE  PAWNS  COUNT 

Another  long  instalment  of  the  secret 
service  serial  by  E.  Phillips  Oppen- 
heim. 

THE  MAGIC  MAKERS 

Second  instalment  of  the  strong  Can- 
adian serial  story  by  Alan  Sullivan. 

CAPTAIN  CARLOTTA 

A  story  of  submarine  chasing  and  of  a 
mysterious  invention  by  W.  Victor 
Cook. 

ALL  THE  USUAL  DEPARTMENTS 

The  Business  Outlook. 

The  Investment  Situation 

Books 

Women  and  their  Work 

Review  of  Reviews. 

THE  BEST  NUMBER  YET. 


Rrkr\lrc**ll  P»t*C    C\fc    Lanarla     With  the  January  number  the  retail  price  of  MACLEAN'S 

UUUtVJJCUCI  O  \Jl  V^aiiaua  went  t0  20c.  You  can  see  from  the  above  list  of  names  that 
we  are  securing  very  distinguished  contributors.  Also  the  general  calibre  of  MACLEAN'S  is  improving  all  the 
time.  We  are  giving  the  public  a  larger  magazine,  with  more  illustrations,  and  the  very  best  possible  literary  mate- 
rial for  a  general  family  magazine.  You  have  a  magazine  of  surpassing  value  to  offer  to  your  customers.  Study 
MACLEAN'S  in  comparison  with  other  magazines — in  respect  of  content*;  and  you  will  appreciate  then  just  how 
good  MA  CI.  KAN'S  is, 
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Quality  is  the  big  thing  in 
Typewriter  supplies 

[lave  your  customers  realize  that  the 
Typewriter  Ribbons  and  Carbons  yon 
stock  are  always  dependable.  They  will 
quickly  realize  this  if  you  sell  them  the 
high-grade  MITTAG  and  VOLGER 
lines — the  very  acme  of  customer-pleasing 
quality.     You  can  supply  their  every  need 

from    the    M.   &    V.    line. every    kind   of 

carbon    paper   and   every   style   of   inked 

ribbon. 

Easy  sellers  and  good  profit  makers. 

Mittag   and   Volger,   Inc. 

Principal  Office  and  Factory:  PARK  RIDGE,  N.J.,  U.S.A. 

Agencies  all  over  the  world 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu 
dent  and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150"'  to  the  dealer. 

The  McKinley  Edition  (Revised  for  our  Can 
adian  Trade)  conforms  in  every  detail  with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we  want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


If  you  handle 

PHOTO 
SUPPLIES 

you  can 

sell  this  1  Oc 

article. 


JJO  PASTE  NEEDED 

The  quickest,  easiest  and  best  way 
rjF^- -  to  mount   photos  and  post  cards — are 

W^^  always    secure,    neat    and    artistic.      Slip 

k  1^"  on   each   corner   of  the   picture — wet   'em 
and  stick  'em,  that's  all.   They  are  gummed 
ready  to  use.     Made  in  five  attractive  styles 
— seven  colors.    Put  up  in  packages,  each  con- 
taining 100  Art  Corners,  and  sold  by  the  Canadian 
dealer  for  15c  pkg. 

JOBBERS  AND  DEALERS 

This    is   a   big   selling,   easily   handled   line. 
Millions   sold   in   all  parts   of  the  world. 
Stationery,   photo    supply   departments 
and  drug  stores  can  sell  large  quanti- 
ties of  Art  Corners  to  camera  own- 
ers    and     post    card    collectors. 
rj£T\  Write   us   to-day  for    samples 

and  quantity  prices. 


ENGEL  MANUFACTURING   COMPANY 

1456  LELAND  AVENUE.  CHICAGO    ILL  .  U.S.A. 
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HAMILTON 


70  Years  of 
Service 

1848-1918 

For  three-score  and  ten 
years  Buntin,  ( rillies  & 
Co.,  Limited,  have  been 
serving  the  Stationery 
Trade  throughout  Can- 
ada. 

We  desire  to  thank  our 
friends  for  their  good- 
will and  patronage  in 
1917,  and  extend  t  0 
them  our  best  wish 
that  the  coming  year 
may  he  one  of  pros- 
perity and  progress. 


CANADA 


Office  Supplies 

Now    is  the  time  to  look  over  your  stock. 
May  we  suggest  to  you 

Loose  Leaf  Ledgers  and  Binders 

Loose  Leaf  Memos  and  Price 
Books. 

Card  Index  Cabinet  and  Supplies 

Archive  Files  and  Binding  Cases 

Blank  Books 

Typewriter  Papers 

Carbon  Papers 

Account  Papers 


HAMILTON 


CANADA 
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AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the   Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


MONTREAL.   Southam    Bid*.,    128    Blcury   St. 


TORONTO.  14:i-15a  University  Ave. 


WINNIPEG.  22  Royal  Bank  Hide. 


LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIV. 


PUBLICATION     OFFICE:     TORONTO,     FEBRUARY,      1918 


No.  2 


S    &   B 

GRAVITY 
STYLO 


QUALITY  + 


First,  last  and  all  the  time,  these  famous 
fountain  pens  are  absolutely  a  quality  proposition, 
plusjimportant  features  of  vital  interest  to  every 
live  retailer.  Exclusive  patented  improvements 
plus  the  low  prices  at  which  they^  sell,  stamp 
these  pens  as  the  most  profitable  high  grade 
fountain  pens  on  the  market. 


SANDFORD  &  BENNETT 

FOUNTAIN  PENS 

are  made  fro  n    the    finest    materials    in    the   best  pos- 
sible  manner. 

Always  dependable,  always  ready  to  use,  S  &  B 
pens  please  your  customers   because   they  stand 
every  possible  test  of  service. 

Protect  your  reputation  for  quality,  and 
put  new  vim  into  your   fountain  pen  de- 
partment, by  at  once  placing  your  order 
for     Sanford    &    Bennett     Fountain 


ens. 


S  &  B 
AUTOPEN 


Write  to  day  for  prices 
and  discounts. 


SANFORD  &  BENNETT  CO, 

^  51-53  MAIDEN  LANE,  NEW  YORK 

W,  E.  COUTTS,  Canadian  Sales  Agent,  266  King  St.  W. 
Toronto,  Ontario 


BOOKS E L  J ,  E R    A  N  D    S T  A  T IONER 


De  Luxe   Holiday  Stationery 


Beauty,  Taste,  Utility 
and  Individuality 

Beauty  is  a  human  necessity;  Taste  is  the 
faculty  of  discerning  it;  Utility,  an  absolute 
requirement  of  the  period;  and,  Individual- 
ity (out  of  the  ordinary  class),  all  combined 
with  Value  in  this  year's  wonderful  lines 
of  De  Luxe  Boxed  Stationery,  surpasses 
any  previous  efforts. 

The  new  features  include  many  clever 
creations  in  the  boxes,  artistic  coverings 
and  high-grade  papers  with  the  presence 
of  real  qualities  rather  than  mere  absence 
of  defects. 

All  in  all,  the  DeLuxe  line  has  proven 
to  be  the  best  assortment  of  holiday 
stationery  shown  in  Canada. 

Buying  right  pays  a  big  dividend  before 
the  selling  begins. 


WARWICK  BROS.  &  RUTTER,  LIMITED 

Manufacturing  Stationers 
TORONTO 


BOOK  S  E  L  I.  E  R    A  N  I)    S  TATIONER 


Goodall 
Playing  Cards 


For  Soldiers 


A  supply  of  these  tastefully  designed,  up-to-the-minute  Goodall 

productions  should  be  included  in  every  dealer's  stock  just  now. 

In  training  camps  at  home  or  abroad,  wherever 
the  fighting  men  of  Canada  assemble,  these 
Goodall  Playing  Cards  will  be  particularly 
popular. 

Feature  them  to-day  in  your  displays.  They  will  appeal  to  the 
soldier  and  to  the  soldier's  friends,  and  your  sales  will  continue 
brisk  and  profitable. 

The  complete  Goodall  line  includes: 

IMPERIAL  CLUBS— Whist 

COLONIALS— Gold  Edges 

LINETTES— Both  standard  and  Whist  sizes 

SALONS,  Society.  Sultan 

PATRIOTIC  and  BAIRNSFATHER  SERIES 


Aubrey  O.  Hurst 

REPRESENTATIVE 

32  Front  Street  West,  Toronto 


BOOKSELLER    AND    STATIONER 


We  make  in  Canada  a  Full  Assortment  of  Every  Description,  Size  and  Quality  of 

ACCOUNT  BOOKS,  LOOSE  LEAF  AND 
MEMORANDUM  BOOKS 


TRIAL  BALANCE,  MINUTE,  LETTER, 
INVOICE,  SCRAP,  INDEX,  RECEIPT. 
TIME  AND  ORDER  BOOKS,  ETC. 


COLUMN  BOOKS 

2  to  24  Columns 
Four  Sizes,  Open  End  and  Side 


F 


: 


:i   - 


i 


. 


MEMORANDUM,  ADDRESS  and  PRICE  BOOKS 

Specially  Fine  Line,  Made  in  All  Popular  Sizes,  Bindings  and  Rulings 


LOOSE  LEAF  LEDGERS, 
BINDERS  and  SPECIALTIES 


the  BROWN  BROTHERS,  limited 

MANUFACTURING  STATIONERS 

SIMCOE  and  PEARL  STREETS,  TORONTO 


BOOKSELLER    AND    STATIONER 


NEW    MODEL 

[loose]  J-PGiaD 


The  LEDGER  FOR  EFFICIENCY 

Rapid  Opening  —  Rapid  Closing      Dependable  Mechanism 

—  Unexcelled   Workmanship      Highest    Grade    Materials 

—  Automatic  Locking  Powerful  Roller  Clutch  —  Per- 
manently Enclosed  Mechanism  —  Full  Double    Expansion 

—  Smooth  Steel  Posts  Pressed  Steel  Locking  Case  — 
Electrically  Welded  No  Lost  Motion  — Firm,  Flat 
Writing  Surface  —  Correctly  Rounded  Back  —  Curved 
Hinges  —  Standard  Binding  in  Best  Quality  Red  Cowhide 
and  Corduroy  —  Binder's  Board  Specially  Made  and 
Rigidly  Inspected.  :-:  :-:  :-:  :-:  :-:  :-: 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Irving-Pitt  Manufacturing  Company 

=====      LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS      =^= 

Kansas  City      [^55^  l-j^mm     Missouri 

NEW  YORK  —*    X   A  ""—  CHICAGO 

Canadian  Agents -THE  BROWN   BROTHERS,   LIMITED,  TORONTO 


HOOK  SELLER  AND  STATIONER 


Let  us  fill 
your  next 
envelope  order 


(SI 


We  manufacture  envelopes  in  all  sizes  and 
qualities.  An  excellent  variety  from 
which  you  can  easily  fill  every  require- 
ment of  your  trade. 

A  good  stock  of  envelopes  is  always  desirable. 
The  demand  is  good  and,  if  you  carry  the  right 
lines,  you'll  find  envelope  sales  particularly  pro- 
fitable. 

Ours  is  a  most  saleable  stock.  We  suggest 
that  you  examine  our  offerings  before  plac- 
ing your  next  envelope  order.  Quality  and 
Service  are  our  watchwords. 


Prompt  and 

courteous    attention 

to  all  orders  — 

large  or   small 


1\!A?  DmSsdtv 

MONTREAL    AND   TORONTO 


Be  ready  for 

the  demand 

for  office 

supplies 


BOOKSELLER    AND    STATIONER 


A  GOOD  DIRECTORY 

For  Buying 
MENZIES  &  COMPANY,  Limited 

List  or  Agencies  and  Lines: 
T.  B.  FORD,  LIMITED,  Loudwater,  Eng. 

Blotting   Paper. 

LYONS  INK,  LIMITED,  Manchester 

Sealing  Wax,  Glucine,  Ink,  Belden  Handy  Pads,  Telephone  Pads  with  and  without  Index. 

HAWKES-JACKSON  CO.,  New  York 

Solid  Head  Thumb  Tacks,  Eyelet  Pliers,  etc. 

MODELLITT  MFG.,  CO.,  Bristol,  Eng. 

Modelling  Clay  in  lb.  bricks  and  fancy  sets. 

NEW  ERA  MFG.  CO.,  New  York 

Check  Protectors  and  Check  Writers. 

DEAN'S  RAG  BOOK  CO. 

Rag  Books,  Toy  Books  and  Games. 

STECHER  LITHO  CO. 

Paper  Dolls,  Linen  Dolls,  Toy  Books,   etc. 

A.  C.  PENN  CO.,  New  York 

Wallace  Lamp,  Penn  Razor,  Ideal  Nail  Clips,  etc. 

McCAW,  STEVENSON  &  ORR,  LTD.,  Belfast,  Ireland 

Seccotine,  Block  Calendars,  Writing  Papers,  etc. 

E.  W.  SAVORY,  LTD.,  Bristol,  Eng. 

Christmas  Cards,  Calendars,  Novelties. 

DEE  &  CO.,  London,  Eng. 

Christmai  Cards,  Birthday  Cards,  Post  Cards. 

VANDYCK  PRINTERS,  LTD.,  Bristol,  Eng. 

View  Books  and  Local  View  Post  Cards. 

enzies  &  Co.,  Limited,  439  Toronto^ 

Publishers  Christmas  Cards,  Post  Cards,  Tags  and  Seals,  Tally  Cards,  Easter  Cards. 

Manufacturers  Toys  and  Novelties. 


BOOK  S E LLER    AND    STATION  E R 


ENUS 
PENCILS 

are  in  big  demand  to-day! 

More  and  more  people 
areinsisting  on  having 
VENUS  perfect  pen- 
cils. Why? 

Because  VENUS  pencils  are 
uniform.  You  can  rely  on  their 
accuracy  of  composition. 

Because  VENUS  pencils  are 
smooth  marking.  No  grit,  no 
harsh  spots  are  found  in  these  superfine 
pencils. 

Because  VENUS  leads  do  not 
break  and  every  bit  of  the  pencil 
does  usefu    work. 

Because  the  17  black  degrees 
from  6B  softest  to  9H  hardest  and 
hard  and  medium  copying  satisfy  every 
requirement  perfectly. 

Have  you  a  sufficient  stock  of  VENUS  pencils 
on  hand  now?  Write  us  to-day. 

Catalog  and  prices  on  request. 

American  Lead  Pencil  Co. 

220   Fifth  Avenue,  New  York 

aud  Clapton,  London,  England 


Technical  Handbooks 
at  Popular  Prices 

We  have  a  line  of  quick-selling  hooks 
mi  all  Mechanical  and  Electrical 
subjects. 

The  titles  include  Engines,  Electric 
Dynamos  and  Motors.  Batteries,  Tele- 
phones. X-rays,  Wireless  Telegraphy, 
Lathe  work.  Tools,  Mode!  making. 
Windmills,  Locomotives,  Motor- 
cycles, Aeroplanes,  Carpentry,  Book- 
binding, Microscopes,  Motor  Boats, 
Scientific  Experiments  and  Metal 
Working. 

Prices  from  sixpence  upwards. 
The  coming  industrial  developmenl 
of  Canada  will  call  for  practical 
handbooks  for  the  workers;  get  your 
supplies  in  hand.  Our  li-t  will  help 
you.  Mailed  free  on  request,  with 
pleasure. 

Percival  Marshall  &  Co. 

66  FARRINGDON  STREET 
LONDON,  E.C.  4,  ENGLAND 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and   Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:     26-27  Ivy  Lane.  Paternoster  Row.  EC.  4 


BOOKSELLER    AND    STATIONER 


BOOKSELLER    AND    STATIONER 


Your  Clerks 

Mr.  Merchant: 

To  secure  the  whole-hearted  co-operation  of  your  clerks  is  of  the 
utmost  importance  in  conducting  your  business. 

If  they  can  be  induced  to  give  the  maximum  of  productive  effort, 
they  will  be  a  valuable  asset  to  your  business.  To  secure  this  result, 
encouragement  and  the  proper  inducement  must  be  given. 

It  should  be  your  aim  to  get  your  clerks  to  view  the  business  from 
your  point  of  view;  to  place  before  them  any  or  all  of  the  information 
at  your  command,  which,  if  given  to  them,  will  net  returns. 

A  careful  investigation  reveals  the  fact  that  National  Cash  Re- 
gisters are  a  big  factor  in  determining  who  are  the  best  clerks.  They 
are  endorsed  by  thousands  of  clerks  and  merchants  in  all  parts  of  the 
world. 

Tear  off  the  coupon  and  mail  it  to  us,  we  will  send  you  valuable 
literature  on  store  systems,  free.  Talk  with  our  representative,  be- 
cause he  can  be  of  assistance  to  you  and  is  trained  in  store  efficiency. 

The  National  Cash  Register     Ple?se  send  t  jnformatb"  ab°ut  *our 

■^■»»w««  -w-j    ww  system  as  applied  to  my  store. 

Co.,  of  Canada,  Limited     '  Na™ 

rw*  I     Address 

1 oronto  , 

Business 

I 

i 
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BOOKSELLER    AN  D    S  T  ATIONER 


'Always  Something  New" 


ST.  PATRICK  and 
EASTER  CARDS 
and  NOVELTIES 

We  curry  a  lag  range  of  Post  Cards,  Booklets 
and  Folders  for  both  of  these  seasons;  also 
an  enormous  line  of  Japanese  Easter  Nove'l- 
ties,  including 

EASTER  BASKETS 

Also  several  novelties  for  ST.  PATRICKS 
DA  Y  SHAMROCKS,  BOUTONNIERRES. 
BASKETS,  CANDY  BOXES,  PIPE  FANS 
and  numerous  other  novelties  and  favor-  tor 
this  occasion. 

WRITE  FOR  PRICE  LIST. 

RUMSEY&CO.,  LIMITED 

1528  QUEEN  STREET  WEST,TORONTO 


% 
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The  Reputation  of  Esterbrook  Pens  is 
based  on  Excellence  of  Performance 

Every  Esterbrook  Pen  is  made  to  sustain  the 
Esterbrook  reputation  for  Quality.  Our  experi- 
ence of  the  past  60  years  is  used  in  making:  these 
pens  the  standard  for  pen  excellence. 
When  you,  Mr.  Dealer,  show  a  customer  a  com- 
prehensive assortment  of  Esterbrook  Pens,  in  one 
of  the  10  Esterbrook  Counter  Display  Cases,  he 
is  sure  to  be  satisfied  with  the  service.  And,  he  is 
sure  to  be  satisfied  with  the  pen  he  selects.  A 
satisfied  customer  is  a  strong;  asset  for  you. 

Write  us  about   the   new  counter  display 
cases  and  signs. 

Esterbrook  Pens 

Esterbrook  Pen  Mf g.  Co. 

18-70  Cooper  St..  Camden,   N.J..  U.S.A. 


Canadian  Agent  : 

The  Brown  Bros.  Ltd. 

Toronto,  Canada 


Easiest  to  Soil 


EBERHARD  FABER 

NEW   YORK 


RUBY  RUBBER  BANDS 

IN  ENVELOPES 

METAL  CABINET 

Handsomely  Lithographed  in 
Colors.  There  are  six  compart- 
ments each  containing  1  dozen 
envelopes  of  five  popular  sizes 
and  one  of  assorted  sizes  of 
RUBY  BANDS. 

Seventy-two  envelopes  of  the 
famous,  brilliant  red  RUBY 
RUBBER   BANDS. 

Saves  time  and  trouble  in  selling. 
Does  away  with  counting  and  weigh- 
ing. Just  hand  the  customer  an 
envelope  of  the  size  selected  from 
illustrations  on  front  of  cabinet. 


B  0  O  K  S  E  L  L  E  R    A  N  D    S  T  A  T  I  O  N  E  R 
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For  Six  Weeks 

beginning 

March  11th 
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The 


Annual    Exhibition 

of  the 

Copp,  Clark  Co.,  Ltd. 

featuring  Novelties  and  Holiday  Trade  Specialties  for  Mer- 
chants in  the  Book,  Stationery  and  Fancy  Goods  Business, 
will  be  held  on  the  fifth  floor  of  the  Warehouse  at  Wellington 

and  Portland  Streets. 

Let  Us  Know  when  You  Can  Come 

Do  this  NOW,  while  the  subject  is  in  your  mind.  Drop  us  a 
card,  giving  definite  date  as  to  when  you  can  arrange  to  come. 
You  will  see  an  array  even  better  than  last  year's  of 

Good  Money  Making  Lines 

that  vou  can  sell  readily  and  sell  profitably  in  the  Autumn 
and  1918  HOLIDAY  SEASON. 

The  advantages  of  attending  this  EXHIBITION  are  many, 
but  our  travelers  will  show  samples  from  COAST  TO 
COAST.  If  vou  cannot  come  to  Toronto,  WAIT  FOR 
TRAVELER. ' 

See  special  advertisement  on  opposite  page 
giving  data  about  some  of  the  leading  new 
lines. 

Yours  for  a  bumper  year. 

The  Copp,  Clark  Co.,  Limited 

TORONTO 

"The  House  of  Service" 


10 


BOOKSELLER    AND    STATIONER 


The  New 
Greeting   Cards 

THE  1918  new  Christmas  greeting  cards  are  going 
to  please  the  trade  mightily,  starting  with  the 
little  folders,  with  inserts,  costing  the  trade 
ONE  CENT  EACH  in  1.000  lots  or  $1.25  a  hun- 
dred. They  are  up  to  the  standard  set  last  year  and 
the  trade  will  agree  with  us  that  it  is  extraordinary 
that  we  are  able  to  sell  them  again  this  year  without 
an  increase  in  these  prices.  The  two  for  five,  five, 
ten  cent,  and  all  the  other  assortments,  all  afford 
the   best   of   value. 

Booklets  to  sell  at  five  cents — hand-colored,  steel  die, 
ribbon  tied  booklets  at  that  price !  You'll  say  they 
look  like  ten  cent  cards.  New  productions — even  the 
trite  old  greetings  have  in  most  cases  been  abandoned. 
Instead  of  "Merry  Christmas"  we  have  such  salutations 
as  "A  Cheery  Greeting,"  "Christmas  Cheer  and  a  Glad 
New  Year,"  "Glad  Greetings  in  the  Christmas  Spirit," 
and    "Holiday    Salutations    to   you." 

Many  of  these  remarkable  little  five-cent  cards — remem- 
ber, to  sell  at  5c  —  have  most  harmoniously  colored 
designs  and  pleasing  borders  of  corresponding  hue  edg- 
ing   the   card. 

In  the  10c  and  higher  priced  cards,  too,  the  value  is 
apparent  as  soon  as  you  see  them,  and  just  as  they  will 
please  you  on  sight,  so  will  they  appeal  to  the  customers 
who  come  into  your  store  next  holiday  season. 
We  again  have  for  you  these  standard  collections  so 
well   known   to   the   trade : — 

Patrician       Artistic       Matchless 
Ideal  Imperial     Patriotic 

These  include  Boxed  Celluloid  Cards  in  new  designs  at 
121  ,c,  17%c  and  22'jc  wholesale,  British-made  cards 
which  eclipse  any  of  German  make  shown  before  the 
war.  Including  cards  not  individually  boxed.  thei-e  are 
celluloids    retailing   at    10c    to    50c   each. 


The  New  C.C.Co. 

Holiday 
Papeteries 


OUR  own  designs  in  boxes  and  filled  with 
our  own  high  grade  correspondence  pa- 
pers, beginning  with  a  fine  variety  of 
boxes  for  profitable  sale  at  25c  —  most 
pleasingly  designed  telescope  boxes,  full  two 
inches  deep,  with  1  quire  of  paper  and  24  en- 
velopes, of  good  linen  stock,  covers  of  handsome 
decorated  papers  in  most  attractive  lines  and 
designs. 

From  this  leader,  the  line  ranges  through  a 
variety  of  prices  and  novelty  boxes  up  to  a 
$2.50  retail  cabinet  with  Copp's  Kid  Finish  paper 
of  two  sizes  note  paper,  gold-edged  correspon- 
dence   cards    and    envelopes    to    match. 

This  great  line  augments  our  usual  wide  showing 
of  fine  papeteries  imported  from  leading  American 
makers  in  which  some  decided  novelties  are 
shown  this  year  including  '  Wistaria  Notes"  in 
two  sizes,  the  lid  opening  out  and  showing,  in 
a  special  pocket,  paper  and  envelopes  in  addition 
to  that  in  the  box  proper.  This  is  a  great 
display   feature. 

Another  special  display  box — the  most  effective 
window  piece  of  all,  is  one  that  opens  up  in 
four  sections — a  papeterie  to  retail  at  $3.  These 
cabinets  have  four  quires  of  paper  and  are 
obtainable  in  boxes  of  different  designs  and  con- 
taining paper  of  different  dainty  shades  in  ad- 
dition   to    white. 

Children's  Papeteries 

Stationers  know  how  scarce  have  been  Children's 
Papeteries.  We  have  them  this  year — a  fine  line 
—No.  92R.  "Little  Party  Notes"— with  a  pic- 
ture in  colors  on  each  sheet.  This  is  a  25c 
retail    item 

Postcards 

This  year's  post  cards  include  the  usual  good 
assortments  at  similar  prices  to  last  year's  with 
the  addition  of  the  Owen  Postcards  introduced 
some  months  ago  and  now  firmly  established  in 
the    Canadian    trade. 

We  confidently  leave  it  to  the  judgment  and 
good  buying  sense  of  Canada's  stationers  to  de- 
cide whether  we  are  not  showing  this  year  the 
finest  line  of  holiday  postcards  published  in 
America, 

Some  Novelties 

Kindergarten  sets  of  paper  for  making  paper 
dolls,    mats,    baskets,    stars,   etc. 

Knitting  Spool  Outfit  for  sewing  and  knitting. 
Kindergarten  Sewing  Sets  for  teaching  young  folk. 
New  American  made  chess  sets  in  wood  and  bone. 
Good  assortments  of  metal  photo  frames,  albums 
in    big    variety    and    great    value. 

Hinoka  rope  tri-color  ribbon  crepe,  also  plain  red 
and  green   ribbon   crepe. 

Fancy  decorated  paper,  ribbonzene.  tinsel  cord, 
tinsel  garlands  and  tinsel  Christmas  tree  orna- 
ments,   candles    and    candle-holders. 

Christmas  tags,  seals,  also  place  cards,  tally 
cards,    etc. 

In  calendars  there  are  boxed  numbers  from  80c 
a  dozen  to  $6  a  dozen  and  pictures  in  great 
variety    from    25c    each    up. 


The   Copp,  Clark  Company,  Limited 


"The  House  for  Service" 
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Always  to  the  Fore  in 

Patriotic  TABLETS 
Novelties 
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OCTAVO  and 
QUARTO 
PAPETERIES 


We  have  had  a  glorious  success  with  our 

Khaki  Tablets  and  Papeteries. 

This  year  we  have  a  great  trade-getter 
in  patriotic  stationery — Right  is  Might 
Tablets  and  Papeteries  we  predict  will 
have  record  sales  in  the  stationery  trade  throughout  Canada. 

The  tablets  and  papeteries  have  handsomely  embossed  covers.  The  design  is  in 
the  form  of  a  shield  with  head  and  bust  of  Britannia  on  background  of  Union 
Jack.    The  shield  is  on  a  background  of  grey,  giving  a  beautiful  effect. 

Each  sheet  of  paper  in  tablets  and  papeteries,  also  envelopes  are  beautifully 
embossed  with  entwined  flags  of  Great  Britain,  France  and  our  new  ally,  the 
United  States.  The  stock  is  of  excellent  linen  finish.  This  will  be  a  magnifi- 
cent line  for  effective  window  display. 

Trade  prices  are  as  follows: 

Octavo  Tablets    $10.00  per  100 

Quarto  Tablets 20.00  per  100 

Papeteries   17.00  per  100 

Envelopes 3.50  per  1000 


^r 
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vdldier's 
gqverseas 
'Packet  •• 
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Soldiers'  Overseas  Packet 

Beautiful  Lithographed  Cover  illustrated  with  Birds  in  flight. 

Contains  24  sheets  light  weight  note  paper  and  24  envelopes  heavy 
weight,  packed  in  most  compact  form  for  sending  overseas.  The  most 
convenient  form  in  which  correspondence  can  be  sent  to  soldiers  for 
their  use. 

Trade  price  $15.00  per  100. 


The  Copp,  Clark  Co.,  Ltd. 
Toronto 


Date. 


.1913 


Please  ship  via 

Patriotic    "Right    is    Might"    Octavo    Tablets 

Quarto    Tablets 
"  "         "  "        Papeteries 

"  "         "  "        Envelopes 

Soldiers'    Overseas    Packet 


@ 


$10.00  per  100 

@  $20.00  per  100 

@  $17.00  per  100 

@  $  3.50  per  1000 

@  $15.00  per  100 


The  Copp,  Clark  Company,  Limited 

517    WELLINGTON   STREET   WEST  .'.  TORONTO,   CAN. 
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B nOKSE L  L  E  R    AND    S T  A  T I 0 N E R 


AROvHAC 

t-IMES 

$  io/v^ 

SUNDRIES 


SELLING  DIRECT  FROM  FACTORIES- 


ARMacDougall  6  Co. 


ARO-AYAC 

LINES 


SUNDRIES 


TORONTO 


VUL-COT  ESS 


BASKETS 


Guaranteed  for 
Five  Years 


I  Fine  Appearance 


Clean  -Solid  Sides 
and  Bottom 

Fire  Resisting 

Good  Profit  for 
Dealer 


Vul-Cot  waste  baskets  possess  all  the  selling 
power  of  a  novelty,  yet  they  might  be  called 
conservatives  among  staple?.  The  better  they 
are  known  the  more  strongly  do  they  become 
entrenched  in  public  favor. 

The  Vul-Cot  is  an  aristocrat  among  waste 
baskets.    It  has  a  distinctive  personality  thai 

singles'  it  out  from  among  its  associates- 
wicker,  wood  and  metal — and  gains  the 
attention  of  the  careful  buyer. 

The  five-year  guarantee  earns  his  confidence. 
It  appeals  to  his  sense  of  value. 

The  fine,  neat  appearance  satisfies  his  gooc| 
taste. 

And  his  sound  judgment  instantly  recognizes 
the  importance  of  the  numerous  other  fea- 
tures, such  as  solid  sides  and  bottoms,  light- 
ness, smoothness,  convenience,  fire  resistance 
and  ability  to  stand  hard  usage. 

Yet  Vul-Cot-  cost  little  more  than  ordinary 
waste  baskets.     They  are  easy  to  sell. 

A  little  pushing,  like  an  occasional  window- 
display,  a  favorable  position  inside  the  store 
and  the  calling  of  your  customers'  attention 
to  them  will  easily  make  them  one  of  your 
most  profitable  lines. 

They  have  done  that  much  for  otJiers. 
Write  for  full  particulars. 


i^rlfff 


Harrison  Fisher  says: 

"1  am  (//ml  to  tak<  this  opportunity  of  con- 
gratulating you  upon  the  vera  excellent 
quality  of  Dixon's  ELDORADO  —  'the 
master  drawing  pencil.' 

"It  lias  all  of  tii'1  characteristics  of  an  idea! 
drawing  pencil  and  especially  a,  peculiar 
responsiveness  which  enables  me  to  readily 

secure  any  de.vred  expression  or  effect. 

"Yon  have  produced,  'indeed,  'the  master 
drawing  pencil.'  " 

Critical  buyers  from  all  pro- 
fessions use  Eldorado — "the 
master  drawing  pencil"  with 
uniform  satisfaction. 

You  can  improve  your  pres- 
tige and  gain  new  customers 
by  handling  Eldorado.  It  is 
without  equal  by  every  test. 
The  above  standing  sign.  18" 
x  21",  in  six  colors,  furnished 
free  to  dealers. 

Send  for  prices  and  informa- 
tion. 


A.  R.  MacDougall  &  Co.,  Limited, 


Canadian  Representatives : 

468  King  St.  W.,  TORONTO 
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Lloyd 


eorge 

and  the  War 

IS  Lloyd  George  slipping  back?  Downing  Street  men  and  War  Cabinet  men  are  in 
the  scales  of  public  judgment.  Col.  John  Bayne  Maclean  contributes  to  the  March 
issue  of  MACLEAN'S  MAGAZINE  a  strong  article  dealing  with  the  need  for 
efficiency  in  the  Lloyd  George  Government  and  giving  interesting  information  with 
reference  to  the  young  man  who  is  rapidly  coming  to  the  front  in  Imperial  affairs — Sir 
Eric  Geddes,  the  head  of  the  Admiralty.    This  contribution  is  one  of  a  notable  series  by 

John  Bayne  Maclean 


"SIXTEEN    MONTHS   IN    GERMANY.         "LABOR  THE  DOMINANT  FACTOR." 

What  a  Canadian  Prisoner  saw  and  heard  there — 
and  how  he  escaped,"  By  John  Evans 

This  article  presents  a  picture  of  conditions  in  Ger- 
many and  gives  many  new  facts  with  reference  to 
what  is  going:  on  in  that  country.  The  writer  worked 
for  sixteen  months  in  the  mines  of  Westphalia  and 
came  in  close  contact  at  all  times  with  the  miners. 
The  story  of  his  escape  is  a  thrilling  one. 

"CANADIANS  IN  MESOPOTAMIA." 

By  a  Canadian  Medical  Officer. 

Little  has  been  known  heretofore  of  the  campaign  in 
Mesopotamia.  This  article  gives  details  of  the  cam- 
paign and  of  the  part  which  Canadians  are  taking 
in  it.  It  shows  how  the  inefficiency  of  the  first  cam- 
paign Has  been  done  away  with  and  how  splendidly 
organized  the  British  army  now  is.  The  article  con- 
tains many  interesting  anecdotes  of  adventure  on 
that  front. 


By  Agnes  C  Laut. 

/  This  is  an  ai-ticle  on  the  war  situation  as  it  is 
developing  on  this  side  of  the  Atlantic,  showing  that 
labor  is  becoming  a  dominant  factor.  In  the  United 
States  the  antagonistic  attitude  of  the  labor  union 
is  dying  out  and  being  replaced  by  a  strong  desire 
to  assist  in  war  measures. 

"CANADA'S  NEW  BOSS." 

By  H.  F.  Gadsby. 

A  political  article,  dealing  with  the  "man  behind" 
Union  Government.  It  gives  interesting  and  exclu- 
sive information  with  reference  to  the  political 
situation  at  Ottawa  as  it  is  developing  since  the 
election. 

"A  CASUALTY." 

By  Robert  W.  Service. 

A  war  poem  which  tells  of  an  experience  which 
actually  happened  to  Service  while  driving  a  motor 
ambulance  on  the  Western  Front.  It  will  be  illus- 
trated by  C.  W.  Jefferys. 


Fiction  in  the  March  Number 


"BY  THE  TIP  OF  AN  EYELASH,"  by  A.  C.  Allenson,  illus- 
trated by  R.  M.  Brinkerhoff.  A  bright  story  combining 
business,  love  and  horse  racing. 

"THE  GARDEN  OF  SPICES,"  by  L.  M.  Montgomery,  illus- 
trated by  F.  Weston  Taylor.  This  is  a  most  unusual  and 
charming  love  story. 


Two  long  instalments  of  the  two  serials  "THE  PAWNS 
COUNT,"  by  E.  Phillips  Oppenheim,  and  "THE  MAGIC 
MAKERS,"  by  Alan  Sullivan. 

"THE  GIRL  ON  THE  VERANDAH,"  by  Arthur  Beverly 
Baxter,  who  wrote  "The  Man  Who  Scoffed,"  and 
"Mam'selle  Butterfly." 


Regular  Departments  and  Features 


There  are  the  regular  features  and  departments:  Review  of 
Reviews;  Business  Outlook;  The  Investment  Situation;  The 
Nation's  Business;  Books;  Women  and  Their  Work.     A  food 


article  by  Miss  Chapman  is  a  feature,  and  a  new  Spring 
Department  on  Seeds  and  Garden  Culture  starts  in  this 
number. 


MacL 


M 


acLean  s     magazine 

For  March— On  News-stands  1st  of  Month 


BOOKSELLER    AND    STATIONER 


the  NEW  HOUSE 
for  SERVICE 

Stationers  and  Fancy  Goods  Dealers  throughout  Canada 
will  do  well   to    link  up  with    this    House    for    191 8. 


A  COMPLETE  STOCK  OF 
FANCY  GOODS  LINES 

Imported  and  Domestic 

Toys    Dolls    Games 

BUY  THIS  BIG  LINE  FOR  1918  CHRISTMAS 

TRADE 

Our  travellers  are  now  on  the  road  for  immediate 
orders.  Our  mail  order  department  will  serve 
you  well  and  promptly. 

Pipes,  Smokers'  Sundries,  Perfumes, 
Drug  Sundries,  Hairbrushes,  Toilet 
Goods,  Photo  Frames  in  Metal,  Leather 
and  Ivory. 


Serving  Trays 

$2.25  to  $10.00 

Portable  or  Floor 
Lamps 

$3.00  to  $25.00 

Clocks 

$6.00  to  $10.00 


Silver-Plated 

Tea  Sets 

Bon-Bons 
Fruit   Bowls 
Cake  Plates 

$1.50  to  $10.00 


Melbaphone 
Phonograph 

Table  Models 
$30  and  $40. 

Cabinet  Models 

$50   $75  $150. 

BEST  ENGLISH 
RECORDS 

DOUBLE-DISK 

1 0-inch  75c. 

With  good  list  of  selections. 

The  Line  for  Profit 
and  Satisfaction. 


TORCAN   FANCY  GOODS  CO.,   Limited 

77  BAY  STREET,  TORONTO 
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1918 

CHIEF  LINES: 


Toy  Books                         \f 

Juvenile  Books                    * 

Book  Toys 

THE 

Book  Novelties 

Games                                    A 

EARLY 

Christmas  Booklets          m 

BUYER 

Calendars 

GETS 

Tags  and  Seals                   ^ 

THE 

Postcards 

BEST 

Playing  Cards 

SELECT/ON 

Children's  Blocks 

1 

Dominoes 

Chess  and  Checkers 

r^i 

^g        ^B 

Christmas  Bells  and 

^£^| 

Decorations 

OUR  TRAVELLERS 

COVER 

CANADA 

A  Valentine  Man  is  now  on  his  way  to  Your 
Town  to  show  you  an  Even  Better  Assortment 
of  these  specialties  for  your  profitable  selling 
in  1918.  BUY  Early  and  Buy  Adequately— 
make  this  your  Banner  Year. 

WAIT  FOR  THE  VALENTINE  MAN! 

Valentine  &  Sons  United  Publishing  Co.,Li*mted 

TORONTO  MONTREAL  WINNIPEG 
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LEDGERS 


STYLE  GML. 


We  Stock  6  Styles,  46  Numbers 


American   and  Canadian   Standards 


Style 
Style 
Style 
Style 
Style 
Style 


ASL 

RGL 

GML 

GOL 

CSL 

CPL 


16  Numbers 
8  Numbers 

14  Numbers 
3  Numbers 
3  Numbers 
2  Numbers 


Retail  $15.00  to  $17.50 
Retail  $  9.50  to  $12.50 
Retail  $  5.00  to  $10.00 
Retail  $  3.50  to  $  5.00 
Retail  $  2.50  to  $  3.25 
Retail  $  1.75 


(Sheets  and  Indexes  Additional) 


Complete  Ledgers,  Retail  $4.00  to  $30.00 

All  subject  to  liberal  discounts  to  the  dealer. 
Transfer  binders  are  carried  in  9  styles  of  bindings. 

All  these  listed  in  our  Catalog  No.  2.     If  you  haven 7  your  copy,  ask  for  it. 

No  other  Canadian   Manufacturer  can  offer  you  such 
a  range  of  styles  and  sizes. 

Other  Lines : 

Memos,  Price  Books,  Ring  Books,  Large  Ring  Books,  Note  Books, 
Post  Price  Books,  Sectional  Post  Binders,  Post  Binders,  Holders, 
Diaries,   Recipe  Books,    Desk    Pads,    Punches,    Leather    Goods,    Etc. 

MADE    IN    CANADA    and    made    RIGHT 


St^WunG 


Luckett  Loose  Leaf,  Limited 

539-543  KING  STREET  WEST,  TORONTO,  CANADA 


SLUCKETT'S     mm* 
TERLLnG 


BOOKSELLER    AND    STATIONER 


DOMINION 


BOUND  AND 
LOOSE  LEAF 
BLANK  BOOKS 


DOMINION  £?5S  PRICE  BOOKS 


6200  Line:  made  with  3,  5  and  7  rings.  Bound  in  Genu- 
ine Black  Morocco  or  Flexible  Black  Pig  Grain  Texhide. 
Fillers  in  all  standard  rulings. 

Write  for  quotations  on  your  requirements. 


BLANK  BOOKS 

SCHOOL 
AND  COLLEGE 
EXERCISE  BOOKS 

A  complete  line  of  Loose  Leaf 
Goods  is  now  being  made  at  the 
Dominion  Blank  Book  Company 
factory.  This  includes  a  size, 
shape  and  ruling  for  every  pur- 
pose, with  a  range  of  prices  that 
will  suit  all  pocketbooks.  There 
are  3,  5  or  7-Ring  National  Loose 
Leaf  Ring  Books,  Price  Books, 
Trial  Balance  Books,  Memos, 
Diaries,  and  Expense  Books. 
Prompt  shipment  and  satisfac- 
tory service  in  all  lines. 


DOMINION  BLANK  BOOK  COMPANY,  LIMITED 

BERTHIERVILLE,   P.Q. 


rmiiixmii 


TIME  BOOKS 

I 


Everybody  "Marks  Time  !  " 

"TIME  IS  Money,"  and,  as  such,  a  careful  record 
must  be  kept  of  it.  The  rulings  of  National  Time 
Books  are  designed  to  save  the  time  of  the  time- 
keeper. They  may  be  had  for  weekly,  fortnightly, 
or  monthly  time-keeping  systems.  The  book  shown 
is  bound  in  Russia  Corners  and  Back,  with  cloth 
sides,  gold  fillets  and  side  stamp.  Other  bindings 
from   imitation  press  board  to  full  sheep. 

The  full  line  is  given  in  National  Catalog  No.  22. 

National   Blank  Book  Co. 

HOLYOKE,  MASS.,  U.S.A. 


Ink  for  the  Soldiers ! 

When  you're  featuring  soldiers'  lines  don't  overlook 
the   great   suitability   of 

ROYAL  INK  POWDER 

The  difficulty  of  sending  good  ink  in  liquid  form 
to  a  soldier  overseas  is  manifest  to  all.  Royal  Ink 
Powder  overcomes  this.  It  will  not  freeze  or  spoil 
during    transit    and    risk    of    breakage    is    minimized. 

The  mere  addition  of  clean  water  makes  an  ex- 
cellent non-corrosive  ink  for  fountain  pen  or  ordin- 
ary   use. 

Feature  Royal  Ink  Powder  now  for  soldiers.  You'll 
find    it    a    seller. 

ROYAL    INK   CO. 

53  YONGE  STREET  TORONTO 
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Dominate  the  Playing  Card  Sales 
in  Your  Neighborhood 

Sell  playing  cards  so  well  made  that  every  pack  you  sell  means  a  steady 
customer.  Sell  cards  so  well  advertised  that  customers  ask  for  them  by 
name,  saving  valuable  time  in  explaining  their  merits.    Sell 


BICYCLE  nKtmG 


AND 


been 


^^^nTvir   track  °>      .    ,  <  ,sr'n 
.   mi:»  serious  pur^- 


■*-  *^  nmrt,-r    .  „,  oursu,ts'      , 
°Thr   Office    RT\.„U   how    »   0 

theW^W'"       wlh. 


oU. 


77ic  above  advertisement  shows  how  we  are  helping 
every  playing  card  dealer  increase  his  sales.  It  will 
appear  almost  twice  as  large  as  illustrated  in  the  Febru- 
ary or  March,  issue  of  a  large  number  of  national  maga- 
zines and  will  be  seen  by  every  card  player  in  your 
district.  Take  advantage  of  it.  Make  it  your  advertise- 
ment. 


CARDS 

PLAYING 
CARDS 

But  don't  stop  with  merely  stocking  the 
brands.  Carry  a  well-selected  variety 
of  designs  and  keep  your  stock  alive. 
Watch  our  advertising,  read  our  liter- 
ature, try  out  new  hacks  as  they  appear, 
quiz  the  salesman,  and.  most  important, 
watch  your  own  sales. 

Then  let  people  know  that  yon  sell 
L.  S.  Playing  Cards.  Tie  your  store  to 
our  national  advertising.  Give  playing 
cards  a  place  in  your  window  displays. 
Mention  them  in  your  advertisements. 
Feature  the  Official  Rules  of  Card 
Games.  Make  your  store  "Playing  Card 
I  leadrpiarters." 

It  will  pay  you  to  do  this  because  the 
little  investment  required  in  playing 
cards  is  turned  over  quickly  and  re- 
peatedly. A  well-selected  stock  of  play- 
ing cards  brings  new  customers  to  your 
store  who  will  stay  to  make  other  pur- 
chases. This  gives  you  an  opportunity 
to  convert  many  desirable  people  into 
regular  customers. 


Write  us  to-day  for  literature.     We 
can  help  you  increase  your  business. 


The  U.S.  Playing  Card  Co. 

TORONTO,  CANADA 
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"f  at  tljc  fjsifln  o 

1^y^V<W^,^mV^Yrn:ynyn,y,Vl 


T77^"- 


WATERSTON'S 


TRAD) 


"BEE" 


BRAND 


MARK 


SEALING 


Established 
1752 


"Banker's 
Specie5 


is  the  banker's  favorite 
quality.       It    is   a   thor- 
oughly reliable  wax,  pos- 
sessing    a     brilliancy      of 
colour,  combined   with   the 
greatest    adhesiveness,     and 
lias  the  additional  advantage 
of  I  icing  sold    at    a    moderate 
price. 


TERRY'S 

Pen    or    Pencil    Clip 

{Patented  and  Reg'dt 

—  automatically  clasps  a  pen   or 

pencil — and  keeps  it  safe.  Why  not 

sample   it   and    know    full   details. 

WRITE  NOW 


Herbert  Terry  &  Sons,   Ltd. 

The    Spring    and  Presswork  Specialists 
REDDITCH  ::  ENGLAND 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 


"Rob  Roy 
Pen 


5) 


It   is 

made 

of     fine    steel 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob   Roy"   Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the    home 

the   pen-making   industry. 


the-  popular  and 
quick-sell- 
ing  pen 


Manufactured  by  the  proprietors  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


This  is  only  one 

of  the  many  shapes  and  sizes  of 

British-Made 

PENCIL 
ERASERS 


*£G! 


which  are  recognized  by  stationers  everywhere 
as  being  the  UTMOST  in  eraser  quality. 

Particulars  and  prices  of  all  the  varieties  of  "Colonel"  Pencil 
and  Typewriter  Erasers  can  be  obtained  from  our  distri- 
butors   for    Canada  : — 

Menzies   &  Co.,   Ltd.,   439   King   St.   W.,   Toronto 

Sole    Manufacturers 

ST.  MUNGO  MFG.  COY.,  LTD.,  GLASGOW,  SCOTLAND 


Japanese  Pictures 

By    Old    and    Modern    Great    Masters, 
Colour   Prints,    Calendars,    Christmas 
Cards,    Picture    Post   Cards,   Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned   Pen    Holders,    Pencils,    Fountain 
Pens,    Pencil    Boxes,   Celluloid    Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,   Wood    Toys,  Metal   Toys,   etc. 
Write     to-day    for     catalogue    telling 
particulars    of    what   you    require. 

S.  K.  HOSHINO  &  CO. 

20.  Yumicho,  Kyobashi-Ku     TOKYO,  JAPAN 
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Write  to-day  for  the 
Polar  catalogue 


There  is  money  in 
i  t  f  o  r  y  o  u,  Mr. 
Dealer,  for  it  tells 
of  a  score  of  prac- 
tical office  articles 
that  yon  s h  o n  1  d 
carry,  including  the 
famous  Non  -  Shine 
Chair  Pad  which 
has  been  a  quick 
seller  in  thousands 
of  the  best  stores  in 
America. 

Write     to-day     for 
illustrated 
catalogue. 


Polar  Manufacturing  Company 

101-107  N.Marshall  St.      Philadelphia,  Pa. 

Members  of  National  Association  of  Stationers  &  Manufacturers 


Quick  selling  values  in 

ALL-WOOD 
VERTICAL  CABINETS 


WE  i  1  1  u  strate 
here  one  of 
our  All-Wood  Up- 
right Vertical  Cabi- 
nets. Its  handsome 
appearance  is  only 
equalled  by  its  thor- 
ough practicability. 

Sanitary  Leg  Bases, 
each  drawer  fitted 
with  a  rod  for  guides 
and  also  a  follower 
to  hold  papers  in  up- 
right position.  Fur- 
nished in  Letter,  Cap 
or  Bill  sizes. 

"Write  for  our  com- 
plete list. 


STRATFORD,  ONT. 


6 facts 

-  vital  to  your 
rJVews  Stand 


I.  You  want  to  make  your  news  stand  pay  more 
money.  It  CAN  BE  DONE!  "Blake's  Handy  News 
Stand    Record"   does    the    trick. 

II.  It  shows  at  a  glance  when  magazines  and 
newspapers  are  due,  date  received,  and  time  limit 
lor  returns.  It  shows  exactly  which  ones  are  re- 
turnable, partly  returnable,  and  not  returnable.  It 
keeps  an  accurate  check  on  all  copies  received,  re- 
turned, and  non-returnables  left  on  hand.  It  shows 
errors    in   credit   memos   for   returns. 

III.  It  keeps  tab  on  re-orders,  regulates  standing 
orders,  and  will  keep  you  posted  in  cutting  down  or 
increasing  same.  It  is  a  daily  reminder  to  hold  or 
deliver  magazines  for  customers.  It  shows  the  daily 
credit  and  cash  sales,  daily  expenses,  and  net  profit 
for   each    month    or   year. 

IV.  All  information  is  made  instantly  available — 
you  are  kept  posted  in  such  a  way  that  enables'  you 
to  know  just  about  the  right  number  of  each  maga- 
zine to  order — it  keeps  you  from  ordering  too  many 
or  too  few,  and  your  left-overs  are  reduced  to  a 
minimum.  In  this  alone  you  will  save  many  dollars 
on  non-returnable  magazines,  to  say  nothing  of  the 
money    saved    in    freight   and    express   on    returns. 

V.  This  Record  STOPS  needless  money-leaks, 
keeps  expenses  low  and  profits  high.  It's  a  perfect 
money-saver  and  money-maker!  It  places  your  busi- 
ness on  a  war-time  basis  of  sound  efficiency.  It  saves 
you  time,  trouble,  and  many  dollars.  It  gives  you 
better  service,  more  customers,  and  more  profits — ■ 
and   yet    it   only   costs   $4.50   complete. 

VI.  Hundreds  of  book  stores,  stationery  stores, 
drug  stores,  department  stores,  cigar  stores,  hotel 
stands,  railway  depot  stands,  and  news  stands  every- 
where in  the  United  States  and  Canada  are  using  it 
this  moment.  The  continued  use  of  this  Record  for 
ten    years,   proves    its    MERITS    and    SUCCESS! 

If  you  want  to  know  what  some  of  these  progres- 
sive dealers  say  about  it;  if  you  want  all  particulars 
about  the  Record  that  meets  war-time  conditions  and 
makes  a  news  stand  PAY — if  you  want  more  con- 
vincing proof  and  facts — and  if  you  want  a  free 
sample  sheet  showing  the  easy  and  profitable  way  to 
run  a  news  stand,  then  send  the  coupon  or  a  postal 
or  a  letter  right  NOW,  and  I'll  give  them  to  you  quick. 

Let  me  at  least  PROVE  WHAT  IT  MEANS  TO 
YOU!  This  won't  entail  the  slightest  obligation  on 
your  part.     Merely  fill  out  the  coupon   and  send   it   in 


/yAA&Y/VSWS  SfA/VO 


to-night's  mail. 
'Twill  prove  a 
money-  making 
move  on  your 
part. 

Fill  In.    Tear    Out 
and  Mail. 


Arthur    J.    Blake, 

Marshal,   Texas. 

Send  me  all  particulars  of  Blake's  Handy  News 
Stand  Record,  and  a  free  sample  sheet.  Also  send 
nroof  and  facts  of  what  it  is  doing  for  other  dealers,. 
This  inquiry  does  not  place  me  under  the  slightest 
obligation   to  buy. 

Name    

Street   and   No 

City    and    Province    
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RAND-McNALLY  MAPS 

Check  up  the  following  list  and  mail  your  order  to 
your  Jobber  or  direct  to  Thomas  Allen.  Complete 
assortment  carried  in  stock  in  Toronto. 


INDEXED  POCKET  MAPS 


Indexed 

Pocket 

Map— 30c 

Auto   Roads 


STATK 


Alabama 

Alaska    

Alberta    

Arizona     

Arkansas    

British  Columbia    

California 

Canada  (Not  Indexed) .... 

Central  America 

Central  States  (Not  Ind'd) 

Colorado 

Connecticut    

Delaware    

Eastern  States  (Not  Ind'd) 

Florida    

Georgia 

Idaho  

Illinois 

Indiana    

Iowa    

Kansas    

Kentucky    

Louisiana   


Indexed 

Poc  k  c  t 

Map— 30c 

Am      Road 


STATK 


Maine 


Manitoba  .  ■ 

Maryland    

Massachusetts 

Mexico    

Michigan    

Minnesota    

Mississippi 

Missouri    

Montana   

Nebraska    

Nevada   

New  Hampshire   

Newfoundland 

New  Jersey 

New  Mexico 

New  York    

North  Carolina 

North  Dakota    

Nova    Scotia,    New    Bruns- 
wick, Pr.  Edw.  Island  . 

Ohio 

Oklahoma 


Indexed 

Pockcl 

Map— iOc 

Aula   R.  ad. 


STATK 


Ontario   

Oregon    

Pennsylvania 

Quebec    

Rhode  Island 

Saskatchewan    

ISouth  Carolina   

i South   Dakota    

Tennessee  

ITexas  

I  United  States  and  South- 
ern Canada,  New  Official 
Railroad     Map   

lUtah    

|Vermont  

Virginia 

[Washington    

IWestern  States  (Not  Ind'd) 

|West  Virginia 

Wisconsin 

[Wyoming    

IWorld  (Not  Indexed)    


NEW  WAR  MAPS 

No.   1.     British    Battle    Front -From    Ostend   to    St.    Quentin     30c 

(Scale   1   inch — 4   miles) 
No.  2.     French     Battle     Front     r>om     St.     Quentin     to     St. 

Mihiel      30c 

(Scale   1   inch-  4  miles) 
No.  3.     French     Battle    Front — From     St.    Mihiel    to    Swiss 

Border     30c 

(Scale  1   inch — 4   miles) 
No.   4.      "The    Battle   Ground   of    Liberty"      (Map    of    the    en- 
tire   Western    Front    in    Belgium    and    France)..      30c 
I  Scale    1    inch— 10   miles) 


PRICES  TO  THE  TRADE 


1    dozen    or    more. 

6        "  "      . 

12        "  "      . 


$2.40  per  doz. 
2.25    "      " 
2.10    "      " 


Special  Terms  to  Jobbers. 


N.B. — Prices  are  omitted  on  the  covers  of  the  Provin- 
cial Maps. 

Our  salesmen  are  now  out    with   complete    ranges   of    Rand-McNally    &    Co's 

feature  Juveniles. 

Canadian  Representative : 

THOMAS  ALLEN,  Toronto 

'  ((BOOKS  OF  MERfl 

Sample  and  Warerooms  215-219  VICTORIA   STREET      j£ 
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M.  A.  DONOHUE  &  CO.,  Chicago 

Manufacturers  of 

Popular  Cloth  Rebounds,  Limp,  Linen  and 

Board  Toy  Books 

Donohue  &  Co.  have  been  famous  for  many  years  as  the  manufacturers  of  popular-priced  books. 

This  year  the  line  is  greatly  improved  with  added  new  features.     Combined  with  the  goods  we 
can  give  prices  that  enable  the  dealer  to  retail  at  a  long  profit. 


NOTE:    Firstly — The  Big  Merchandise  Line. 

Thirdly— No  Left-overs— They  Sell  Big. 


Secondly — The  Prices. 


ALGERS 


Cloth — To  Retail  at 


20  cents 


FAIRY 


BOY    SCOUTS     These   are  cloth  bound  TALE   BOOKS 

books,  sewn  and  are  ,        ,     • 

11/117  k  ni?  11  i  A  »ne  of  popular  choice 

MhAUt  ri;lllv  :'  marvel'  fiction. 


MEADE 
HOLMES 

S0UTHW0RTH 


Cloth  Bound  to  Retail  at 

35c.  3  for  $1.00 


Henty 

Algers 

Boy  Scouts 


Little  Susie 
Series 

Mistletoe  Series 

These  are  for  the  little 
ones. 


Large,  Cloth  Bound 

50c. 

Southworth 

Abbot 
Series 

Holmes 
Meade 

Carey            includir 
Boy  Scout  Sets      a  ciir 

tgallthe  standard 
authors. 

icher  for  value. 

FEATURES 


Charlie  Chaplin  Mothe^GW      I  Foxy  Grandpa  Series 


[BOOKS  OF  MERIT 


Thomas  Allen 


215  to  219  Victoria  St. 


TORONTO 
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Ready,  March  26 

OH,   MONEY!   MONEY! 

By  Eleanor  H.  Porter 

The  romance    of    a    New    England    Cinderella    and    fairy    godmother    disguised 
as    a    Western    millionaire,    also    of    how    the    Blaisdell    family    learned  the    true 
value  of  money  by  trying  to  buy  happiness    with    an   unexpected   fortune. 
A  story  so  good  that  it  will  not  only  sell  itself  but  also  put  new  life  into  the  sale  of  Mrs.  Porter's  other  novels. 

Illustrated  in  tint  by  Helen  Mason  Grose 

$1.50  NET 


THE  BIG  CANADIAN  NOVEL— KEADY  IN  MAY 

WILLOW  THE  WISP 

By  Archie  P.  McKishnie 

A  vivid  romance  of  the  Hardwoods,  charmingly  and  powerfully  told. 

This  story  of  an  over-civilized  Down-and-Outer  who,  reclaimed  by  the  solitudes,  fights  to  hold  what  is  his,  is 

bound  to  prove  the  big  novel  of  the  day. 

The  author's  rare  gift  to  combine  with  extraordinary  theme,  a  mystery  whose  solution  surprises  and  satisfies, 

his  mastery  in  Nature  depiction,  is  at  its  best  in  Willow  the  Wisp. 

But  the  heart-beat  of  this  big  story  is  the  plea  it  voices.     This   alone   will    make    it   an   outstanding   novel. 

Willow  the  Wisp  is  a  big,  gripping  story  in  every  sense  of  the  word. 

$1.50  NET 
These  Are  Just  Ready 

MARY    REGAN  ......  $1.50  Net 

By  Leroy  Scott 

THREE'S  A  CROWD  -  -  -  -  -  $1.50  Net 

By  William  Caine 

CAMPAIGNS  AND  INTERVALS  ....  $1.50  Net 

By  Jean  Giraudoux 

ON  THE  FIELD  OF  HONOR  -  -  -  -  $1.50  Net 

By  Hugues  Le  Roux 

THE  COLLAPSE  OF  SUPERMAN         -  -  -  -  $    .60  Net 

By  William  Roscoe   Thayer 


KEEP  YOUR  STOCK  UP  OF 

THE  NEXT  OF  KIN  By  Nellie  L.  McClung  $1.25  Net 

The   War  Book  That  Is  Different 

THOMAS     ALLEN 

215-219  VICTORIA  STREET  TORONTO 
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AS  USUAL 


B  R  I  C  C  5 


The  BRIGGS'  LIST  FOR  SPRING  is  strong  and  presents 

splendid  opportunities  for  selling.    Here  are  a  few 

of  them.     Think  how  any  one  of  these  will 

pull  — in  your  window. 


A  new  Dell  hook  is  always  a  strong  point 
of  interest  among  women  and  girl  read- 
ers. This  is  a  characteristic  Dell  book 
with     the     scene     of     the     romance     laid     in 


GREATHEART 

BY  ETHEL  M.  DELL,  $1.35. 


Switzerland,  the  whole  played  round  an 
involved  love  plot.  An  English  review 
says :  "Not  a  dull  page  from  cover  to 
cover." 


One  of  the  three  truly 
great  books  that  the  War 
has  brought  forth  in 
France.  It  stands  prom- 
inently     among      the     most 


COMRADES  IN  COURAGE 

BY  LIEUT.  ANTONIE  REDIER.   $1.35. 


noteworthy  Fre  nch 
achievements,  both  as  a 
literary  production  and 
from  a  standpoint  of 
popularity. 


If  your  customers  have  read 
"Over  the  Top"  they  will 
want  this  book,  which  is 
somewhat  similar  but  in 
rather  a  different  vein. 
Empey.    the   author   of    "Over 


A YANKEE  IN  THE  TRENCHES 

BY  CORPL  DERBY  HOLMES.  Fully  Illustrated.  $1.35 


the  Top."  says:  "This  is  the 
most  entertaining  War  book 
that  I  have  read.  ...  It 
is  the  real  stuff  and  should 
have   a    wonderful   sale." 


After  you  read  it  you  un- 
derstand why  it  has  been 
published  anonymously.  It 
is  exceedingly  clever  irony. 
written  in  the  form  of  Bibli- 
cal   text.     SO. 000    copies    have 


THE  BOOK  OF  ARTEMAS 


75c. 


already  been  sold  in  Eng- 
land in  a  few  months.  It 
should  set  Canada  laughing, 
as   it  has   done   the  people   of 

England. 


The  popularity  which  came  to  Empey  as  a 
result  of  his  first  book.  "Over  the  Top." 
has  been  astounding.  He  has  been  lectur- 
ing and  making  addresses  all  over  the 
United  States,  has  been  offered  engagements 
in  theatres  and  vaudeville,  all  because  he 
has  the  faculty  of  telling,  in  a  thrilling  and 
interesting    way    the    facts   of   the   War.    Some 


FIRST  CALL 

BY  ARTHUR  GUY  EMPEY, 
Author  "Over  the  Top."  $1.50. 


of  these  things  which  he  didn't  tell  in  "Over 
the  Top"  are  included  in  "First  Call," 
which  promises  to  be  just  as  popular  as  the 
first  book.  "First  Call"  is  full  of  tips  for 
the  new  soldier,  and  advises  as  to  how  and 
what  things  should  be  sent  to  the  boys 
over    yonder. 


THE  ROMANCE  OF  WESTERN  CANADA 


There's  n  0  t  hing 
more  entertaining 
in  Canadian  his- 
tory than  the 
story  of  the 
growth  of  oui 
great  West.  Mr. 
ance    with    the   men    who   have   been  and    are    now    responsible    for    Western    movemen's. 


BY  R.G.  MACBETH.  $1.50. 


and   the  book    is  one  which  every   loyal   Canadian   should   have   in   his    library. 


MacBeth  wae  born 
in  the  midst  of  it 
long  enough  ago 
to  see  most  of  its 
development,  and 
has  an  unusually 
intimate  aequaint- 
His    writing    is   of  the    intimate   personal    type. 


"There  is  only  one  thing 
wrong  with  this  book"  a 
reader  said  the  other  day. 
"It's    mighty    hard    to    put    it 


HONEYSUCKLE  ROGUE 

BY  R.  MURRAY  GILCHRIST.  $1.25. 


down  before  you  get  all 
through."  A  real  love  story 
of    which    the    title    is    typical. 


This  is  a  strong  com- 
bination of  romance 
and  information,  with 
a      love      story      written 


BELINDA  OF  THE  RED  CROSS 


BY  ROBERT  W.  HAMILTON,  $1.25. 


in,  'round  the  battle- 
swept  fields  of  France. 
A  strong,  patriotic  and 
uplifting    book. 


"The 

strongest 
and  best 
book  we 
have    pub- 


A  JOURNAL  FROM  OUR  LEGATION  IN  BELGIUM 


BY  HUGH  GIBSON. 


lished    in 
ten      years." 
—Frank     N. 
Doubleday. 


The  Cook  Book  of  all  Cook 
Books.  Combining  cooking 
economy,  short-cut  methods, 
dietetics,  and  the  chemistry  of 
foods  all  handled  most  prac- 
tically,      with       hundreds       o  f 


MRS.  ALLEN'S  COOK  BOOK 


$2.00  NET. 


original  and  economical  re- 
cipes. The  book  has  just  been 
officially  endorsed  by  Hoover, 
the  Food  Controller  of  the 
United    States. 


WILLIAM  BRIGGS,  Publisher,  TORONTO 
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MG&S 


MG&S 


MG&S 


MG&S 


MG&S 


A  Few  of  the  Early 
GOOD  ONES 


The  False  Faces 

By   Louis  Joseph    Vance.      $1.40. 

This  book  is  the  forerunner  of  a  new  class  of  mystery  and 
detective  story  made  possible  by  the  war  and  bound  to 
become  intensely  popular.  The  Lone  Wolf,  once  Master 
Thief,  who  was  the  big  figure  in  an  earlier  novel  by  Vance, 
published  with  that  name  as  its  title,  now  serves  the  Allied 
Cause  and  saves  America  from  the  Prussian  spy  peril.  This 
vibrant  tale  is  by  all  odds  the  biggest  thing  Vance  has 
done,  and  every  bookseller  knows  that  novels  by  this  author 
have    been    repeatedly    prominent    among    best    sellers. 

The  White  Morning 

By    Gertrude    Atherton.      $1.35. 

Here  we  have  this  noted  American  author  as  prophet  of 
the  Germany  to  come,  presenting  her  message  in  the  form 
of  a  novel — an  intensely  dramatic  novel  of  the  inevitable 
outburst  of  the  brooding  forces  of  unrest  that  lurk  be- 
neath the  surface.  Mrs.  Atherton's  intimate  knowledge  of 
Germany  and  the  Germans  through  long  residence  there  and 
close  acquaintance  with  the  best  German  intellectual  and 
social  life  gives  her  startling  novel  more  than  ordinary 
value    as    a    prediction    of    what    is    to    come. 

The  Transactions  of  Lord  Louis  Lewis 

By    Roland    Pertwee.      $1.50. 

This  fine  illustrated  novel  tells  of  the  unique  experiences 
and  humorous  adventures  of  a  connoisseur  who  matches 
wits  with  two  rogues  of  antique  dealers.  Lord  Louis  is 
an  expert  regarding  Buddhas,  ruby-back  egg-shell,  Khang- 
he  vases,  old  books  and  pictures — a  shrewd  gentleman,  in- 
describably attractive.  The  author  departs  from  the  ac- 
cepted form  of  the  average  novel  with  great  success.  You 
can   do  big  things   with   this   fine   book. 


Caroline  of  the  Corners 

By    Ruth    Belmore    Endicott.      $1.35. 

A  look-up  story  guaranteed  to  make  life  happier  and  drive 
away  the  blues.  Carolyn,  turned  "The  Corners"  into  a 
happier  place  for  a  number  of  people  who  had  turned  a 
bit  grouchy  and  gauche.  A  clean-cut  story  of  everyday 
life,  with  many  a  smile.  A  'book  of  the  sort  that  is  easy 
to    sell. 

Cabin  Fever 

By   B.   M.    Bower.      $1.35. 

Bud  Moore  had  "cabin  fever,"  which  in  Western  experi- 
ence synchronizes  with  the  "ennui"  of  the  East.  The  story 
tells  how  Bud,  surfeited  with  domestic  life  after  carefree 
independence,  started  what  ended  in  the  ruin  of  his  domes- 
tic happiness.  How  he  and  his  wife  Marie  fared  through 
their  attack  of  "cabin  fever,"  and  how  they  strove  and 
developed    is   the   theme   of   this   big   story. 

Cavalry  of  the  Clouds 

By  "Contact,"   Capt.  Alan  Bott,   M.C.     $1.25. 

One  of  the  great  true  books  of  the  war,  a  personal  experi- 
ence   story    of    unexaggerated    fact    is    Capt.    Bott's    account 


of  the  fighting  airman.  Even  now  air  cavalry  is  liter- 
ally charging  enemy  trenches.  1918  aircraft  will  be  num- 
bered in  tens  of  thousands.  This  book  tells  what  people 
want  to  know  a'bout  the  fighting  airplanes — the  "Eyes  of 
(he    Allies." 

JUST  OUT.     Canadian  Copyright  Edition. 

This  book,  published  in  England  under  the  title  of  "An 
Airman's  Outings,"  is  one  of  the  best  selling  war  books 
in  the  Old  Country,"  and  the  critics  are  calling  it  a  most 
fascinating  book,  one  of  the  most  enthralling  books  the  war 
has    produced,    a    gripping    and    thrilling    book. 


The  Little  Grandmother  of  the 
Russian  Revolution 

By    Alice    Stow    Blackwell.      $2.00. 

This  is  a  book  of  reminiscences  of  Catherine  Breshkovsky. 
who  was  the  outstanding  figure  of  the  revolt,  and  whom 
Kerensky  ordered  liberated  as  one  of  the  first  acts  of  the 
Provisional  Government.  She  is  73  years  old,  spent 
30  years  in  Siberia,  and  is  affectionately  known  as  Babou- 
ska  (Dear  Little  Grannie).  Seldom  has  so  dramatic  a  story 
been  unfolded.  This  is  one  of  those  rare  human  documents 
that  cannot  fail  to  make  a  profound  impression  on  the 
thinking    people    of    the    world. 


The  Kentucky  Warbler 

By  James   Lane   Allen.      $1.25. 

This  is  a  charming  story  of  a  lad's  contact  with  nature 
and  its  lasting  effect  in  developing  his  character,  written 
in   the   manner   and   the   spirit   of   "A   Kentucky   Cardinal." 


The  Appletree  Girl 

By   George   Weston.      $1.00. 

Another  pleasing  book  in  sealed  packet  like  "Oh,  Mary,  Be 
Careful,"  by  the  same  author.  The  heroine  of  this  new 
book  "led  herself  into  the  promised  land"  by  means  of  these 
problems:  "How  can  I  make  everybody  like  me?"  "How 
can  I  become  famous?"  "How  can  I  marry  a  millionaire?" 
She  did  all  three,  pluck  and  originality  being  her  winning 
cards. 

The  Arctic  Stowaways 

By    Dillon    Wallace.       $1.25. 

Written  by  a  man  who  knows  what  boys  want  and  need  in 
a  story — adventure,  fair  play  and  manliness  is  what  they 
want,  and  the  need  is  supplied  by  means  of  the  moral  in- 
struction imparted  automatically  in  the  presentation  of  the 
story.  Vivid  pictures^  of  Arctic  life  and  beauty  of  sea  and 
sky  are  incidental  points  of  merit  in  this  fine  book  for 
boys. 

A  Short  History  of  England 

By   G.    K.   Chesterton.      A   Canadian   Copyright   Edition.    $1.50. 

This  book  has  been  greeted  by  the  unreserved  praise  of 
the  British  critics.  "The  Observer's"  comment  is  "Some- 
thing like  a  history  of  England  at  last!"  "The  Saturday 
Review"  says :  "The  wittiest,  most  eloquent  and  discerning 
essay   on    the   history  of   England    we   have    ever   read." 


McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS         v  266-268  King  Street  West  v         TORONTO 
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ARE  YOUR  MAGAZINES 
RETURNABLE? 

Soajpipoirft  ®  C@m$®mj  Tlhaft  kmm  F@uj§M  ft®  &?®  P®ul®irs 
a  Sqpnir©  P@nl  ng  Mfggardlg  H@ftlbi  IPirn©©  uimdl  M@tarna©o 

Examine  this  list,  and  note  how  many  magazines  are 
fully  returnable  which  other  companies  are  making 
non-returnable. 


FULLY  RETURNABLE 
Pictorial   Review        - 
Collier's    Weekly 
Parisienne  - 

Saucy  Stories         .... 
Smart  Set  - 

Field  and  Stream 
Fascinating    Fiction 
Clever  Stories         .... 
*Motion  Picture  Magazine 
Motion    Picture    Classic 

1.V     RETURNABLE 
Saturday   Evening  Post 
Country   Gentleman       ... 
Railroad  Magazine  - 

Argosy  Magazine  ... 

Munsey  Magazine  - 

All  Story  Magazine       - 


lie 
7c 
lie 
lie 
19c 
15c 
18c 
18c 
15c 
15c 

3c 
3c 

8c 
8c 
8c 
8c 


10  ;    RETURNABLE 
Metropolitan  ... 

Ladies'  Home  Journal 
McCall's  Magazine 

NON-RETURNABLE 
Jack    Canuck 
Puck    (American) 

Motor- 

Motor  Boating       .... 

Cosmopolitan  Magazine 

Hearst's  Magazine 

Harper's  Bazaar 

Good   Housekeeping        ... 

Literary  Digest         ... 


15c 
14c 

7'/2c 


7c 
19c 
lie 
15c 
15c 
19c 
lie 

8c 


•The  March   issue  of   Motion    Picture    will   be  on    the   lines  of  the   Cosmopolitan   and    retail   at  20c. 

WE  CARRY  A  FULL  LINE  OF  BRITISH  PERIODICALS. 

IMPERIAL   NEWS   COMPANY,  LIMITED.  Winnipeg 


Buy  Another  Victory  Bond 

with  the  Saving  on  your  Express  Charges 

Our  quotations  are  "Laid  Down."  Country  orders  are  given  the  most 
prompt  attention,  ensuring  generally  an  "On  Time"  service  previously 
unequalled. 

We  can  supply  all  Quebec  Province  newsdealers  with  the  following 
American  magazines : 


MUNSEY'S 
ARGOSY 

RAILROADMAN'S 
ALL  STORY 
JACK  CANUCK 
PICTORIAL  REVIEW 
LADIES  HOME  JOURNAL 
SATURDAY  EVENING  POST 
COUNTRY  GENTLEMAN 


LITERARY  DIGEST 

COLLIERS' 

PARISIENNE 

SAUCY  STORIES 

SMART  SET 

FIELD  AND  STREAM 

FASCINATING  FICTION  NO. 

CLEVER  STORIES  NO.  15 

METROPOLITAN 


MOTION  PICTURE  MAGAZINE 

MOTION  PICTURE  CLASSIC 

COSMOPOLITAN 

HEARST'S 

GOOD  HOUSEKEEPING 

HARPER'S  BAZAAR 

MOTOR 

MOTOR  BOATING 

PUCK 


Send  for  order  form  with  prices  and  conditions 

IMPERIAL     NEWS     COMPANY,     LIMITED 

254  Lagauchetiere  Street,  MONTREAL,  QUE. 
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Ontario  Newsdealers 

We  have  a  money-saving  service  that  is  certainly  worth  your 
consideration. 

It  is  not  necessary  to  say  that  in  these  times  particularly,  every  five 
cent  piece  saved,  helps  to  pay  the  rent  bill.  Express  charges  and  loss 
on  unsold  copies  is  simple  waste. 

We  hold  the  Ontario  agency  for  the  following  magazine  ,  and  you 
positively  cannot  buv  on  the  same  terms  elsewhere.  The  question  is 
"WHY  PAY  MORE." 

FULLY  RETURNABLE 


TERMS 

LAID 

DOWN 

Motion  Picture 

15c 

Classic 

15c 

Parisienne 

lie 

Saucy  Stories 

lie 

Smart  Set 

19c 

Field   and   Stream 

15c 

Clever   Stories 

18c 

Pictorial  Review 

lie 

Metropolitan 

15c 

Collier's  Weekly 

7c 

Canada  Weekly 

3c 

Everywoman's  World 

10c 

Fascinating  Fiction 

18c 

Return  covers  only  within  sixty  days. 
All  cuts  and  adds  in  effect  same  day. 

This  is  a  thoroughly  Canadian  company  and  we  claim  your  support  in 
our  common  fight  for  a  square  deal  as  regards  both  prices  and  returns. 

IMPERIAL   NEWS  COMPANY,   LIMITED 

TORONTO  :-:  :-:  ONTARIO 


Thomas  Nelson  &  Sons 

LIMITED 
(Incorporating  T.  C.  &  E.  C.  Jack) 

Our  travellers  are  now  placing  orders  for 
present  and  Fall  delivery  and  will  have  the 
pleasure  of  calling  on  you  shortly  with  a 
complete  range  of  samples,  including  those 
of  T.  C.  &  E.  C.  Jack. 

Thos.  Nelson  &  Sons,  Limited 

77   Wellington  Street  West,   Toronto 
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Macmillan  Leaders  for  Spring 


FICTION 


KKNEST    POOLE 

His    Second    Wife    $1.50 

A    brilliant   story    by    the   author   of 
"The    Harbor"    and    "His     Family." 


EDEN    PIIILLPOTTS 

The    Chronicles    of    St. 


Tid.  . 


.$1.50 


RABINDRANATH    TAGORE 

Mashi    and    Other    Stories    $1.50 

MARY    S.    WATTS 

The'  Boardman    Family     $1.50 

DANIEL    CHASE  , 

The    Flood    Tide    $1.50 

FYODOR    DOSTOEVSKY 

The    Gambler    $1.50 

WAR  BOOKS 


Mr.  Phillpotts'  stories  have  an  ever- 
wideninjr     public     in     Canada. 


JOHN     MASEKIELD 

The    Old    Front    Lint 


MR.    GEORGE    SMITHERS 

Who     covers    the     West     for 
Macmillans 


CLEMENCE    DANE 

First    the    Blade     $1.50 

Her  first  story,  "Regiment  of  Wo- 
men," prepared  the  thoughtful 
reader  for  an  author  of  extra- 
ordinary   power,    insight    and    verve. 

ALICE    BROWN 

The    Flying    Teuton     $1.50 

Miss  Brown,  in  this  very  unusual  war  story,  maintains  the 
high  level  at  which  "The  Prisoner"  and  "Bromley  Neighbor- 
hood"   were    written. 


The    One     War    Book     You    Can't     Afford    to    Miss 

A  WAR  NURSE'S  DIARY 

The  first   whole,   authentic  and   detailed   description 

of   beleaguered    Antwerp.  A   Canadian   nurse   tells 

how,    systematically    and  in    devilish    earnestness, 

the     Germans     razed    the  city    and    all     in     it    to 
the    ground. 

By    a    Canadian     Author     (Illustrated)      -     -     $1.00 


$1.25 

A  masterly  description  of  the 
Battle  of  the  Somme.  and  a  com- 
panion   volume    to    Gallipoli. 

RHETA    CHILDE    DORR 

Inside  the  Russian  Revolution  $1.50 
It  clarifies  the  situation  there  in 
disturbed  Russia  in  a  way  hitherto 
unachieved. 


WILLIAM    ALLEN    WHITE 

In    the    Heart    of    a    Fool 

The    author    of    "A    Certain    Rich    Man' 
best. 


$1.50 

betters    his    previous 


GRANVILLE    FORTESCUE 

France  Bears  the  Burden...  $1.25 
A  tribute  to  the  high  endeavour  of 
France  written  by  a  man  who  is 
in  the  very  forefront  as  a  war 
correspondent. 

GABRIELLE        AND        MARGUERITE 
YERTA 

Six   Women  and  the  Invasion    $1.50 


What  was  the  best 
seller  as  a  Christmas 
gift   book    in 

CANADA? 
UNITED    STATES? 
GREAT    BRITAIN? 

RECOLLECTIONS 
By 

John     Morley,    O.M. 

"A    great    book    by    a 

great   man." 

2    voIb.    (boxed)    $7.50 

Write    for   special 

terms 


Five  Thousand  Facts  about 

CANADA 

1918   Edition    l^iow  Ready 


Larger  and  Better  than  Ever, 
revealing  Canada's  wonder- 
ful story  in  a  striking  way. 

Compiled  by  Frank  Yeigh, 
author  of  "Through  the 
Heart  of  Canada." 


Retail  Price,  25  Cents. 


Order  from  your  news  company,  or 

The  Canadian  Facts  Pub.  Co. 

588  Huron  Street,  Toronto 


TOY  PROFIT 


There  ia  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and    window   dressing,   where   to   buy   stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAR  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO., 


18   East   12th  Street 
NEW  YORK 


HOLD  THE  LINE 


(Registered) 


London  ( Eng.  J 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John  Heath's  Telephone 
Pen.  You  will  not  hold  it 
long  because  it  sells  so 
quickly.  There's  quality 
about  it.  It  writes 
smoothly,  never  corrodes, 
and  lasts  long.  Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
sale 
houses  in 
Toronto 

and 
Montreal 
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FEBRUARY,  1918 


VOL.  XXXIV     No.  2 


APRIL 


is  the  dividing  month  between  Winter  and  Spring,  and  at  this  time  the 
retailers  put  away  lines  featured  during  the  Winter  months  and  make 
preparations  for  Spring  and  Summer  goods. 

U  Our  Annual  Spring  Number,  comes  as  a  reminder  to  the  dealer  to  pre- 
pare not  only  for  the  Spring  and  Summer,  but  to  do  his  import  buying 
tor  September  School  trade,  Fall  and  Holiday  trade. 
II  Coming  at  this  important  time,  it  is  naturally  one  of  the  best  numbers 
of  the  year  and  one  that  will  be  kept  for  reference,  because  it  will  contain 
articles  of  real  help  to  retailers,  showing  them  how  to  increase  their 
sales  and  actually  create  business  in  their  districts.  Soldiers'  trade  will 
be  especially  featured.  r 

II  Considering  Canada's  unabated  prosperity  and  the  special  importance 
of  this  big  number,  it  is  opportune  that  publishers,  manufacturers  and 
wholesale  distributors  of  lines  sold  in  book  and  stationery  stores  should 
be  represented  in  it  with  good,  strong  announcements. 

No  Increase  Over  Regular  Rates  : 

Full  page  $35.00     Half  page         -$20.00 

Quarter  page     12.00     Eighth  page        8.00 

Book   Your  Order  Now 

Clip  this  coupon,  sign  and  return  it  now 
while  the  question  is  up  and  let  us  know 
when  copy  for  your  advertisement  will 
follow. 


MARCH  25 

is  closing  date 


Date 


1918. 


Bookseller  and  Stationer, 

143  University  Ave.,  Toronto. 

Reserve page  space  in  your  Annual  Spring  Number 

Full,    half,    quarter    or    eighth 

for  $ Copy  will  follow  to  reach  you  by 

i  (Final    date    March    '25) 

Name 


Address 
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In  the  future  the  Educational  Books  and  Games 
produced  by  McLoughlin  Bros.,  Inc.,  will  be  identi- 
fied by  the  above  trade-mark. 

For  almost  a  century  the  name  "McLoughlin  Bros."  has  been 
synonymous  with  Books  and  Games  which  not  only  amuse,  but 
educate.  During  this  long  period  the  firm  has  spared  neither  expense 
nor  effort  to  make  each  of  its  articles  a  true  inspiration  to  childhood 
— affording  genuine  amusement  while  formulating  good  habits  of 
thinking. 

This  consistent  adherence  to  high  standards  has  made  our  line  the 
best  of  its  kind  in  the  Toy  World,  and  therefore  the  most  saleable. 
That  this  standard  may  be  sustained,  we  recently  have  employed  a 
number  of  well-known  commercial  artists  to  concentrate  their 
genius  upon  the  production  of  our  goods.  The  result  is  a  line  that 
dealers  cannot  afford  to  omit  from  their  calculations  this  vear. 


STANDARD  JUVENILE  LINES 

Toy   Books   in   paper,  linen,    boards    and  cloth, 
ranging  in  price  from  2c.  to  $2.50  retail. 

M?  Lough  iin  Bros. 


•INCORPORATED* 
ESTABLISHED  1828 


890  Broadway,  at  19th  St.,  New  York 
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Illustrated,  Cloth   $1.50  net. 


The  U. P.  TRAIL 

By  Zane  Grey 

M  ["  Zane  Grey  has  found  in  the  building  of  the  first  iron  trail  across  the  continent  a 
^J  theme  that  has  thrilled  him  just  as  Stevenson  was  stirred  by  the  mere  contempla- 
-U  tion  of  this  vast  epic.  Mr.  Grey,  the  acknowledged  master  of  far  Western 
romance,  has  been  able  to  paint  a  picture  which  will  live  as  romance  and  as  history. 
Tf  He  has  shown  the  greatness  of  the  conception  of  the  idea,  the  faith,  which  moved 
mountains  and  bridged  chasms  in  order  to  bind  the  east  and  west  together;  the 
trained  imagination  which  leaped  over  all  the  obstacles  to  make  plain  the  way;  the 
epic  of  labor,  the  fights,  the  wantonness,  the  spilling  at  night  of  gold  earned  by  days  of 
sweat ;  the  bravery,  the  corruption,  the  self-sacrifice. 

Booksellers ! 


^rr     T\  l  ||  |     You  no  doubt  are  receiving  at  all  times,  books  and  advertising 

^J       DOOKSeilerS  matter   telling    you    "this    or   that   is    the    big    1918    book,    etc." 

Jl  VfVf      ov»       v»     o  •     m0S£  0f  these  are  "gambles"  as  far  as  the  booksellers  are  con- 

cerned. Zane  Grey  is  an  -assured  success  because  it  is  a  matter  of  record  that  booksellers  have  never 
been  "stuck"  with  a  GREY  book.  Men  and  women  of  all  tastes  buy  and  enjoy  Zane  Grey's  writ- 
ings. His  audience  is  not  confined  to  any  one  class.  He  is  one  of  the  very  few  present-day  writers 
whose  sales  continue  to  grow  with  each  new  book. 


Other  New  February  Books 


TITLE 


AUTHOR 


PRICE 


TITLE 


The    Bolsheviki    and    World    Peace      Leon    Trotzky $1.50 

The    Deserter Richard     Harding     Davis 50 

The    Scar    That    Tripled William    G.    Shepherd 50 

French-English  Military  Dictionary. Col.     C.     De     Witt     Wilson 

The    Full    Measure    of    Devotion ....  Dana    Gatlin 50 

Kitty    Catstairs J.    J.    Bell 1.35 

The    Tuck    Shop    Girl L.     C.     Oxenham 1.25 

His    Own    Accuser Silas    Hocking    1 .25 

The    Best   Short   Stories   of    1917 Edward    J.    O'Brien 1.50 

The    Golden    Treasury    of    Magazine 

Verse      W.    S.    Braithwaite 1.50 

The  Standard  Index  to  Short  Stories 

1900   to    1914    F.    J.    Hannigan 10.00 

Buddy's    Blighty Lieut.    Jack    Turner,    M.C 1.00 

Kitty    Canary Kate    Langley    Bosher 1.00 

Travelling    Under    Orders Major    Wm.    J.    Dunn 


AUTHOR  PRICE 

Booth     Tarkington R.    C   Halliday 1-25 

Sign     Talk     Ernest   Thompson    Seton 3.00 

Sayings    That    Never    Grow    Old Marshall     Brown 1.00 

Voyages     on     the     Yukon     and     Its 

Tributaries    Hudson    Stuck 4.50 

On  the  Headwaters  of  Peace  River.  Paul     Haworth 4.00 

Simba     Stewart    Edward    White 1.40 

Tales    From    Famished    Land Edward    Eyre    Hunt 1.25 

The     Ransom     of     Red     Chief     and 

Other    O.    Henry   Stories,    Selected  by    Franklin    K.    Mathews 1.35 

Canadian     Home     Vegetable     Gard- 
ening   From   A    to   Z Editors    of    Garden    Magazine..    1.25 

Color   in   My   Garden,   De   Luxe   Ed. .Louise     Beebe     Wilder 15.00 

A     History    of     Italian     Furniture — 

Vol.     1 Wm.    M.    Odom 30.00 


THE  MUSSON  BOOK  CO.,  LIMITED    -    Publishers   -   TORONTO 
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Editorial  Chronicle  and  Comment 


AS    TO    LIST   PRICES 

A  WESTERN  Ontario  bookseller  wrote  to 
Bookseller  and  Stationer  recently  com- 
plaining of  certain  books  being  sold  at  cut  prices  in 
department  stores,  the  protest  being  directed  against 
the  publishers  of  the  books  sold  at  such  reduced 
prices. 

This  is  an  old,  old  story.  The  question  of  turn- 
over enters  into  it,  and  it  is  obvious  that  if  sales  can 
be  sufficiently  multiplied,  retail  prices  may  be  legi- 
timately lowered.  A  bookseller  in  a  city  of  10,000 
people  cannot  sell  as  many  books  as  an  organization 
such  as  a  department  store  in  one  of  the  largest  cities. 
Tt  seems  to  us  that  the  best  thing  to  do  is  to  quit 
worrying  about  the  prices  at  which  books  are  sold  in 
the  department  stores.  We  do  not  mean  that  this 
subject  should  be  ignored.  Every  bookseller  should 
keep  posted  by  watching  department  store  advertise- 
ments in  the  metropolitan  papers,  but  having 
obtained  specific  information,  conditions  should  be 
looked  squarely  in  the  face.  Then  is  the  time  to 
decide  whether  or  not  it  will  pay  to  meet  the  price. 
If  sales  can  be  sufficiently  speeded  up  by  such  action 
it  will  be  good  business,  but  in  many  cases  the  long 
price  on  fewer  sales  will  bring  a  greater  net  profit 
when  total  sales  are  summed  up. 

There  are  cases,  of  course,  where  prices  are  so  cut 
as  to  completely  submerge  profits.  In  fact  one  of 
the  leading  novels  was  sold  by  competitive  dealers  in 
a  certain  city  in  the  holiday  season  just  past  at  about 
half  actual  cost.  This  cut-throat  method  is  produc- 
tive of  nothing  but  harm. 

In  each  case  the  problem  is  one  for  the  retailer 
himself.  What  any  competitor  may  do  should  never 
influence  a  merchant  to  deviate  from  a  course  that 
leads  to  a  sure  and  adequate  profit. 


-?"  is  asked  across  the 


HOW  LIBRARIES  HELP  SALES 

SPEAKING  of  the  wide  circulation  of  the  book 
"Raymond"  in  the  Central  Library  of  Toronto, 
the  opinion  was  expressed  by  one  of  the  librarians  in 
the  course  of  an  interview  that  wide  circulation  of 
such  a  book  in  a  library  really  helped  its  sale  in  the 
bookstores.  There  were  always  people  ready  to  buy 
a  book  about  which  many  people  are  talking,  and 
the  best  advertisement  for  a  book  is  to  have  it  talked 
about. 


"Have  you  read 

dining  table. 

Curiosity  is  aroused;  the  book  is  bought  and  read 
by  persons  who  can  afford  it.  and  it  is  given  away  as 
a  present  by  those  who  are  glad  to  know  of  a  book 
that  is  worth  giving. 

The  war  is  responsible  for  more  reading,  in  the 
opinion  of  this  librarian,  who  comes  in  contact' with 
many  book-borrowers  at  Toronto.  She  thinks  people 
have  less  money  to  spend  upon  amusements,  and  that 
thev  naturally  turn  to  books  as  their  substitute. 


BOOK  PRODUCTION 

SOME  interesting  facts,  are  brought  out  by  the 
"Publishers'  Weekly"  considering  relative  book 
production  in  England  and  America.  In  1017  the 
United  States  added  10,060  new  titles  to  its  national 
bookshelf,  a  net  loss  of  385  titles  as  compared  with 
1916,  or  of  2,000  as  compared  with  1913,  the  year 
before  the  war.  As  the  English  and  American  book 
production  totals  have  been  approximately  alike  in 
the  past  few  years  it  is  worth  while  at  the  present 
time  to  look  ahead  and  attempt  some  forecast  of 
1918  in  the  light  of  English  war-time  experience. 
Eollowing  are  the  totals  in  the  two  countries  for  the 
last  ten  years  as  recorded  in  the  representative  trade 
periodicals : 

United  States  Enjrland 

1908     9,254  9,821 

1909     10,901  10,725 

1910     13,470  10,804 

1911     11.223  10.914 

1912     10.903  10,096 

1913     12,230  12,379 

1914     12.010  11.537 

1915     9.734  10,665 

1916     10.445  9.149 

1917     10,600  8,131 

After  a  steady  increase  for  the  six  years  preceding 

1914  the  English  figures  began  an  unhurried  but 
steady  decrease  in  1914  which  in  1917  brought  the 
total  to  a  lower  point  than  at  any  time  since  1902. 

1915  showed  a  sharp  break  in  American  book  pro- 
duction but,  with  the  war  apparently  confined  to 
Europe  and  prosperity  everywhere  on  this  side, 
owing  to  war  business,  the  figures  recovered  some- 
what in  1916.  While  American  publishers  can  not 
possibly  be  called  upon  to  endure  the  severe  manu- 
facturing handicaps  under  which  the  submarine  war- 
fare has  forced  their  English  brethren  to  labor  for 
many  months,  still  it  will  not  be  surprising  if  our 
1918  figures  show  a  further  slight  falling  off — despite 
our  heavy  second  appetite  for  war  books. 
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NEWS  OF  THE  TRADE 


IHi 


MAYOR  HORD 

Fred.  C.  Hord,  bookseller  and  station- 
er of  Mitchell,  Ont.,  was  elected  mayor 
of  that  town  by  acclamation  for  1918, 
after  having  served  in  the  council  eight 
consecutive  years  as  councillor. 

TIMBERMAN    LEAVES   CINCINNATI 

0.  J.  Timberman,  until  recently  with 
the  Samuel  C.  Tatum  Co.,  of  Cincinnati, 
in  now  with  the  Boorum  &  Pease  Co.,  and 
the  Boorum  &  Pease  Loose  Leaf  Co.,  of 
New  York,  as  right  hand  man  to  W.  C. 
Bordenhauer,  now  vice-president  and 
sales  manager  of  both  concerns  since  the 
death  of  W.  C.  Bevin,  who  was  vice- 
president  of  the  Boorum  &  Pease  Co. 

Mr.  Timberman  has  been  a  resident  of 
Cincinnati  for  many  years,  and  has  been 
prominently  identified  with  the  business 
interests  of  that  city  during  his  entire 
business  career.  He  was  a  member  of 
the  Chamber  of  Commerce  of  that  city 
and  active  in  the  Foreign  Trade  Depart- 
ment of  that  body,  besides  being  connect- 
ed with  a  number  of  other  business  anci 
social  organizations  of  the  city.  The 
change  will  necessitate  his  removal  to 
Brooklyn  and,  while  he  has  already  en- 
tered upon  the  duties  of  his  new  position, 
it  is  not  his  intention  to  move  his  family 
until  some  time  during  the  coming  sum- 
mer. 

NEW  STORE  AT  GODERICH 

Porter's  book  store,  Goderich,  Ont.,  is 
now  located  in  the  store  next  the  Union 
Bank,  which  has  been  completely  over- 
hauled and  refitted  for  Mr.  Porter,  hard- 
wood floor  put  in,  hot  water  hepting 
installed,  and  new  semi-indirect  lighting 
fixtures.  The  main  floor  is  devoted  to  the 
book  and  stationery  departments,  up- 
stairs to  china,  etc.,  the  landing  to  wall 
paper,  and  the  basement  is  tlie  store 
room.  A  unique  feature  of  the  arrange- 
ment of  the  store  is  the  front,  which 
gives  three  display  windows  and  two  en- 
trances and  also  provides  for  an  unob- 
structed view  of  the  store  through  the 
central  window. 

BOOKSELLER  &  STATIONER  ac- 
knowledges receipt,  with  thanks,  of  a 
handsome  Christmas  box  from  the  Joseph 
Dixon  Crucible  Co.,  in  the  shape  of  an 
assortment  of  Dixon  pencils,  erasers  and 
penholders.  Particular  satisfaction  is 
felt  by  ye  editor  by  reason  of  the  fact 
that  the  pencils  include  specimens  of 
those  Dixon  pencils  with  big  smooth- 
writing  leads  which  have  always  been 
his  favorites. 

The  Imperial  News  Co.  has  been  de- 
voting special  attention  to  developing  the 
■branch  of  their  trade  in  American  maga- 


zines and  one  of  the  recent  special  ar- 
rangements affected  the  Warner  publi- 
cations: "Smart  Set,"  "Parisienne," 
"Saucy  Stories,"  "Field  and  Stream," 
"Fascinating  Stories"  and  "Clever 
Stories,"  the  latter  two  being  quarterlies. 
Other  deals  put  through  were  with  "Mo- 
tion Picture"  and  "Classic  Magazine," 
which  by  the  way  are  now  out  in  the 
large  flat  size  and  published  at  20c  in- 
stead of  15c  a  copy. 

TOM  ALLEN,  FATHER  AND  SON 

There  are  two  Tom  Aliens  in  the  book 
trade  now,  father  and  son*  for  Tom 
Allen  Jr.,  is  now  actively  associated  as 
one  of  the  assistants  of  Thomas  Allen, 
publisher,  of  Toronto.  It  is  about  thirty 
years  now  since  Tom  Allen  Sr.,  entered 
the  book  trade  with  the  house  of  William 
Briggs  and  for  twenty-five  years  of  that 
time  he  has  been  on  the  road  in  Canada 
selling  books.  He  is  one  of  the  select 
company  of  travelling  men  who  can  pro- 
duce a  sheaf  of  commercial  traveller's 
railroad  travelling  certificates  covering  a 
period  of  quarter  of  a  century.  May  Tom 
Jr.,  meet  with  the  same  brilliant  success 
that  has  attended  the  career  of  Tom  Sr 

WILKINSON  JOINS  MACMILLAN'S 

An  addition  to  the  Macmillan  Co.'s  staff 
is  the  appointment  of  Ronald  Wilkinson, 
as  senior  Ontario  traveller.  Mr.  Wilkin- 
son is  well  known  throughout  the  trade 


CURRER  WITH  MUSSON'S 

W.  M.  Currer  who  has  had  several 
yeaj's  experience  in  the  Canadian  book 
trade  but  who  last  year  was  associated 
with  the  Photo  Art  Co.,  of  Toronto,  is 
back  in  the  book  trade  as  one  of  the 
travelling  salesmen  of  the  Musson  Book 
Co.,  and  will  travel  in  Ontario. 

George  R.  Warwick,  president  of  War- 
wick Bros.  &  Rutter,  has  been  elected  a 
director  of  the  Excelsior  Life  Insurance 
Co. 

Alfred  C.  Gilbert  of  the  A.  C.  Gilbert 
Co.,  New  Haven,  Conn.,  and  Thomas  E. 
Menzies,  of  Menzies  &  Co.,  Ltd.,  Toronto, 
have  obtained  a  charter  for  a  company 
to  be  called  the  A.  C.  Gilbert-Menzies 
Co.,  Ltd.,  to  manufacture  in  Toronto, 
Erector  and  other  Gilbert  toys.  Mr. 
Menzies  is  president  and  Mr.  Gilbert, 
vice-president. 


RONALD    WILKINSON 

in-  this  country  having  covered  all  sec- 
tions of  the  country.  Now  he  is  going 
to  concentrate  his  attention  upon  On- 
tario with  the  extensive  Macmillan  line. 
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MacDOUGALL'S  NEW  HOME 

IN  the  latter  part  of  January  the  A.  R 
MacDougall  Co.  removed  from  the 
quarters  occupied  for  the  past  three 
years  at  266  King  Street  west  to  the 
Samuel  Benjamin  Building,  King  St.,  just 
west  of  Spadina  Avenue,  the  same  build- 
ing as  that  occupied  by  the  Fancy  Goods 
Co.,  of  Canada.  A.  R.  MacDougall  &  Co. 
have  the  whole  of  the  third  floor  of  this 
fine  building,  giving  them  10,000  square 
feet  of  floor  space  as  against  4,000 
square  feet  in  the  premises  just  vacated. 
This  firm  with  its  expending  business 
and  vastly  increased  stock  carried  in  To- 
ronto was  badly  cramped  in  the  former 
quarters  but  will  now  be  able  to  carry 
on  with  greater  satisfaction  to  the  trade 
as  well  as  more  efficiently  in  their  own 
interests. 

In  line  with  the  growth  of  the  business 
a  new  step  taken  for  1918  was  the  ap- 
pointment of  J.  N.  Laing  as  sales  man- 
ager. He  is  now  in  harness  and  is  full 
of  enthusiasm  reguarding  the  prospects 
of  pushing  the  Aro-mac  lines  still  fur- 
ther to  the  fore. 

Upon  entering  the  firm's  new  home,  one 
of  the  first  things  that  strike  the  visi- 
tor familiar  with  the  former  office  is 
the  comfortable  office  accommodation  for 
the  officials.  Mr.  MacDougall  has  a  com- 
modious office  just  inside  the  main  en- 
trance closed  off  from  the  general  offices, 
as  has  secretary  Boynton,  while  the  office 
of  Mr.  Laing  adjoins  the  sample  room 
which  occupies  the  south-east  section  of 
the  floor.  In  the  spacious  quarters  to  the 
rear  are  the  stock  rooms  and  receiving 
and  shipping  rooms. 


BOOKSELLER    AND    STATIONER 


H.  M.  Gross,  stationery,  Moncton,  N.B., 
has  suffered  damage  by  fire. 

The  C.  Howard  Hunt  Co.,  of  Camden, 
N.J.,  pen  manufacturers,  are  now  mak- 
ing paper  clips  as  well. 

The  Moore  Push  Pin  Co.,  of  Philadel- 
phia, gave  their  employees  a  banquet  at 
the  Poor  Richard  Club  in  that  city  on 
Saturday,  Dec.  28.  The  event  was  a  most 
enjoyable  one.  In  connection  with  the 
banquet  there  was  a  masquerade  dance 
and  a  programme  of  novel  entertainment. 
President  Mills  made  an  address  at  the 
banquet  and  the  other  chief  speaker  was 
Montgomery  Wright,  advertising  mana- 
ger of  the  John  B.  Stetson  Co.,  whose 
talk  was  on  co-operation  and  get-together 
meetings  which  are  part  of  the  plan  of 
the  company  he  is  with. 

Serre,  Grenier  &  Co.,  wholesale  and  re- 
tail stationery,  etc.,  Ottawa,  Ont.,  were 
burnt  out.     They  were  partially  insured. 

It  will  be  interesting  to  his  many 
friends  in  the  trade  to  learn  that  W.  A. 
Berry,  who  for  many  years  covered  east- 
ern Canada  for  the  United  States  Playing 
Card  Company,  has  become  associated 
with  Marcus  Ward,  Inc.,  manufacturers  of 
stationery. 

STANDARDIZATION 

As  indicating  the  good  influence  of  the 
National  Association  of  Stationers  of  the 
United  States,  comes  the  announcement 
from  the  Boorum  &  Pease  Loose  Leaf 
Co.  that  they  have  withdrawn  all  their 
lists  and  discounts  and  from  now  on 
will  sell  their  merchandise  at  net  prices. 
A  list  of  suggested  retail  prices  on  all 
of  the  loose  leaf  product  is  being  com- 
piled under  the  guidance  of.  the  Loose 
Leaf  Committee  of  the  National  Associa- 
tion of  Stationers  and  Manufacturers, 
which  is  worked  up  in  the  most  compre- 
hensive and  up  to  date  manner. 

RETAIL  PRICE  CONTROL 

In  considering  the  question  of  price 
control,  the  following  from  the  "Publish- 
ers' Weekly"  of  New  York  will  be  read 
with  interest: 

Colgate  &  Co.  of  Jersey  City,  well 
known  national  advertisers,  have  been 
indicted  by  the  Grand  Jury  in  the  United 
States  Court  of  Norfolk  for  violation  of 
the  Federal  laws  by  refusing  to  sell  their 
products  to  dealers  who  would  not  agree 
to  sell  at  the  prices  fixed  by  the  company. 
The  indictment  alleges  that  the  defen- 
dants, through  wholesale  and  retail  deal- 
ers, fixed  the  price  at  which  all  their  pro- 
ducts should  be  sold,  and  refused  to  sell 
to  dealers  who  would  not  agree  to  sell 
at  the  prices  fixed  by  the  company,  thus 
suppressing  competition. 

LIEUT.  CLIVE  HURST  KILLED 

Just  a  year  ago  BOOKSELLER  & 
STATIONER  had  a  news  paragraph 
together  with  a  picture  of  Flight  Lieut. 
Clive  Hurst,  who  had  just  joined  the 
Roval   Flying   Corps. 

Clive  Hurst  was  the  son  of  Aubrey  0. 
Hurst.  Lieut.  Hurst  had  been  a  hut- 
mate  of  Ball,  the  king  of  English  aerial 
fighters,  and  Bishop,  the  Canadian  ace 
of  aces.  Lieut.  Hurst  died  of  wounds 
on  January  22nd,  having  been  presum- 
ably shot  down  by  the  enemy,  but  suc- 


ceeding in  making  a  safe  landing  back  of 
bis  own  lines. 

The  news  of  their  son's  gallant  end 
came  in  a  cablegram  from  the  War 
Office  to  the  bereaved  parents.  In  his 
last  letter  home  Lieut.  Hurst  had  stated 
that  he  would  cable  shortly  a  change  of 
address.  The  family  naturally  was  look- 
ing for  this  advice. 
Took  Course  in  "Stunts" 

Lieut.  Hurst,  who  was  a  U.T.S.  boy, 
had  always  been  a  Scout  since  entering 
the  flying  corps,  the  elite  branch  of  the 
service.  Not  very  long  ago  the  War  De- 
partment detached  him  from  active  ser- 
vice and  gave  him  a  special  fortnight's 
course  in  "stunt  flying"  at  Portsmouth, 
subsequently  utilizing  his  services  as  an 
expert  instructor.     In  one  of  his  letters 


The    Late    CLIVE    HURST, 
Flight   Lieut.,    Squadron    29,    R.F.C. 

home  he  had  declared  that  he  was  going 
to  "get  out  of  this  instruction  business 
as  soon  as  possible"  as  he  was  "keen  to 
be  back  at  the  front." 

Mr.  Hurst  had  a  last  cable  from  his 
son  on  the  14th  instant,  stating  that  he 
was  then  leaving  for  France  and  would 
advise  as  soon  as  possible  as  to  his  new 
address.  The  sad  cable  from  the  War 
Office  contained  the  first  intimation  Mr. 
and  Mrs.  Hurst  had  received  that  he  had 
been  later  attached  to  Squadron  29.  He 
had  hoped  to  be  returned  to  his  old  Squad- 
ron 46,  but  it,  during  his  stay  in  England, 
had  been  transferred  to  Italy. 

Before  enlisting,  the  late  Clive  Hurst 
was  a  member  of  the  staff  of  the  Copp, 
Clark  Co. 

The  National  Mfg.  and  Import  Co.,  of 
Calgary,  Alta.,  are  the  Canadian  repre- 
sentatives of  the  Transogram  Co.,  of 
New  York,  toy  manufacturers  who  fea- 
ture "playthings  that  serve  a  purpose." 
J.  C.  Jaimet  &  Co.,  Kitchener,  Ont., 
will  shortly  move  into  a  new  and  much 
larger  store. 

Houragains's  drug  and  bookstore, 
Georgetown,  is  now  housed  in  a  fine  new 
store  of  modern  design.  In  addition  to 
a  good  stock  of  books  and  stationery, 
magazines,  etc.,  there  is  a  goodly  stock 
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of    gramaphones    and    records    and    also 
kodaks  and  photo  supplies. 

DELAYED  SHIPMENTS  EXPLAINED 
Newsdealers   Will   Do  Well   To  Take 
Pains  To  Acquaint  Their  Custom- 
ers   With    Traffic    Conditions 

NEWSDEALERS  should  endeavor 
to  guard  against  complaints  from 
customers  about  delays  in  maga- 
zine delivery  by  warning  them  in  advance 
that  traffic  conditions  in  the  United  States 
makes  this  circumstance  an  unavoidable 
one  nor  is  there  likely  to  be  an  early  re- 
lief. In  this  connection  one  of  the  big 
news  companies  has  been  sending  out  tc 
customers  the  following  letter  from  one 
of  the  biggest  magazine  publishing 
houses  of  New  York: 

"We  wish  to  call  your  attention  to  a 
serious  situation  at  the  railroad  termin- 
als in  and  about  New  York  and  through- 
out the  country,  which  is  responsible  for 
the  unusual  delays  in  the  delivery  of 
magazines,  etc.,  from  which  you  have  no 
doubt  suffered. 

"Besides  the  tremendous  job  of  mov- 
ing war  supplies,  the  severe  weather  of 
the  past  few  weeks  has  caused  the  rail- 
roads no  end  of  trouble  due  to  their  loco- 
motives, water  supply,  switches  and  yard 
equipment  freezing  up,  on  top  of  which 
was  piled  the  extra  heavy  burden  of 
holiday  traffic,  a  scarcity  of  labor  and 
the  problem  of  relieving  New  York  of 
coal  shortage. 

"To  partially  overcome  this  trouble  we 
are  shipping  our  magazines  as  early  as 
possible.  The  express  and  railroad  com- 
panies are  accepting  no  magazines  for 
shipment  until  their  terminals  are  re- 
lieved of  the  present  congestion  and  the 
railroad  mail  service  loading  platforms 
are  piled  from  the  floor  to  the  roof  with 
second  class  mail  matter  which  they  can- 
not move  from  lack  of  rolling  stock. 

"This  situation  may  be  relieved  in  a 
short  time,  or  may  become  worse,  but  in 
the  meantime  don't  blame  us  for  delay  in 
delivering  your  magazines,  as  we  are 
simply  helpless.  If  you  get  your  publica- 
tions late  put  them  on  sale  a  reasonable 
length  of  time  anyway,  as  the  issues  fol- 
lowing are  bound  to  be  late.  Remember 
— our  country  is  at  war,  and  we  must  all. 
do  our  bit  and  suffer  occasional  incon- 
venience. If  we  cannot  fight,  we  must 
not  fret.  Just  grin  and  bear  it.  'Carry 
on.'  " 

The  R.  0.  Smith  Co.,  Limited,  Orillia, 
incorporated  a  little  over  a  year  ago  as  a 
wholesale  company,  carrying  wrapping 
papers,  bags,  twine,  school  supplies,  sta- 
tionery sundries.  A  wholesale  sample 
room  and  office  has  been  opened  and  is 
in  charge  of  O.  Garnet  Smith. 

A  line  of  miniature  boats  operated  by 
clockwork  include  submarines,  torpedo 
boats,  launches,  yachts,  cruisers,  etc. 

The  Funny  Face  Family  is  an  original 
new  line  of  grotesque  figures  including 
"Reddy,"  "Bluey,"  "Whitie,"  etc.,  as  well 
as  their  favorite  pets  of  similar  construc- 
tion. 

War  dolls  are  being  shown  including 
orphans  representing  the  Allies,  in  the 
different  national  costumes.  There  are 
also  war  nurses  in  the  set. 


Leaves  from  the  Other   Fellow's  Book 

Having  to  do  Mostly  With  Newspaper  Advertisements    of    Retail    Booksellers    and 
Stationers  in  Various  Canadian  Cities  and  Towns. 


PHONOGRAPH  DEPARTMENT  IS 
PROFITABLE 

Some  Good  Pointers  For  Other  Dealers 
Afforded  by  Chappie's,  of  Gait 

A  STRIKING  feature  of  the  store 
of  F.  H.  Chappie,  Gait,  Ontario, 
is  the  large  stock  of  talking  ma- 
chines and  records.  The  business  done 
at  holiday  time  with  this  line  is  a  con- 
clusive illustration  going  to  show  that 
this  is  a  branch  of  trade  which  can  most 
efficiently  and  profitably  be  carried  on 
in  connection  with  a  well-conducted  book 
and    stationery    story. 

One  circumstance  that  makes  it  an 
especially  suitable  department  for  thosy 
stores  having  wall  paper  department,  as 
is  the  case  with  Chappies,  is  that  the 
season  when  the  wall  paper  trade  is  al- 
most nil  is  the  very  best  for  phonograph 
trade,  consequently  the  same  man  can 
attend  to  both,  thus  profitably  employ- 
ing his  time  practically  throughout  the 
year. 

For  the  accommodation  of  records, 
there  are  racks  in  the  Chappie  store, 
similar  to  the  old  type  of  bookcases,  the 
shelves  being  of  the  proper  height  to 
take  the  records  in  an  upright  position. 
Thus  they  are  readily  accessible  and 
many  records  can  be  stocked  in  small 
space.  This  also  permits  of  handy  classi- 
fication. 

A  very  pleasing  appearance  is  made  in 
this  store  by  the  apparently  complete 
stock  of  Everyman's  Library  in  section- 
al bookcases.  This  method  is  doubly  ad- 
vantageous because  it  helps  the  sale  of 
sectional  bookcases  as  well. 

Another  attractive  store  fixture  was  a 
rack  standing  about  six  feet  high  and  in 
size  of  the  proper  dimensions  to  carry 
a  stock  of  crepe  paper  in  rolls  and  folds. 
Thus  the  crepe  paper  stock  is  so  kept 
as  to  reduce  spoilages  to  a  minimum  and 
the  varigated  hues  presented  makes  it 
attractive  and  this  very  fact  often  ac- 
counts for  sales  that  would  not  other- 
wise be   made. 

Mr.  Chappie  told  of  his  experience  with 
certain  Toronto  publishing  houses.  One 
firm  was  always  enthusiastic  and  would 
push  big  quantity  sales  even  though  the 
genuine  merits  of  the  book  in  question 
might  be  doubtful.  Naturally  this  ex- 
perience had  taught  him  to  be  wary  as 
regards  that  firm.  This  attitude  was 
altogether  different  when  it  came  to  an- 
other publishing  house  which  he  named. 
When  they  boosted  a  book  he  could  take 
it  as  a  foregone  conclusion  that  that  par- 
ticular book  was  going  to  be  a  big  seller. 
It  had  always  proved  to  be  the  case.  This 
illustrated  the  value  of  having  the  confi- 
dence of  the  trade  and  carefully  guard- 
ing it  in  all  dealings. 

Chappies  deliver  the  Toronto  and  Lon- 
don morning  papers.  They  get  a  slight- 
ly advanced  rate  for  papers  that  are  de- 


livered and  this  goes  far  toward  cover- 
ing the  cost  of  delivery. 

In  this  store  separate  records  are  kept 
of  the  wallpaper  and  the  phonograph 
departments.  All  the  rest  of  the  business 
is  treated  as  one  department. 


A  WELL  BALANCED  WESTERN  ON- 
TARIO  BUSINESS 

Nelles  of  Guelph  Believes  in  Concentra- 
tion on   the   "Legitimate"   Book   and 
Stationery  Lines  and  Wallpaper 

ONE  of  the  western  Ontario  book- 
sellers and  stationers  having  exten- 
sive wallpaper  trade  as  well  is  C.  L. 
Nelles.  of  Guelph.  Speaking  to  BOOK- 
SELLER &  STATIONER  of  the  1918 
outlook  Mr.  Nelles  was  none  too  optim- 
istic. He  referred  to  the  bad  state  of 
this  trade  in  the  United  States  where 
there  had  recently  been  big  failures 
among  wallpaper  manufacturers,  with 
others  imminent.  The  trade  in  Canada 
would  not  suffer  so  much,  but  as  regard- 
ed local  prospects,  there  was  not  the 
usual  good  grist  of  orders  ahead  for 
contracts  to  re-paper  houses,  which  were 
usually  booked  in  January.  War  condi- 
tions, with  the  spirit  of  sacrifice  and 
economy  bein°:  practised  by  people  gen- 
erally, dictated  the  policy  of  "getting 
along  for  another  year  with  the  old 
paper." 

Mr.  Nelles  showed  interest  in  the  sol- 
dier trade  section  started  in  BOOKSELL- 
ER &  STATIONER  last  month  and  com- 
mended the  plan.  He  had  found  that  the 
goods  in  greatest  demand  for  soldiers 
were  cheap  books  and  such  articles  as 
playing  cards,  fountain  pens,  pencils  with 
supplies  of  leads  and  loose-leaf  memo 
books.  In  books,  perhaps  the  most  popu- 
lar of  all  were  the  English  sixpenny 
novels  (which,  by  the  way,  will  doubtless 
be  ninepence  this  year).  These  were 
of  such  a  shape  and  size  that  they  could 
easily  be  packed  away  in  the  soldiers' 
kits  without  unduly  bulking  them. 

The  Nelles  store  is  a  well-balanced  one 
with  an  immense  stock  of  what  may 
be  styled  the  "legitimate"  lines  and  an 
extensive  wallpaper  department. 

Mr.  Nelles  said  that  he  had  years  ago 
conceded  that  his  store  was  no  place 
for  fancy  goods  and  notions,  toys,  china, 
music  and  musical  instruments  or  sport- 
ing goods.  At  one  time  he  had  stocked 
all  these  lines,  but  one  by  one  he  had  cut 
them  out.  The  result  was  increasing 
efficiency  and  more  profitable  results  in 
building  up  the  book  and  stationery  bus- 
iness proper. 


GET  OUT  OF  THE  RUT 

To-morrow  demands  your  thought.  Old 
standards  are  being  swept  aside.  Old 
methods  are  tumbling  on  the  scrap 
heap.  New  methods  rule  in  the  busi 
ness  world.  A  new  era  is  drawing  in 
which  the  ways  of  yesterday  are  as  those 
of  ancient  Babylon — interesting  but  un- 
profitable. 

Look  forward!  Undreamed  of  heights 
are  being  scaled.  The  procession  moves 
swiftly.  The  merchant  who  focuses  his 
vision  on  the  past  is  doomed  to  the  lim- 
bo of  oblivion.  You  must  move  to  stay 
in  line. 

Modern  business  deminds  quick  sizing 
up  of  situations.  Quick  decisions  are  in 
order.  The  master  merchandising  plan 
of  yesterday  is  the  antique  of  to-day. 
New  conditions  demand  new  campaigns. 
Life  keeps  a  loose  leaf  ledger.  You  must 
use  bold  strokes  to  make  an  entry. 

Lot's  wife  looked  backward  and  never 
saw  the  Promised  Land.  The  man  who 
spent  his  days  marvelling  at  the  flaring 
gas  jet  might  have  invented  the  electric 
bulb.  Don't  delude  yourself  that  to-day's 
best  will  not  be  bettered.  Idols  are  tot- 
tering all  about  us. 

Call  vision  to  your  aid.  Without  it 
you  are  lost!  The  impossible  high 
school  boy  of  to-day  will  put  you  on  the 
shelf  to-morrow.  Even  now  he  senses 
the  inadequacy  of  your  cherished  plans. 
Forestall  him  if  you  can.  Anticipate 
his  ideas. 

But  don't  stop  there.  He'll  better  your 
methods  yet.  The  procession  never 
waits.  You  must  keep  moving  or  drop 
out.  Look  forward! — From  "The  Nation- 
al." 


GRINHAM'S  GOOD  IDEA 

In  the  recent  Christmas  trade  season 
F.  W.  Grinham  of  "The  Bookshop,"  Oak- 
ville,  Ont.,  used  his  regular  two  column 
five-inch  space  on  the  first  page  of  the 
Oakville  Record  to  draw  attention  to  a 
large  advertisement  of  holidav  books,  on 
the  back  page  occupying  two  columns,  full 
depth  of  page. 

The  smaller  advertisement  asked  the 
question  "Are  you  in  doubt  as  to  what  to 
give  for  Christmas?"  Then  the  reader 
was  referred  to  the  larger  advertisement 
for  the  solution  of  this  quandary. 


A  sensation  is  promised  by  a  new  pub- 
lishing house  in  New  York.  This  com- 
pany intimates  that  it  will  soon  be  able 
to  make  the  acquisition  of  "a  certain 
famous  Englishman"  upon  whose  shoul- 
ders these  publishers  say  they  "will  ride 
to  fame  in  an  hour." 
^8 


Courtesy  Cues 

1.  Talk  quietly,  slowly  and  distinctly. 

2.  Speak  well  of  everyone. 

3.  Move  quietly. 

4.  Be  courteous  over  the  telephone. 

5.  Return  borrowed  property. 

6.  Treat  strangers,  as  well  as  friends, 
kindly. 

7.  Be    interested     in    the    success     of 
others. 

8.  Keep  free  of  prejudice. 

9.  Give   the   other  fellow  a  chance   to 
explain  his  views. 


SOLDIER    TRADE  SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at 

Home  For  Forwarding  to  Soldiers  at  the  Front, 

in  Training  and  in  the  Base  Hospitals 


POPULAR-PRICED  papeteries  are 
ideal  articles  to  feature  as  appro- 
priate gifts  for  soldiers.  It  may  be 
argued  that  it  would  be  better  to  send 
paper  and  envelopes  in  bulk  rather  than 
in  papeterie  form,  but  on  the  contrary, 
were  the  soldier  at  the  front  to  declare 
his  preference,  it  would  be  in  favor  of 
the  box  as  the  ideal  receptacle  in  which 
to  keep  the  paper  and  envelopes  from  be- 
ing lost  or  soiled.  It  is  a  fact  that  the 
war  has  speeded  up  the  sale  of 
papeteries,  especially  those  at  25c  to  50c 
each. 

It  would  be  a  good  plan  for  a  dealer  to 
specialize  in  papeterie  trade  for  soldiers 
in  some  specific  manner.  For  instance, 
the  stationer  might  arrange  to  have  a 
special  "soldier's  box"  of  writing  paper 
made  up  for  him.  This  is  also  a  good 
suggestion  for  manufacturers.  Pape- 
teries selling  at  25c  each  have  such  a 
ready  and  steady  sale  that  there  are  not 
many  dealers  who  could  not  order  in  suf- 
ficient quantity  to  get  a  box  with  a  spe- 
cial label,  such  as  "The  Soldier's  Box," 
or  this  object  might  be  attained  by  hav- 
ing a  special  band  with  that  wording 
wrapped  around  a  regular  stock  pape- 
terie. 

Special    Soldiers'   Papeterie 

It  will  readily  be  appreciated  that  by 
buying  such  papeteries  in  large  quanti- 
ties good  displays  of  them  can  be  made 
in  the  show  window  or  inside  the  store. 

One  of  the  leading  papeterie  manufac- 
turers, speaking  on  this  subject  of  sol- 
dier papeterie  trade,  expressed  the  be- 
lief that  all  the  manufacturers  of  pape- 
teries stood  ready  to  fully  co-operate 
with  retail  dealers  in  every  reasonable 
manner  in  order  to  increase  trade  in 
these  goods. 

His  advice  was  that  every  retail  sta- 
tioner should  bend  his  utmost  efforts  to 
build  up  papeterie  sales.  The  time  was 
ripe,  he  thought,  for  aggressive  develop- 
ment of  trade  in  this  direction  and,  being 
a  cardinal  branch  of  the  stationery  busi- 
ness proper,  it  was  good  policy  to  foster 
it  in  the  most  aggressive  manner  at  this 
time.  The  variety  and  styles  and  the 
continually  changing  designs  of  pape- 
teries, as  regards  colorings  and  shapes 
of  the  boxes  themselves  and  textures 
and  tints  of  the  contents,  make  pape- 
teries one  of  the  most  pleasing  lines  of 
merchandise  to  sell.  Fine  stationery  is 
always  useful  and  appropriate  for  all 
gift  purposes  and  the  unusual  opportuni- 
ties for  getting  increased  business, 
afforded  by  soldier  trade  possibilities, 
makes  it  most  probable  that  the  present 


year,  with  so  many  more  soldiers  going 
to  the  front  from  Canada,  will  see  high 
water  mark  reached  as  regards  pape- 
teries sold  in  the  book  stores  throughout 
Canada. 

More    Canadian-Made    Papeteries 

New  papeteries  are  being  shown  by 
the  different  Canadian  as  well  as  United 
States  manufacturers  who  sell  extensive- 
ly in  Canada,  and  it  is  evident  that  re- 
tailers are  going  to  have  the  finest  pro- 
ductions to  choose  from  that  it  has  ever 
before  been  their  pleasure  to  inspect  and 
buy.  The  advertising  pages  of  BOOK- 
SELLER AND  STATIONER  should  be 
closely  scanned  for  news  of  new  produc- 
tions. More  papeteries  are  being  made 
in  this  country  than  ever  before.  The 
writer  just  in  the  past  month  inspected 
an  entirely  new  range  made  by  a  leading 
firm  who  have  never  before  undertaken 
the  manufacture  of  gift  papeteries.  This 
line  was  designed  especially  for  Christ- 
mas trade,  and  it  included  some  decided- 
ly attractive  ideas  as  regards  boxing  and 
in  point  of  the  nature  of  the  stock  inside 
the  boxes  as  well  as  its  arrangement. 
Just  as  manufacturers  are  fully  realizing 
the  big  increased  market  for  papeteries 
that  is  opening  up,  so  should  the  alert 
retailers  be  fully  alive  to  the  opportuni- 
ties afforded  by  the  decided  increase  in 
demand  for  boxed  stationery  which  is  be- 
ing experienced  generally  throughout  the 
trade. 

Applying  papeteries  to  the  soldier 
trade  question,  they  stand  well  to  the 
fore  as  appropriate  gifts  to  send  to  sol- 
diers, whether  they  be  in  the  trenches, 
in  the  training  camps,  or  in  the  base  hos- 
pitals. Wherever  they  are  they  need 
writing  paper,  and  why  shouldn't  it  go 
to  them  in  boxes  of  pleasing  appearance, 
which  at  the  same  time  will  serve  a  most 
useful  purpose  as  a  eood  place  for  the 
soldier  to  keep  his  writing  paper  and  en- 
velopes rather  than  being  bulked  with 
the  various  other  paraphernalia  of  the 
soldier's  equipment,  at  the  risk  of  being 
soiled  or  torn. 

Any  stationer,  by  imagining  himself  a 
soldier  at  the  front  or  in  training,  will 
appreciate  that  there  will  be  many, 
many  occasions  for  writing,  to  keep  up 
correspondence  with  home  and  friends, 
and  not  only  that,  but  also  because  the 
recreation  hours  cannot  always  be  spent 
in  reading  and  chatting  with  other  sol- 
diers; and  if  there  is  any  place  where 
genuine  homesickness  is  likely  to  assert 
itself  isn't  it  likely  to  be  the  front,  where 
the  boys  have  no  home  comforts?  Let- 
ters home  and  letters  to  friends  and 
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sweethearts  are  consequently  likely  to  be 
written  with  greater  frequency  than 
would  be  the  case  were  the  same  boys  to 
be  following  their  former  trend  of  life 
here  at  home.  Having  that  in  mind,  it 
should  be  persistently  impressed  upon 
the  people  over  here  that  it  is  up  to  them 
to  keep  the  boys  over  there  plentifully 
supplied  with  writing  material. 

Fountain  Pens  and  Pencils 

This  suggests  those  other  essentials, 
pencils  and  fountain  pens.  We  have  the 
word  of  many  who  have  been  across  that 
fountain  pens  and  pocket  pencils  are 
great  favorites  with  the  boys.  Fountain 
pens  of  the  self-filling  type  are  most  ap- 
preciated, and  in  pencils  they  like  the 
kind  with  a  supply  of  leads. 

The  fountain  pens,  of  course,  usually 
command  a  very  fair  price;  and  in 
pocket  pencils,  articles  of  similar  value 
and  even  higher  priced,  in  gold  and  sil- 
ver, are  to  be  had,  and  on  the  basis  of 
nothing  being  too  good  for  the  fighting 
boys,  people  who  can  well  afford  it 
should   send  these  better  grade  articles. 

Ink  for  Soldiers 

In  considering  different  items  for  sale 
among  goods  for  soldiers,  items  that 
should  not  be  overlooked  are  ink  powders 
and  ink  tablets.  It  is  difficult  to  send 
liquid  ink  in  soldiers'  parcels  at  any  time 
for  fear  of  breakages,  and  in  winter  time 
ink  will  freeze  and  be  spoiled.  Ink 
powder  and  tablets  may  be  had,  which 
make  first-class  ink  for  use  in  fountain 
pens.  A  suggestion  that  this  be  in- 
cluded in  parcels  to  soldiers  will  fre- 
quently result  in  extra  sales  of  these 
specialties. 

It  is  true  that  writing  paper  and  en- 
velopes, together  with  pens  and  ink,  are 
supplied  free  in  the  Y.M.C.A.  huts,  but 
despite  that  it  may  be  set  down  as  a  fact 
beyond  gainsaying  that  the  soldier  boys 
will  appreciate  receiving  all  of  these 
from  their  relatives  and  friends  back  in 
the  old  home  town. 

Bachelor  Buttons — Playing  Cards 

Bachelor  buttons  are  also  a  very  ne- 
cessary part  of  the  soldiers'  kit  and  one 
which  oftentimes  gets  depleted.  Bachelor 
buttons  and  playing  cards  are  two  articles 
which  are  too  frequently  overlooked  in 
making  up  the  overseas  parcel.  Both 
are  very  much  in  demand  by  tha  soldier 
on  ar.uve  service,  however,  as  is  proved 
by  the  brisk  demand  for  these  articles 
when  they  are  suggested  to  the  easterner 
in  connection  with  military  supplies  far 
the  overseas  parcel. 
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Further  Suggestions  for  Boosting  Soldier 

Trade 

After  the  Necessities  of  Life  Nothing  is  so  Essential  for  the 

Welfare  of  Soldiers  at  the  Front  as 

Good  Reading  Matter 


Here  are  some  suggestions  for  suitable 
show  cards: 


SEND  them  books!  Nothing  in  the 
whole  world,  after  the  necessities  of 
life,  is  so  essential  to  the  welfare  of 
soldiers  at  the  Front  as  are  books.  Noth 
ing  can  so  completely  save  them  from 
that  ennui  and  boredom  which  the  boys 
who  have  been  "over  there"  say  is  worse 
than  facing  shot  and  shell.  What  they 
need  is  books;  good  stories — what  the 
average  man  calls  cracking  good  stories 
— are'  what  they  want  in  order  to  get 
them  away  temporarily  from  the  ever- 
present  dreadful  "real"  and  fascinating 
"unreal."  Nothing  else  in  the  wide  world 
will  go  so  far  to  keep  them  sane  and 
normal  under  insane  and  abnormal  con- 
ditions as  books,  reading  matter,  nov- 
els, good  stories  that  stimulate  but  do 
not  overtax  and  weary  tired  minds  and 
bodies. 

And  the  job  is  ours  to  see  that  they 
get  them,  no  one  else  but  the  bookseller 
is  in  a  position  to  tackle  this  job  so  in- 
telligently and  effectively.  To  influence 
people  to  buy  books  to  send  to  the  sol- 
diers is  not  merely  business,  it  is  human- 
ity, it  is  patriotism  and  it  is  duty.  Those 
who  stay  at  home  must  do  all  they  can 
to  save  those  who  are  at  the  Front. 
Plenty  of  good  reading  matter  is  one  of 
the  essentials — not  the  only  one  but  one 
of  the  most  necessary. 

In  the  last  issue  BOOKSELLER  & 
STATIONER  told  of  the  great  work  be- 
ing carried  on  by  the  American  Lib- 
rary War  Association.  This  same  me- 
thod of  getting  books  to  the  Front  free 
of  additional  charge  is  not  available  in 
Canada,  but  it  is  to  be  hoped  that  it  soon 
will  be. 

By  making  good  use  of  the  liberal  sup- 
ply of  display  matter,  show  cards  espe- 
cially, which  pub'ishers  stand  ready  to 
supply  to  booksellers,  striking  window 
and  interior  displays  can  be  made  of 
books  especially  suitable  to  send  to  the 
soldiers. 

The  Kind  of  Books  to  Send 

Books  of  fiction  and  drama  will  be 
wanted  most,  books  of  adventure,  sea 
stories,  detective  stories,  historical  nov- 
els, and  collections  of  short  stories,  espe- 
cially humorous  ones.  Such  authors  as 
Kipling,  Doyle,  McCutcheon,  0.  Henry, 
Stockton,  Bindloss,  Tarkington,  Hopkin- 
son  Smith,  Oppenheim,  have  been  found 
popular  authors  with  men." 

Books  for  the  uneducated  are  needed. 
Some  of  the  men  have  not  reading  habits. 
Some  books  must  be  included  which  are 
not  over  their  heads.  People  should  not 
be  too  fastidious,  but  should  help  the 
humblest  reader  by  sending  some  titles 
which  might  not  find  place  in  their  own 
libraries. 

For  a  window  display,  here  are  sugges- 
tions that  may  be  adopted:  For  a  back- 
ground a  canvas    showing  a  sunset  with 


a  sentinel  on  duty  can  be  prepared  at 
comparatively  little  cost  by  any  local 
painter.  It  may  not  be  a  "work  of  art," 
but  will  serve  its  purpose  satisfactorily. 
In  front  of  this  can  be  shown  a  tent,  with 
a  dummy  soldier  reading  a  book.  If  such 
a  dummy  soldier  cannot  be  obtained  hire 
a  youth  to  pose  as  a  soldier  for  at  least 
a  day  or  two.  This  could  be  de- 
pended upon  to  stir  up  extraordinary  in- 
terest. For  the  floor,  artificial  grass 
may  be  used  and  of  course  the  whole  ar- 
rangement should  be  applied  by  showing 
good  assortments  of  books  with  strong 
show  cards  and  one  big  sign  with  this 
wording: 

"Buy  a  Book  For  the  Soldier  Boy" 


Cheer  the  Boys  in 
the  Camps 

with  some  good   books.  They  are 

SIXTY  CENTS  EACH 

The  nearest  soldiers'  camp  is 


Buy  a  Book  for 
the  Soldier  Boy 


Here's  a   list  of  the  kind 
they  like  to  read 


SIXTY  CENTS  EACH 


Specially  Good  Books 


for  the 


Soldier  Boy 

35c.  each 
3  for  one  dollar 


Editor's  Note. — The  foregoing  is  an 
adaptation  of  suggestions  contained  in 
some  particularly  good  soldier  book 
trade  literature  prepared  by  Grossett  & 
Dunlop,  with  amplifications  and  sugges- 
tions especially  applicable  to  soldier  trade, 
in  Canada. 


Soldiers'  Trench  Candles 


Special   for   Soldiers   in   the    Trenches — 
Will  Burn  for   15  Hours 

We  have  had  a  great  demand  for  this  article. 
We  also  have  the  Trench  Lamp  for  holding 
this  candle.  It  has  a  globe  to  keep  wind  from 
blowing  it  out  and  also  makes  a  handy  holder 
for  heating  a  cup. 

A  WONDERFUL  IDEA 

Price  of  Candles  8c.  each;  85c.  per  dozen 
Price  of  Lamp,  25c.  each;  $2.75  per  dozen 


STEDMAN'S  BOOKSTORE 

LIMITED 
BELL  PHONE  569.      160  COLBORNE  STREET 


This    advertisement   by   one    of    the    leading   book    and   stationery    stores    of    Brantford,    Ont., 

affords   a    good   suggestion    to   other   stationers    for   advertising    a   good 

specialty  for  soldiers. 
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HOW  TO  GET  THE  INFORMATION 
THE  CUSTOMER  WANTS" 


Fourth  Address  by  Frank  Stockdale. 


I 


I  THIS  Fourth  Lecture,  Frank  Stockdale,  the 
Advisory  Counsellor  on  business-  system  for  the 
United  Advertising  Clubs  of  the  World,  out  of  his  ex- 
tensive study  of  business  formulates  some  ideas  for 
finding  out  what  the  purchaser  wants  to  know  about 
the  goods,  and  how  this  information  may  be  effective- 
ly used  in  building  business.  This  lecture  is  perhaps 
the  high  water  mark  of  the  series.  Behind  every  sell- 
ing argument  there  is  some  information.  Is-  this 
information  a  help  or  a  hindrance  to  that  sale?  TJiis 
is  the  question  that  Mr.  Stockdale's  address  will  settle 
for  you. — Editor's  Note. 

THE  securing  of  information  which  is  generally 
wanted  by  the  customer  either  in  advertise- 
ments or  from  the  sales  clerk,  and  the  dissem- 
inating of  that  information  in  such  a  manner  as  to 
bring  maximum  results  in  the  sale  of  merchandise, 
was  the  subject  matter  of  Mr.  Stockdale's  fourth 
address  entitled  "How  to  Get  the  Information  the 
Customer  Wants." 

"Who  wants  to  secure  this  information — the  ad- 
vertising man,  the  sales  person,  the  travelling  sales- 
man, the  manufacturer,  the  window  trimmer,  the 
man  who  displays  merchandise  in  the  store?  All 
these  want  information  for  the  customer,"  said  Mr. 
Stockdale. 

Pointing  out  that  advertising  applies  to  all  forms 
of  selling,  Mr.  Stockdale  repeated  the  statement  of 
L.  W.  Hill  of  the  Great  Northern  Railway  at  the  St. 
Louis  Convention  of  the  Associated  Advertising  Clubs 
of  the  World  to  the  effect  that  "anything  desirable  is 
advertisable  just  as  anything  desirable  is  salable." 
"I  think  we  assume  too  often  that  the  customer 
does  not  need  any  information.  That  is  one  of  the 
greatest  mistakes.  We  make  it  unconsciously  but  we 
act  as  if  the  customer  did  not  need  it.  Recently  the 
question  came  up  as  to  whether  coal  was  advertis- 
able. The  suggestion  was  made  that  people  had  be- 
gun to  think  of  coal  in  terms  of  heat  units.  People 
had  begun  to  realize  that  there  are  tons  of  coal  and 
tons  of  coal,  the  same  as  we  used  to  think  a  margin 
of  30  per  cent,  was  a  margin  of  30  per  cent.  We  are 
gradually  getting  over  all  these  things.  They  found 
a  salient  thing  to  advertise  about  coal.  When  you 
buy  coal  for  your  residence  you  buy  it  for  warmth 
and  so  there  is  a  chance  for  people  to  sell  warmth 
and  that  is  coal  satisfaction." 

Taking  milk  for  an  example,  Mr.  Stockdale  asked 
if  this  product  was  advertisable.  He  mentioned  sani- 
tation, but  added  that  this  was  only  advertising  ser- 
vice which  goes  with  the  milk.  "Is  there  anything 
you  don't  know  about  milk?"  asked  Mr.  Stockdale, 
stating  that  a  certain  milk  company  found  it  worth 
while  to  use  a^  whole  page  in  the  Saturday  Evening 
Post  to  advertise  milk. 


"There  were  just  two  things  advertised  about  that 
milk  and  these  two  things  were  that  the  milk  was 
nourishing  and  that  it  was  cheap.  Milk  does  the 
work  and  it  does  it  at  low  cost — a  good  basis  for 
milk  advertising.  That  is  the  same  way  to  advertise 
coal,  and  that  is  what  the  customer  wants  to  know." 

Turning  to  the  question  as  to  what  kind  of  infor- 
mation the  customer  wants,  Mr.  Stockdale  brought  to 
the  attention  of  the  gathering  a  method  followed  in 
Gimbel  Bros.'  store  of  New  York. 

"They  went  down  into  their  trunk  department 
and  found  they  were  selling  lots  of  trunks  to  women. 
They  wanted  to  find  out  what  women  wanted  to  know 
about  trunks.  In  too  many  cases  we  decide  what  the 
customer  should  know  and  hand  it  out  to  them.  You 
will  be  surprised  when  you  find  what  the  customer 
wanted  to  know  about  trunks.  Ninety  per  cent,  of 
the  buyers  wanted  to  know  'whether  the  locks  were 
strong.' 

"They  next  wanted  to  find  out  what  the  customer 
wanted  to  know  about  children's  suits.  Did  they  ask 
about  the  material,  or  colors?  Partly,  but  the  great 
majority  asked  'are  they  hard  to  iron?'  Every  woman 
who  has  to  do  that  jolt  considers  it  a  logical  question." 

Turning  to  the  men's  suit  department.  Mr.  Stock- 
dale  slated  that  the  majority  of  customers  wanted  to 
know  "whether  the  suits  would  hold  their  shape  or 
not." 

"It  is  evident  we  have  to  get  down  to  a  rather 
minute  analysis,"  said  Mr.  Stockdale. 

"Talking  to  customers  over  the  counter  we  too 
often  use  technical  terms  understood  by  the  trade  and 
not  understood  by  the  public.  One  of  the  keenest 
managers  of  a  retail  store  i-  Miss  Ennis  of  The 
Emporium.  San  Francisco.  When  she  talks  about 
hosiery  she  calls  them  stockings,  and  when  she  talks 
about  millinery  she  calls  them  hats.  She  gets  away 
from  technical  expressions  and  she  keeps  all  her  ad- 
vertising right  down  to  common  expression-. 

"In  silks,  the  customer  buys  color  and  they  want 
it  every  time,"  said  Mr.  Stockdale. 

At  this  point  he  outlined  several  points  which 
he  regarded  as  fundamental  principles  in  connec- 
tion with  advertising  and  selling.  These  points  were 
as  follows: 

1.  "All  selling  arguments  whether  on  paper  or 
across  the  counter  should  be  as  simple  as  can  be  made 
instead  of  bombastic. 

2.  "They  should  be  as  specific  as  possible  instead 
of  generalities. 

3.  "Should  be  positive  instead  of  negative.  Don't 
tell  them  what  the  merchandise  'is  not.'  One  of  the 
big  business  men  in  the  U.  S.  gave  me  this  point  and 
in  all  his  sales  talk,  no  matter  how  many  knockers 
there  are,  his  advertisements  are  always  absolutely 
positive. 

4.  "Get  real  information  into  advertising — real 
facts  rather  than  opinions.     Don't  tell  the  customer 
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what  you  think  of  the  product  but  give  facts.  In 
selling  an  article  in  the  store,  start  your  sales  talk 
with  the  customer's  interest,  not  your  own.  Start 
with  the  'you'  appeal. 

Mail  order  houses  certainly  have  the  best  retail 
advertising.  They  invariably  start  with  the  'you' 
idea,  addressing  the  customer  and  emphasize  his 
particular  use  of  the  merchandise. 

5.  "Understate  rather  than  overstate  in  selling. 
That  is  the  way  to  keep  merchandise  'sold.' 

6.  "There  are  certain  things  about  merchandise 
that  are  fundamental.  These  should  be  repeated 
until  they  stick  in  people's  minds.  News  may  be 
changed  but  don't  try  to  find  a  new  fundamental 
fact. 

7.  "Real  ability  is  liked  by  customers.  One  mer- 
chant .said  'I  believe  people  like  ability  in  the  mer- 
chant just  as  well  as  in  the  family  physician  or  the 
attorney.  They  like  to  regard  the  merchant  as  an 
authority  on  his  merchandise.' 

8.  "Sales  talk  and  advertising  should  be  planned 
instead  of  hit-and-miss." 

Illustrating  some  of  the  foregoing  points  as  re- 
gards retail  advertising  Mr.  Stockdale  stated  that  of 
200  advertisements  which  he  recently  judged  in  a 
prize  winning  contest  at  the  Pacific  Coast  Advertising 
Convention,  143  contained  the  word,  "Reduced.'' 
either  expressed  or  implied. 

"Whether  you  are  selling  over  the  counter  or 
through  advertising,  if  you  are  selling  on  this  plan 
your  salary  is  not  as  large  as  it  might  be,"  said  Mr. 
Stockdale.   taking  issue  with   thi.s  form  of  advertis- 

"It  does  not  take  advertising  ability  to  write 
'former  price  $15 .  00  now  $9 .  98.'  T  would  say  to  all 
people  interested  in  retail  advertising  as  long  as  that 
dominates  your  advertising  your  position  will  never 
be  a  very  high  salaried  position  because  it  does  not 
take  ability  to  do  it." 

Illustrating  by  parallel  lines  that  merchandise 
and  price  were  on  a  common  plane,  Mr.  Stockdale 
stated  that  the  man  who  makes  a  success  is  the  man 
who  makes  the  merchandise  look  bigger  than  the 
price. 

"There  are  two  ways  of  doing  this,"  said  Mr. 
Stockdale,  "one  is  to  lower  the  price  and  the  other  is 
to  lift  the  merchandise.  If  you  are  lifting  the  mer- 
chandise in  the  eyes  of  the  customer,  whenever  you 
lift  the  merchandise  you,  as  a  salesman,  are  render- 
ing a  service  to  that  customer.  The  way  to  do  that  is 
to  know  the  merchandise  and  the  customer.  Some 
people  know  the  merchandise  but  they  don't  know 
the  customer." 

Illustrating  this  last  point  Mr.  Stockdale  cited 
the  case  of  a  hardware  salesman,  who,  though  he  had 
a  most  detailed  knowledge  of  the  manufacture  of 
shotguns,  failed  to  make  a  sale  to  a  certain  customer. 
The  customer  eventually  bought  his  gun  at  a  store 
where  the  sales  talk  of  the  man  behind  the  counter 
consisted  of  the  statement  "shoulder  that  gun,  that 
will  'get  him.'  " 

"That  statement  carried  him,"  said  Mr.  Stock- 
dale,  "for  it  was  ducks  he  wanted  and  not  a  detailed 
knowledge  of  the  gun. 

"Let  us  keep  in  mind  what  the  customer  wante 
and   that  will   help  us  in   lifting  the  merchandise. 


The  man  who  makes  the  sale  has  a  knowledge  of  the 
merchandise  and  knows  his  customer  as  well. 

merchant's  own  experiences  are  source  of 
information 

"In  getting  the  information  wanted  by  the  cus- 
tomer, the  merchant  should  take  into  account  his 
own  experiences  as  a  customer.  He  should  study  the 
use  of  goods  by  himself  and  his  own  family.  Many 
times  you  can  get  the  information  by  studying  manu- 
facturers' literature.  Manufacturers  in  many  cases 
analyse  the  appeal  in  their  merchandise. 

"One  rug  firm  I  know  found  out  what  the  custom- 
er wanted  to  know  by  getting  dealers  who  handled 
their  product  to  send  in  their  best  advertisements. 
They  selected  the  best  of  these  and  published  them  in 
a  large  book.  They  had  the  'dealer  idea'  of  what  the 
customer  wanted  to  know  and  in  bringing  their  own 
experiences  in  they  got  a  series  of  advertisements  of  a 
high  class  nature.  The  advertisements  appealed  to 
the  u.-<e  of  the  customer  for  rugs  in  the  office  and  the 
home  and  gave  information  on  selecting  rugs. 

"A  manufacturer  selling  high  class  candies  knows 
that  his  best  appeal  is  to  people  who  buy  candies  for 
particular  purposes.  Knowing  that  the  most  sales 
of  candy  were  made  to  young  men  for  their  lady 
friends,  the  advertisements  of  one  company  run 
along  this  line — 'this  candy  is  bought  to  make  an 
impression.' 

"The  manufacturers  who  are  making  a  success 
get  that  selling  angle  and  are  able  to  give  a  lot  of  in- 
formation the  customer  wants,"  said  Mr.  Stockdale, 
admonishing  the  merchants  not  to  throw  manufac- 
turers' literature  away.  "I  think  there  is  enough  in- 
formation the  customer  wants  that  goes  into  the 
waste  paper  basket  to  give  us  all  that  we  want." 

The  arguments  used  by  travelling  salesmen  were 
also  mentioned  as  a  source  for  the  retail  merchant 
to  secure  the  information  the  customer  wants.  "The 
travelling  salesmen  have  to  put  up  arguments  and 
they  should  be  used  in  selling  to  the  customer,"  said 
Mr.  Stockdale.  Making  the  point  that  salesmen  do 
not  always  give  this  information  unless  it  is  specifi- 
cally asked  for,  he  pointed  out  two  reasons  why  sales- 
men do  not  give  this  information  to  merchants. 

"One  reason  is  that  some  salasmen  do  not  care 
anything  about  holding  the  merchant  and  the  other 
is  that  the  merchant  is  too  busy,"  said  Mr.  Stockdale, 
"to  listen  to  the  travelling  salesman  and  get  the 
information." 

"I  am  sorry  for  that  merchant,  and  when  he 
arrives  at  that  stage  a  better  classification  for  him  is 
'storekeeper'  instead  of  'merchant,'  because  that  is 
one  of  the  ways  he  should  spend  his  time.  The  keen, 
wide-awake  merchants  do  not  let  the  travelling  sales- 
men go  by  without  treating  them  courteously  and 
getting  the  information  they  have." 

At  this  point  Mr.  Stockdale  mentioned  the  case 
of  a  salesman  selling  hosiery.  On  his  initial  trip  he 
was  severely  questioned  by  several  employees  in  one 
store  as  to  the  salient  points  of  the  line  he  carried. 
Re  was  somewhat  "peeved"  but  on  returning  found 
that  the  store  had  used  the  information  for  a  great 
advertising  campaign  and  had  cleaned  out  their 
stock  so  that  a  larger  repeat  order  was  necessary. 

Turning  to  the  question  of  "What  your  sales 
people  sell,"  Mr.  Stockdale  stated  that  one  merchant 
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goes  around  and  asks  his  sales  people  about  the  sell- 
ing points  of  their  lines.  This  action  he  stated  not 
only  unnerved  the  self-conscious  sales  clerk  who 
knew  no  outstanding  points  about  the  line  handled, 
but  gave  no  information  to  the  merchant  which  he 
should  wish  to  incorporate  in  advertising. 

"A  great  many  advertisers  want  to  say  something 
big  and  sensational,"  said  Mr.  Stockdale,  "but  the 
information  you  want  and  the  customer  wants  can 
be  secured  by  getting  off  to  one  side  when  your  sales 
person  is  handling  a  'tough  customer.'  When  the 
sales  person  puts  that  sale  over  he  has  used  some  of 
the  information  the  customer  wants  and  all  you 
want  is  to  become  a  good  reporter  and  you  have  it. 
Study  the  customer's  objection  and  then  overcome 
those  objections." 

Mr.  Stockdale  here  illustrated  the  case  of  a  sales- 
man for  the  National  Cash  Register  Company  who 
won  for  three  consecutive  years  the  prize  for  best 
salesmanship  results  at  the  annual  convention  of  the 
company  in  a  foreign  country.  The  young  man's 
reply  as  to  how  he  got  the  sales  was  that  he  studied 
the  customer's  objections  and  never  let  an  objection 
come  up  a  second  time  without  being  able  to  answer 
it. 

"Study  the  customer,  treat  him  sociably  and  mix 
with  him  in  your  home,"  said  Mr.  Stockdale.  "The 
making  of  a  point  of  contact  is  worth  while.  Study 
mail  order  advertising  and  find  out  what  the  cus- 
tomer wants  to  know.  This  form  of  advertising  does 
not  have  to  bring  people  to  the  store,  but  it  has  to 
make  people  sit  down  and  write  orders,  get  drafts 
from  the  bank,  mail  them  and  go  distances  to  get 
their  merchandise.  We  do  well  if  we  write  advertise- 
ments that  make  people  come  to  our  store  and  look 
at  our  merchandise." 

Illustrating  the  specific  value  of  certain  mail 
order  advertising  Mr.  Stockdale  mentioned  the  occa- 
sion of  a  visit  to  a  southern  town  where  he  addressed 
a  small  gathering  of  about  twenty-five  retail  mer- 
chants. On  the  impulse  to  try  something  new  he 
opened  a  mail  order  catalog  and  turned  to  an  ad- 
vertisement giving  eighteen  outstanding  reasons  why 
customers  should  purchase  an  oil  heater.  The 
advertisements  carried  the  "you"  appeal  and  the 
frosty  night  carried  out  the  setting.  When  he  fin- 
ished reading  the  ad.  which  made  a  direct  appeal  to 
the  customer's  use  for  a  heater,  Mr.  Stockdale  asked 
how  many  wanted  to  buy  a  heater.  Two  hands  went 
up  and  five  others  admitted  they  were  much  more 
interested  in  heaters  than  they  were  when  they  came 
to  the  meeting. 

In  recommending  mail  order  advertisements  as 
a  source  of  securing  information  for  the  customer 
Mr.  Stockdale  warned  that  only  mail  order  houses 
with  long  standing  should  be  taken  as  authority,  and 
that  "mushroom  growth"  houses  should  be  avoided 
as  far  as  advertisements  were  concerned. 

"Study  the  goods,  the  customer  and  advertising," 
said  Mr.  Stockdale,  concluding  his  address,  "and  the 
meat  is  in  the  middle — get  the  information  the  cus- 
tomer wants." 


Some  very  interesting  and  instructive  matter  was 
contained  in  the  answers  of  Mr.  Stockdale  to  certain 
questions  on  retail  merchandising  submitted  in  writ- 


ing during  the  series  of  lectures.  These  questions 
and  answers  are  reprinted  herewith : — 

1.  (Question) — "Can  you  explain  if  there  is  a 
science  or  a  rule  whereby  a  sales  clerk  can  recognize 
the  psychological  moment  when  to  close  a  sale  and 
have  it  remain  closed?" 

(Reply) — "I  have  already  answered  as  regards 
the  .science  and  I  will  answer  and  say  I  don't 
know  any  rule  for  closing  a  sale.  In  fa.ct  I  don't 
know  any  rule  for  judging  human  nature,  but  there 
is  one  thought  I  would  like  to  make  in  regard  to  this 
matter.  I  have  talked  with  several  salesmen  on  the 
subject  as  to  a  rule  or  even  a  suggestion  as  to  when  is 
the  right  time  to  close  a  sale.  When  the  sales  person 
does  all  the  talking  and  leaves  the  customer  to  stand 
and  listen  and  do  nothing  else,  there  is  no  definite 
opportunity  of  judging,  at  least  by  the  customer's 
actions  or  words,  as  to  what  that  customer  is  think- 
ing; and  if  you  have  to  depend  upon  looking  at  a 
person  to  determine  what  they  are  thinking  you  have 
a  real  job.  The  suggestion  made  by  several  salesmen 
is  that  sales  people  talk  too  much  in  making  sales  as 
a  rule.  The  hardest  customer  to  sell  is  the  customer 
that  won't  say  anything.  One  salesman's  strategy 
is  to  stop  talking  himself  and  just  show  the  mer- 
chandise until  the  customer  speaks  up.  One  reason 
sales  people  so  often  overshoot  the  mark  and  fail  to 
know  when  the  right  closing  time  comes  is  because 
they  get  under  such  high  pressure.  They  get  run- 
ning "on  high"  and  it  is  hard  for  them  to  stop  when 
they  reach  the  right  point.  I  would  suggest  that  you 
make  the  customer  talk  if  possible  if  you  want  to 
find  when  to  close  the  sale." 


2.  (Question)— "Do  you  think  business  is  in- 
creased by  allowing  the  customer  to  make  a  practice 
of  buying  goods  to-day,  using  them  and  returning 
next  day  for  refund,  the  reason  being  given  that  the 
'goods  do  not  suit'?" 

(Answer) — "It  is  a  specific  illustration  of  a 
store's  policy  as  to  whether  or  not  you  will  allow  the 
customer  to  take  advantage  and  do  what  is  not  honest. 
Tt  is  absolutely  not  honest  on  the  part  of  the  customer 
but  we  find  a  lot  of  successful  stores  that  do  not  base 
their  policy  upon  the  few  isolated  cases  of  dishonesty. 
That  applies  as  well  to  theft  in  stores.  When  I 
advise  merchants  to  put  stock  on  the  counter  they  do 
not  do  it  because  they  think  they  will  lose  it,  but  I 
have  found  stores  that  do  so  and  they  have  a  profit 
after  the  customers  have  taken  what  they  want.  If 
I  were  a  reformer  and  a  customer  should  take  out 
goods  for  the  purpose  of  using  them  and  returning 
them  later,  I  would  call  that  customer  on  the  carpet 
and  tell  him  what  I  thought  of  him.  That  is  if  I 
were  a  reformer. 

"The  principle  I  would  like  to  leave  with  you  in 
this  regard  is  contained  in  a  very  wise  saying  made 
by  W.  H.  Wanamaker,  who  said  "don't  sacrifice  to- 
morrow's business  for  to-day's  profits?  If  the  profit 
loss  is  too  great  you  have  got  to  put  a  check  on  it.  I 
find  merchapts'  associations  and  particularly  in  these 
times  who  have  put  on  an  educational  campaign  to 
get  away  from  this  sort  of  thing. 

"The  reply  of  one  merchant  to  this  question  was 
'the  customers  run  my  store  and  I  charge  them  for  it.' 

"That  system  is  used  to  a  great  extent,"  stated 
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Mr.  Stockdale,  who  illustrated  the  point  in  the  fol- 
lowing manner: 

"One  man  hought  a  hay  baler  and  used  it  for  a 
season,  after  which  he  wrote  to  the  mail  order  house 
to  take  it  back.  The  house  took  it  back  and  investi- 
gated the  case.  They  claim  that  the  price  of  the 
baler  was  the  best  advertising  investment  they  ever 
made. 

"If  they  are  on  your  side  they  may  be  the  best 
advertisement,"  said  Mr.  Stockdale,  reminding  the 
merchants  that  "a  satisfied  customer  is  the  best  ad- 
vertisement." 


3.  Question — "What  proportion  of  increased  ex- 
pense, is,  in  your  opinion,  due  to  the  demands  made 
by  (he  consumer  for  expert  service  and  delivery?" 

(Answer) — "I  cannot  state  in  percentages  what 
my  opinion  is  but  we  all  know  that  some  of  the  extra 
cost  of  doing  business  is  due  not  simply  to  'expert' 
service  but  to  the  service  that  is  absolutely  useless  to 
the  customer.  We  know  that  the  customer  in  the 
matter  of  delivery  sometimes  will  have  the  merchant 
deliver  when  it  would  not  inconvenience  them  in  the 
least  to  carry  home  a  package,  and  they  must  pay 
for  that  service.  As  long  as  people  are  able  to  pay 
and  they  want  sendee  that  i<  the  thing  that  gives 
them  satisfaction.  When  they  buy,  people  buy  mer- 
chandise satisfaction.  As  a  rule  people  are  wasteful. 
At  the  present  time  there  may  be  a  chance  to  lower 
that  expense.  Some  stores  have  cut  down  their  ex- 
penses already  by  eliminating  some  useless  service. 
As  to  'expert'  service  T  don't  know  that  there  is  much 
being  rendered  at  the  present  time." 


4.  (Question) — "Would  more  forethought  and 
care  in  ordering  lessen  materially  this  expense?" 

(Answer) — "Tn  large  cities  co-operation  has  elim- 
inated a  lot  of  this  expense  and  it  seems  that  mer- 
chants will  first  have  to  eliminate  the  waste  which 
they  themselves  are  responsible  for  before  they  can 
put  on  a  campaign  for  the  customer  to  eliminate  his 
waste." 

Continuing  this  question  the  following  query 
was  made: — 

"And  if  so  what  methods  of  educating  the  eon- 
sumer  would  you  suggest.  What  of  the  various  plans 
to  reduce  the  price  of  article  carried  home  by  the 
purchaser?" 

(Answer) — "We  find  that  we  ean  eliminate  some 
of  the  expense  especially  in  the  grocery  business.  It 
is  enough  in  percentages  that  you  can  visualize  the 
reduction  in  price." 

"Ts  there  any  method  by  which  the  consumer 
can  be  made  to  buy  in  bulk?"  was  asked  in  further 
continuance  of  the  same  question. 

(Answer) — "The  Housewives'  League  in  New- 
York  started  out  to  put  on  a  campaign  to  buy  in  bulk 
and  they  came  up  against  the  question  of  sanitation 
and  the  preservation  of  merchandise.  The  League 
turned  over  to  the  other  side  and  are  now  advocating 
goods  in  packages  instead  of  in  bulk,  the  standardiz- 
ation of  produce  and  the  amount  of  the- product  that 
you  get.  These  three  are  important  reasons  for  buy- 
ing merchandise  in  packages  in  some  cases  at  least." 


5.    (Question) — "Would  the  retail  produce  deal- 


ers be  willing  to  give  free  fruit  in  danger  of  spoiling 
to  groups  of  women  for  patriotic  purposes?" 

(Answer) — "I  would  say  that  one  of  the  best 
places  to  get  that  produce  perhaps  would  be  at  the 
wholesale  distributing  station  instead  of  at  the  retail 
store,"  replied  Mr.  Stockdale,  expressing  favor  with 
the  plan. 


Illustrating  the  point  that  the  profits  in  a  depart- 
ment with  twice  the  turnover  of  another  were  prac- 
tically double  the  other's  profits,  Mr.  Stockdale  placed 
on  the  board  the  following  figures: — 

In  A  department,  stock  is  $19,000  and  sales 
$40,000.  In  B  department,  stock  is  $20,000  and 
sales  are  $21,000.  It  is  easily  seen  that  the  turnover 
in  one  department  is  twice  the  other.  The  profit  in 
A  department  is  $4,500,  while  the  profit  in  B  depart- 
ment is  $2,700. 


In  the  discussion  which  followed  the  address  one 
merchant  asked  Mr.  Stockdale's  opinion  regarding 
the  "truth  in  advertising"  of  overhead  clothing 
stores  which  advertise  "Use  elevator  and  save  Ten." 

Mr.  Stockdale  replied  that  many  of  the  upstairs 
clothing  stores  were  making  a  great  success.  "It  is 
not  that  you  go  "upstairs  and  save  ten"  but  that  they 
give  good  value  for  the  money  and  succeed  in  spite 
of  the  fact  that  their  advertising  is  poor.  In  New 
York  the  advertising  of  upstairs  clothing  stores 
makes  the  point  that  good  clothes  can  be  obtained 
for  $15.  After  the  advertising  was  done  on  that 
basis — without  mentioning  the  $10, — the  plan  was 
enlarged ;  so  while  a  man  may  exaggerate  in  adver- 
tising,  if  the  customers  are  satisfied  they  may  get  by 
with  bad  advertising.  As  far  as  the  truth  of  the 
assertion  "save  ten  dollars"  is  concerned,  I  don't 
believe  it." 

Recalling  the  case  mentioned  where  143  adver- 
tisements of  200  in  a  contest  mentioned  the  term 
"reduced,"  one  merchant  asked  Mr.  Stockdale  if  he 
would  consider  the  merchant  in  advertising  that  way 
got  any  benefit  from  it  and  whether  or  not  he  would 
encourage  him  to  do  it.  Also  the  question  was  asked 
as  to  whether  they  were  really  "reduced-"  goods  or 
not. 

"I  think  most  of  them  were  reduced,"  said  Mr. 
Stockdale.  "It  proved  that  they  were  using  adver- 
tising mainly  to  clean  up  odds  and  ends.  Most  of 
them  took  cognizance  of  their  reductions." 

"They  took  a  chance?"  interjected  the  merchant 
who  made  the  query. 

"Doubtful  things  are  uncertain  always,"  replied 
Mr.  Stockdale. 


"My  advice  to  all,"  said  Mr.  Stockdale  in  con- 
clusion, "is  that  you  find  actual  examples  in  your  own 
businesses  and  then  start  out  to  get  the  principle  that 
will  help  you  to  dominate  the  situation.  The  way  to 
dominate  the  situation  in  the  merchandise  world  is 
to  know  where  your  profits  are  and  where  they  are 
not. 

"There  is  only  one  thing  that  counts  and  that  is 
ACTION.  Study  what  you  believe  to  be  true  and 
put  it  into  practice  when  you  know  it  to  be  true." 
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The  Problems  of  Extending  Credit 

How  Far  is  a  Husband  Responsible  for  a  Wife's  Debts? — The  Questions  by  Whom  and 

When  Credit  Can  be  Pledged  Answered. 


A  HUSBAND  is  not  liable  for  all 
the  goods  which  his  wife  may  see 
fit  to  order  and  have  charged  to 
his  account.  A  wife  may  pledge  her 
husband's  credit  only  for  necessities,  and 
what  is  or  is  not  a  necessity  is  a  ques- 
tion of  fact  depending  in  each  case  on 
the  financial  condition  of  the  husband. 
However,  in  no  case  is  money  a  necessity 
in  the  eyes  of  the  law,  and  a  merchant 
who  advances  a  wife  money  has  no  claim 
for  repayment  by  the  husband,  even 
though  the  wife  were  starving  and  she 
used  the  money  so  advanced  to  buy 
bread.  What  the  merchant  should  do  is 
to  buy  the  bread  and  then  charge  it  to 
the  husband,  as  bread  is  always  a  neces- 
sity. 

Other  goods  ranking  between  bread 
and  money,  may  or  may  not  be  a  neces- 
sity according  to  the  facts  and  condi- 
tions of  each  particular  case.  A  watch 
would  not  be  a  necessity  for  the  wife  of 
a  day  laborer  while  a  reasonably  good 
watch  would  likely  be  held  a  necessity 
for  the  wife  of  a  professional  man.  A 
cheap  stove  would  be  a  necessity  for 
any  family  and  a  very  expensive  one 
might  be  so  held  for  a  wife  whose  hus- 
band is  well  able  to  afford  it.  In  all  such 
cases  it  will  be  well  for  the  merchant 
to  consider  whether  the  goods  being  or- 
dered could  be  properly  considered  a 
necessity  for  the  wife  ordering  them.  In 
order  to  arrive  at  a  proper  conclusion 
the  merchant  should  find  out  what  the 
husband  does  for  a  living.  With  the 
exercise  of  a  little  common  horse  sense 
the  merchant  ought  to  be  able  to  decide 
whether  the  goods  ordered  are  neces- 
sities or  not. 

The  second  point  to  be  considered  in 
extending  credit  to  wives  is  whether  the 
husband  supplies  his  wife  with  such 
necessities  as  she  may  require.  If  this 
is  the  case,  then  the  merchant  cannot 
collect  from  the  husband  even  for  neces- 
sities supplied  to  the  wife.  The  principle 
is  this,  the  husband  has  the  right  to  say 
where  he  will  buy  the  necessities  to  run 
his  household.  If  the  wife  is  otherwise 
supplied  she  has  no  right  to  pledge  her 
husband's  credit.  Again  the  husband 
may  give  his  wife  an  allowance  to  cover 
her  personal  expenses  and  the  expense  of 
house-keeping.  If  such  is  the  case  then 
the  husband  is  not  liable  for  his  wife's 
debts.  And  further,  if  the  husband  is  a 
boarder  with  his  wife,  she  conducting  a 
boarding  house  in  her  own  right,  then 
the  husband  is  not  liable  for  his  wife's 
debts,  any  more  than  any  other  boarder 
would  be  liable. 

A  wife  has  no  general  power  of  at- 
torney   to   pledge    her   husband's    credit 


By  Walter  E.  Lear,  Barrister-at-Law,  etc. 

and  the  merchant  must  exercise  a  good 
deal  of  judgment  in  permitting  married 
women  to  run  bills  on  the  promise  that 
their  husbands  will  pay.  Where  a  wife 
runs  a  bill  in  the  name  of  her  husband 
and  the  husband  pays  the  account,  then 
the  merchant  is  entitled  to  presume  that 
the  husband  will  pay  all  future  bills  of  a 
similar  nature,  but  until  the  husband  has 
actually  paid  the  first  bill  the  merchant 
has  no  assurance  that  he  will  pay  it. 
Where  a  wife  is  running  up  a  bill  for  the 
first  time  it  would  be  well  for  the  mer- 
chant to  quietly  inquire  of  the  husband 
whether  he  intends  to  pay  the  bill.  This 
can  be  done  without  giving  offence  by 
mentioning  to  the  husband  the  fact  that 
his  wife  is  running  a  bill.  Merely  say- 
ing something  like  this  would  be  suffi- 
cient, "Mr.  Jones,  I  suppose  you  know 
that  your  wife  is  running  a  bill  with  me. 
I  wasn't  worrying  any  about  it  but  I 
thought  it  would  be  as  well  to  tell  you." 
Jones  will  acknowledge  that  he  knows 
and  that  it  is  alright.  Then  all  you  need 
is  to  have  had  a  clerk  hear  what  you 
said  and  his  answer  and  then  you  can 
hold  him  liable. 

A  wife  living  separate  from  her  hus- 
band is  still  entitled  to  pledge  her  hus- 
band's credit  for  necessities,  even  though 
he  has  published  notices  in  the  paper  to 
the  effect  that  he  will  not  be  responsible 
for  debts  contracted  in  his  name,  unless 
he  can  show  that  his  wife  is  living  in 
adultery,  or  that  he  is  paying  her  ali- 
mony, or  that  she  has  independent  means 
of  support,  or  that  the  wife  is  living  sep- 
arate on  her  own  account  and  that  the 
husband's  house  is  open  for  her  any  time 
she  may  desire  to  return.  A  husband  is 
not  bound  to  support  two  houses  and 
the  wife  is  bound  to  live  where  her  hus- 
band wishes.  If  she  does  not  choose  so 
to  do,  then  she  must  support  herself 
without  any  claim  upon  her  husband  for 
support. 

A  child  has  no  implied  authority  to 
pledge  his  father's  credit.  However,  a 
father  would  be  held  liable  for  necessi- 
ties for  the  home  if  it  were  shown  that 
the  mother  or  housekeeper  had  sent  the 
child  for  the  goods  and  that  the  goods 
had  been  consumed  in  the  home.  If 
a  neighbor  sent  a  child  to  the  store  for, 
say,  a  dollar's  worth  of  sugar  and  gave 
the  boy  the  dollar  to  pay  for  the  sugar, 
and  the  boy  gets  the  sugar  and  has  it 
charged  to  his  father  and  spends  the 
dollar,  then  the  father  would  not  be 
liable.  A  father  cannot  be  held  liable  for 
necessities  for  his  child  in  the  same  man- 
ner as  he  is  liable  for  necessities  for  his 
wife.  A  child  may  need  a  suit  of 
clothes  ever  so  badly  and  a  merchant 
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might  supply  them  to  the  child  on  credit, 
but  the  father  would  not  be  required  to 
pay  for  them.  There  are  but  few  things 
for  which  a  father  can  be  held  liable 
when  purchased  by  his  child  on  credit.  A 
child  may  throw  stones  through  the  mer- 
chant's window  and  the  father  is  not 
liable,  except  in  a  case  where  the  child 
was  on  his  father's  business,  say,  for  in- 
stance, the  boy  driving  cattle  for  his 
father.  If  the  law  were  otherwise,  a 
bad  boy  could  ruin  his  father  by  running 
up  bills  all  over  town  and  doing  damage 
to  property. 

•A  servant  has  no  implied  authority  to 
pledge  his  master's  credit,  except  in 
cases  of  necessity  arising  out  of  and  in 
course  of  his  or  her  employment.  Gen- 
erally a  domestic  servant  would  have 
authority  to  pledge  her  master's  credit 
for  household  necessities  consumed  in 
her  master's  home,  and  a  chauffeur 
would  have  authority  to  pledge  his  mas- 
ter's credit  for  slight  repairs  to  his  auto- 
mobile to  enable  him  to  take  the  car 
home.  In  all  cases  a  merchant  must  sat- 
isfy himself  that  the  servant  has  author- 
ity to  pledge  his  master's  credit,  other- 
wise he  will  be  "stung."  I  might  men- 
tion in  passing  that  some  years  ago  I 
had  a  client  who  owned  several  farms, 
on  one  of  these  farms  my  client  kept  a 
hired  man  to  look  after  several  head  of 
cattle.  Feed  ran  low  and  the  hired  man 
bought  several  tons  of  hay  from  another 
farmer  and  fed  it  to  the  cattle.  The 
farmer  sued  my  client  for  the  value  of 
the  hay.  Needless  to  say  the  farmer 
lost  his  suit,  as  it  would  be  a  ruinous 
state  for  the  law  to  permit  every  ser- 
vant to  pledge  his  master's  credit  every 
time  he  so  desired. 

In  deciding  whether  it  is  safe  to  ex- 
tend credit  to  a  man's  wife,  child,  or  ser- 
vant, good  common  horse  sense  will  be 
more  helpful  to  the  merchant  than  the 
advice  of  the  most  learned  lawyer  in  the 
country. 


ANOTHER  TRIBUTE 

In  sending  a  new  order  for  ad- 
vertising in  BOOKSELLER  & 
STATIONER,  Arthur  J.  Blake, 
Marshall,  Texas,  writes: 

"The  results  from  advertising  in 
your  journal  are  very  satisfactory. 
Some  very  nice  orders  from  Canada 
are  being  received  and  what  is 
more,  my  Canadian  customers 
write  that  they  are  very  much 
pleased  with  my  record  which  is 
indeed  gratifying  to  me." 


System  in  Credits  and  Collections 


Inability  to  Collect  Accounts  is  Greatest  Handicap  to  Business  - 

Campaign  Against  Long  Standing  Accounts 


U.S.  Gov't  Opens 


AN  up  to  date  credit  system  is  said 
to  be  the  best  tonic  a  business  can 
have,  because  there  is  seldom  a 
time  it  fails  to  do  its  work.  It  is  a  sure 
cure.  The  kind  that  is  lasting  and  most 
appreciated.  Why,  think  what  would 
merchants  do  without  such  a  Godsend. 
It  would  be  impossible  for  them  to  con- 
duct a  store  without  some  kind  of  a  sys- 
tem to  protect  their  business.  And  yet 
many  merchants  still  continue  to  do 
business  in  such  a  manner  as  to  encour- 
age their  own  disaster  by  allowing  a  de- 
fective system  of  credit  to  prevail  in 
their  businesses  which  is  responsible  for 
its  percentage  of  bad  debts  each  year. 
The  greatest  handicap  that  a  business 
dealing  with  the  consumer  has  to  carry, 
is  its  inability  to  collect  its  accounts 
with  any  degree  of  certainty.  It  is  the 
retail  man  who  suffers  most  for  3low 
pay  and  no  pay  is  the  bane  of  his  exist- 
ence. 

People  in  small  cities  and  towns  are  the 
chief  sources  of  trouble  in  this  respect, 
and  it  is  therefore  the  merchant  located 
in  ©mall  centres  who  should  pay  the 
strictest  attention  to  the  matter  of  ex- 
tending credit.  The  class  of  people  in 
such  districts  usually  let  their  accounts 
run  far  beyond  their  means  of  paying 
and  the  merchant  must  bear  the  loss. 
Really  the  merchant  seldom  gives  his 
bad  accounts  the  attention  they  merit 
for  he  is  too  busy  supplying  the  wants 
of  his  live  customers  to  devote  much 
time  to  the  slow  pays  or  to  push  collec- 
tions from  the  dead  ones. 

A  country-wide  campaign  for  economy 
is  on  and  what  is  more  fitting  than  that 
the  merchant  should  push  for  the  prompt 
payment  of  long  standing  accounts  and 
thus  release  much  tied  up  capital?  The 
National  Food  Administration  of  the 
United  States  has  felt  the  importance  of 
this  movement  and  is  quoted  as  saying 
that  "the  waste  and  loss  from  the  credit 
evil  can  hardly  be  over  estimated."  This 
body  further  announces  that  40,000  tra- 
veling salesmen  for  wholesale  grocers  and 
jobbers  in  food  articles  will  be  enlisted  in 
a  campaign  for  economy  and  energy  in 
the  grocery  business.  The  salesmen  will 
seek  to  persuade  retailers  to  shorten 
their  credits  and  wholesalers  will  follow 
the   same  policy  for  retail  dealers. 

Certainly  if  the  wholesale  grocers 
tighten  up  on  the  credits  with  the  re- 
tailers, the  retailers  must  receive  their 
money  from  their  customers;  it  is  a 
case  of  tightening  up  all  along  the  line 
and  if  the  tightening  up  is  not  simultan- 
eous and  equal  it  will  be  hard  for  the 
retailers.  The  pressure  must  be  entirely 
equalized. 

It  is  also  a  well  marked  tendency  to 
discourage  any  unnnecessary  delivery 
service  in  order  to  release  men  for  the 
army     and     war     industries,     as     well 


as  in  the  interest  of  economy  in  doing 
business.  This  feature  is  being  taken  up 
actively  by  retail  associations  every- 
where and  undoubtedly  the  move- 
ment will  result  in  an  entire  over- 
hauling of  the  ordinary  delivery  system 
to  conform  to  the  demands  of  the  times. 
Within  the  past  few  weeks  the  recom- 
mendations of  the  Board  have  been  car- 
ried out  in  80  different  cities  with  a 
combined  population  of  about  14,000,000 
people. 

While  Canada  is  enjoying  its  present 
high  degree  of  prosperity  it  is  well  that 
merchants  of  the  country  should  not 
neglect  the  collection  of  their  accounts. 
When  the  war  ceases  there  will  be  a 
period  of  readjustment  and  during  that 
period  'there  will  be  people  who,  while 
they  are  well  able  to  liquidate  their  lia- 
bilities, will  be  slow  in  doing  so,  pre- 
ferring to  keep  their  money  on  deposit 
fearing  they  may  need  it  before  normal 
times  again  obtain.  There  are  few  mer- 
chants, particularly  in  the  rural  districts, 
who  have  not  learned  this  from  experi- 
ence. 

At  the  present  time  practically  every- 
body including  the  farmer  and  the  work- 
man, is  able  to  pay  promptly.  As  a 
matter  of  fact  it  is  doubtful  if  there 
was  ever  a  time  in  the  history  of  the 
country  when  people  generally  were  as 
well  able  as  they  are  to-day  to  meet 
payments  promptly,  for  money  was 
never  more  plentiful.  That  being  the 
case  merchants  should  not,  because  of 
the  security  they  feel,  become  indifferent 
regarding  the  collection  of  accounts  due 
them.  The  time  to  reap  is  when  the 
harvest  is  on. 

"Pay  Up  Week"  Campaign 
A  somewhat  novel  plan  was  recently 
adopted  in  Dallas,  Texas,  having  for  its 
object  the  familiarizing  of  the  people  of 
that  city  with  the  importance  of  paying 
their  debts  promptly.  The  Dallas  Re- 
tail Credit  Men's  Association  planned  a 
"pay  up  week"  from  October  1  to  6  and 
a  publicity  campaign  was  carried  on 
chiefly  through  newspaper  advertising, 
which  was  designed  to  reach  those  who 
in  the  past  had  neglected  to  pay  their 
bills  promptly.  '"Pay  up  week"  gave 
those  delinquents  an  opportunity  to  pay 
up  their  accounts,  and  the  devotion  of  so 
much  time  and  energy  as  was  spent  on 
the  campaign  served  to  impress  custom- 
ers with  the  importance  of  paying 
promptly. 

Simultaneously  with  the  bringing  of 
the  credit  department  up  to  date,  better 
business  methods  should  be  adopted  for 
the  future  in  order  that  there  may  be 
no  repetition  of  the  circumstances  in 
which  some  merchants  find  themselves 
to-day.  Customers  have  to  be  educated  to 
regard  the  granting  of  credit  as  a  more 
serious  matter  than  they  have  in  the 
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pas.t,  and  to  realize  that  they  are  under 
some  obligation  which  has  to  be  met 
when  they  receive  credit  from  the  local 
merchant.  There  is  no  more  reason  why 
the  merchant  should  grant  credit  with- 
out security  than  there  would  be  for  the 
bank,  and  if  this  fact  was  kept  upper- 
most in  the  minds  of  merchants  and  cus- 
tomers there  would  be  fewer  bad  credit 
debts  to  be  wiped  off  the  books. 

Organize  Every  Department 

Every  thoughtful  merchant  recognizes 
the  imperative  need  for  modern  business 
methods,  for  just  as  every  nation  at  war 
has  had  to  mobilize  every  department 
from  the  bottom  to  the  top,  so,  likewise 
merchants  must  mobilize  and  thorough- 
ly organize  all  departments  of  their  bus- 
iness. 

Such  an  organization  of  business  on 
an  efficient  basis  is  the  means  of  a  better 
understanding  between  a  store  and  its 
customers,  for  sound  business  requires 
that  each  understand  the  viewpoint  of 
the  other  and  co-ordinate  their  efforts, 
and  particularly  is  this  the  case  in  re- 
gard to  the  matter  of  granting  credit, 
for  never  before  has  the  necessity  been 
so  great  to  keep  credits  sound. 

In  one  direction  in  regard  to  the  mat- 
ter of  securing  a  more  substantial  basis 
in  connection  with  the  granting  of 
credit,  can  all  merchants  do  their  part. 
Those  to  whom  credit  is  extended  should 
be  brought  to  appreciate  that  credit 
grantors  have  the  undoubted  right  to  ask 
and  to  be  given  assurance  that  accounts 
will  be  paid  at  a  specified  time. 

Merchants  should  not  be  afraid  of  go- 
ing to  a  little  trouble  and  expense  to 
collect  what  is  rightfully  theirs.  If  the 
merchant  gets  the  reputation  of  malfing 
the  slow  ones  pay,  he  will  acauire  a  good 
class  of  customers  besides  doing  more 
business  all  around.  It  is  a  significant 
truism  that  the  man  that  cannot  be  im- 
posed upon  is  admired  by  all  human 
nature. 

THE  CANADIAN  ALMANAC 

This  annual  compendium  was  a  little 
late  in  appearing  this  year  but  was  none 
the  less  welcome  for  that.  In  fact  this 
very  circumstance  seemed  to  accentuate 
the  big  place  it  fills.  It  it  a  most  use- 
ful source  of  information  and  a  handy 
book  of  reference  frequently  useful  to 
people  in  all  walks  of  life. 

This  is  the  71st  annual  issue  and  it 
has  now  grown  to  a  volume  of  nearly 
600  pages.  For  this  reason  together 
with  other  increased  costs  in  book-mak- 
ing the  price  has  had  to  be  advanced 
this  year's  edition  being  published  at 
$1.50. 

Atkins  No.  1 — "Hi,  say,  w'en  did  'Arold 
get  the  lower  'arf  of  'is  face  shot  hoff  ?" 

Atkins  No.  2 — "Hit  ain't  shot  hoff. 
'E's  a-yawnin'." 
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ART  IN  CANADIAN  HISTORY 

HAT  Art  Has  Done  for  Cana- 
dian History"  is  the  title  of 
the  most  recent  addition  to 
Canadian  books,  a  volume  of  nearly  600 
pages  describing  in  detail  3,715  prints 
which  hang  in  the  J.  Ross  Robertson 
Historical  Collection  in  the  Public  Refer- 
ence Library  of  Toronto.  To  those  who 
know  not  the  collection,  who  are  not  of 
the  63,000  people  who  have  visited  it — 
the  following  paragraphs  from  the  in- 
troduction to  the  book  will  be  of  inter- 
est: 

"The  collection  is  impressive  even  to 
the  man  who  thinks  in  dollars;  it  is  in- 
teresting to  those  who  find  in  it  scenes 
and  persons  familiar  to  them  and  recall 
the  early  days  of  Canada,  it  is 
illuminating  to  the  student  of  our  his- 
tory; but,  above  all,  it  is  the  national 
character  of  the  collection  that  awakens 
the  deepest  emotions — that  here  is  the 
history  of  a  young  nation,  the  back- 
ground of  men  and  events  which  have 
brought  us  to  this  critical  period  in  the 
world's  history,  and  have  made  us  active 
participators  in  the  solution  of  a  great 
world  problem  and  crisis. 

To  the  boy  and  girl  at  school;  to  the 
young:  man  and  woman  at  college,  whose 
knowledge  of  Canadian  history  is  but 
an  acquaintance  with  the  dry  details  of 
a  text-book;  to  the  elderly  man  and 
woman,  who  can  remember  some  of  the 
people  and  some  of  the  scenes  depicted; 
and  even  to  the  people  from  other  lands 
who  have  adopted  this  country  as  their 
home,  and  wish  to  know  something:  of 
its  history — to  all  these  the  J.  Ross 
Robertson  Historical  Collection  will  be 
a  means  of  education  as  well  as  recrea- 
tion, and  the  name  of  the  donor  will 
live  in  everlasting  remembrance  for  this 
practical,  local  and  national  gift  to  the 
citv  of  Toronto." 

But  this  is  not  a  mere  catalogue.  It 
is  a  topical  history  of  Canada  with  par- 
ticulars which  could  never  appear  in  an 
ordinary  history,  and  all  of  which  are 
related  directly  to  the  picture  described. 

A  comprehensive  index  is  an  especially 
valuable  part  of  the  work. 

WILLOW  THE  WISP 

What  is  being  heralded  as  bv  long 
odds  the  best  book  Archie  P.  McKishnie 
has  done,  and  this  Canadian  author  has 
given  us  some  cracking;  good  stuff,  is 
entitled  "Willow  the  Wisp"  and  is  down 
for  May  publication.  One  of  the  advance 
notices  even  goes  to  the  extent  of  charac- 


terizing it  as  "just  about  the  biggest  and 
most  gripping  novel  ever  written  by  a 
Canadian."  McKishnie  in  his  writings 
has  a  charming  naturalness  and  his  able 
fielineation  of  character  and  wonderful 
power  of  depicting  environment  are  said 
be  at  their  best  in  this  new  book,  the  liv- 
ing ground  of  which  is  the  Northern 
Solitudes. 

MRS.  McCLUNG  ON  SUFFRAGE 

Writing  recently  to  her  U.S.  publish- 
ers, Nellie  L.  McClung,  referring  to  the 
suffrage  amendment  passed  by  the  U.S. 
House  of  Representatives,  said: 

"In  Canada  no  one  has  any  doubt  as 
to  whether  or  not  women  should  have 
the  vote,  since  the  war  has  shown  what 
women  can  do.  The  contention  of  anti- 
suffragists  that  a  nation  of  women  voters 
would  mean  necessarily  a  nation  of  un- 
alterable pacifists  is  disproved  by  the  fact 
that  in  New  Zealand  where  women  have 
had  the  vote  for  years  they  voted  for 
compulsory  military  training  in  the 
schools.  The  reaction  of  women  to  the 
conditions  that  have  grown  out  of  the 
war  has  been  the  most  forceful  argument 
in  favor  of  the  measure." 

KINGSTON  PUBLIC  LIBRARY 

The  annual  meeting  of  the  Kingston 
Public  Library  was  held  on  Jan.  14. 
These  officers  were  elected:  President.. 
Col.  G.  H.  Ogilvie;  vice-president,  Miss 
Annie  Davidson;  treasurer,  A.  Strachan; 
librarian,  Mrs.  A.  Kennedy;  directors, 
Mayor  Hughes,  A.  Strachan;  James  Red- 
den, W.  H.  Macnee,  Aid.  D.  A.  Black; 
Dr.  W.  W.  Sands  and  Miss  E.  Mowat. 

Those  who  so  enjoyed  "Doreen  and  the 
Sentimental  Bloke"  will  warmly  welcome 
C.  J.  Dennis'  "The  Moods  of  Ginger 
Mick,"  just  ready.  The  scenes  of  these 
poems  are  laid  in  Australia,  Egypt  and 
Gallipoli. 

"The  Willy-Nicky  Correspondence"  is 
the  title  under  which  Herman  Bern- 
stein's writings  about  the  secret  tele- 
grams that  passed  between  the  Kaiser 
and  the  ex-Czar  have  been  brought  out  in 
book  form. 

"The  Nemesis  of  Mediocrity"  is  a  new 
book  by  Ralph  Adams  Cram,  being  an  es- 
say on  the  war  and  the  world  that  fol- 
lows the  war. 

A  new  war  romance  by  Mary  Dillon  en- 
titled "Comrades"  is  among  the  early 
books  of  fiction  of  1918. 

Larry  Evans'  "His  Own  Home  Town" 
after  repeated  postponements  is  at  last  a 
reality.  It  is  a  fine  story  of  life  in  a  mid- 
Eastern  town  of  the  U.S. 

THE  GREEN  MIRROR 

Hugh   Walpole   has    produced   another 
fine   story  in  "The   Green   M'rror>"  just 
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published  by  McClelland,  Goodchild  & 
Stewart.  Quietly  "The  Green  Mirror" 
reflected  the  unchanging  life  of  the 
family — a  family  impregnable  in  cus- 
tom, in  things  never  altered,  unassail- 
able. 

But  changes  came — came  with  young 
love,  with  the  intrusion  of  lives  arranged 
in  another  pattern  than  that  reflected  in 
the  "Mirror."  And  on  a  day  the  "Mirror" 
was  shattered  and  carried  away. 

"The  Green  Mirror"  echoes  to  the 
stately  step  of  generations  that  are 
gone;  at  once  robust  and  exotic  in  its  in- 
terpretation of  the  new. 

A  book  of  essays  on  the  great  war  is 
C.  Lewis  Hind's  "The  Invisible  Guide" 
just  published. 

Another  fine  war  book  is  "Harry  But- 
ters, R.F.A.,  Life  and  Letters"  edited  by 
Mrs.  Denis  O'Sullivan.  It  is  a  book  of 
letters  written  by  a  California  boy  who 
was  killed  fighting  on  the  Somme.  In 
the  heights  of  understanding  faith  and 
high  purpose  expressed  in  these  letters 
they  are  favorably  compared  with  the 
letters  of  Rupert  Brooke,  Alan  Seeger 
and  Victor  Chapman. 

BRITAIN'S   HERITAGE   OF   SCIENCE 

An  important  new  book  issued  by  Con- 
stable's is  "Britain's  Heritage  of 
Science,"  by  Arthur  Schuster  and  A.  E. 
Shipley.  It  covers  several  centuries  of 
distinguished  achievement.  Although 
not  pretending  to  be  a  complete  history 
of  British  science,  the  work  covers  in  a 
comprehensive  manner  both  the  physical 
and  biological  sciences.  This  is  a  book 
of  334  pages,  and  there  are  fifteen  por- 
traits   of   noted    scientists. 

"Adolescence,"  by  Stephen  Paget, 
comes  from  Constable's,  of  London.  It  is 
a  booklet  of  60  pages,  being  a  lecture 
delivered  to  Oxford  University  students 
in  August,  1917,  the  general  subject  of 
the  lectures  and  classes  being  "The  near 
future:  problems  of  construction  and  re- 
construction." 
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LITERATURE  OF  THE  WAR 


SANDS  OF  FATE 

The  character  drawing  of  the  Kaiser, 
the  chief  actor  in  Sir  Thomas  Barclay  "s 
drama  "Sands  of  Fate,"  just  published,  is 
particularly  interesting  in  view  of  the 
fact  that  Sir  Thomas  was,  for  years,  a 
personal  friend  of  the  German  Emperor. 
The  drama's  action  takes  place  during  the 
week  preceding  Germany's  declarations 
of  war,  and  in  his  introduction  Sir 
Thomas  says:  "There  is  the  Kaiser,  who 
may  remain  for  history  the  most  con- 
spicuous personality  of  contemporary 
Europe,  who,  after  having  raised  his 
country  to  stupendous  heights  of  pros- 
perity, allowed  himself  to  be  dragged  in- 
to the  maddest  speculation  upon  which  a 
nation  ever  embarked,  and  will  remain 
responsible  for  all  time  for  not  having 
used  his  power  at  the  critical  moment  to 
avert  war.  I  have  endeavored  to  portray 
him  as  he  was,  or  as  I  knew  him,  not  as 
a  fire-eating,  bloodthirsty  potentate  re- 
sponsible for  the  horrors  and  crimes  of 
the  present  war,  but  as  of  impulsive 
character,  anxious  for  knowledge,  impa- 
tient of  resistance  to  his  own  schemes  of 
national  betterment,  impetuous  in  their 
realization,  not  scholarly  like  his  great 
ancestor,  but  like  him  in  his  interest  in 
current  problems  of  mind  and  matter." 

"The  Bolsheviki  and  World  Peace,"  by 
Leon  Trotzky,  the  Russian  Foreign 
Minister,  is  a  concrete  statement  of  the 
author's  purposes,  his  plans  to  end  the 
war  and  bring  the  working  classes  of  the 
whole  world  together  in  a  regime  of  uni- 
versal peace  and  co-operation;  and  his 
plans  to  start  social  revolution  in  Ger- 
many, to  arouse  its  workers  to  shake  off 
militarism,  dethrone  Kaiserism  and  free 
themselves  from  capitalism.  Curiously 
enough  the  book  was  written  in  Switzer- 
land before  the  Czar  was  overthrown  and 
America  had  heard  of  the  Bolsheviki. 
Trotzky  brought  it  to  America  after  his 
exile  and  left  it  here  on  his  return  to 
Russia. 

Willis  J.  Abbot,  well  known  as  an  his- 
torian of  military  and  naval  affairs,  has 
written  the  story  of  the  development  of 
the  various  forms  of  aircraft,  and  of  the 
submarine,  and  has  given  a  graphic  ac- 
count of  their  services  in  this  war.  The 
book,  entitled  "Aircraft  and  Sub- 
marines," is  in  narrative  form,  chatty 
and  thoroughly  readable,  while  being 
based  upon  precise  and  accurate  infor- 
mation. It  covers  in  part  the  participa- 
tion of  the  United  States  in  the  war. 

A  book  of  remarkable  interest  is  Lt.- 
Commander  Charles  C'ifford  Gill's  "Na- 
val Powers  in  War,"  which  is  a  defence 
of  the  battleship  as  being  supreme  in 
naval  warfare  despite  the  achievements 
in  the  present  war  of  the  submarine. 


THE  FIGHTING  MEN 

It  has  become  quite  a  common  experi- 
ence for  writers  of  actual  stories  of  war 
experiences  to  have  large  portion^  of 
their  narratives  cut  out  by  publishers  as 
being  too  revolting.  Warren  Barton 
Blake,  on  his  way  to  France  to  do  Red 
Cross  work,  wrote  an  article  for  "Book 
News  Monthly,"  which  he  headed:  "The 
Prettifiers  and  the  Fighting  Men,"  being 
a  study  of  Alden  Brooks  and  his  war 
stories.     Here  is  an  extract  from   it: 

"It  is  a  review  of  Alden  Brooks's  vol- 
ume of  tales  called  'The  Fighting  Men.' 
'Revolting,'  'pitiful,'  'horrible' — are  the 
adjectives  the  reviewer  reproachingly 
sprinkles  through  his  prose.  Obviously, 
he  prefers  his  war-literature  to  be  cast 
in  pleasant  lines. 

"Alden  Brooks  is  not,  however,  a  writer 
who  goes  out  of  his  way  to  make  a  ter- 
rible subject  'nice.'  When  a  certain  story 
of  his  was  rejected  by  a  popular  maga- 
zine as  'too  depressing,'  it  was  'a  satis 
faction,'  said  the  author,  'to  realize  that 
everything  he  wrote  does  not  fall  too  re- 
gularly under  the  requirements  necessary 
to  keep  up  that  perpetual  smile-hall- 
mark of  the  American  magazine.'  And 
Mr.  Brooks  himself  smiled  a  little  smiie 
when  another  editor  cut  out  a  line  or  two 
in  another  story  (scene,  a  prison  camp  in 
Germany),  describing  war  prisoners  trap- 
ping and  eating  mice. 

"Mr.  Brooks  is  not,  you  see.  a  prettifier 
— but  he  has  written  in  the  volume  called 
'The  Fighting  Men'  six  tales  that  are  in 
no  need  of  prettification.  Four  of  the 
stories— 'The  Parisian,'  'The  Belgian,' 
'The  Prussian'  and  'The  Odyssey  of  Six 
Slavs' — are  among  the  most  vivid,  and,  in 
my  own  humble  opinion,  amongst  the  mos' 
permanent  of  war  fiction.  The  national 
types  of  which  this  author  writes  are 
known  to  him;  most  of  the  scenes  he  de- 
scribes are  scenes  that  he  knows,  too. 
He  has  seen  this  war,  then  he  declines  to 
prettify,  and  now,  as  an  officer  of  French 
Artillery,  he  is  a  part  of  it  even  more 
completely  than  when  he  was  an  Ameri- 
can ambulancer." 

An  unusually  interesting  series  of 
chapters  is  provided  in  "First  Call,"  the 
new  book  by  Arthur  Guy  Empey,  author 
of  "Over  the  Top."  These  chapters  not 
only  tell  the  new  soldier  what  confronts 
him  in  the  training  camp,  on  the  trans- 
ports, in  England,  in  the  training  camps 
in  France,  and  finally  in  the  trenches 
themselves,  but  they  are  of  interest  to 
his  father  and  mother.  They  give  a  very 
graphic  and  life-like  picture  of  what 
their  sons  are  doing  every  hour  of  the 
dav  and  night. 

"Rilfour.  Viviani  and  Joffre."  by    Fran- 
cis W.  Halsey,  presents     many     of     the 
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speeches  in  America  of  the  Italian,  Rus- 
sian and  Belgian  Commissioners  as  well 
as  those  made  by  Balfour  and  Joffre 
since  the  beginning  of  the  present  war. 

"Thrilling  Deeds  of  British  Airmen," 
by  Eric  Wood,  is  a  book  of  stories  based 
on  fact  that  show  what  airmen  are  do- 
ing. It  is  marvelous  to  read  of  these 
exploits,  which  are  graphically  de- 
scribed. 

THE  OLD  FRONT  LINE 

What  Mr.  Masefield  did  for  the  Galli- 
poli  campaign  he  now  does  for  the  cam- 
paign in  France.  His  subject  is  the  old 
front  line  as  it  was  when  the  battle  of 
the  Somme  began.  His  account  is  vivid 
and  gripping — a  huge  conflict  seen 
through  the  eyes  of  a  great  poet,  this  is 
the  book. 

Of  the  importance  of  the  battle  Mr. 
Masefield  writes:  "The  old  front  line  was 
the  base  from  which  the  battle  pro- 
ceeded. It  was  the  starting-place.  The 
thing  began  there.  It  was  the  biggest 
battle  in  which  our  people  were  ever  en- 
gaged, and  so  far  it  has  led  to  bigger 
results  than  any  battle  of  this  war  since 
the  Battle  of  the  Marne.  It  caused  a 
great  falling  back  of  the  enemy  armies. 
It  freed  a  great  tract  of  France,  seventy 
miles  long,  by  from  ten  to  twenty-five 
miles  broad.  It  first  gave  the  enemy  the 
knowledge  that  he  was  beaten."  This 
book,  entitled  "The  Old  Front  Line,"  has 
just  been  received  from  the  Macmillan 
Co. 

RUSSIAN  REVOLUTION 

A  remarkable  new  book  is  "Inside  the 
Russian  Revolution,"  by  Rheta  Childe 
Dorr. 

How  does  the  author  diagnose  Rus- 
sia's complaint?  Thus:  "Russia  is  sick. 
She  is  gorged  on  something  she  has 
never  known  before — freedom;  she  is 
sick  almost  to  death  with  excesses,  and 
the  leadership  which  would  bring  the 
panacea  is  violently  thrown  aside,  be- 
cause suspicion  of  any  authority  has 
brought  the  worst  kind  of  license.  Rus- 
sia is  insane.  She  is  not  even  morally 
responsible  for  what  she  is  doing.  Will 
she  recover?  Yes.  But,  God!  what 
pains  must  she  bear  before  she  gets 
real  freedom. 

In  the  course  of  this  remarkable  book 
will  be  found  interviews  with  many  of 
the  leading  figures  of  the  revolution — 
Kerensky  and  other  Ministers;  Madame 
Viruboba,  the  Czarina's  intriguing  con- 
fidante; Botchkareva,  leader  of  the  Bat- 
talion of  Death;  and  with  Prince  Felix 
Yussupoff,  who  himself  describes  in 
startling  vivid  fashion  how  he  killed  Ras 
putin. 


BOOKSELLER    AND    STATIONER 


VACATION   JOURNEYS 

THERE  is  an  element  of  satisfac- 
tion for  Canadians  in  the  follow- 
ing tribute  to  the  grandeur  of  the 
Canadian  Rockies,  taken  from  David  M. 
Steele's  new  book,  "Vacation  Journeys 
East  and  West,"  just  published  by  Put- 
nam's: "I  have  spent  three  successive 
Sundays  in  that  number  of  marvelous 
sites  of  natural  scenery — the  most  mar- 
vellous withal  on  this  whole  western  con- 
tinent: The  first,  in  Yellowstone  Park; 
the  second,  at  the  Grand  Canyon  in 
Arizona;  the  third,  to-day,  at  Banff,  in 
the  heart  of  the  Canadian  Rockies. 

In  that  order,  these  three  points  have 
been  progessive.;  it  is  in  this  course  that 
this  journey  should  always  be  taken, 
for  here  is  culmination  certainly  for  all 
who  come  to  see — this  mighty  serried 
and  serrated  circle  of  the  Selkirks.  With 
the  possible  exception  of  the  Himalayas 
alone,  here  is  mountain  scenery  un- 
matched upon  this  globe." 

A  HEAP  O'  LIVIN' 

Edsrar  A.  Guest  has  shed  a  lot  of 
sunshine  in  his  poems,  and  those  who 
own  a  copy  of  "A  Heap  o'  Livin',"  pub- 
lished by  the  Copp,  Clark  Co.,  can  be 
depended  upon  to  preserve  it  as  one  of 
their  loved  possessions,  that  is  if  the  spirit 
that  it  spreads  does  not  impel  them  to  pass 
it  on  to  a  friend.  Here  is  the  first  stanza 
of  "Spring  in  the  Trenches": 

It's  coming  time  for  planting  in  that  little 

patch  of  ground, 
Where  the  lad  and  I  made  merry  as  he 

followed  me  around; 
Now  the  sun  is  getting  higher  and  the 

skies  above  are  blue, 
And  I'm  hungry  for  the  garden,  and  I 

wish  the  war  was  through. 

But  it's  tramp,  tramp,  tramp, 
And  it's  never  look  behind, 

And  when  you  see  a  stranger's  kids, 
Pretend  that  you  are  blind. 

The  poems  all  get  down  to  real  life, 
pulsing  with  real  experience  and  fellow- 
ship. Some  of  the  poems  are  truly  help- 
ful and  others  bring  laughter.  For  these 
the  reader  is  doubly  thankful. 

CHATTERBOX  JUBILEE 

It  is  over  sixty  years  since  the  first  issue 
of  the  half-penny  Chatterbox  was  pub- 
lished. That  was  on  December  1st,  1866. 
It  was  founded  by  Ganon  Erskine  Clarke, 
and  a  feature  of  the  diamond  jubilee 
annual  "Chatterbox"  just  published  by 
the  Page  Co.,  of  Boston,  is  a  sketch  of  the 
founder  together  with  a  picture  of  him 
occupying  nearly  a  full  page.  There  is 
also  a  reproduction  of  the  first  page  of  the 
first  number. 

MODERN  AMERICAN  POETRY 

From  James  T.  White  &  Co.,  publish- 
ers of  the  "Cyclopaedia  of  American  Bio- 
graphy," comes  a  volume  of  poems  by 
James  Terry  White,  entitled  "A  Garden 
of  Remembrance,"  which  is  one  of  a 
series  of  modern  American  poetry  which 
this  publishing  house  will  put  out.     The 


quality  of  Mr.  White's  verse  may  be 
judged  by  the  following,  which  is  one  of 
the  poems  in  this  volume: 

HOLD    THOU    MY    HANDS 

Hold   thou   my    hands    a   little   while   in 
thine, 

Thy    gentle,    restful     hands,    dear     lovs 
benign! 
Smooth  out  their  weariness  with  soft 
caress, 
As  mothers  do  their  children's  rest- 
lessness, 

With  fondling  hands  that  love  and  rest 
combine! 

And   when    these   inconsistent  hands    of 

mine 
To     wayward     selfishness     and     wrong 
incline, 
In  tender  and  compassionate  duress, 
Hold  thou  my  hands! 
And   when    I    face    the    dark,    and    must 

resign 
Love's   tender,   human    touch;    must  dis- 
entwine 
Its  dear,  detaining  clasp;   when  fears 

depress — 
Those     mortal    fears    I    cannot    quite 
repress 
For    all    my    faith    and    trust — 0    Love 
divine. 

Hold  thou  my  hands! 

THE  JEWISH  PROVERBS 

"Studies  in  Life  from  Jewish  Pro- 
verbs," by  W.  A.  L.  Elmslie,  comes  from 
James  Clark  &  Co.,  of  London.  This 
book  as  a  study  is  well  suited  to  illus- 
trate the  humanism  of  the  Bible.  By 
bringing  the  sayings  of  the  Book  of 
Proverbs  and  Ecclesiasticus  into  close 
connection  with  Jewish  history,  Mr. 
Elmslie  constructs  a  vivid  picture  of  the 
Wise-men  of  Jerusalem  who,  surround- 
ed by  the  brilliant  Hellenic  civilization, 
utilized  proverbs  in  the  interests  of  their 
national  morality  and  faith.  Reference 
is  also  made  to  other  Biblical  proverbs 
as  well  as  to  various  clever  Rabbinic 
aphorisms,  and  the  volume  concludes 
with  reflections  suggested  by  certain  of 
the  more  arresting  sayings.  Whilst  the 
book  is  expressly  intended  to  interest  the 
general  reader,  preachers  and  teachers 
will  discover  fresh  and  valuable  material 
in  the  description  of  the  Wise-men's 
ideals  and  difficulties — a  topic  which  has 
hitherto  received  but  slight  attention, 
and  which  on  closer  investigation  is 
found  to  yield  rich  reward. 

"First  Aid  to  Boys,"  is  the  title  of  a 
book  by  Dr.  Norman  B.  Cole  and  Clayton 
H.  Ernst.  It  is  a  manual  for  Boy  Scouts 
— a  practical  volume  well  illustrated. 

"Three's  a  Crowd,"  by  William  Caine, 
is  a  clever  novel  by  a  writer  who  has 
humor  of  the  more  cynical  sort.  It  is 
the  story  of  a  woman  who  wants  to  have 
all  the  freedom  of  the  new  woman  and 
yet  who  longs  for  a  husband's  petting 
and  caressing.  Her  struggle  to  achieve 
all  that  she  desires  makes  an  entertain- 
ing tale  that  is  rich  in  psychological  de- 
velopment. 

A  new  "Arabian  Nights"  is  illustrated 
by  Rene  Bull. 
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RAINE'S  NEW  BOOK 

"The  Sheriff's  Son"  takes  up  an  inter- 
esting problem  in  the  working  out  of  the 
story.  The  author  is  William  MacLeod 
Raine.  The  hero  of  the  story  is  a  man 
with  an  inherited  feeling  of  cowardice.  It 
is  a  story  of  the  west  and  the  hero's 
father,  the  sheriff,  had  been  killed  by 
members  of  the  rougher  element  of  the 
men  of  the  wide  territory  in  which  the 
sheriff  essayed  to  make  men  keep  the 
peace.  How  the  son,  with  his  own  in- 
herited cowardice  to  fight  as  well  as  these 
rough  men,  came  out  victorious  over 
both,  is  the  theme  of  a  rattling  fine  story. 

MARY  REGAN 

A  good  way  to  avoid  getting  stale  on 
the  war  as  regards  books  is  to  get  in- 
terested in  a  good  romance  for  a  change 
and  a  book  which  is  represented  as 
an  ideal  one  to  present  to  prospective 
readers  with  that  in  mind,  is  "Mary 
Regan,"  by  Leroy  Scott.  It  ran  serially 
in  the  Metropolitan  and  the  editors  of 
that  magazine  speak  of  it  as  the  most 
popular  feature  they  have  had  for  years 
It  is  a  novel  of  New  York,  of  both  the 
underworld  and  the  upper  crust. 

THE  U.P.  TRAIL 

Zane  Grey  has  written  a  new  book  en- 
titled "The  U.P.  Trail,"  which  is  char- 
acterized as  an  epic  of  the  dreams,  the 
dangers,  the  men  and  the  women  who 
saw  and  helped  the  building  of  the  first 
great  transcontinental  railway.  If  it  is 
love  and  adventure  that  the  reader  wants, 
this  book  will  surely  satisfy  and  if  the 
thought  of  a  woman  in  danger  calls  out 
one's  chivalry,  it  will  be  easy  to  under- 
stand the  feelings  of  the  hero  in  this 
thrilling  tale  inspired  by  one  of  America's 
greatest  undertakings,  the  Union  Pacific 
Railroad. 

OH,   MONEY!   MONEY! 

The  striking  title  of  the  new  Eleanor 
H.  Porter  novel  is  "Oh,  Money!  Money!" 
It  is  to  come  in  March.  It  is  a  romance 
of  a  new  English  Cinderella  and  a  fairy 
god-mother  disguised  as  a  western  mil- 
lionaire. The  Blaisdell  family  also 
looms  up  prominently  with  particulars  as 
to  how  they  learned  the  time  value  of 
money  by  trying  to  buy  happiness  with 
an  unexpected  fortune.  As  "Poor  Mag- 
gie" says:  "Money's  a  test.  It  brings 
out  what's  strongest  in  you  every  time." 
Another  of  her  truisms  is  "If  you  don't 
know  how  to  get  happiness  with  five 
dollars  you  won't  know  how  to  get  it 
out  of  five  thousand." 

"Kitty  Canary"  is  due  within  a  few 
days.  This  is  the  new  Kate  Langely 
Bosher  novel.  She  is  the  author  who 
made  such  a  hit  with  "Mary  Cary." 
The  new  book  is  another  of  the  small 
dollar  volumes  which  occasionally  fit  in 
so  well  in  the  book  trade. 

"Madame  Sand,"  Mrs.  Fiske's  new 
play  has  been  issued  in  book  form.  The 
author,  Philip  Moeller,  is  one  of  the 
founders  of  the  Washington  Square 
Players,  of  New  York,  and  director  of  a 
number  of  their  productions. 
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THOMAS  ALLEN 
Fiction 

Mary  Regan,  Leroy  Scott,  cloth,  $1.50; 
Three's  A  Crowd,  William  Caine,  cloth, 
$1.50. 

Non-Fiction 

On  the  Field  of  Honor,  Hugues  Le 
Roux,  cloth  $1.50;  Campaigns  And  In- 
tervals, Jean  Giraudoux,  cloth,  $1.50; 
Norman  Prince,  a  volunteer  who  died  for 
the  cause  he  loved,  cloth,  $2.00;  A  Homely 
Diary  of  a  Diplomat  in  the  East,  T.  S. 
Harrison,  cloth,  $5.00;  The  Collapse  of 
Superman,  Wm.  Roscoe  Thayer,  cloth, 
60c. 

THE  COPP  CLARK  CO. 
Fiction 

His  Own  Home  Town,  Larry  Evans, 
cloth,  $1.35. 

Non-Fiction 

The  Canadian  Almanac  for  1918,  Edit 
ed  by  Arnold  W.  Thomas,  cloth,  $1.50. 

THE  MACMILLAN  CO.,  OF  CANADA 
Non-Fiction 

The  Old  Front  Line,  John  Masefield, 
cloth,  $1.00;  Our  Hawaii,  Charmian  K. 
London,  cloth,  $2.25;  Education  for  the 
Needs  of  Life,  I.  E.  Miller,  cloth,  $1.25, 
Universal  Training  for  Citizenship  and 
Public  Service,  W.  H.  Allen,  cloth,  $1.50; 
Forecasting  the  Yield  and  the  Price  of 
Cotton,  H.  L.  Moore,  cloth,  $2.50;  Elec- 
tric Traction,  A.  T.  Dover,  cloth,  $5.50; 
The  History  of  Europe  from  1862-1914, 
Holt  &  Chilton,  cloth  $2.60;  An  Introduc- 
tion to  Statistical  Methods,  H.  Seerist, 
cloth,  $2.00;  Furniture  of  the  Olden  Time. 
New  Edition,  F.  C.  Morse,  cloth,  $6.00; 
Main  Currents  of  European  History, 
1815-1915,  J.  J.  C.  Hearnshaw,  cloth, 
$2.50;  Problems  of  the  Self,  J.  Laird, 
cloth,  $4.00;  Logic  as  the  Science  of  the 
Pure  Concept,  D.  Ainslie,  cloth.  $4.75;  A 
History  of  the  French  Novel,  Vol.  I,  G. 
Saintsbury,  cloth,  $6.00;  Our  Sea  Power, 
H.  W.  Household,  limp  cloth,  60c;  The 
Everlasting  Quest,  H.  L.  Webb,  cloth, 
$1.50;  Sermons,  Preached  in  Westminster 
Abbey,  R.  H.  Charles,  cloth,  $1.65;  Brah- 
madarsanam,  S.  A.  Acharya,  cloth,  $1.50; 
America  Among;  the  Nations,  H.  H.  Pow- 
ers, cloth,  $1.50;  Instincts  of  the  Herd  in 
Peace  and  War,  W.  Trotter,  cloth,  $1.25; 
Immortality,  B.  H.  Streeter,  cloth,  $2.25. 

McCLELLAND,   GOODCHILD   & 

STEWART 

Fiction 

The  False  Faces,  Louis  Joseph  Vance, 
$1.35;  The  Raven  Patrol  of  Bobs  Hill, 
C.  P.  Burton,  $1.40. 

Non-Fiction 

Alsace-Lorraine  Under  German  Rule, 
C.  D.  Hazen,  $1.25;  The  Soul  of  the  Rus- 
sian Revolution,  M.  J.  Olgin,  $2.50; 
Audubon,  the  Naturalist,  2  vols.,  $7.50; 
The  Country  Weekly,  Phil.  C.  Bin?,  $2.00; 
A  Loiterer  in  New  York,  Helen  W.  Hen- 
derson, $4.00. 


Juvenile 

Camp  Fire  Girls  and  Mt.  Greylock,  Isa- 
bel Hornibrook,  $1.35;  The  Five  Babbitts 
at  Bonny  Acres,  W.  A.  Dyer,  $1.30. 

S.  B.  GUNDY 
Fiction 

Just  Outside,  Stacy  Aumonier,  cloth, 
$1.35. 

Non-Fiction 
The  Willy-Nicky  Correspondence,  Her- 
man Bernstein,  cloth,  $1. 
Juvenile 
The     Fairy     Book    Series,    edited    by 
Andrew     Lang,    in     25    volumes,    cloth, 
$1.25. 

ABOUT  SOME  NEW  BOOKS 

"Limehouse  Nights"  by  Thomas  Burke 
is  acclaimed  by  Clement  K.  Shorter  in  a 
recent  weekly  "Literary   Letter"  to   the 
Sphere    as    the    best   book    published    in  • 
1916. 

Surely  no  better 'method  of  giving  re- 
lief and  aid  to  France  can  be  suggested 
to  the  trade  than  by  helping  to  foster  at 
this  difficult  time  her  splendid  efforts  to 
keep  alive  the  flame  of  intellectual  de- 
velopment and  to  distribute  further  the 
products  of  French  ideals  and  culture. 
Through  the  Societe  d'Exportation  des 
Editions  Francaises  represented  in  this 
country  by  Mile.  Marguerite  Clement, 
booksellers  and  publishers  may  get  in 
touch  with  thirty  more  French  publish- 
ers.— Publisher's  Weekly. 

When  Wilfrid  Wilson  Gibson  was  in 
American  in  the  early  months  of  last  year, 
the  announcement  was  made  that  he  had 
on  three  different  occasions  tried  to  en- 
list in  the  English  army,  but  that  he  had 
on  every  occasion  been  rejected.  Word 
has  just  been  received  that  the  poet  has 
made  a  fourth  attempt  and  has  been  suc- 
cessful, having  been  acecpted  for  service. 
It  is  also  reported  that  Mr.  Gibson  has 
a  new  book  for  publication  in  the  spring. 
The  collected  edition  of  his  poems,  repre- 
senting his  work  from  1904  to  1907,  has 
recently  appeared. 

Hermann  Hagedorn  has  words  of  high- 
est praise  for  the  new  "Pogany  edition" 
of  Swift's  "Gulliver's  Travels." 

"I  don't  believe  I  have  ever  seen  any 
edition  to  compare  with  it,"  he  says  in  a 
letter  to  Franklin  K.  Mathiews,  Chief 
Librarian  of  the  Boy  Scouts.  "My  chil- 
dren, aged  eight  and  four,"  he  adds, 
"are  thrilled  by  Mr.  Pogany's  illustra- 
tions, and  so  am  I.  My  elder  little  lady 
is  already  deep  in  the  volume." 

Constance  Garnett  who  gave  us  the 
whole  of  Turgenev's  novels  in  English 
has  nearly  completed  the  task  of  trans- 
lating with  equal  skill  and  judgment  the 
novels  of  Dostoevski.  The  ninth  vol- 
ume in  her  series,  which  is  just  from  the 
press,  is  entitled  "The  Gambler,"  and 
contains  three  stories:  "The  Gambler," 
"Poor  People"  and  "The  Landlady." 
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"More  Nursery  Rhymes  of  London 
Town"  comes  from  Duckworth  &  Co.  The 
author  is  Eleanor  Fargeon  and  the  ar- 
tist Macdonald  Gill.  It  is  an  attractive 
cloth  bound  volume. 

West  is  West  is  the  title  of  Eugene 
Manlove  Rhodes'  new  novel  which  is  a 
romance  of  Arizona  and   New   Mexico. 

"Nine  Tales"  by  Hugh  de  Selincourt  is 
a  collection  of  stories  in  book  form  re- 
produced from  different  English  maga- 
zines  in   which   they  have   appeared. 

"Over  the  Top"  was  the  best  seller  for 
1917  in  the  United  States,  reaching  a 
total  of  over  400,000  copies  since  its  first 
publication  on  June  8. 

"The  Story  of  the  Salonica  Army"  is 
announced  for  early  publication.  The 
author  is  G.  Ward  Price,  official  corre- 
spondent with  the  Allied  Armies  in  the 
Balkans. 

Richard  Dehan  is  represented  among 
the  first  of  the  1918  books  with  "Under 
the  Hermes"  a  collection  of  admirable 
short  stories. 

James  Norman  Hall  was  to  have  had 
his  new  book  "High  Adventure"  ready 
iast  Austumn  but  it  will  be  recalled  that 
BOOKSELLER  &  STATIONER  at  that 
time  told  of  the  mishap  that  befell  him, 
preventing  him  from  proceeding  with  the 
concluding  chapters  of  his  book.  These 
are  still  to  be  done  but  Mr.  Hall  is  again 
fit  and  the  book  will  be  finished  in  time  for 
publication  in  April  or  May.  It  will  be 
a  much  larger  book  that  had  been  ori- 
ginally intended  with  many  additional 
and  intensely  interesting  new  photo 
graphs.  The  publishers  promise  in  this 
book  a  worthy  successor  to  the  same 
author's  "Kitchener's  Mob." 

"G.  K.  C." 

In  the  January  advertisement  of  Mc- 
Clelland, Goodchild  &  Stewart,  featuring 
G.  K.  Chesterton's  "A  Short  History  of 
England,"  the  initial  "R"  was  used  in- 
stead of  "K,"  this  error  escaping  the 
usually  observant  eye  of  the  proof- 
reader. The  initials  "G.  K.  C."  are  so 
familiar  that  the  error  was  all  the  more 
glaring.  This  paragraph  is  being  run  to 
assure  booksellers  that  it  really  is  the 
one  and  only  "G.  K.  C."  who  has  pro- 
duced this  new  history  of  England,  which 
was  received  with  such  acclaim  in  the 
Old  Land,  and  which  has  been  brought 
out  in  a  Canadian  copyright  edition. 

A  new  edition  of  "The  Fairy  Book 
Series,"  edited  by  Andrew  Lang,  has 
been  brought  out  in  twenty-five  $1.25 
volumes. 

The  boy  in  the  service  will  find  a  place 
to  keep  his  photographs  of  the  "folks" 
over  here  as  well  as  a  record  of  incidents 
"over  there"  in  the  "Army  and  Navy 
Memory  Kit  Book."  This  compact  ser- 
vice kit  book  has  spaces  appropriately 
captioned  and  illustrated  for  the  sort  of 
things  our  soldiers  want  to  remember. 


Something  New  for  the  Cardwriter 

A  Series  That  Will  Give  Ideas  and  Instructions  for  the  Cardwriter  Who  Has  Already 

Mastered  the  Rudiments  of  the  Work. 


TO  get  away  from  the  usual  run  of 
our  show  card  lessons  we  are  going 
to  give  in  the  next  few  lessons  the 
ideas  as  worked  out  by  other  Toronto 
show  card  writers  as  well  as  our  own. 
The  actual  work  we  will  do  but  the  lay- 
out and  form  of  lettering  will  be  gleaned 
from  the  work  of  Toronto's  best  card- 
writers — men  whose  cards  appear  in  the 
best  stores. 

If  you  are  familiar  with  Toronto  and 
have  noticed  the  style  of  show  card 
which  has  been  prevalent  up  to  a  year 
ago  and  compare  it  with  those  which  are 
being  displayed  at  the  present  time,  you 
will  notice  an  almost  complete  change  of 
layout,  design  and  lettering.  Never  in 
the  existence  of  this  city  has  there  been 
such  a  remarkable  revolution  of  style  as 
the  last  year  brought  forth.  Apparently 
the  reason  for  this  is  that  new  blood  has 
come  into  the  city  and  has  brought  with 
it  fresh  ideas — ideas  which  appealed  to 
the  local  cardwriters  for  their  origin- 
ality and  artistry, 
they  appeal  to  the 
to  the  many  firms 
cards  for  their  own 
of  the  local  card 
were  diverted  into  a  new  channel,  and  no 
wonder,  for  this  new  style  commended  it- 
self to  both   public  and   cardwriters — to 


Not  only  did 
cardwriters,  but 
who  buy  show 
use.      The    ideas 

writing      world 


By  Robt.  T.  W.  Edwards     . 

the  former  on  account  of  its  artistic  ap- 
pearance, to  the  latter  for  its  simplicity. 

One  of  its  most  noticeable  features  is 
the  absence  of  air  brush  work.  Previous 
to  this  most  cardwriters  seemed  to  think 
the  sign  of  the  air  brush  had  to  appear 
on  all  cards  of  a  fancy  nature  but  this 
new  style  now  prevalent  has  proven  that 
with  a  good  knowledge  of  handling  colors 
one  can  get  very  satisfactory  results 
without  it. 

Undoubtedly  it  is  a  good  thing  for  the 
card  writing  profession  that  this  has  oc- 
curred as  the  public  were  becoming  sat- 
iated with  the  sight  of  cards  plastered 
with  elaborate  air  brush  designs.  The 
idea,  like  many  another,  was  overdone. 
Now  it  will  be  used  sparingly  by  the 
best  cardwriters  and  will  therefore  have 
a  tendency  to  uplift  the  value  of  both 
air-brushed  and  hand-worked  show  cards. 

At  first  glance  this  show  card  lesson 
may  seem  familiar  to  the  student  who  has 
followed  this  series  carefully  but  on  a 
closer  inspection  the  difference  will  at 
once  become  apparent. 

In  the  first  place  there  are  fancy  let- 
ters to  be  used  in  making  up  word- 
which  are  to  feature  on  the  show  card. 
These  words  must  be  used  sparingly — 
say  not  more  than  two  or  three  words  to 
each  card.     The  rest  of  the  reading  mat- 


ter should  be  put  on  in  a  less  conspicu- 
ous form.  This  will  tend  to  make  the 
entire  card  more  readable  and  attractive 
than  would  be  the  case  were  all  the  words 
on  it  made  of  fancy  colored  type.  Above 
all  things  don't  overdo  your  work.  Al- 
ways leave  a  wide  background  on  the 
cardboard  as  it  is  this  which  makes  the 
letters  stand  out. 

The  main  feature  of  this  lesson  is,  of 
course,  the  lettering  so  we  will  turn  our 
attention  to  studying  its  formation  and 
color  combination. 

First  let  us  look  at  the  chart.  Here 
we  have  an  upper  and  lower  case  al- 
phabet. This  letter  formation  is  a  free 
and  easy  style  and  one  that  is  not  hard 
to  learn.  Practice  is  the  main  thing. 
The  ends  of  the  letters,  as  you  will  ob- 
serve, are  all  finished  round  and  are 
therefore  easy  to  do.  The  letters  are  not 
of  brush-stroke  formation,  as  in  many 
previous  lessons,  but  can  be  made  by 
either  outlining  the  work  with  a  small 
brush  and  filling  in  the  centre  or  can  be 
made  with  a  wider  brush  which  will  make 
the  width  of  any  of  the  letters  with  two 
strokes  and  therefore  avoid  filling  in. 
You  can  try  both  ways,  the  result  will 
be  the  same. 

You  will  notice  that,  while  the  alpha- 
bets are  all  the  same  formation  each  line 


51 


BOOKSELLER    AND    STATIONER 


has  been  treated  with  different  forms  of 
shadings.  This  will  give  you  some  idea 
of  where  the  shades  are  applied. 

There  is  one  thing  which  should  be  ex- 
plained before  going  further  and  that  is 
that  the  best  results  are  obtained  by  us- 
ing tinted  or  pastel  shaded  cardboard 
such  as  cream  .  pale  gray,  light  browns, 
in  fact  all  lighl  shades  of  cardboard  can 
be  worl  ed  into  attractive  show  cards  pro- 
viding the  proper  colors  are  used  for  the 
letter  formation.  The  reason  that  tht 
tinted  board  can  be  used  with  better  ef- 
fect is  that  white  can  be  used  as  a  letter 
or  a  "high  light"  thus  giving  you  more 
scope  for  variety. 

The  first  line  of  the  alphabet  shows  a 
white  letter  with  a  black  shade  and  a 
narrow  brush-stroke  of  orange  over  the 
top  of  the  letter.  Other  color  combina- 
tions can  be  used.  If  your  card  is  dark 
blue  use  a  black  shade  with  a  pale  blue 


letter  and  a  medium  shade  of  blue  for 
the  over  stripe.  Dark  cardboard  is  best 
for  a  white  letter. 

The  second  line  shows  the  shading  used 
in  a  different  manner  to  the  first.  The 
body  of  the  letter  is  dark  red  with  a 
narrow  white  line  on  the  high  light  side 
and  a  narrow  black  line  on  the  shadow 
side  of  the  letter.  Here  also  can  be  used 
many  different  colors.  You  can  make  this 
an  entire  combination  of  blues.  A  royal 
blue  letter  with  a  pale  blue  high  light 
and  a  dark  blue  shadow  line  on  a  cream 
colored  surface  makes  an  excellent  card. 

The  third  line  is  a  solid  black  letter 
with  a  French  gray  shade.  This  is  just 
to  show  what  a  solid  black  letter  looks 
like.  The  kind  of  shade  used  to  make 
any  letter  stand  out  entirely  depends  up- 
on the  color  of  the  surface  you  are  work- 
ing on.  For  instance,  don't  use  a  gray 
shade  over  a  cream  cardboard.  The  pale 
shading  colors  must  harmonize  with  the 
surface  color  of  the  card. 

The  last  line  of  the  chart  shows  a  pale 
blue  letter  with  a  darker  blue  on  the 
upper  and  right  hand  side  and  a  black 
shadow.  This  will  work  up  splendidly  on 
a  misty  gray  or  cream  colored  card. 


Do  not  use  any  but  opaque  colors  for 
this  work  and  those  must  be  thoroughly 
mixed  and  inclined  to  be  thick  rather  than 
otherwise.  Transparent  colors  are  abso- 
lutely worthless. 

As  stated  before  this  is  only  one  form 
of  letter  treated  in  this  manner.  Many 
other  new  forms  will  be  gone  into  later. 

Fig.  No.  1  shows  a  dozen  other  varieties 
of  letters  from  which  whole  alphabets 
can  be  worked  up.  These  are  just  given 
to  show  what  a  variety  of  fancy  letters 
can  be  made. 

"P"  shows  a  brown  round-end  letter 
with  a  darker  brown  outline,  outside  of 
which  is  an  outline  of  white.  Black  and 
white  shawod  and  high-light  lines  are 
on  the  face  of  the  letter. 

The  E  shows  a  white  letter  with  a  black 
shadow  with  a  light  green  brush  stroke 
line  on  the  face  of  the  letter.  This  letier 
can  be  worked  out  with  different  shades 
of  blue. 

"A"  shows  an  excellent  letter  forma- 
tion for  this  work.  It  is  a  light  brown 
letter  with  a  black  shadow  and  a  white 
high-light  line. 

"S"  is  a  good  letter  to  be  used  on  a 
white  card.  Black  for  the  letter  with  a 
high-light  of  cream.  Use  a  pale  cream 
shade. 

"H"  shows  a  very  dainty  form  of  let- 
tering and  one  that  can  be  used  on  a  high 
class  card  with  good  effect.  Many  color 
schemes  can  be  contrived  with  this  letter. 
Try  a  green  tone.  Use  a  pale  green  let- 
ter shaded  with  a  darker  green.  The 
letter  is  outlined  in  white. 

"G"  is  a  letter  to  match  the  "S"  in 
formation.  Various  colors  can  be  used 
here. 

"R"  shows  another  form  of  letter  which 
ij  good  for  this  work. 

"T"  is  a  thick  and  thin  without  any 
spurs. 

"D"  is  a  heavy  spurred  white  letter 
with  a  dark  outline  and  a  pale  blue  brush 
line  shade. 

"K"  makes  another  nice  form.  Tnis 
is  a  heavy  spurred  letter  of  dark  blue 
with  black  shade  and  a  white  line  on  the 
letter. 

"W"    shows    another    form    of    letter 


which   has  all   the   shading   on   the  face 
of  the  letter. 

"M"  is  of  a  fancy  Roman  formation. 

The   completed   cards   shown   here  are 


FIG.    1. 

only  a  few  of  the  many  designs  that  can 
be  made  by  following  the  method  just 
explained.  They  are  made  by  using  the 
same  letter  formation  as  illustrated  in 
the  chart.  You  will  notice  that  the  large 
exanse  of  background  which  is  shown  and 
which  has  the  effect  of  giving  greater 
prominence  to  the  lettering. 


TRADE  NEWS 

J.  M.  Dent  &  Sons,  Limited,  now  have 
a  branch  at  Montreal  in  charge  of  Miss 
G.  Montgomery.  This  is  identified 
chiefly  with  the  educational  book  end  of 
the  business.  Britton  Cooke,  is  also 
associated  with  J.  M.  Dent  &  Sons  in  a 
literary    capacity. 

The  book  trade  will  continue  to  be 
served  for  the  Canadian  head  office  in 
Toronto  in  charge  of  Henry  Button,  who 
has  made  arrangements  with  two  or 
three  U.S.  publishing  houses  to  take 
care  of  their  Canadian  sales.  These  in- 
clude the  Saalfield  Publishing  Co.,  of 
Akron,  Ohio,  and  the  Robert  H.  McBride 
Co.,  of  New  York. 

Many  valuable  old  books  and  engrav- 
ings were  destroyed  in  a  fire  in  the  store 
of  John  Britnell  &  Son,  880  Yonge  Street, 
Toronto,  on  Jan.  28.  The  blaze  started 
from  an  overheated  furnace,  and  was 
burning  briskly  when  the  firemen  ar- 
rived.    The  damage  is  placed  at  $9,000. 

R.  A.  Harrison's  book  and  stationery 
stock  was  damaged  by  fire  on  Jan.  18. 
The  loss  was  about  $4,500  of  which 
$2,500  was  to  the  stock.  This  loss  is 
covered  by  insurance. 
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The  Economy  of  Business  Paper  Advertising 

The  Business  Press  Finds  a  Great  Champion— A  Definition  of  Economy— The  Buy- 
ing Power  of  Subscribers  — Continuity  and  Intensity  of  Advertising  Fun- 
damental Factors  of  Success — Some  Wise  Observations 


By    H.    E.    CLELAND. 


ECONOMY  is  a  many  sided  word  and 
may    mean    anything    up    to    the 
threshold  of  total  abstinence. 
But  Webster  tagged  it  best  when  he 
said  it  means  "a  judicious  expenditure  of 
money." 

War  is  shoving  economy  of  this  kind 
into  the  spotlight,  thereby  proving  that 
war  is  not  all  battles,  blood  and  what 
Sherman  said  it  was.  War  has  its  good 
side.  It  has  upset  a  centuries-old,  and 
centuries-rotten  depotism.  It  has  whip- 
ped British  manufacturing  methods  into 
a  state  of  high  efficiency.  It  has  waked 
up  a  snoring  America. 

In  these  conditions  there's  no  room  for 
the  advertising  man,  whether  he  be  pub- 
lisher, agent,  salesman  or  user,  who  per- 
sists in  dressing  advertising  in  garments 
of  glittering  guff.  It  must,  be  stripped  to 
its  effective  self;  made  ready  to  fight, 
not  to  pose. 

In  brief,  advertising  must  now  line  up 
with  every  other  business  and  make  every 
dollar  spent  for  it  a  "judicious  expendi- 
ture of  money." 

The  business  press  of  the  country  wel- 
comes this  return  to  the  fundamentals,  for 
with  this  attitude  must  come  a  full  appre- 
ciation of  the  effective  economy  of  busi- 
ness paper  advertising. 

Business  paper  advertising  has  never 
posed.  It  never  has  been  nor  will  be 
surrounded  by  the  pomp  and  circum- 
stances of  enormous  circulation.  It  can- 
not hope  to  fly  the  banner  of  tremendous 
rates.  The  average  cost  per  page  is  so 
low  that  it  doesn't  sound  resoectable. 

In  short,  business  paper  advertising  is 
not  the  bass  drum  of  this  band.  It  doesn't 
make  the  noise — but  it  carries  the  tune, 
clear  and  true. 

We  assert  for  it  a  very  high  efficiency 
per  dollar  of  cost.     And  that,  we  believe,  . 
is  the  aim — and  rightfully  the  aim — of 
every  straight-thinking  advertising  man. 

THE   REASONS   WHY. 

And  these  are  the  reasons  why  it  is 
effective: 

First,  the  editorial  character  of  each 
paper  limits  the  circulation  to  those  men 
in  an  industry  or  trade  who  are  respon- 
sible for  results.  These  are  the  men 
who  actually  buy  or  recommend  the  buy- 
ing of  machinery  or  merchandise  ad- 
vertised in  the  paper.  Therefore,  waste 
circulation  practically  does  not  exist  and 
is  in  every  event  cut  to  the  bone.  Hence, 
at  the  very  beginning  we  strike  at  effec- 
tive advertising's  greatest  extravagance, 
waste  circulation,  and  put  in  its  place 
intensive  circulation. 

Second,  the  buying  power  per  subscri- 
ber renresents  an  infinitely  greater  sum 
than  the  buying  power  per  subscriber  of 
anv  other  class  of  publication  because 
each  buyer  purchases  for  business  and  not 
private  consumption. 


The  accompanying  article  was 
awarded  the  Higham  Prize  at  the 
Convention  of  the  Associated  Ad- 
vertising Clubs  of  the  World  held 
this  year  at  St.  Louis.  This  prize  is 
given  annually  to  the  one  delivering 
the  most  constructive  address  in  the 
feivest  words. 

The  Business  Press  Department 
of  the  A.A.C.W.  has  about  100  mem- 
bers. These  papers  have  an  associ- 
ation of  their  own — The  Associated 
Business  Papers,  Inc. 


Third,  the  editorial  contents  of  the 
paper  are  in  harmony  with  the  advertis- 
ing pages.  The  first  tells  a  man  "how" 
and  the  second  shows  "what  with."  To 
borrow  the  simile  of  a  colleague  of  mine, 
the  whole  paper  may  be  regarded  as  an 
enormous  advertisement  with  the  editorial 
pages  carrying  the  educational  copy  and 
the  advertising  pages  representing  the 
return  coupon. 

In  a  recent  investigation  as  to  the  effec- 
tiveness of  advertising  run  next  to  read- 
ing matter  and  advertising  which  was 
segregated,  it  was  demonstrated  that 
when  the  reading  matter  next  to  the  ad- 
vertisement was  germane  to  the  product 
advertised,  then  results  from  the  advertis- 
ing were  far  and  away  ahead  of  results 
when  the  reading  matter  was  on  a  subject 
foreign  to  the  product  advertised. 

This  investigation  was  carried  on  in  the 
ereneral  field,  but  I  regard  it  as  one  of  the 
best  arguments  for  business  paper  adver- 
tising I  have  ever  heard.  In  a  sense,  all 
advertising  in  a  business  paper  is  "next 
to  reading." 

Those  three  fundamental  reasons  form 
the  backbone  of  effective  economy  in  ad- 
vertising and  sum  up  thus: 

THE  CONCLUSIONS. 

Business  paper  advertising  is  economi- 
cal because  it  reaches — and  the  adver- 
tiser only  pays  for — a  circulation  of  tre- 
mendous buying  power  which  is  continu- 
ally being  taught  by  the  publication  it- 
self to  want  the  products  advertised. 

The  business  of  the  business  papers  is 
to  exert  a  wise  and  wide  influence  upon 
the  commercial  and  industrial  develop- 
ment of  the  country. 

We  cannot  surround  them  with  flowers 
and  furrbelows,  nor  is  it  necessary  to  al- 
lure the  non-technical,  non-trade  man  with 
pictures  of  Gertie  Coughdrop,  "the  film's 
flossiest  flapper." 

Our  readers  are  not  to  be  caught  by  any 
cheap  expedients.  And  those  editors  and 
advertising  writers  who  find  it  necessary 
to  mount  their  untamed  vocabularies,  jab 
them  a  couple  of  times  with  their  favorite 
adjectives,  and  ride  off  in  a  ribald  revel  of 
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words,  have  no  place  in  the  modern  busi- 
ness publication. 

Business  papers  are  not  intended  to 
amuse,  are  not  edited  to  while  away  the 
lonesome  hour,  are  not  intended  for  the 
tired  business  man.  They  touch  men — 
and  men  only — on  that  side  of  their  lives 
which  occupies  most  of  their  wakeful 
hours.  They  instruct,  lead,  guide  and  help 
men  to  do  things,  to  build  things  and  to 
sell  things.  They  are  for  the  world's 
doers  when  they  are  in  the  midst  of  doing. 

In  one  of  Mark  Sullivan's  editorials  in 
Collier's  he  says: 

"Progress  is  no  monopoly  of  the  cannon 
makers.  In  one  issue  of  the  Electrical 
World  we  note  that  the  Columbus  (Ohio) 
Railway,  Power  &  Light  Company  has  set 
out  to  make  its  buildings  safer.  Fire 
escapes,  standard  doors,  and  other  im- 
provements have  been  added  along  with 
a  rigid  system  of  inspection  to  prevent  the 
accumulation  of  waste  and  grease,  so  that 
in  three  years  fire  risks  and  insurance 
rates  have  been  cut  nearly  in  half.  In 
Johnston,  S.  C,  F.  M.  Boyd,  manager  for 
the  Carolina  Public  Service  Comapny,  has 
devised  a  new  type  of  twenty-five-foot 
pole  with  a  twelve-foot  mast-arm  stick- 
ing out  on  the  street  side  so  as  to  keep 
the  poles  lined  up  on  the  curb  and  get  the 
wires  away  from  the  beautiful  old  elms 
and  water  oaks  that  are  the  glory  of 
Johnston's  highways.  Anyone  who  has 
seen  the  ruin  and  mutilation  left  by  fana- 
tical tree  trimmers  will  appreciate  Mr. 
Boyd's  device.  The  Ohio  Electric  Light 
Association  reports  that  its  members  have 
saved  from  three  to  five  cents  per  ton  on 
all  coal  handled  at  certain  of  their  power 
houses  by  putting  in  an  eight-hour  day 
for  firemen.  This  ought  to  interest  the 
old-timers  who  think  twelve  hours'  toil 
an  inalienable  right  for  engine-room 
workers.  Those  three  items  cover  vital 
subjects  and  are  only  part  of  the  grist  in 
one  issue  of  a  live  technical  journal. 
That's  how  our  United  States  goes  along." 

Those  of  you  who  know  Collier's  know 
that  this  comment  is  from  an  authority 
whose  point  of  observation  is  a  long  way 
from  the  bull  pen. 

WITHOUT    "SOUNDING    BRASS." 

So,  in  a  quiet,  substantial,  and  most- 
times  upheralded  way,  the  business  papers 
are  leaders  of  progress  in  their  respective 
industries  and  in  this  character  they  tie 
to  them  the  progressive  men  of  indus- 
tries. Only  progressive  men  are  worth 
while  to  advertisers.  Therefore,  the  busi- 
ness papers  not  only  aim  directly  at  those 
industries  where  the  advertisers'  products 
may  be  sold  but  they  automatically  select 
the  men  in  each  industry  whose  words 
carry  the  weight  of  buying  authority. 

But  modern  business  papers  —  those 
which,  for  instance,  are  members  of  the 
Associated    Business    Press  —  go    even 
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further  and  put  before  the  advertiser  the 
exact  number  of  each  classification  of  sub- 
scribers. So  that,  in  a  technical  industry, 
for  instance,  the  advertisers  are  shown 
how  many  firms,  executive  officers,  pur- 
chasing agents,  superintendents,  en- 
gineers, etc.,  are  on  the  paid  subscription 
list  and  from  these  the  advertiser  may 
estimate  the  buying  power  which  each 
publication    holds    for    his    product. 

In  other  words,  the  business  papers  are 
helping  to  put  advertising  closer  to  the 
status  of  an  exact  science. 

And  that,  in  turn,  spells  greater  econo- 
my in  advertising. 

"buying  power"  the  test. 
I  said  that  the  buying  power  per  sub- 
scription in  a  business  paper  was  greater 
than  the  buying  power  per  subscription 
of-  any  other  medium  because  things  are 
bought  for  business  and  not  private  con- 
sumption. 

To  illustrate  this,  one  industry  last  year 
bought  approximately  $500,000,000  worth 
of  goods  and  90  per  cent,  of  this  industry 
is  covered  by  two  business  papers  having 
a  total  paid  circulation  of  22,000,  or  an 
average  of  material  bought  per  subscriber 
of  about  $20,500. 

Since  it  is  a  fact  that  less  than  five  per 
cent,  of  our  population  has  an  income  of 
over  $4,000  per  year  it  may  readily  be 
seen  that  private  and  business  consump- 
tion are  far,  far  apart. 

I  quote  from  an  industry  with  which  I 
am  familiar  and  not  one  picked  because 
of  its  exceptional  buying  capacity.  There 
are  probably  many  which  exceed  it. 

So,  the  thought  is  that  each  dollar  in- 
vested in  business  paper  advertising  buys 
more  potential  sales  results  because  each 
appeals  to  a  greater  buying  power. 

And  that,  too,  is  economy  in  advertis- 
ing. 

THE  POTENT  THING. 
Now,  all  of  you  advertising  men  know 
that  the  really  potent  thing  in  advertising 
is  cumulative  effect.  You  know  that  even 
poor  and  mediocre  advertising,  persisted 
in,  pays  and  pays  handsomely. 

You  know,  on  the  other  hand,  that  spor- 
adic advertising,  even  of  the  best  kind, 
has  only  a  temporary  effect  and  that  that 
effect  is  seldom  of  sufficient  force  to  pay. 
The  splurger  makes  his  spash,  the  rip- 
ples die  out  and  the  surface  becomes  calm 
and  serene.  He  loses  because  his  adver- 
tising is  too  costly  to  be  kept  up  continu- 
ously. 

There  is  no  substitute  for  continuity  in 
advertising. 

It  is  possible,  because  of  the  low  rates 
in  business  papers,  for  practically  any 
manufacturer  to  advertise  week  in  and 
week  out  or  month  in  and  month  out,  to 
hammer  away  until  by  sheer  force  of 
persistence  he  drives  his  claims  home  and 
sells  his  prospect. 

It  takes  time  to  sway  men  the  adver- 
tiser's way.  It  takes  repeated  effort  to 
get  the  first  return  from  advertising. 

The  advertising;  catacombs  are  filled 
too  full  of  the  bones  of  half-tried  efforts. 
There  are  publishers  who  permit  and 
agents  who  induce  advertisers  to  adopt 
"splurere"  advertising:,  and  these  I  charge 
with  the  crime  of  high  treason  against 
the  cause  of  effective  advertising. 


Advertising  which  cannot  reap  the 
benefits  of  cumulative  effect  is  not  as  pro- 
fitable as  it  ought  to  be.  Therefore,  it  is 
not  as  economical  as  it  might  be. 

Business  paper  advertising  is  economi- 
cal because  intensive  circulation  permits 
rates  low  enough  to  allow  practically  any 
manufacturer  to  advertise  continuously. 
That  advertising  is  best  which  comes 
closest  to  the  best  in  salesmanship. 

What  does  the  salesman  do?  Assume 
that  he  is  selling  steam  engines,  does  he 
make  a  house-to-house  canvass  of  say, 
Chicago?  Not  on  your  life.  Aside  from 
the  utter  insanity  of  that  procedure,  it 
takes  twelve  years  and  eight  months  for 
one  man  to  make  a  house-to-house  canvass 
of  Chicago.  He  picks  out  steam  power 
plants  or  plants  in  course  of  design  or  of 
building  and  goes  to  those  and  no  others. 
Does  he  make  his  sales  talk  to  the  office 
boys  and  stenographers  in  those  plants? 
Not  in  one  thousand  years.  He  goes  to 
the  man  who  buys  or  recommends. 

Does  he  talk  to  these  men  about  steam 
calliopes  or  about  steam  engines?  You 
know  the  answer. 

Does  he  endeavor  to  show  the  economy 
and  efficiency  of  the  steam  engine  as  a 
prime  mover  and  does  his  talk  resemble 
that  of  an  engineer  or  a  chauffeur?  You 
know  the  answers  to  that,  too. 

Now,  why  does  the  salesman  do  these 
things?  Because  the  efficient  salesman 
knows  how  to  follow  the  straight  line — 
the  shortest  distance  between  two  points 
— and  because  his  concern  will  not  pay 
for  the  super-expense  of  roundabout 
methods. 

For  precisely  the  same  reason,  the  wise 
manufacturer  uses  the  business  papers  to 
carry  his  advertising  message. 

The  time  is  coming  when  the  principle 
of  intensive  advertising:  will  be  univer- 
sally recognized  and  followed. 

Manufacturers  of  machines  and  mater- 
ial and  equipment  which  are  sold  direct  to 
the  consumer  in  technical  fields  will  ad- 
vertise them  in  technical  papers. 

Manufacturers  of  merchandise  sold 
through  retailers  will  advertise  in  trade 
papers  first  and  will  no  longer  be  lured 
into  attempting  to  sidestep  the  dealer. 
They  will  do  the  first  thing  first. 

Manufacturers  of  merchandise  selling 
to  the  general  public  will  establish  con- 
sumer demands  (after  distribution  has 
been  properly  taken  care  of)  by  the  zone 
system,  using  newspapers  and  outdoor  ad- 
vertising. 

Advertisers  to  the  general  public  with 
a  thoroughly  established  distributing  sys- 
tem will  use  newspapers  and  national 
mediums  of  many  different  kinds. 

And  advertising  will  reach  the  high 
plane  that  it  is  designed  for  only  when  all 
advertising  men  place  their  business 
along  those  lines,  and  only  when  the  sales- 
men of  different  branches  of  advertising 
recognize  that  predatory  invasion  of  the 
other  man's  field  is  the  deadliest  way  to 
destroy  confidence  in  all  advertising. 

We  cannot  force  the  super-tax  of  ad- 
vertising extravagance  upon  the  manu- 
facturers of  the  world  without  eventually 
paying  for  it  ourselves. 

No  wise  salesman  knowingly  overstocks 
a  dealer.     No  wise  manufacturer  of  ma- 
54 


chinery  ever  recommends  the  use  of  his 
machine  in  order  to  make  a  sale  if  that 
machine  will  not  fit  the  consumer's  con- 
ditions. No  up-standing  and  honest  and 
far-seeing  man  will  make  a  contract  that 
does  not  benefit  his  customer  as  well  as 
himself. 

Advertising  men  must  follow  these 
methods  or  kill  the  goose. 

Therefore,  advertising  men  will  advo- 
cate the  use  of  mediums  that  present  the 
utmost  in  efficient  economy  for  the  ad- 
vertiser. 

Which  means  that  for  certain  classes 
of  services,  machinery,  material,  equip- 
ment and  merchandise,  the  business 
papers  will  be  used  to  their  fullest  extent. 
They  must  be  used  up  to  but  not  beyond 
the  line  of  their  efficiency. 

And  the  business  papers  must  continue 
the  practice  that  all  of  the  worth  while  of 
them  follow  now — they  must  decline  ad- 
vertising which  is  not  in  the  business  line 
of  the  paper.  To  do  otherwise  is  to  de- 
stroy the  principle  of  the  specialized  pub- 
lication. 

For  those  things  which  "belong"  in  a 
business  paper — but  for  no  others — the 
business  paper  presents  the  most  eco- 
nomical method  of  efficient  advertising. 


MORE  OF  "TOMMY" 

From  Hodder  &  Stoughton  comes  a 
copy  of  Joseph  Hocking's  new  book, 
"Tommy  and  the  Maid  of  Athens."  This 
is  a  companion  story  to  "Tommy."  After 
Tommy  had  served  in  France  and  Bel- 
gium, he  was  sent  to  Salonika,  and  went 
with  John  Penrose  to  Athens,  where 
treason  and  German  spies  abounded. 
"Tommy  and  the  Maid  of  Athens"  tells 
of  their  adventure  in  the  Greek  capital. 
It  unfolds  a  plot  whereby  the  Germans 
hoped  to  destroy  our  armies  in  the  Near 
East  and  open  the  road  to  India.  By  the 
aid  of  the  mysterious  "Maid  of  Athens" 
this  plot  was  discovered,  and  Tommy  and 
John  shared  in  the  excitement  of  thwart- 
ing it.  A  delightful  love  romance  runs 
through  these  perilous  adventures,  and 
the  story  is  alive  with  patriotism  and  the 
stirring  spirit  of  the  hour. 


TROTZKY 

"The  Bolsheviki  and  World  Peace,"  by 
Trotzky,  is  one  of  the  most  sensational 
books  of  the  war.  It  opens  the  eyes  of 
the  war-ridden  world  to  the  real  aims 
and  aspirations  of  the  Bolsheviki  and  the 
remarkable  man  who  wrote  it — the  man, 
who  six  months  ago  was  living  in  a 
Bronx  tenement,  who  is  now  paying  off 
old  furniture  bills  and  small  loans  made 
to  send  him  back  to  Russia. 

The  claim  is  made  that  this  book 
proves  that  Trotzky  wants  world  peace, 
not  a  separate  peace;  that  the  Bolsheviki 
are  anti-Prussian,  anti-Hohenzollern, 
anti-Hapsburg.  Trotzky  tells  in  this 
book  how  he  would  make  the  world  safe 
for  democracy.  He  says:  "Russian  free- 
dom must  not  be  had  at  the  expense  of 
Belgium  or  France.  Every  nationality 
must  have  the  right  to  determine  its  own 
destiny." 

The  book  has  just  been  issued  by  Mus- 
son's. 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


The  WELDON  ROBERTS  88  STYLES  of  rubber  erasers  satisfy 
every  demand  of  every  user.  You  do  not  know  what  eraser  efficiency  is 
unless  you  have  familiarized  yourself  with  the  special  uses  of  each  of  the 
88.     Fullest  details  on  request. 

THE  WORLD'S  QUALITY  STANDARD 


Weldon  Roberts  Rubber  Co.    newark,New  jersey,  U.S.A. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
VegetabLe  Glue,  etc. 


Are   the  finest  and  best  Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 

0  271    Ninth  St. 

BROOKLYN.  N.Y. 


Branches : 
Chicago.   London 
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"A.  A." 

Fountain    Pens 
are   as   excellent   as   can 
be    produced    by    highly     skilled 
workmen    and    perfect    materials.      Every 
'A. A."    Pen    absolutely  guaranteed    to  give   Ion 
and  satisfactory  service. 
Prices,   Trade   Discounts  and   Information   on  special   assortments 


The  B.  &  P.  Sure  Lock  Post  Binder 

combines  simplicity  with  safety  and  surety  with  speed. 
We  guarantee  this  line.  You  can  stand  back  of  it, 
knowing  that  it  will  satisfy  the  most  exacting  cus- 
tomer  you've  got. 

This  Binder  cannot  get  out  of  order.  In  12  sizes 
from  .,'..,  x  8%  to  14%  x  8%.  Show  it  to  your 
trade. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of   "Standard--  Blank  Books 

and  Loose  Leaf  Devices 

Home  Office: 

Front  St.   and  Hudson   Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn.  N.  Y. 
St.  Louis.  Mo. 


"A.A."  Lever  Self-Filling 

FOUNTAIN   PENS 


^OBE 


sell  readily  at  popu 
and  vie 


***» 


ar  prices 

Id  liberal 

profits. 


upon   request. 

MODERN  PEN  COMPANY, 

Canadian  Repracntatioc 


170     Broadway 
New  York  City 
A.  R.  MacDOUGALL  &  CO  .  2f6  King  St.  W..  Toronto.  On 


i»*S 
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New  Goods  Described  and  Illustrated 


POCKET  STOVE  FOR  COLD  WEA- 
THER 

A  SMOKELESS  and  odorless  heat- 
er,, occupying  the  same  space  as 
a  tin  of  tobacco  in  the  pocket  and 
giving  waves  of  heat  sufficiently  strong 
to  thaw  out  the  coldest  hands  and  keep 
them  comfortable,  has  been  designed  and 
is  now  offered  the  trade  by  a  New  York 
house.  The  unique  device  retails  for  25c, 
and  tubes  of  the  smokeless  fuel  for  the 
handy  little  heater  can  be  sold  at  5c  each. 
The  stove  consists  of  a  metal  box  lined 
and  covered  with  asbestos  and  covered 
with  a  khaki  sack  with  a  draw  string. 
The  tube  of  fuel  fills  the  stove  and  burns 
for  ten  hours.  It  may  be  allowed  to  go 
out  or  kept  burning  for  this  period.  The 
entire  device  comes  in  an  attractive  paste- 
board carton,  easy  to  handle  and  demon- 
strate. 

The  pocket  stove  is  especially  useful  to 
the  motorist,  sportsman,  commercial  man, 
letter  carrier,  policeman,  soldier,  marine, 
farmer,  school  child,  commuter,  traveler 
and  driver. 

STABLE  AND  GARAGE  RECORD 

Every  livery  stable  and  public  garage 
must  keep  records  of  their  sales  of  trans- 
portation services.  It  prevents  loss 
through  failure  to  make  the  charge  and 
preserves  an  interesting  record  of  the 
work  done  and  miles  covered  by  th>s 
or  that  horse  or  this  or  that  car — facts 
which  are  dear  to  the  hearts  of  horsemen 
and  garagemen  everywhere. 

The  retail  stationer  can  cash  in  on  this 
by  showing  to  such  men  a  record  book 
similar  to  the  one  now  offered  the  trade 
by  the  Boorum  &  Pease  Co.,  which  is 
admirably  designed  for  its  purpose.  Call- 
ing at  each  garage  and  livery  stable  in 
town  might  well  be  made  a  point  of,  and 
is  almost  certain  to  bring  some  welcome 
additional  profit  to  the  dealer.  Further 
information  can  be  secured  by  addressing 
the  company  direct. 

SOME  NEW  TOYS 

The  Bughouse  puzzle  consists  of  the 
parts  of  a  perfect  checker  board  and  to 
put  the  parts  together  properly  taxes  the 
ingenuity  of  even  the  dyed-in-the-wool 
puzzle  "shark." 

Animal  balloon  novelties  still  further 
increasing  the  vast  variety  of  toys  of 
rubber  are  being  offered  the  trade  for 
1918. 

A  striking  new  line  of  Christmas  tree 
ornaments  comprises  stars,  crescents, 
swastikas,  stockings.  Santas,  etc.,  made 
of  real  tinsel  that  glitters  and  sparkles 
with  great  brilliancy. 

GREETING  CARD  TENDENCIES 

J.  Charles  Skene,  of  Toronto,  who  be- 
fore entering  the  service,  carried  on  a 
commercial  engraving  business  in  To- 
»^nto,  was  invalided  home  recently  and 
has   now  joined   the   sales   force   of  The 


Boston  Line,  of  Boston,  to  cover  Canada. 

Mr.  Skene,  in  speaking  of  Christmas 
greeting  card  tendencies  said  that  the 
"Merry  Merry"  and  "Happy  Happy" 
kind,  likewise  the  "Ha!  Ha!"  greetings 
were  doomed,  being  succeeded  by  cards 
which  embody  strength,  dignity  and  re- 
finement. 

The  wording  "Merry  Christmas"  has 
almost  disappeared  and  is  supplanted  by 
the  words  "A  Christmas  Greeting"  or 
"A  Hearty  Christmas  Greeting."  Gaudy 
colored  stocks,  fancy  borders  and  frills 
are  also  quite  out  of  place.  There  are 
new  Christmas  eoiur  combinations  with 
soft  tints  by  new  processes.  Cameo  ef- 
fects and  patriotic  numbers  will  also  be 
popular.  Another  development  is  an  in- 
creasing call  for  religious  Christmas 
greeting  cards. 

AUTOMATIC    ERASER    HOLDER 

A  new  patented  automatic  eraser  hold- 
er, illustrated  herewith,  has  been  put  on 
the  market  by  the  Polar  Manufacturing 
Co.,    of    Philadelphia.      This    attachment. 


may  be  fastened  to  any  typewriter. 

It  is  a  practical  item  made  of  watch- 
spring  steel  and  is  indestructible — hold- 
ing any  size  eraser. 

It  automatically  offers  the  most  prac- 
tical place  for  the  stenographer  to  keep 
the  eraser  where  it  is  always  at  the  finger- 
tips, thus  saving  much  time  hunting  about 
the  busy  desk  or  through  the  desk  draw- 
ers as  usually  is  the  case. 

These  items  are  put  up  on  attractive 
display  cards  for  counter  and  window 
display  purposes. 

BOOKSELLER  &  STATIONER  ac- 
knowledges, with  thanks,  receipt  of  one 
of  these  handy  devices.  It  is  now  doing 
good  service. 

NEITHER  PEN  NOR  PENCIL 

A  writing  implement  composed  of  a 
mixture  of  wax  and  finelv-ground  pumice 
stone  containing  particles  of  ink  has 
been   invented   by   William   C.    Geer,     of 
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A    Striking    New    Playing    Card    Back    in    the 
Goodall    Series. 


Akron,  0.,  to  take  the  place  of  ordinary 
and  fountain  pens,  pencils,  crayons  and 
all  other  writing  implements,  says  the 
"Fopular  Science  Monthly."  As  the  body 
of  the  new  writing  device  is  composed 
of  a  mixture  of  wax  and  pumice  stone, 
which  is  easily  worn  away  when  rubbed 
against  a  paper  surface,  the  inventor 
claims  that  the  cells  of  ink  intermixed 
with  the  wax  and  pumice  stone  will  also 
be  liberated,  giving  a  uniform  supply  of 
ink. 

The  device  is  made  by  mixing  the  wax, 
pumice  stone  and  ink  together.  When  it 
is  heated  to  the  proper  temperature  it  is 
suddenly  immersed  in  cold  water.  This 
chills  and  solidifies  the  wax  mixture,  pro- 
ducing a  body  having-  a  cellular  struc- 
ture, each  cell  being  filled  with  ink. 

A  STAMP  FILE 

An  interesting  new  item  for  stationers 
is  Bushnell's  stamp  file.  When  the  vari- 
ious  denominations  of  postage  stamps 
and  the  advantages  of  having  each  read- 
ily accessible  are  considered  the  stamp 
file  as  illustrated  here  will  find  a  wel- 
come in  many  an  office.  This  new  file 
is  made  of  "Paperoid,"  a  good  tough 
stock,  and  comes  in  the  form  of  a  strong- 
ly bound  file  having  index  tabs  to  classi- 
fy various  types  of  stamps.  The  device 
takes  care  of  the  stamps  between  waxed 
leaves,  which  keeps  stamps  from  curling 
and  sticking  together.  The  tabbed  divid- 
ing sheets  keep  each  denomination  separ- 
ate and  allow  quick  handling. 

A  NEW  ADDER 

Adding,  the  most  common,  most  neces- 
sary and  most  useful  of  all  mental  pro- 
cesses that  have  to  do  with  figures,  is 
the  dread  of  the  average  person.  It  is 
a  thorn  in  the  flesh.  Nobody  enjoys  it, 
for  it  is  wearying  and  tiresome.  There 
is  the  ever  present  fear  of  mistakes. 

But  heretofore  adding  machines  have 
cost  a  lot  of  money.  They  haven't  been 
within  the  reach  of  the  general  public. 
People  have  been  waiting  for  the  machine 
that  they  could  easily  afford. 

To  fill  this  need  the  "Addachine,"  a 
small,  compact  and  durable  device,  which 
adds  and  subtracts,  has  been  devised. 


BOOKSELLER    AND    STATIONER 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factor?  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


Get  Ready  for 
Spring-  House-Cleaning 

Put  this  attractive  cabinet 
on  your  counter ;  it  will  earn 
dividends.      Retails,    $18.00. 

Costs  $12.50 

From    Your    Jobber 

Shipments  are  greatly  de- 
layed. Send  your  order  in 
early  to  insure  goods  arriving 
on    time. 

Moore  Push-Pins 
Moore  Push-less  Hangers 

Note   the  Superior   Quality  of  their  fine 

Tool-tempered     Steel     Points 
Send    for    Free    Samples    and    Dealers' 
The  Hanger  Discounts 

with  the  Twist   •■  _     t  _■    _  'iiass  Head 

'  Moore  Push-Pin  Co., 117  Berkley  St.,  Philadelphia.  Pa.  stPd  Poi"t 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND   STATIONER 

Special  Service   Department 


Mr.  Dealer  !  Here's  a  new  source  of 
profit  for  you.     Go  after  orders  for 

The  Silent 
Sanitary 
School  Desk 

You'll  be  surprised  how 
easily  you  can  work  up 
a  good,  remunerative 
demand  for  this  neatly 
designed,  well-con- 
structed sanitary 
school  desk. 
These  desks  are  absolutely  noiseless  and 
will  not  loosen  or  rattle  after  years  of  use. 
Backs  and  seats  are  shaped  to  ensure  com- 
fort and  a  correct  position  for  the  body  of 
the  pupil.  Woods  being  coated  with  mois- 
ture-proof varnish,  will  not  warp,  crack  or 
check.  Tops  finished  in  rich  mahogany  color, 
preventing  light  reflection  and  giving  the 
desk  a  fine,  rich  appearance. 
We  allow  representatives  a  very  handsome 
discount  or  commission  and  suggest  your 
writing  now  for  full  particulars  of  the  Desk 
and  the  Proposition. 

Just  a  postcard. 

Made  in    Canada   by 

Canada    Foundries    &    Forgings,    Limited 

Jas.  Smart  Manufacturing  Co.  Plant 
Winnipeg,  Manitoba  Brockville.  Ontario 


WORLD 
BLOTTING 


Fine  for  high-class  printing 


When  you  do  blotter  work  for  a  customer  you 
want  to  turn  out  something  classy — something 
that  will  give  him  satisfaction  and  bring  credit 
to  yourself. 

World  Blotting  makes  this  possible.  It  is  splen- 
didly  adapted   to   better   class   printing   work. 

There's  a  30  years'  success  record  behind  every 
bit  of  World  Blotting.  Get  samples  of  this  and 
our  HOLLYWOOD  and  RELIANCE  lines.  Try 
them   out. 


The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 
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CARTER  INX 

Quality  Products 
in  1918 

This  is  going  to  be  another  big  year  for  Carter 
Inx  Quality  Products. 

The  Carter  Messenger  Boy  is  going  to  be  on 
the  job  again,  too.  You  know  what  a  busy  little 
sales-maker  he  is. 

And  our  Advertising  is  going  to  help  more 
than  ever  to  boost  sales  for  CICO,  the  New 
Liquid  Paste,  and  all  the  other  Carter  Inx  Quality 
Products. 

These  advertisements  will  be  seen  by  thousands 
and  thousands  of  people  who  read 

The  Saturday  Evening  Post 
Collier's  World's  Work 

Literary  Digest  Independent 

System  American 

Modern  Methods  McClure's 

Review  of  Reviews  Metropolitan 

Don't  you  want  to  get  your  share  of  these 
sales?  You  can.  For  if  you  stock  Carter  Inx 
Quality  Products  you'll  sell  them. 

The  Carter's  Ink  Co. 

Boston      Chicago      New  York      Montreal 

Also  Manufacturers  of  Carter's   Typewriter  Ribbons 
and  Carbons 


Pat.   May   13,    1913 


Thts  is  the 

"F-B" 

Loose   Leaf 

Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
d  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale.  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton,  London,  Eng. 

A.  RAM  SAY  &  SON   C° 

EST'D.   1842.    MONTREAL. 


DIE-STAMPED 

CHRISTMAS 

GREETING 

CARDS 

WITH  ENVELOPES  TO  MATCH 

A  Five  and  Ten 
Cent  Retail  Line 

Catchy  Sentiments         Unique  Designs 


MANUFACTURED  BY 


AT 


329  CRAIG  STREET  W.,  MONTREAL 


tHKfafc^ 


1400 
PENC 


AOE     IN     BRITAIN 


Q= 


This   is   only   one   of   the   many   varieties  of 


In 

three 
sizes 


/v/rGf 


BRITISH   MADE 

ERASERS 


which  on  account  of  their  sterling  quality  are  in  great  favour 
throughout    the    world. 

THEBES  A  "CGLONHL"  ERASER  TO  SUIT  THE  REQUIRE- 
MENTS <IF  EVERY  U3HR-*nd  Stationers,  et«.,  can,  with  con- 
fidence, bffer  them  to  thedr  customers  knowing  that  the  result  will 
be   satisfactory. 

Our  Distributors  for  Canada,  Menzies  &  Co.,  Ltd.,  439  King  Stieet 
Wast.  Toronto,  will  he  glad  to  supply  you  with  samples  and 
particulars. 

Sole    Makers 
ST.    MUNGO    MANUFACTURING    CO.,    LTD.,    Glasgow,    Scotland. 


RELIANCE 
INKS 


MANUFACTURERS    OF 


SB*® 

WRmNGFLVID 

■Si 


Ink  Paste 

Grip         Seals 
Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG,   MAN. 
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~&C>34?  //VW/V/"  £T£/j*f>4T^ 

"  GQLD  MEDAt    ' 


Six  «^^/ Colors 

schoolwtrayons 

fR  EDUCATIONAL  COLOR  ^ 


Gold  Medal 
Crayons 

FOR  EVERY  USE 

School  and  Home 

Wax,    Pressed    and     Pastel 

Drawing  Crayons 
Lecturers'   Chalk   Sticks 
Dustless  Blackboard  Crayon 
White    and    Colored    Black- 
board Chalk 
Slate  Pencils,   Etc. 

MADE  BY 

BINNEY  &  SMITH  CO. 


NEW  YORK 


Office  and 

Factory 

Lumber  Crayons 

Textile  Chalk 

Tailors'  Chalk 

Marking    and 
Checking  Crayons 

Carpenters'  Chalk 

Send   for  Price 
List,   Catalog 
and  Samples 


Your  Opportunity 

for    Better    Pencil 

Sales 

Right  here  in  Canada — at 
Newmarket,  Ontario  —  are 
now  being  made  a  line  of 
very  high  class  pencils  that 
are  giving  splendid  satisfac- 
tion and  bringing  "repeat" 
sales  to  dealers  who  stock 
them. 

Cane's 

Made-ln-Canada 

Pencils 

will  sell  easily  in  your  store  and 

because  there  is  no  duty  to  pay 

on  Cane's  your  margin  of  profit 

is  much  better. 

And  we  help  you  sell  your  stock. 

The    handsome    store    card    here 

shown    will    get    attention     and 

suggest    sales. 

Be    a    Cane    Pencil    dealer.     It's 

worth   while. 

The 

Wm.  Cane  &  Sons  Co. 

Limited 
Newmarket,  Canada 


Show  this  popular  line 
in  your  1918  displays 

These  Memo  Books  are  very 
attractively  bound  and  should 
prove  very  popular  with  your 
trade. 

The  average  price  is  50c.  Every 
customer  will  want  one.  Speed 
up  your  sales  with  a  good  dis- 
play. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of  "Standard"  Blank  Books 
and  Loose  Leaf  Devices 

Home  Office : 

Front  St.  and  Hudson    Ave., 

Brooklyn,  N.Y. 

Factories:  Brooklyn.  N.Y. 
St.  Louis,  Mo. 


/\ 


YOU    CAN     NOW 

BUY 

MADE  IN  CANADA 
«s-     PENCILS     ■« 

Manufactured    by 

The  Wm.  Cane  &?  Sons  Company,  Limited 
NtWM/\KKET,   Canada 
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BUYERS'   GUIDE 


MADE 


CANADA 


More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

r»         79  Spadina  Ave..   Toronto 


SOLIDHED 
THUMB  TACKS 

Made    in    America 

Solidhed  Tack  Co. 

Makers 

38  Murray*.  N;Y. 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


Lonsdale  &  Bartholomew.Ltd. 

Publishers  of  the 
Famous"  ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every  if 
kind  of  work.     Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


ART  SUPPLIES. 

Artists'    Supply    Co..   77    York    St.,   Toronto. 
A.   Ramsay   &   Son   Co.,   Montreal. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St., 
Toronto. 

BLOTTING   PAPERS. 

The    Albemarle    Paper   Co.,   Richmond.    Va. 
Beveridge    Paper    Co.,    Ltd..    Montreal,    Que. 
Eaton-Dikeman   Co..   Lee.   Mass. 
Standard   Paper  Mfg.   Co.,   Richmond,   Va. 

BLANK    BOOKS. 

Boorum   &    Pease   Co..    Brooklyn,   N.Y. 

Brown    Bros.,    Ltd.,   Toronto. 

Buntin,    Gillies   &   Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co..    Berthierville,    Que. 
National    Blank    Book    Co..    Holyoke,    Mass. 
The   Copp,    Clark   Co..  Toronto. 
Warwick    Bros.    &   Rutter.   Toronto. 


The    American 
York. 


CODE    BOOKS. 
Code    Co.,    83    Nassau    St..    New 


King     St.     W., 


CRAYONS. 

Binney    &    Smith,   New   York. 
A.     R.     MacDougall     &     Co.,     266 
Toronto. 

EYELETTING  MACHINES. 

Elbe   File   and   Binder  Co..   New   York,   N.Y. 

Ideal   Specialties    Mfg.   Corporation,   552   Pearl   St., 
New   York   City. 

ENVELOPES. 

Beveridge  Paper  Co..   Ltd..  Montreal,  Que. 

Brown    Bros..    Limited,    Toronto. 

Buntin,   Gillies   &   Co..   Hamilton." 

Copp.    Clark    Co.,   Toronto. 

W.    V.   Dawson,   Limited.   Montreal.   Toronto,    Win- 
nipeg. 

Blenziea   &   Co.,   Limited,  Toronto. 

Warwick    Bros.    &    Rutter,   Toronto. 
ERASERS. 

St..    Mungo    Mfg.    Co..    Glasgow,    Scotland. 

Weldon   Roberts    Rubber   Co.,   Newark,   N.J. 

FANCY   PAPERS,   TISSUES   AND    BOXES. 

Beveridge  Paper  Co.,   Ltd.,  Montreal,  Que. 
Dennison   Mfg.   Co..    Boston. 
Menzies   &   Co.,  Toronto. 

A.    R.    MacDougall    &    Co.,    266    King   St.    W.,   To- 
ronto. 

FOREIGN   TEXT   BOOKS. 

Wycil   &   Co.,   83   Fulton   St.,  New  York. 
FOUNTAIN   PENS. 

Arthur  A.   Waterman    Co..   Ltd..   New   York. 
Sanford   &   Bennett  Co.,   51-53  Maiden   Lane,   New 

York. 
A.     R.     MacDougall 

Toronto. 
Paul    E.    Wirt    Co..    Brown    Bros 

Canadian   Agents. 

INKS,  MUCILAGE  AND  GUMS. 

Chas.   M.   Higgins    &   Co.,    Brooklyn,   N.Y. 

The  Carter's   Ink   Co.,   Montreal. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The   Ink    Co..    53    Yonge   St..    Toronto,    Ont. 
S.    S.    Stafford    Co.,    Toronto. 
"Gloy,"    A.    R.    MacDougall    &    Co.,    266    King    St. 

W..  Toronto. 
"Glucine."   Menzies    &    Co.,    Limited,    439   King   St. 

W.,   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co..    Montreal. 

Payson's    Indelible   Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 

The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

LANGUAGE  BOOKS. 
Wycil   k.  Co.,   83  Fulton  Street,   New  York. 
LEAD   AND  COPYING   PENCILS. 
American   Pencil   Co.,  New  York. 
Wm.    Cane   &    Sons,   Newmarket,    Ont. 
A.     R.     McDougall     &     Co.,     266     King     St.     W., 
Toronto. 


Co..     266     King    St.     W., 
Ltd.,    Toronto, 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metalg. 

On    request    to-day    our    Catalog;    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Beveridge  Paper   Co. 

LIMITED 
17-19  St.  Therese  St.,  Montreal 


Paper  and   Paper   Goods   in  all  lines, 
White  and  Colored  Tissues. 

Blottings,    Napkins    and    Lunch    Sets. 

SPECIAL   SIZED   ENVELOPES. 

Enquiries  Solicited. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St.,  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


SEALING  WAX 


Factory: 
Warristcn  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON,  ONT. 
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RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as  soon  as  ready. 

Up-To-Date  Advertising:  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display.    . 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,  Ont. 


William  Sinclair 
&  Sons,  (Stationers) 


Otley 


LIMITED 

Yorks 


England 


Manufacturers  of  Cheap  Stationery 

Memorandum  Books.  Writing  Tablets, 
School  Stationery,  Bazaar  Stationery,  Etc. 


If    you    are    looking    for    a    pad    of 
H    class   then    order    my 

DESK  PADS 

for  Distinctive  Quality  that  sells  at  sight. 
After  20  years  in  manufacturing  them  I  have 
the  combination  of  material  and  labor  that 
produces  a  sure  LAY  FLAT,  whether  in  a  stiff 
or  flexible  pad.  Write  for  catalogue  and  dis- 
counts. 

I.  SMIGEL,  Mfr.,  166  William  St.,  NEW  YORK 
A,  R.  MACDOUGALL  &  CO.,  LIMITED 

Canadian  Representatives 
266  KING  STREET  WEST.  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The   Brown    Bros.,    Ltd.,    Toronto. 

Boorura    &    Pease    Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp,   Clark   Co..   Toronto. 
Luckett    Loose    Leaf,    Limited,     215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &    Victor.   22  Cliff   St.,   New  York   City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd.,   Toronto. 

MAP  PUBLISHERS. 

Rand.    McNally    &    Co..    Chicago. 

The   Copp.   Clark    Co.,   Toronto. 

The    Scarborough    Co.    of   Canada,    Hamilton,    Ont. 

MILITARY   SPECIALTIES. 

Geo.    Clark.    Southam    Bldg.,    Montreal,    Que. 
Push    Specialty    Co.,    Toronto. 

NEWS    COMPANIES. 
Imperial   News    Co.,   Montreal,   Toronto,    Winnipeg. 
Toronto   News   Co. 
Montreal   News  Co. 
Winnipeg  News  Co. 

PAPER  FASTENERS. 
Bump    Paper    Fastener    Co..    La    Crosse,    Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St.,    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons.     Limited.     W.     V.,     159     Queen 

Victoria     St.,     London,     E.C. 

PAPETERIES    AND   WRITING   PAPERS. 

Beveridge   Paper   Co.,    Montreal,   Que. 
W.   V.   Dawson,    Limited,   Montreal,   Toronto,   Win- 
nipeg. 
The  Brown   Bros..   Ltd..  Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 

PLAYING   CARDS. 

Goodall's  English  Playing  Cards.  A.  0.  Hurst.  32 
Front   St.   W.,   Toronto. 

U.    S.    Playing    Card    Co..    Toronto,    Canada. 
POST    CARDS.    GREETING    CARDS,    ETC. 

Hildesheimer,  Ltd.,  93,  Clerkenwell  Road,  Lon- 
don,   E.C. 

A.  O.  Hurst.  Canadian  representative,  32  Front 
St.    W.,    Toronto. 

Menzies    &    Co.,    Limited.   Toronto. 

Philip  G.  Hunt  &  Co..  332  Balham  High  Rd., 
London.    Eng. 

Pugh    Specialty   Co..    38-42    Clifford   St.,   Toronto. 

Ritchie    &    Sons,    Ltd..    William. 

Valentine    &    Sons   Publishing   Co.,   Toronto. 

SCHOOL   SUPPLIES. 

Geo.  M.  Hendry  Co.,  Limited,  215  Victoria  St., 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The  Up-to-Date   Co.,    Canister,   N.Y. 

SHEET   MUSIC. 
McKinley  Music  Co.,    1501-15   East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS*   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale  Stationers,   Toronto. 

Buntin,   Gillies   &  Co.,  Hamilton. 

The  Copp,  Clark  Co.,  Wholesale  Stationers,  To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,   Winnipeg,  Man. 

W.  V.  Dawson,  Limited,  Montreal,  Toronto,  Win- 
nipeg. 

Warwick  Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C.    London. 

Hinks,   Wells   &   Co.,   Birmingham,  Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Toronto, 
Canadian   Representatives. 

A.  R.  MacDougall  &  Co.,  266  King  St.  W.,  To- 
ronto. 


ELBE  FILE   &   BINDER   CO. 

97  Reade  Street         -         New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC 
TOR   PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.A. 


EVERY 
BOOKSELLER 

■-'hr>i]M  stock  our  high 
grade  BLASTS  R 
CASTS.  They  are 
very  artistic  and  very 
lie.  Every  cus- 
tomer will  want  to 
buy.  Prices  reason- 
able. Catalog  on  re- 
quest. 

The  Florentine  Art 
Plaster  Company 

2208-10-12  Chestnut    St. 
PHILADELPHIA.  PA. 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations.  We  are  paper  makers 
and  wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.   BOWATER  &  SONS,  LIMITED 

159  Queen  Victoria  St.,  London,  E.C.  4, Eng. 
Cables:  "  Sparteolus"  London. 


ADAM  PIETZ 

1011  Chestnut  St.,  Philadelphia 

Steel  and  Copper  Plate  engraving  of  the 
better    kind. 

We  engrave  especially  fine  dies  for  Christ- 
mas and  other  greeting  cards,  also  for  Box- 
tops,  French  edge  seals,  Coats-of-Arms, 
Monograms,    Addresses,    etc. 
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LIFE 

is  fully  returnable  with  all 
newsdealers.  On  sale  every 
Tuesday.  I  Oca  copy.  Order 
enough.   You  can't  get  stuck. 

LIFE  PUBLISHING  COMPANY 
17  West  31»t  St.,    New  York  City 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  Soho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


Please  Mention 

this  Paper  when 

writing  to 

Advertisers 


DIRECTORY   OF   PUBLISHERS. 
Fiction. 

Thomas   Allen,   215   Victoria   St.,   Toronto,   Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto. 
Ont. 

Cassell    &   Co.,    55    Bay   St.,   Toronto,   Ont. 

Copp,    Clark    Co.,   517    Wellington   St.   W..  Toronto. 
Ont. 

J.   M.  Dent  &   Sons.  27   Melinda  St..  Toronto,   Ont. 

S.    B.    Gundy,   25   Richmond   St.    W.,   Toronto,    Ont. 

Hodder    &    Stoughton.    17     Wilton    Ave..    Toronto, 
Ont. 

Thomas    Langton.    23    Scott   St.,   Toronto,    Ont. 

Macmillan    Co.    of   Canada,    70    Bond    St.,    Toronto. 
Ont. 

McClelland,    Goodchild    &    Stewart,    266    King    St. 

W.,    Toronto,    Ont. 
Geo.   J.    McLeod,    Ltd.,    266    King   St.   W.,   Toronto. 

Ont. 
Musson    Book    Co.,    17    Wilton    Ave.,   Toronto,    Ont. 
Thomas    Nelson    &    Sons.    77    Wellington    St.    W., 

Toronto,    Ont. 
Imperial     News     Agency,     Toronto,     Montreal     and 

Winnipeg. 

Business    Books. 


Otto  Sauer  Series 

German,  French,  Spanish 
and     Italian    Grammars 


17    Wilton    Ave.,    Toronto. 
Co.,     115    Notre    Dame     St., 


Musson    Book    Co. 
Morton     Phillips 

New   York    City. 
Wycil    &    Co.,    85   Fulton   St.,   New    York    City. 

Periodicals. 

Life.    17   W.   31    St.,   New  York    City. 

Mac  Lean's  Magazine,  143  University  Ave.,  Toronto 


Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,   etc. 

Q  REAT  CHANCE  —  LONG  ESTABLISHED 
-^  book  and  stationery  business  for  sale. 
Stock  about  $4,700.  Get  particulars  without 
delay.      Box    100,    Bookseller    &    Stationer. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


Grammar  Separate,  $1.00 


Grammar  with  Key,  $1.25 


WYCIL  &  COMPANY 

85  Fulton   Street,    New  York  City 

Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity Winfield  Scott  Hall,  M.D.,  Ph.D..  assisted 
by  Jeanette    Winter   Hall. 

RELIABLE    —    SCIENTIFIC    —    CORRECT 

Sex  Knowledge  Every  Young  Man  Should 
Have  Sex  Knowledge  Every  Young  Woman 
Should  Have— Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should   Have.  Cloth  llluttrated,  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 


266  Kins  Street  West 


Toronto,  Canada 


Customs  Forms 
for  the  Trade. 


Send  for  Quotations 

Stating  Quantities 

Required. 


WRITE  FOR  PARTICULARS 

Morton,  Phillips  &  Go. 

PUBLISHERS 

115  Notre  Dame  St.  West,     Montreal 


GET  THE  BEST! 


BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EAT0N-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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For  your  customer  who  desires  some- 
thing    different,    yet    exquisite    and 


correct — 


(3 


ranes 


Since  1801  Crane's  paper  has  been 
the  correct  writing  paper.  Each  suc- 
ceeding year  increases  its  prestige 
among  those  socially  well  informed. 

You  share  that  prestige  when  you  sell 
Crane's  Linen  Lawn. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


<fafl*l.\.W»i 


NOH  OBIAS1 
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Sell  Caribonum  Ribbons 
and  Carbons 

Quality  is  the  outstanding  feature  of  these 
goods.  Satisfied  customers  and  good  profits 
are  the  rule  with  Caribonum  Ribbons  and' 
Carbons. 

Write  us  to-day  for  particulars  of  our  sales- 
creating  advertising  scheme. 

Caribonum  Company,  Ltd. 

54  Wellington  Street  East, 
Toronto. 
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BOOKSELLER    AND    STATIONER 

Spiers  was  licked! 

WHEN  Spiers,  representing  Cotton  &  Co.,  called  on  a  certain  Canadian  retailer 
to  solicit  business,  he  was  asked — "Why  doesn't  your  firm  advertise  in  DRY 
GOODS  REVIEW,  my  business  paper?"  And  Spiers  replied,  "My  firm  doesn't 
believe  in  trade  newspaper  advertising."    Said  the  retailer — "Then  I  don't  want  to  do 
business  with  your  firm.    Your  firm  may  not  believe  in  advertising,  but  I  do,  and  I'm  the 
man  to  be  considered  if  you  want  my  business." 

The  Retailer  had  a  good  deal  to  say  to  Spiers.  Boiled  firm  in  other  ways._  Probably  it  doesn't  believe  in  adjust- 
down,  it  was:  ing  complaints,  or  in  giving  me  the  sort  of  service  I  want 
'•'Your  firm  insults  my  intelligence.  I  pay  $2  a  year  to  ™dn  insist  on  having.  I'm  afraid  of  your  firm,  Spiers; 
have  DRY  GOODS  REVTEAV.  Tt  is  the  best  newspaper,  andu  there  are  always  other  firms  keener  to  do  business 
from  a  business  point  of  view,  that  comes  to  me.  cwlth  me  than  Cotton  &  Co.  are.  If  you  want  to  sell  me, 
,,T  t  ,i  i  .•  •  -i.  rrn  i  i  „  Spiers,  link  up  with  a  house  that  gives  me  the  informa- 
<I  read  the  advertisements  in  it.  They  have  a  news  value  ^    J  ^  .     ^  j  »  „ 

to  me,  and  I  am  their  debtor  in  many  ways.     Smco  war 

broke  out,  and  goods  have  become  scarce,  I've  sent  mail-  Spiers  is  of  that  type  of  traveller  who  thinks  that  trade 

orders   to   a   number   of   these   firms.     Travellers   don't  newspaper  advertising  is  his  competitor,  not  his  assistant. 

call  on  me  as  frequently  as  formerly.     I  suppose  there  He  wants  all  the  credit  for  orders  secured.     He  thinks 

are  fewer  of  them,  and  I  know  its  harder  to  get  to  me.  that  he  can  command  more  money,  in  the  way  of  salary, 

since  mine  is  a  general  store,  off  the  main  line.     T  want  "hen  his  solicitations  and  successes  are  not  contributed 

the  advertisements  of  firms  with   goods  to  sell,  and  I  to  in  any  way  by  trade  newspaper  advertising.     He  is 

want  them  published  in  DRY  GOODS  REVIEW.     T  somewhat  like  the  manager  who  wants  to  do  all  the  detail 

don't  want  stuff  sent  me  in  an  envelope  through  the  mail.  w°rk  himself,  who  is  afraid  to  hire  a  good  man  for  fear 

"That's  expensive  for  one  thing;  and  it's  a  nuisance  for  he  wil1  supersede  him. 

another.    I  want  a  business  firm's  proposals  to  me  in  the  *         *        * 

newspaper  I  take  home  with  me,  and  where  I  can  always  if  this  little  story  of  Spiers  and  Cotton  &  Co.  has  any 

find  it  when  T  want  to  refer  to  it.  truth  and  point  in  it,  it  means  that  the  following  retail- 

"When  your  firm  says  it  doesn't  believe  in  trade  news-  ers'    newspapers   are   worth   considering   as   trade-influ 

paper  advertising,  I  have  to  regard  it  as  a  back-number  encers. 

Yearly  cost 

Minimum  Page 

Frequency.     Page  every 

Rate  issue 

DRY  GOODS   REVIEW    Monthly  $35  $    420 

MEN'S   WEAR    REVIEW    "  30  360 

BOOKSELLER  &  STATIONER         "  25  300 

SANITARY     ENGINEER Semi-monthly  16.70  400.80 

CANADIAN  GROCER    Weekly  24  1,248 

HARDWARE    &    METAL "  24  1,248 

Breaking  down  the  resistance  of  retail  buyers  by  warm-hearted  proposal-full  communications 
addressed  to  them  in  page  spaces  in  their  business  newspaper  is  cheap,  when  results  are  consid- 
ered, at  a  yearly  cost  of  $300-$1200.  The  amount  to  spend  per  annum  depends  (1)  on  the  number 
and  accessibility  of  your  actual  and  potential  customers;  (2)  on  the  number  of  your  travellers; 
(3)  on  the  frequency  of  their  calls;  (4)  on  the  volume  of  your  annual  sales;  and  (5)  on  the 
nature  and  extent  of  your  opposition  (competitors). 

If  you  will  permit  us  to  work  out  a  definite  proposal  for  submission  on  its  merits  framed  in  the 
light  of  the  five  factors  noted  above,  please  write  us  without  fear  that  you  compromise  your 
fullest  liberty  of  action  and  decision. 

The  MacLean  Publishing  Company,  Limited 

Toronto,  Canada 

Also  at      Montreal      Winnipeg      New  York      Chicago      Boston     and  London,  E 
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Our  Factory  at  Park  Ridge,  N.J. 


This  is  the  Home  of  "M.  &  V."  Typewriter 

Supplies 

In  this  up-to-the-minute  factory  are  produced  those  widely  known  and  highly  popular 
MITTAG  and  VOLGER  TYPEWRITER  RIBBONS  AND  SUPPLIES  which  for  all 
round  customer-satisfaction  are  entirely  unequalled.  Good  dealers  everywhere  are  sell- 
ing "M.  &  V  "  lines.  Are  you  one  of  them?  If  not.  write  to-day  for  full  particulars 
of  this  family  of  money-makers. 


Agencies 

all  over  the  World 


MITTAG  &  VOLGER 

INCORPORATED 
Park  Ridge,  N.J.,  U.S.A. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada 
It  meets  the  requirements  of  the  Teacher,  Stu 
dent  and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150'/'  to  the  dealer. 

The  McKinley  Edition  (Revised  for  our  Can 
adian  Trade)  conforms  iu  every  detail  with 
Canadian   copyright   laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.     We  can  take  care  of  your  wants 
for   anything   in   Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


Always  Show 

STANDARD  BRAND 
BLOTTINGS 

You'll  find  them  worth  while.  Every  sale  will 
mean  a  satisfied  customer  and  a  neat  margin  of 
profit    as    well. 

The   most   particular   will   find   the   following    lines 
all    that   they    could    desire — 
"STANDARD"  "CURI-CURL" 

"IMPERIAL"  "PRISMATIC" 

•STERLING"  ROYAL     WORCESTER" 

and    "DEFENDER"    (Enameled) 
Stock     now     and     prove     the     selling     merits     of 
Standard    Blottings. 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 
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You  Should  Stock 

Dutch  Fabrik 

(MADE  IN  CANADA) 

Known  from  coast  to  coast 
as  Canada's  most  popular, 
medium-priced  stationery. 

The  distinctive  packing  at- 
tracts attention  and  is  a  valu- 
able selling  help. 

Supplied  in  the  leading  styles 
of  notepaper,  envelopes,  pap- 
eteries  and  tablets. 

Its  pure  white,  linen-grained 
surface  makes  writing  a  plea- 
sure. 


Advance  Orders 

for 

Cfjrtstma*,  1918 

are  now  being  taken  by  our  travel- 
ers. They  will  carry,  in  addition  to 
our  line  of  gift  stationery,  "Made  in 
Canada,"  a  full  range  of  the  latest 
British  and  American-made  goods. 
It  will  pay  you  to  see  them  before 
ordering  Papeteries,  Greeting 
Cards,  Post  Cards,  Gift  Dressings, 
etc. 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the   Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 

MONTREAL,   Southam    Bide.,    128    Bleury   St.         TORONTO,  14:i-l 53  University  Ave.        WINNIPEG,    1207   Union    Trust    Bldg.       LONDON,  ENG.,  88  Fleet  St.,  E.C. 


VOL.  XXXIV. 


PUBLICATION     OFFICE:     TORONTO,      MAR;CH,      1918 


No.  3 


Sell  and  Re-sell 


The  Same  Customers 

The  fountain  pens  yon  handle  must  both  sell  and  re-sell  to 
the  same  people  or  your  pen  department  loses  its  most  pro- 
ductive sales-aid;  the  enthusiastic  boosting  of  those  pens  by 
satisfied  users. 

SANFORD  &  BENNETT 
FOUNTAIN  PENS 

are  such  perfect  writing  instruments  that  customers 

who  use  one  are  sure  to  want  another,  and  will  natur- 
ally  tell    others   to    get   the    same    kind.      As   fine    as 
perfect  materials  and  highly  skilled  labor  can   make 
them;  upside  down  or  downside  up,  there  is  not  the 
slightest   possibility    of    S.    &    B.    Pens    spilling    ink. 
Investigate  their  exclusive  improvements.    Remember  that 
each  and  every  pen  is  guaranteed  to  give  long  and  satis- 
factory service.     Then  bear  in  mind  that  there  is  good 
profit  in  SANFORD  &  BENNETT  FOUNTAIN  PENS,  for 
they  sell  on  reputation  and  re-sell  on  merit, 

Write  today  for   prices  and  discounts 


Sanford  &  Bennett  Co.,  51-53  Maiden  Lane,  New  York    \^gg 


W.  E.tCOUTTS,  Canadian  Sales  Agent,  266  King  Street  West,  Toronto,  Ontario 
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©UDJOT  STATU© 


^  Not  only  in  the  general  appearance  of  this 
line  of  presentation  boxes,  but  in  the  small- 
est and  seemingly  least  important  detail, 
you  will  find  evidence  of  careful  discrimina- 
tion, based  on  ripest  experience.  Good 
intent,  backed  by  the  knowledge  and  the 
facilities  to  do  things  the  right  way,  is  the 
secret  of  the  heretofore  success  of  the  De 
Luxe  series.  Better-looking,  bigger  value,  in 
boxed  stationery,  is  impossible  to  construct. 

CJ  As  a  final  proof  that  the  De  Luxe  line — 
from  the  cheapest  and  most  simple  box  to 
the  elaborate  cabinet — is  the  most  saleable 
series,  we  refer  you  to  any  good  stationer, 
and  your  own  good  judgment  after  in- 
spection. 


WARWICK  BROS.  &  RUTTER,  LIMITED 

Manufacturing  Stationers 

TORONTO 
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This  Goodall  Line 
will  be  a  big  seller 
with  the  Soldiers 

Dealers  would  be  well  advised  to  show 
this  neat,  new  Goodall  Card.  The  design 
is  tasteful  and  attractive — the  idea  is  up-to- 
the-minute  and  is  certain  to  make  a  hit  with 
the  soldier  boys. 

Trv  it. 


The   Goodall   Series  of  Playing-  Cards   include   the  following 

IMPERIAL  CLUB— Whist. 

COLONIALS— Gold  Edges. 

LINETTES— Both   Standard   and    Whist   Sizes. 

SALONS,  Society,  Sultan  and 

PATRIOTIC  Series. 


Aubrey  O.  Hurst,  Representative 

32  FRONT  STREET  WEST,  TORONTO 


EBERHARD  FABER 

NEW   YORK 

RUBY  RUBBER  BANDS 

IN   ENVELOPES 


METAL  CABINET 

Handsomely  Lithographed  in 
Colors.  There  are  six  compart- 
ments each  containing  1  dozen 
envelopes  of  five  popular  sizes 
and  one  of  assorted  sizes  of 
RUBY  BANDS. 

Seventy-two  envelopes  of  the 
famous,  brilliant  red  RUBY 
RUBBER   BANDS. 

Saves  time  and  trouble  in  selling. 
Does  away  with  counting  and  weigh- 
ing. Just  hand  the  customer  an 
envelope  of  the  size  selected  from 
illustrations  on  front  of  cabinet. 
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ACCOUNT  BOOKS 

Full  Line  of  Every  Kind, 
Size  and  Quality. 


Ledgers 
Journals 
Cash  Books 
Day  Books 
Minute  Book 
Balance  Books 
Column  Books 


OUR  SPECIALTY 


Loose  Leaf 
Ledgers 

Binders  and 
Specialties 

Memorandum 
Address  and 
Price  Books 


Simcoe  Loose  Leaf 
PHOTO  ALBUMS 

the  BROWN  BROTHERS, 

LIMITED 

Manufacturers 

Simcoe  and  Pearl  Streets,        -        TORONTO 


ENUS 

PENCILS 

more    in    demand 
than  ever  before! 

ALL  men  designing 
war  materials  need 
VENUS  Perfect 
Pencils.  Be  sure  to  call 
to  the  attention  of  all 
purchasing  agents,  engi- 
neers and  draftsmen  in 
your  vicinity  these  fam- 
ous American-made  pen- 
cils,   Which  for   years     have 

been  the  standard  for   all 
technical  work. 


And  don't  forget  that  scores 
of  your  customers  can  use 
VENUS  to  advantage  for 
writing  as  well  as  drawing. 

ly  black  degrees 

6B  softest  to  qH  hardejt 

and  hard  and  medium  copying 

Catalog  and  information  on   request. 


American  Lead  Pencil   Go. 

220  Fifth  Avenue,  New  York 


BOOKSELLER    AND    STATIONER 


NEW    MODEL 

I  loose!  T-J^QTaTJ 


The  LEDGER  FOR  EFFICIENCY 

Rapid  Opening  —  Rapid  Closing      Dependable  Mechanism 
-  Unexcelled   Workmanship  -    Highest    Grade    Materials 

—  Automatic  Locking  —  Powerful  Roller  Clutch  —  Per- 
manently Enclosed  Mechanism      Full  Double    Expansion 

—  Smooth  Steel  Posts  Pressed  Steel  Locking  Case  — 
Electrically  Welded  No  Lost  Motion  — Firm,  Flat 
Writing  Surface  —  Correctly  Rounded  Back  —  Curved 
Hinges  —  Standard  Binding  in  Best  Quality  Red  Cowhide 
and  Corduroy  —  Binder's  Board  Specially  Made  and 
Rigidly  Inspected.  :-:  :-:  :-:  :-:  :-:  :-: 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Irving-Pitt  Manufacturing  Company 

■       -  LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS  ' 

Kansas  City      n^osi)  T-^PiTeafI     Missouri 

NEW  YORK  *—~ '    X    X        CHICAGO 

Canadian  Agents -THE  BROWN   BROTHERS,   LIMITED,  TORONTO 
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Sell  the  " Jackdaw"  Line  of 
Typewriter  Papers 

You  know  what  you  are  selling  when 
you  display  the  "Jackdaw1'  line.  You  can 
confidently  recommend  our  Typewriter 
papers — their  quality  will  please  your 
most  particular  customer. 

Our  line  is  very  complete  and  we 
respectfully  solicit  your  patronage,  con- 
fident that  our  goods  and  our  service 
will    more   than   satisfy   in   every  way. 

Efficient  office  men  demand  the  best 
Typewriter  papers.  With  the  "Jackdaw" 
line  you  can  meet  this  demand  and  profit 
well*  from  it. 

Large  or  small  orders  receive  our 
prompt  attention.    Write. 


Prompt  and 

courteous    attention 

to  all  orders  — 

large  or  small 


lilMITLD 

MONTREAL    AND   TORONTO 


Be  ready  for 

the  demand 

for  office 

supplies 
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The  Winter 

TRANSPORTATION  PROBLEM 


GLUCINE-STICKS 


It  is  the  best  adhesive  ever  invented. 
Always  ready  for  use. 
Always  clean. 
Never  dries  up. 


RETAIL  PRICE 

2  Vi  oz,  size  15  cents. 

5  oz.  size  25  cts.  with  Cap  and  Brush. 
10  oz.  size  50  cts.  with  Cap  and  Brush. 
30  oz.  size  90  cents  for  refiling. 
ORDER  IN  GROSS  LOTS 
and  Get  the  BIG  PROFIT 


makes  it  necessary  for 
us  to  withhold  shipment 
of  Glucine  until  April. 

We  are  now  piling  up 
business  from  our 
customers  throughout 
Canada. 

Please  order  your  supply  now 
and  not  risk  a  Glucine  Famine. 

LYONS  BANK  WAX 

The  Wax  that  has  gradually 
supplanted  all  others.  4,  5,  10, 
20  and  40  stick  carried  in  stock. 


LYONS  INK 

Writing      Copying      Scarlet 

IN  STONE  OR  GLASS  JARS. 

Same  Ink  as  supplied  British  Government  and  Bank  of  England. 


SOLE  AGENTS  FOR 


Lyons  Ink  Limited,  Manchester,  Eng. 

MENZIES  &  COMPANY,  LIMITED 

439  King  Street  West,  Toronto 

Importers  Blotting  Paper,  Seccotine  Publishers  Christmas  Cards,  Post  Cards,  etc. 

Importers  Writing  Paper  and  Stationery,  Toys  and  Fancy  Goods 
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ouncement 


of 


Display  of 

Holiday  Goods 

The  Copp,  Clark  Co.,  Limited 

H  11  *£**  APRIL 

n  Exhibition  of  value  and  great 
est  to  the  trade,  specializing 

11  IB 

PAPETERIES  1 

ii  beautiful  and  useful  gift  boxes  of  original  designs  in 
apes,  styles  and  sizes,  specially  designed  by  us. 

CHRISTMAS  CARDS  I    I' 

featuring  steel  die    and    embossed    designs  at  exceptional 
values — in  large  assortment  of  shapes  and  sizes. 

Art  Productions  and  Holiday  Accessories  in  large  variety. 

BOOKS 

Children's  Toy  Books  in  Paper  and  Linen.      Children 
Board  Books.      New  Fiction.      Reprints  of  Popular  Copj 
Standard  \ 


III 


Jell  us  when  you  can  come  aiicf  we  will  make  all  necessary 
arrangements  to  give  you  our  best  attention. 

The  display  will  be  held  as  usual  at  the  warehouse,  517 
Wellington  St  West,  Toronto.  Take  King  Street  west  car 
to  Portland  Street. 
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A  Machine  that  Saves  Time 

No  merchant  should  do  the 
work  a  machine  can  do  for  him 

A  National  Cash  Register 
does  15  important  things  in  3 
seconds.  It  would  take  many 
minutes  to  do  them  by  hand — 
yet  no  merchant  can  afford  to 
be  without  the  protection  and 
information  they  give.  A  Na- 
tional Cash  Register — 


The    National   Cash   Register  Co.   of 
Canada,  Limited,  Toronto. 

I  would  like  to  know  how  a  National  Cash 
Register  enforces  system  in  business,  how 
it  prevents  carelessness,  how  it  stops  mis- 
takes, how  it  would  save  me  money.  I 
understand  that  this  places  me  under  no 
obligation. 


Name 


Address    

Business No.  of  Clerks . 


Prevents  disputes  and  stops  losses. 

Prevents  carelessness    and    forgetful- 
ness. 

Increases   the   merchant's   trade   and 

profits. 
Makes  better  clerks  by  showing  what 

each  does. 
Saves  clerk  hire  by  speeding  up  sales. 

Protects  you  against  the  mistakes    of 

new  clerks, 
lowers  costs  by  increasing  take-with 

sales. 
Gives    quick    service,    and    prevents 

overtime  work. 
More  than  pays  for  itself  out  of  the 

money  it  saves. 

A  demonstration  of  the  register  best  suited 
to  work  your  business  will  prove  these  state- 
ments. Let  our  salesman  show  it  to  you. 
This  will  place  you  under  no  obligation. 

The    National    Cash    Register 
Co.  of  Canada,  Limited 


BOOKSELLER    AND    STATIONER 


^1V 


i£^a^3— 1 mam 


3^ 


THE 


NlOBT 


pQpV)\-AH 


IN  USE 


i* 


i 


, 


CONCENTRATION 

The  more  simple  and  direct  you  can  make  the  selling 
appeal  of  your  goods,  the  easier  it  is  for  a  customer  to 
decide  what  he's  going  to  buy. 

Esterbrook  Tens  in  Esterbrook  Counter  Display  Case-  offer 
a  comprehensive,  complete  line  of  many  different  styles- 
handy  to  show  and  easy  to  select  from. 

A  single,  complete  line  offers  full  opportunity  for  -election, 
and  brings  the  advantages  of  every  pen  clearly  before  the 
customer. 

It  means  a  better  appearing,  simpler,  anil  a  more  direct 
appealing  display— and  it  lakes  less  of  your  counter  space. 

There  i>  an  Esterbrook  Pen  for  everv  purposi — for  every 

hand. 

Esterbrook  Tens  have  been  the  standard  of  pen  excellence 
for  (it)  years.  Practically  everybody  knows  them.  There's 
a  goodprofit  in  them  for  you.  Concentrate  on  Esterbrook 
Pens.  Write  for  catalog  and  information  about  Kster- 
brook  <  Jounter  Display  (  ases. 

Esterbrook     Pen    Mfg.    Co. 

18-70   Cooper  Street,     Camden,    N.  J. 
Canadian   Agents: 

THE  BROWN   BROS..  LIMITED,  Toronto,  Canada 
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Easiest 
to  Soil" 


BOOKSELL E R    A  N  D    STATIONER 


DOMINION 
BLANK  BOOKS 


A  complete  Canadian-made  Line  of 
School  and  College  Exercise  Books, 
Memos  and  3,  (>  and  7-ring  Loose  Leaf 
Hooks. 

Our  equipment  is  being  constantly 
increased  and  the  range  of  our  pro- 
ducts expanded. 

We  can  give  the  Canadian  stationery 
trade  prompt  and  satisfactory  ser- 
vice on   the  above  mentioned   items. 


Our  ii  e  w 
catalogue     is 

now  on  llic 
press.  Send 
in  your  re- 
quest for  a 
copy. 


DOMINION  BLANK 
BOOK  CO.,  Limited 

BERTHIERVILLE,  P.Q. 


BLANK  BOOKS 
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National  Time  Books 

Time  books  in  some  form  or 
other  are  now  in  use  in  every 
office  and  factory,  and  every 
stationer  should  be  sure  that 
he  has  an  ample  and  varied 
stock  on  hand.  National 
Time-keeping  Books  may  be 
had  for  Weekly,  Fortnightly 
or  Monthly  Time-keeping 
systems,  in  bindings  from  imi- 
tation press  board  to  full 
sheep. 


WRITE  FOR  PRICES   ON  ALL 
ACCOUNT  BOOK  REQUIREMENTS 


NATIONAL 
BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


10 


BOOKSELLER    AND    STATIONER 


AROv*\AC 


8ELLING  DIRECT  FROM  FACTORIES' 


A.R,Ml4cDougall&  COi 


Hm^^^n 


ARO-AVAC 

'    ,  LI  TSIE.S  ^ 

SUNDRIES 


TORONTO 


The  Sun  Life 
A  s  s  u  r  a  nee 
Company  have 
equipped  through- 
out   their     splendid 
new  offices  on  Domin- 
ion   Square,    Montreal, 
with  several  gross  of Sen  g- 
busch  Self-Closing  Inkstands. 
They  realize  that    it   contributes 
to  the  efficiency  of  their  organizat  on 
and  saves  ink  bills.       So,  too,  did  the 
Western      Union     Telegraph    Co.,      The 
Standard  Oil  Co.,  Ford  Motor  Co.,  Inter- 
national Harvester  Co.,  Swift  &  Co.,  etc.,  etc. 

Sengbusch  dlS,  Inkstands 

Points  of  Superiority : 

Supplies  clean,  fresh  ink  always. 

Saves  75''   of  ink  bills. 

Ink  never  spurts  out. 

Only   uniform  dip  of  pen  possible. 

Requires  filling  once  in  from  two  to  six 
months. 

Non-evaporating. 

Needs  cleaning  only  once  a  year. 

Requires    only    8   oz.    yearly    for    busiest 
clerk. 

Saves  pen  points. 

Will  prevent  evaporation  of  red  ink. 

Works  perfectly  with  copying  ink. 

Saves  time  and  trouble. 

The  Ideal  Sanitary 
Moistener 


clean,  quiet,  no  smell, 
durable.  For  count- 
ing money,  stamp- 
ing, sealing  envel- 
opes, moistening  lin- 
gers. Made  of  porce- 
lain with  nickel  pol- 
ished metal  parts, 

Catalog  on  request. 


/ 


Users  of  Eldorado  say: 

"We  have  found  that  they  run 
very  uniform  both  as  to  grade 
and  color,  and  that  they  are  free 
from  hard  spots,  which  is  one  of 
the  faults  of  other  American- 
made  pencils." — Packard  Motor 
Car  Co. 

"All  degrees  of  ELDORADO, 
'the  master  drawing  pencil,'  are 
top-notchers.  Dixon's  Best 
White,  No.  352,  is  a  fine  pencil 
for  Kodak  books,  blue  prints, 
etc." 

Recently  a  firm  of  wholesale 
grocers  ordered  17  gross  of 
ELDORADO  pencils  in  assorted 
degrees  of  hardness  for  use  in 
their  own  offices.  This  order  fol- 
lowed an  experiment  with  a 
small  quantity. 

Dixon's  Sovereign 

satisfies  the  demands  made  upon  a  five- 
cent  pencil.  Yellow  finish:  hexagon; 
smooth  edge;  strong,  smooth  lea<h: 
with  and  without  rubber  tips;  allows 
good  profit. 

We  will  gladly  send  samples  of  ELDORADO 
and  SOVEREIGN  to  ann  of  Hour  customers. 
Write  regarding  your  own  special  needs. 


A.  R.  MacDougall  &  Co.,  Limited,  S^^Tt: 
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Western    Stationers 


No  freight  congestion  to  delay  deliveries  of  your  goods  when  you 

Purchase  from  Winnipeg  or   Edmonton 

Prompt  service — and  supplies  right  at  hand  when  you  expect  them,  mean 
much — in  these  times  especially. 

Send    us    samples    of    your    manufacturing    requirements.      Quotations 
cheerfully  given  and  no  delay  in  production. 


Orders  for  stock  linen  shipped  same  day  as  received. 


CLARK  BROS.  &  CO.,  LIMITED 


Winnipeg 


Edmonton 


Get  one  of  these  counter  displays  now  and  increase 
your  pencil  sales. 

Order  from  your  wholesaler.     He  will  have  them 
or  will  be  glad  to  get  them. 


This  Display  Stand 
will  sell  lots  of 

Cane's 
Canadian  Pencils 

for  you. 

It  is  made  to  stand  on  your  counter 
and  made  to  show  your  stock  of  the 
All-Canadian  Pencils  in  a  way  that 
will  stand  them  selling  and  keep  them 
going. 


The  stand  contains  half  a  gross  of 
pencils,  one-half  of  which  will  stick  up 
in  a  way  that  will  get  the  customers' 
attention.  And  the  Union  Jack  on  the 
front  will  give  added  interest  and 
attractiveness  to  your  display. 

Cane's  Canadian-made  Pencils  are 
now  well-established.  This  assort- 
ment is  tipped  and  finished  in  six 
different  colors.  Dandy  pencils.  The 
kind  you  can  recommend. 


The  Wm.  Cane  &  Sons  Co.,  Limited 

NEWMARKET,  CANADA 
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POST   BINDERS 


STYLE  SM. 

THE  MOST  CONVENIENT  POST  BINDER  MADE 

The  Slotted  Metal  permit*  the  top  cover  to  be  removed  instantly  from  the  posts  WITHOUT  lift- 
ing it  over  the  top.  It  is  as  quickly  replaced.  A  slight  movement  of  the  Button  locks  and 
unlocks  the  hinder.  The  locking  Parts  grip  the  posts,  positively  preventing  any  upward  move- 
ment, yet  permits  the  top  £o  slide  down  on  the  post*  freely.       Made  with   3/16"    posts    only    in 

2:i/i"-Aiy  and  7"  centre*. 

Interchangeable  Posts — Sectional  or  Solid 

The  posts  are  screwed  into  the  base  by  means  of  a  specially  made  stud  that  gives  greal  strength 
yet  permits  the  posts  to  he  removed  easily.  We  furnish  solid  posl  1".  2",  3",  4".  5"  or  6"  high  and 
-ectional  posts  any  of  which  may  he  removed  and  replaced  with  other  lengths  in  a  moment. 
All  Binders  are  furnished  with  6"  Solid  Posts  unless  otherwise  ordered. 

Seven  Binders  in  One 

The  interchangeable  post  feature  enables  you  to  i*arry  ONE  stock,  yet  you  can  furnish  any  length 
Solid  Posts  from  1"  to  6"  or  you  can  furnish  Sectional  Posts.  Don't  overlook  thi>  feature— rit's 
very   important — and   the   posts   are    more   securely   fastened  than   the  old   riveted  style. 


YOUR  CUSTOMER 


will  have  no  other,  once  he  has  used  this  style.  Thousands  already  in  use  and  more  being  -old 
every  day. 

11  STOCK  SIZES— RETAIL  $1.60  TO  $2.20 

You  Cannot  Afford  to  be  Without  This  Line 

YOUR  TRADE  WANT  IT. 

OTHER  LINES: 

MEMOS,  RING  HOOKS.  PRICE  BOOKS.  LARGE  RING  HOOKS.  NOTE  BOOKS.  POST 
PRICE  HOOKS.  SECTIONAL  POST  BINDERS,  SOLID  POST  BINDERS,  LEDGERS, 
HOLDERS,    DIARIES,   RECTPE   BOOKS,    DESK  PADS.  OFFICE  PUNCHES,  LEATHER 

COODS.  ETC. 

MADE  IN  CANADA  and  made  RIGHT. 


St-UCKCTT-6      ^-* 
T_erlLnG 


Luckett  Loose  Leaf.  Limited 

539-543  King  St.  West        Toronto  Canada 


S^inG 
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the  NEW  HOUSE 
for  SERVICE 

Stationers  and  Fancy  Goods  Dealers  throughout  Canada 
will  do  well   to    link  up  with    this    House    for    1918. 


A  COMPLETE  STOCK  OF 
FANCY  GOODS  LINES 

Imported  and  Domestic 

Toys    Dolls    Games 

BUY  THIS  BIG  LINE  FOR  1918  CHRISTMAS 

TRADE 

Our  travellers  are  now  on  the  road  (or  immediate 
orders.  Our  mail  order  department  will  serve 
you  well  and  promptly. 

Pipes,  Smokers'  Sundries,  Perfumes, 
Drug  Sundries,  Hairbrushes,  Toilet 
Goods,  Photo  Frames  in  Metal,  Leather 
and  Ivory. 


Serving  Trays 

$2.25  to  $10.00 

Portable  or  Floor 
Lamps 

$3.00  to  $25.00 

Clocks 

$6.00  to  $10.00 


Silver-Plated 

Tea  Sets 

Bon-Bons 
Fruit   Bowls 
Cake  Plates 

$1.50  to  $10.00 


Melbaphone 
Phonograph 

Table  Models 
$30  and  $40. 

Cabinet  Models 

$50    $75  $150. 

BEST  ENGLISH 
RECORDS 

DOUBLE-DISK 
1  0-inch  75c. 

With  good  list  of  selections. 

The  Line  for  Profit 
and  Satisfaction. 


TORCAN   FANCY  GOODS   CO.,    Limited 

77  BAY  STREET,  TORONTO 
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"BOOKSELLER  AND  STATIONER'S" 
NEXT  ISSUE  WILL  BE  THE 

ANNUAL  SPRING  NUMBER 

ADVERTISERS  WHO  WILL  BE  USING 
EXTRA  SPACE,  ADVERTISEMENTS 
IN  COLOR  OR  INSERTS,  ARE  ASKED 
TO  MAKE  ARRANGEMENTS  WITH- 
OUT DELAY  SO  THAT  ALL  PLANS 
AND  COPY  MAY  BE  COMPLETED 
BY  MARCH  25. 

THIS  IS  AN  EXCEPTIONAL 
OPPORTUNITY  FOR  PUBLISHERS, 
MANUFACTURERS  AND 
WHOLESALERS  TO  PUT  GOOD 
PROPOSITIONS  BEFORE  CANADA'S 
MERCHANTS  SELLING  BOOKS,  TOYS, 
STATIONERY  AND  KINDRED  LINES. 


REGULAR  RATES  FULL  PAGE  $35.  HALF   PAGE  $20. 

APPLY  QUARTER  PAGE  $20.  EIGHTH  PAGE  $8. 

(BETTER  RATES  ON  3,  6  AND  12  MONTH  CONTRACTS.) 
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BOO  K  S  E  L  I.  E  H    A  N  1)    S  T  A  T I  0  N  E  R 


Poor  Maggie  says: 

"I  f  you  don't  know  how  to 
gel  happiness  out  of  five 
dollars  you  won';  know 
how   to  get   it    out    of   five 

thousand." 


1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 !  I  ITUI'1 1 1 1 1 1 1 1 1 1 1 II  III  1 1 1 1 1  III  1 1 1 1 II I II 1 1 II 1 1 II 1 1 1 1 1 1 1 1 


READY    MARCH    26 
A  NEW  NOVEL  BY 

Eleanor  H.  Porter 


Poor  Maggie  says: 

"Money  won't  buy  happi- 
ness unless  you  exchange 
it  for  things  that  will  bring 
happiness." 


OH,  MONEY!  MONEY! 

The  romance  of  a  modern  Cinderella  and  a  fairy  god-mother 
disguised  as  a  Western  millionaire.  Also  of  how  the 
Blaisdell  family  learned  the  true  value  of  money  by  trying 
to  buy  happiness  with  an  unexpected  fortune. 

A  story  so  good  that  it  will  not  only  sell  itself  but  also  put  new 
life  into  the  sale  of  Mrs.  Porter's  other  novels. 


Poor  Maegie  says: 

"Money's  a  test.  It  brings 
out  what's  strongesl  in 
vou.  every  time." 


Illustrated  in  tint  by 

HELEN  MASON  GROSE 

$1.50  net 

THOMAS  ALLEN 

215-219  Victoria  Street 

TORONTO 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiirriitiiiiiiiiiiiiiiiiiiiiiiiiiniiii 


Poor  Maggie  says: 

"It  isn't  the  money  that 
does  things,  it's  the  man 
behind  the  nioiiev." 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery    . 

Main   Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:     26-27  Ivy  Lane.  Paternoster  Row.  E.C.  4 


Technical  Handbooks 
at  Popular  Prices 

We  have  a  line  of  quick-selling  books 
on  all  Mechanical  and  Electrical 
subjects. 

The  titles  include  Kngines,  Electric 
Dynamos  and  Motors,  Batteries,  Tele- 
phones, X-rays,  Wireless  Telegraphy. 
Lathe  work.  Tools,  Model  making. 
Windmills,  Locomotives,  Motor- 
cycles. Aeroplanes,  Carpentry.  Book- 
binding. Microscopes,  Motor  Boats. 
Scientific  Experiments  and  Metal 
Working. 

Prices  from  sixpence  upwards. 
The  coming  industrial  development 
of  Canada  will  call  for  practical 
handbooks  for  the  workers;  get  your 
supplies  in  hand.  Our  list  will  help 
you.  Mailed  free  on  request,  with 
pleasure. 

Percival  Marshall  &  Co. 

66  FARRINGDON  STREET 
LONDON,  E.C.  4,  ENGLAND 
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HERE 
ARE  SOME 

CHIEF   LINES 

which  one  of  our  travellers    wi 
shortly  show  you  to  help  make  1918  a 
profitable  year  for  you. 

Greeting  Cards,  Folders  and  Booklets 

Christmas  and  New  Year  Tags,  Seals, 

Art  Calendars,  Enclosure  Cards,  etc. 

And  an  unrivalled  selection  of  Post  Cards  for  the  Holiday 

Season 


Books  for  Children 


Toy  Books,  Picture  Books, 
Book  Toys,  Book  Novelties 

We  are  showing  the  leading   lines  of  juveniles — 
best  books  for  both  boys  and  girls. 

CHILDREN'S  BLOCKS,  DOMINOES, 

CHECKERS,  CHESS,  PLAYING  CARDS 

a  big  variety  of 

GAMES   and   HOME  AMUSE- 
MENTS 

Christmas  Bells  and  Decorations 


POSTCARDS 

FOR 

EVERY 

SEASON 

The  Trade  will  be  delighted  with  the 
many  fine  new  cards  we  are  showing 
this  year,  not  only  for  Christmas, 
but  for  immediateand  year-round 
trade. 


I 


By  all  means  see  to  it  that  you  may  have  ample  time  to  inspect 
this  great  range  of  most  saleable  holiday  specialties  for 
tationers.      Buy  early  and  buy  adequately  so  as  to  be 
assured  of  prompt  delivery. 

VALENTINE  &  SONS 
UNITED  PUB  CO. 

LIMITED 

TORONTO 

MONTREAL 

WINNIPEG 


ill 
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If  Your  Magazine 
Department  is  not  Paying 

It's  time  to  look  around 

In  order  to  give  you  a  square  deal  on  price  and  returns,  we  have  been  waging  a 
fight,  with  what  result  is  shown  in  the  following  list  of  American  publications. 

Will  you  support  us,  so  that  we  shall  be  able  to  add  to  this  list,  and  thus  make  it 
possible  for  you  to  make  a  fair  profit  on  your  magazines? 

Try  us  out  this  week. 


FULLY     RETURNABLE 

Pictorial     Review     lie 

Collier's    Weekly     7c 

Canada    Weekly     3c 

Parisienne     lie 

Saucy    Stories    lie 

Smart     Set     19c 

Field    and    Stream    15c 

Fascinating    Fiction     18c 

Clever     Stories      18c 

Motion     Picture     Magazine     15c 

Motion     Picture     Classic     15c 

15'!      RETURNABLE 

Saturday     Evening;     Post     3Vic 

Country     Gentleman      3c 

Railroad     Magazine     8c 


Argosy      Magazine      8c 

Munsey     Magazine     8c 

All    Story    Magazine    8c 

10,     RETURNABLE 

Metropolitan     15c 

Ladies'     Home    Journal     14r 

McCall's     Magazine      7Vic 

NON-RETURNABLE 

Jack     Canuck      

Puck    ( American )     7c 

Motor      19c 

Motor     Boating     lie 

Cosmopolitan     Magazine     15c 

Hearst's      Magazine      15c 

Harper's     Bazaar      19c 

Good     Housekeeping     lie 

Literary     Digest      8c 


WE  ALSO  CARRY  A  FULL  LINE  OF  BRITISH  PERIODICALS 


Imperial  News  Company,  Limited 


Winnipeg 


LOOK  OUT! 


You  are  losing  money  by  paying  express  charges.  Our 
quotations  are  laid  down.  Country  orders  are  given  the 
most  prompt  attention,  ensuring  generally  an  "On 
Time'*  service  previously  unequalled. 

We  can  supply  all  Quebec  Province  newsdealers  with  the  following 
American  magazines: 


MUNSEY'S 
ARGOSY 

RAILROADMAN'S 
ALL  STORY 
JACK  CANUCK 
PICTORIAL  REVIEW 
LADIES  HOME  JOURNAL 
SATURDAY  EVENING  POST 
COUNTRY  GENTLEMAN 
EVERYWOMAN'S  WORLD 


LITERARY  DIGEST 

COLLIERS' 

PARISIENNE 

SAUCY  STORIES 

SMART  SET 

FIELD  AND  STREAM 

FASCINATING  FICTION  NO.  7 

CLEVER  STORIES  NO.  15 

METROPOLITAN 

CANADA  WEEKLY 


MOTION  PICTURE  MAGAZINE 

MOTION  PICTURE  CLASSIC 

COSMOPOLITAN 

HEARST'S 

GOOD  HOUSEKEEPING 

HARPER'S  BAZAAR 

MOTOR 

MOTOR  BOATING 

PUCK 


Send  for  order  form  with  prices  and  conditions 

IMPERIAL     NEWS     COMPANY,     LIMITED 

254  Lagauchetiere  Street,  MONTREAL,  QUE. 
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JUST  PUBLISHED 


Earl  Grey's  Last 
Message  to  the  Empire 

Written  by  Mr.  Harold  Begbie,  to  whom  the  late 
Earl  Grey  gave,  in  the  last  days  of  his  life,  this 
farewell  message  of  cheer  and  counsel  for  the 
Empire,  tin-  book  contains  also  a  loving  portrait 
of  the  most  attractive  and  delightful  former  Oover- 
nor-General  of  Canada.  This  unique  volume  is 
entitled 


Albert,  4th  Earl  Grey 
A  Last  Word 

Cloth  75  cents 

Here  are  Earl  Grey's  own  words: 

"I  have  had  two  great  passions  in  my  life — the  Empire  and  the  welfare  of  the  working 
classes.  The  Empire  has  been  my  religion.  I  believe  that  it  contains  the  world's  great- 
est promise  of  peace.  I  think  it  can  settle  all  our  domestic  problems.  Rescue  this  vast 
Empire  from  being  at  the  disposal  of  our  party  system,  give  our  working  classes  an 
intelligent  conception  of  what  it  means,  and  you  will  transform  the  political  conditions 
here  at  home." 

"That  such  a  man  as  Earl  Grey  was  once  Governor-General  of  this  Dominion  will 
long  be  remembered  with  interest  and  gratitude  because  of  the  ideals  set  forth  in  this 
welcome  and  fascinating  book." — Extract  from  a  review  in  the  "Toronto  Globe." 


The  Sub 


The  Adventures  of  a  Sub-Lieutenant 
By  "TAFFRAIL."     Cloth  $1.25 

Having  just  read  the  proof  sheets  of  "The 
Sub,"  by  Taffrail,  we  have  no  hesitation  in 
saying  that  the  book  is  a  "Winner."  In  this 
story  Taffrail  does  for  the  "Snotty"  and  the 
"Sub,"  what  he  did  so  admirably  for  the  Sea- 
man in  "Pincher  Martin."  His  picture  of  life  at 
Osborne  and  on  board  the  "Pericles,"  is  alto- 
gether delightful  and  full  of  humour,  of  course, 
the  "Sub"  has  his  full  share  of  fighting.  Boys, 
as  well  as  grown-ups,  will  revel  in  the  pages  of 
"The  Sub,"  with  its  illustrations  and  pictorial 
wrapper.  We  believe  it  will  be  one  of  the  most 
t ovular  of  all  books. 


The  Huntress 

By  HULBERT  FOOTNER.     Cloth  $1.25 

"Bela  was  a  firebrand  in  the  village,  a  scandal 
to  the  whole  tribe.  Some  said  she  was  pos- 
sessed of  a  devil,  according  to  others  she  was 
a  girl  with  the  heart  of  a  man."  She  is  the 
heroine  of  Hulbert  Footner's  new  romance, 
"The  Huntress,"  and  will  not  be  given  in  mar- 
riage, according  to  the  law  of  the  tribe,  and  is 
so  far  from  obeying  her  stepfather,  that  on  cne 
occasion  she  thrashes  him  with  a  stick.  It  is 
when  she  learns  that  her  father  and  her 
mother's  father  were  both  white  men  that  she 
realizes  why  she  instinctively  revolts  against 
the  tribal  manners  and  customs,  and  goes  away, 
resolved  to  live  among  her  "own  people."  She 
falls  in  with  five  white  men,  who  throw  the  dice 
to  decide  which  shall  make  her  his  wife.  It  is 
a  thrilling,  picturesque  romance,  in  every  way 
worthy  of  the  author  of  "The  Fur  Bringers.'' 


HODDER  &  STOUGHTON    LIMITED 

new  york/ 


I  LONDON 


TORONTO 


PUBLISHERS 


TORONTO\ 
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Aviation  and  Automobile  Books 


JUST  PUBLISHED 


576  Octavo  Pages 


AVIATION    ENGINES 

Their  Design — Construction — Operation  and  Repair 

BY 

Capt.  Victor  W.  Page,  Aviation  Section,  S.  C.  U.  S.  R. 
253  Specially  made  Engravings 


The    rapidly    increasing    interest    in    the   study    of    aviation,    and 
that    make    mechanical    flight    possible,    has    created    a    demand    for 
and    concisely    explain    the    workings    of    the    various    aircraft    en 

This    treatise,    written    by    a    recognized    authority    on    all    the 
fills    the    need    as    no    other    book    does.      The    matter    is    arranged 
and    copiously    illustrated    so    that    anyone    can    understand    airpla 
cal   training.      This    work    is    invaluable    for    anyone   desiring    to,  be 

The  latest  rotary  types,  such  as  the  Gnome  Monosoupape  an 
Vee  and  radial  types.  The  subjects  of  carburetion.  ignition,  c 
The    chapters    on    repair    and    maintenance    are    distinctive    and    fo 

Invaluable  to  the  student,  mechanic  and  soldier  wishing  to 
and  repair  instructions.  Not  a  technical  book,  but  a  practic 
aeronautical  science. 


especially  of  the  highly  developed  internal  combustion  engines 
a  textbook  suitable  for  schools  and  home  study  that  will  clearly 
uines    of    foreign    and    domestic    manufacture. 

practical    aspects    of    internal    combustion    engines    and    airplanes, 
a    logical    manner;    all    descriptive   matter   is    simply   expressed 
ne  engine  operation  and  repair,  even   if  without  previous  mechani- 
come    an    aviator    or   aviation    mechanician. 

d  LeRhone.  are  fully  explained,  as  well  as  the  recently  developed 
ooling  and  lubrication  also  are  covered  in  a  thorough  manner, 
und    in    no   other    book    on    the   subject. 

enter  the  aviation  service,  because  it  gives  practical  installation 
al.     easily     understood     work     of     reference     for     all     interested     in 


Aviation  Chart— Location  of  Airplane  Power  Plant 
Troubles  Made  Easy 

By  Capt.  Victor  W.  Page,  A.S..  S.C.U.S.R.  A  large  chart  out- 
lining all  parts  of  a  typical  airplane  power  plant,  showing  the 
points  where  trouble  is  apt  to  occur  and  suggesting  remedies 
for  the  common  defects.  Intended  especially  for  aviators  and 
aviation    mechanics    on    school    and    field    duty. 

Glossary  of  Aviation  Terms 

A  complete  glossary  of  practically  all  terms  used  in  aviation, 
having  lists  in  both  French  and  English  with  equivalents  in 
either  language.  A  very  valuable  book  for  all  who  are  about 
to  leave  for  duty  overseas,  compiled  by  Lieuts.  Victor  W.  Page, 
A.S.,  S.C.U.S.R.,  and  Paul  Montariol,  of  the  French  Flying 
Corps   on   duty   on    Signal   Corps   Aviation    School,    Mineola.    L.I. 

Questions  and  Answers  Relating  to  Modern  Automobile 
Construction,  Driving  and  Repair 

By  Victor  W.  Page.  A  practical  self-instructor  for  students, 
mechanics  and  motorists,  consisting  of  thirty-seven  lessons  in 
the  form  of  questions  and  answers,  written  with  special  refer- 
ence to  the  requirements  of  the  non-technical  reader  desiring 
easily  understood  explanatory  matter  relating  to  all  branches  of 
automobiling.  A  popular  work  at  a  popular  price.  514  *  7M[. 
Cloth,  622  pages,  392  illustrations.  3  folding   plates. 

The  Model  T  Ford  Car,  Construction,  Operation  and 
Repair 

By  Victor  W.  Page.  This  is  a  complete  instruction  book.  All 
parts  of  the  Ford  Model  T  Car  are  described  and  illustrated ; 
the  construction  is  fully  described  and  operating  principles  made 
clear  to  everyone.  Every  Ford  owner  needs  this  practical 
book.      T.">    illustrations.      200    pages.      Large    folding   plate. 

Modern  Starting,  Lighting  and  Ignition  Systems 

By  Victor  W.  Page.  This  is  the  first  really  comprehensive 
work  on  this  important  subject.  It  is  written  in  simple  lan- 
guage and  considers  in  detail  the  basic  principles  of  the  elec- 
trical apparatus  involved  before  it  describes  any  of  the  systems 
or  their  parts.  Instructions  are  given  which  cover  every  detail. 
Over   250   illustrations,    400   pages.    1918  edition. 

Motorcycles,  Side  Cars  and  Cycle-Cars 

By  Victor  W.  Page.  The  only  complete  work  published  for  the 
motorcyclist  and  cyclecarist.  Describes  fully  all  leading  types 
of    machines,    their   design,    construction,    maintenance,    operation 


and    repair, 
ing    plates. 


550   pages.   350   specially   made   illustrations,   5   fold- 


The  Modern  Gasoline  Automobile,  Its  Design,  Con- 
struction, Operation 

By  Victor  W.  Page,  M.S.A.E.  This  is  the  most  complete  prac- 
tical and  up-to-date  treatise  on  gasoline  automobiles  and  their 
component  parts  ever  published.  In  the  new  revised  and  en- 
larged 1918  edition,  all  phases  of  automobile  construction,  opera- 
tion and  maintenance  are  fully  and  completely  described  and 
in  language  anyone  can  understand.  Every  part  of  all  types 
of  automobiles,  from  light  cyclecars  to  heavy  motor  trucks  and 
tractors,  are  described  in  a  thorough  manner;  not  only  the 
automobile,  but  every  item  of  its  equipment,  accessories,  tools 
needed,  supplies  and  spare  parts  necessary  for  its  upkeep,  are 
fully  discussed.  The  only  treatise  covering  various  forms  of 
war  automobiles  and  recent  developments  in  motor  truck  de- 
sign, as  well  as  pleasure  cars.  This  book  is  not  too  technical 
for  the  layman  nor  too  elementary  for  the  more  expert.  It  is 
an  incomparable  work  of  reference  for  home  or  school.  6x9. 
Cloth.    1.000    pages,    nearly    1,000    illustrations,    12    folding    plates. 

Automobile  Repairing  Made  Easy 

By  Victor  W.  Page.  This  is  a  thoroughly  practical  book  and 
includes  complete  directions  for  making  repairs  to  all  parts  of 
the  motor  car  mechanism.  A  book  for  the  garageman.  chauffeur 
and  automobile  mechanic,  it  also  contains  a  mass  of  general 
information  that  will  be  of  equal  value  to  the  motorist  who 
takes  care  of  his  own  car.  This  book  contains  special  instruc- 
tions on  electric  starting,  lighting  and  ignition  systems,  tire 
repairing  and  rebuilding,  autogenous  welding,  brazing  and 
soldering  heat  treatment  of  steel,  latest  timing  practice,  eight 
and  twelve  cylinder  motors,  etc.,  etc.  A  guide  to  greater  me- 
chanical efficiency  for  all  repairmen.  You  will  never  "get 
stuck"  on  a  job  if  you  own  this  book.  Complete  index  makes 
for  easy  reference.  Contains  more  than  1,000  specially  made 
engravings  on  500  plates,  most  of  which  are  full  page.  1.040 
pages. 

Automobile  Welding  With  the  Oxy-Acetylene  Flame 

By  M.  Keith  Dunham.  Explains  in  a  simple  manner  apparatus 
to  be  used,  its  care,  and  how  to  construct  necessary  shop 
equipment.  Proceeds  then  to  the  actual  welding  of  all  auto- 
mobile parts,  in  a  manner  understandable  by  everyone.  Fully 
illustrated.    167    pages. 


THE  NORMAN  W.  HENLEY  PUBLISHING  CO.,  2  West  45th  Street,  New  York,  U.S.A. 

McClelland,  goodchild  &  stewart,  Limited 

:-:  266-268  King  Street  West  :-:  TORONTO 


PUBLISHERS 

Dept.  BS. 
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«T_he  False  Faces" 


T 


By  LOUIS  JOSEPH  VANCE 

HIS  new  tale  deals  with  German  war  intrigue  in 
America.  The  "false  faces"  are  Germany's  secret 
agents. 


Our  old  friend,  "The  Lone  Wolf,"  he  who,  as  master 
thief,  so  thrilled  us  in  Vance's  book  of  that  title  a  few 
years  ago,  now,  having  given  up  robbery,  goes  in  for 
stealing  the  German  Secret  Service's  peace  of  mind. 
The  way  he  does  it  constitutes  about  the  best  piece  of 
fiction  of  the  kind  most  people  like,  that  has  come  out 
for  many  a  long  day. 

Any  bookseller  who  hasn't  read  this  book  should  by  all 
means  do  so  and  have  all  his  assistants  do  the  same. 

They'll  all  enjoy  reading  it  and  they  will  all  join  in 
the  popular  verdict: 

"This   is   the  best    book 
Vance  has  yet  produced" 

What  will  be  the  result  f  Why  your  enthusiasm  will 
be  aroused  in  the  full  realization  that  here  is  a  book  of 
the  real  "best  seller"  calibre,  and  you  will  surprise 
yourself  at  the  big  way  that  you  will  put  this  book 
across  in  your  store. 

Yes,  "The  False  Faces"  is  a  book  to  recommend. 
Vance  throws  the  whole  power  of  his  wonderful  story- 
telling ability  into  every  chapter,  and  we  venture  to 
forecast  for  this  book  a  record-breaking  success. 

Get  adequately  stocked  now.  Now  in  its  fourth  edition 
in  Canada. 

The  False  Faces  selling  everywhere. 


McClelland,  Goodchild  <T&  Stewart 

Limited 


PUBLISHERS 

266-268  King  Street  West,  Toronto 
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Billy  Sunday  s 
Son^  Books 

These  Admirable  Collections  Compiled  by  Homer 
Rodeheaver 


The  new  one  is 


a 


AWAKENING  SONGS" 


This  new  book  has  come  in  response  to  insistent 
demand  for  the  new  songs  developed  since  "Songs 
for  Service"  was  issued.  Besides  these  new  songs 
it  includes  the  great  successful  favorites  of  the 
past  few  years.    This  volume  has  256  songs. 

"SONGS  FOR  SERVICE" 

These  Two  Books  Are  Continuous  Best  Sellers 

Do  not  make  the  mistake  of  ordering  them  in  small  quanti- 
ties and  being  "out-of-stock"  frequently  when  demands  come. 

BUY  Til  KM  IX  HUNDRED  LOTS  at  least. 

You  can  sell  them  to  Churches,  Sunday  Schools,  Young 
People'.--  Societies  and  every  department  of  church  work. 
They  are  the  most  Popular  Song  Books  for  Revival  Services. 

Every  person  who  comes  into  your  bookstore  is  a  possible 
purchaser  of  both  these  books.  Every  home  should  have 
them.  Push  hard  on  these  books,  make  good  displays  of 
them,  you  will  find  them  easy  to  sell  and  once  you  get  started 
sales  will  increase  like  the  proverbial  snowball ! 

Prices  of  Each  Book : 

FULL  CLOTH,  35c.  LIMP,  CLOTH  LINED,  25c. 

MANILLA,  20c. 


Canadian  Agents  for  the  Rodeheaver  Co.,  Chicago,  Publishers 

McClelland,  goodchild  &  stewart,  Limited 


266  King  St.  West 


TORONTO,  CANADA 
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NEW  POPULAR  EDITIONS 

Popular  Copyright  Prices 

WAR  BOOKS 

THAT  SELL  TO  THE 


PEOPLE  OVER  HERE 


The  First  Hundred  Thousand  Capt.  Ian  H        (Beith) 

A  war  book  straight  from  the  trenches,  and  such  a  one  as  only  a   trained  novelist  could   have  written: 

graphic,   absorbing     full   of   humor,   and   with  bits   of   superb   character-drawing    that   make   the   men    at   the 
front   seem    like   old    friends. 

Fighting  in  Flanders  E.  Alexander  Powell 

Mr.    Lowell,    who    personally    interviewed  General    von    Boehm.    the    destroyer    of    Louvain     is    the    oniy 

cnrresoondent    who    has    been   able    to    obtain,  from    a  general's    own    lips,    the    standpoint    of    the    German 
Military   Party   in   this   war. 

The  Battle  of  the  Somme 


great 
wond' 


This  wondertully  readable  account  of  the  campaign  is  of  special  value  in  its  bearing  on  :  The  present 
t  offensive  of  the  Allies;  its  real  object;  the  gigantic  preparatory  moves  which  led  up  to  it;  the 
derful    new    '  technique"   of  offensive  developed   by   the    British  ;    the   meaning    of  the   present    line,   etc 


John  Buchan 


present   line,   etc. 

Laura  De  Turczynowicz 

.1  ls.t..     st.orT   of_an    Amencan    woman,   the   wife   of   a    Polish   noble,    who    was   caught    in    her   home 


When  the  Prussians  Came  to  Poland 


by  the  floodtide  of  the   German   invasion   of  the  ancient  kingdom   of   Poland 

Kings,  Queens  and  Pawns  Mary  Roberts  Rinehart 

Mrs.   Rinehart  has  seen   the  most  dramatic  side  of  the   Great    War.   and   chronicled    it   with   all    the   vivid 
humanness    which    has   made   her  stories   famous. 

Michael  Cassidy,  Sergeant  "Sapper" 

You    will    discover    thut    this    book    will    appeal    to  you    as    would    a    packet    of    letters    or   a    diary    found 
in  the  kit  of  a  young  soldier. 

The  Great  Push  Patrick  MacGill 

Here  is   the  story   of  the  fiercest  fight  of  all   by   a   master    writer,    who   actually   went    through    the   fight 
himself  and   has  the  courage  and  the  genius   to  tell   it  to   the   world. 

The  Red  Horizon  Patrick  MacGill 

The    heart   narrative   of   a    genius    in    the    trenches      shoulder    to    shoulder    with    the    Tommies— a    private 
soldier,  a  major  writer. 

Germany,  The  Next  Republic?  Carl  W.  Ackerman 

This   book    will   help   you    as    no   other   book   can    to   a    full    understanding   of    why    autocratic    Germany 
hates  and  fears  democratic   America   and  why   we  must  defeat  Germany. 

The  Soul  of  Germany  Thomas  F.  A.  Smith 

Instructor   for  twelve   years    in    a    German    University,    Dr.    Smith    has    brought    to    the    English-speaking 
■would   an  urvflivaled   picture   of  the   Teuton    ideals   and   daily   life   which    have   led   to  the   war. 

My  Home  in  the  Field  of  Honour  Frances  Wilson  Huard 

Kitchener's  Mob  James  Norman  Hall 

I  Accuse!  By  A  German 

Pan-Germanism  Roland  G.  Usher 

Challenge  of  the  Future  Roland  G.  Usher 

Evidence  in  the  Case  James  M.  Beck,  LL.D. 


New  Popular  Novels  for  the  Boys  Over  There 

A    Far    Country Winston    Churchill 

Big    Tremaine     .' Marie    Van    Vorst 

"K"      Mary     Roberts     Rinehart 

The     Turmoil     Booth    Tarkington 

Through    the    Wall     Cleveland     Moffett 

Corporal    Cameron     Ralph    Connor 

The   Light  of   the   Western   Stars Zane    Grey 

The    Lone   Star   Ranger Zane     Grey 

The  Rainbow  Trail    Zane    Grey 

Riders    of    the    Purple    Sage    Zane    Grey 

John    Barleycorn     jack     London 

The   Sea    Wolf. .      Jack    London 

Whispering     Smith      Frank     H       Spearman 

The  Crisis    Winston     Churchill 

Tess    of    the    Stcrm    Country     Grace    Mj)ler    wh^ 

Gappy    Ricks     Peter    B.     Kyne 

Penrod      Booth      Tarkington 

Ruggles    of   Red    Gap    Harry    Leon    wilson 

Skinners    Dress    buit    Henry    IrvinK    Dod 


GROSSET  &  DUNLAP 


BROADWAY  AT  26th  ST. 
1140  BROADWAY 


NEW  YORK 
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ANNOUNCEMENTS  of  NEW 

AND  FORTHCOMING 

PUBLICATIONS 

Spring,    1918 


j  T  |N  issuing:  our  last  Spring  List  we  stated  that 
U  1916  had  brought  a  record    demand    from 

the  public  for  books,  and  ventured  to  hope 
==Ji==J    that  that  book-hunger  would  grow.     It  has 

— beyond  all  expectation  and  despite  the 
paper  shortage,  that  appetite  has  grown  by  what  it 
fed  on,  and  demands  more  and  more  books. 

Our  1918  Spring  List  is  an  attempt  to  meet  that 
demand.  Under  the  stress  of  the  great  conflict  the 
human  spirit  craves  for  an  occasional  adventure  into 
the  realms  of  romance.  A  larger-than-usual  list  of 
Novels  is  our  attempt  to  meet  that  increasing  desire. 

For  the  student  of  War — and,  willy-nilly,  every 
live  man  has  had  to  become  one — we  are  happy  in 
presenting  a  choice  group  of  authoritative  War  vol- 
umes. The  growing  demand  for  illumination  as  to 
"the  undiscovered  country"  explains  the  inclusion  of 
certain  spiritualistic  volumes,  while  the  lover  of  Bio- 
graphies will  find  an  ample  feast  in  the  garnered 
memories  of  the  notabilities  we  include. 

The  uprooting  of  old  habits  and  the  disordering 
of  normal  lives  has  created  a  wish  for  guidance  as 
to  "The  Art  of  Keeping  Well" — one  of  our  volumes 
deals  with  it.  And  Technical  and  Gardening  volumes 
have  not  been  neglected. 

We  commend  our  New  List  to  your  early  atten- 
tion, and  in  view  of  the  present  difficulties  may  say 
we  shall  highly  appreciate  as  many  orders  in  advance 
as  you  can  conveniently  send,  so  that  we  may  have 
ample  time  to  prepare  sufficiently  large  editions  and 
thus  avoid  disappointing  our  friends. 

CASSELL  &  COMPANY,  LIMITED. 

P.S. — Our  Complete  Catalogue,  revised  to  date, 
includes  the  important  new  publications  for  Spring, 
1918.  Unless  you  have  received  a  copy,  drop  a 
postal  to 


THE  HOUSE  OF  CASSELL 

55  BAY  STREET  -  TORONTO 
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IN  THIS  ISSUE 

Rental  Libraries  in  Bookstores 
Leaves  From  the  Other  Fellow's  Book 

Quality  Advance  Compensates  for  Increased  Cost  of  Wall 
Paper 

Soldier  Trade  Section 

Best  Selling  Books  of  the  Month 

Monthly  Record  of  New  Books 

Literature  of  the  War 
Business  and  Advertising 

Opportunities  for  Automobile  Book  Trade 

New  Goods  Described  and  Illustrated 
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15,000   ALREADY  SOLD    IN  CANADA 


■111!: 


A  Thousand  Laughs  and  a  Few  Tears 

"Canada  in  Khaki 


caBSS 


A  Tribute  to 
Canada's 
Fighting  Men 

By  Britain's 
foremost  writers 
and  cleverest 
artists 

35  Stories 

10  full  pages,  illus- 
trated in  color,  suit- 
able for  framing'. 

44  Full  Pages 

Half-tone  illustra- 
tions in  black  from 
official  photographs. 
100  or  more  etched 
illustrations  from 
the  pens  of  Britain's 
cleverest  artists. 

Every    One    a 
Gem 

The  outpouring  of 
the  British  heart,  de- 
picting the  valor  of 
Canada's  soldiers. 

Should  be  in 
Every  Canadian 
Home. 

Price  $1.00 

Postage  15c  Additional 


LIMITED  SUPPLY -ORDER   NOW 


THE   MUSS0N   BOOK   CO.,  LIMITED,    Publishers 

TORONTO 


ENTIRE    ENGLISH    EDITION    SOLD    IN    ONE    WEEK 


I:    .1,1 
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Editorial  Chronicle  and  Comment 


A  PROFITABLE  SIDE  LINE 

.XTRA  high  grade  printing  affords  a  profitable 


E 


3ide  line  for  the  medium  size  stationer  if  the 
department  is  handled  properly.  There  are  many 
customers  in  every  community  who  require  some- 
thing "special'"  from  time  to  time,  but  who  do  not 
know  just  how  to  get  it.  By  displaying  unique  and 
original  examples  of  printing  in  the  show  window 
customers  frequently  are  quick  bo  gather  the  impres- 
sion that  you  make  a  specialty  of  doing  work  a  little 
different  and  better  than  they  have  been  accustomed 
to  at  their  regular  printer's.  The  secret  of  this  kind 
of  work  is  the  ability  to  catch  the  customer's  idea  and 
work  it  uji  for  him  into  something  "nice."  thus  pro- 
ducing a  result  that  he  could  not  otherwise  obtain. 
It  doesn't  require  a  printing  plant  to  do  this.  For. 
in  instances  like  these,  the  stationer  is  selling  ideas 
which  he  can  readily  have  executed  elsewhere  when 
proper  instructions  are  given.  It  takes  considerable 
time  to  work  up  a  trade  of  this  kind,  but  when  it  is 
once  established  it  is  very  difficult  for  a  competitor 
to  get  it  away  from  you. 


alter  all  Edward  Bellamy  is  vindicated  and  his  read- 
ers are  justified  not  only  in  enjoying  his  story  but 
also  in  accepting  his  theories. 


VINDICATION    OF    •LOOKING    BACKWARD" 

THIRTY  year-  ago  ••Looking  Backward"  was  the 
book  of  the  hour.  Everyone  read  it  and  almost 
everyone  pronounced  its  author,  Edward  Bellamy,  a 
visionary  and  his  visions  wild  improbabilities.  The 
reviewer  for  the  Boston  Transcript  thought  that  Mr. 
Bellamy  failed  to  allow  enough  time  for  the  evolu- 
tion of  the  race  from  the  "present  chaotic  state  of 
society"  and  that  the  failure  seriously  detracted  from 
the  value  of  the  book  as  a  work  of  realistic  imagina- 
tion Mr.  Bellamy  defended  his  point  in  an  able 
reply  in  which  he  pointed  out  that  great  national 
transformations,  while  ages  in  unnoticed  prepara- 
tion, when  once  inaugurated,  are  accomplished  with 
a  rapidity  and  resistless  momentum  proportioned  to 
their  magnitude,  not  limited  by  it.  Events  to-day 
are  proving  him  a  true  prophet.  In  even  less  time 
than  he  allowed  in  his  story  many  of  the  changes 
which  he  foresaw  are  coming  to  pass.  Government 
control  of  public  utilities  is,  of  course,  one  of  the 
most  important,  and,  in  the  midst  of  attendant  read- 
justments and  discomforts,  it  is  encouraging  as  well 
as  interesting  to  reflect  upon  the  happiness  of  the 
world  in  "Looking  Backward"  and  to  consider  that 


.1/.  I KE  LIB  R  Ml  I FS  SELF-S 1 1ST  A INING  f 

THE  Edmonton  Bulletin,  commenting  editorially 
on  the  fact  that  civic  grants  to  the  public  libra- 
ries there  will  amount  to  about  $30,000  for  1918, 
incidentally  points  out  that  the  Calgary  Public 
Library  is  operated  with  a  staff  of  thirteen  as  against 
twenty-three  for  the  two  Edmonton  libraries.  It  is 
argued  that  this  shows  that  the  Edmonton  libraries 
have  not  been  operated  with  economy  carried  to  the 
irreducible  minimum.  "Thirty  thousand  dollars." 
continues  the  Bulletin,  "is  a  large  sum  to  appropriate 
from  the  contents  of  an  empty  city  treasury:  and  an 
equally  large  sum  to  demand  from  taxpayers  who 
are  threatened  with  the  loss  of  their  property  because 
they  cannot  yet  pay  the  taxes  imposed  upon  them 
three  and  four  years  ago.  The  more  so  because  the 
way  is  open  to  put  the  libraries  on  a  self-sustaining 
basis  without  either  destroying  their  usefulness  or 
imposing  injustice  upon  anybody.  Last  year  2o7,000 
books  were  borrowed  from  the  libraries.  At  the 
moderate  fee  of  ten  cents  per  book  this  would  have 
brought  in  $23,700  revenue  from  the  people  who  got 
the  benefit  of  the  libraries,  and  in  proportion  to  the 
benefits  received.  Comparison  with  Calgary  sug- 
gests that  it  would  be  not  impossible  to  cut  the  run- 
ning expenses  of  the  libraries  to  this  figure,  and  by 
charging  a  fee  of  ten  cent?  per  book  to  put  the  libra- 
ries  on  a  self-sustaining  footing." 


WALLPAPER 

WALLPAPER,  by  its  very  nature,  should  be 
carried   by    the   stationery    trade. 

Why?  asks  the  practical  retailer,  and  he  is 
answered  by  others  of  the  trade  who  have  found  this 
line  well  worth  their  attention.  Several  of  the  rea- 
sons may  be  put  down  as  follows: 

It  belongs  to  the  great  "paper"  merchandise 
family — the  basis  of  the  stationery  trade. 

It  attracts  women  to  the  store. 

It  thereby  helps  the  sale  of  articles  that  women 
are  especially  interested  in. 

It  is  a  profitable  line  when  handled  properly. 

Stationery  men  in  different  parts  of  the  country 
have  affirmed  that  wallpaper  is  a  legitimate  line  to 
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carry.     In  Guelph,  Gait,  Peterboro,  Hamilton  and 

other  cities  it  is  carried  extensively. 

It  is  hardly  necessary  to  deal  further  with  the 
question  as  to  whether  wallpaper  is  natural  to  the 
trade.  The  retailer  that  does  not  admit  it  simply 
does  not  want  to  ((insider  it  such,  for  some  reason 
known  onlv  to  himself. 


RENTAL  LIBRARIES  IN  BOOK  STORKS 

HARDLY  a  month  passes  that  does  not  witness 
letters  coming  from  several  booksellers  for 
advice  regarding  the  establishment  of  a  circulating 
library  There  seems  to  he  a  feeling  that  this  i<  a 
complicated  question,  fraught  with  many  difficulties, 
hut  such  is  not  the  case.  The  same  business  prin- 
ciples apply  as  pertain  to  conducting  a  retail  business 
— good  management  is  imperative. 

Tt  is  true  that  some  booksellers  have  inaugurated 
circulating  libraries,  later  discontinuing  them  as 
being  unprofitable,  hut  in  the  case  of  most  of  those 
who  have  started  them  the  library  has  been  con- 
tinued, being  considered  not  only  profitable  in  itself, 
but  acting  as  a  decided  influence  toward  developing 
I  iook  sales. 

The  idea  is  an  old  one  but  it  is  an  excellent  means 
of  attracting  people  to  your  store  and  i-  sure  to  result 
in  an  increase  in  trade  in  addition  to  whatever  profit 
may  be  derived  from  the  rental  of  books. 

The  expense  is  slight  and  but  little  time  is  actu- 
ally necessary  to  keep  the  proper  records  of  the  books 
you  rent  out.  It  has  been  found  by  actual  experi- 
ence that  the  average  cloth-bound  book,  with  only 
ordinary  care,  will  frequently  earn  ten  time-  its 
original  cost  even  at  a  low  rate  of  rental. 

Some  dealers  charge  ten  cents  a  book  per  week, 
with  an  additional  charge  of  a  cent  or  two  cent>  a 
day  if  a  hook  is  retained  more  than  a  week.  Others 
merely  charge  two  cents  a  day.  and  some  as  low  as  a 
cent  a  day.  without  any  initial  charge  above  that 
amount.  Still  others  require  '-members"  of  the 
library  to  make  an  initial  purchase  of  a  book.  Then 
they  may  later  exchange  it  for  any  other  book  in  the 
library  upon  payment  of  ten  cent.-. 

The  main  thing  is  to  adopt  some  good  system  and 
then  adhere  rigidly  to  it.  giving  the  rental  library 
systematic  attention  and  guarding  carefully  against 
the  unfortunate  propensity  some  careless  or  unprin- 
cipled persons  have  to  apply  "squatter's  rights"  to 
a  borrowed  book,  once  it  gets  into  their  possession. 


WORKS  FOR    YOU 

T^  VERY  trade  and  industry  has  its  trade  paper. 
i-^  Most  of  them  have  several.  These  trade  papers 
are  the  "Books  of  Sacred  Word"'  for  the  men  engaged 
in  particular  lines  of  trade.  The  trade  paper  works 
all  of  the  time  in  the  interest  of  retailer  and  manu- 
facturer. It  makes  its  calls  every  week  or  every 
month  in  the  year  without  interruption.  It  gets 
to  where  a  salesman   could   never  penetrate  and  it 


ALEX.  COOK,  president  of  the  Commercial  Travel- 
er-' Association,  predicts  unprecedented  prosperity 
for  Canada  after  the  war.     Here's  hoping  that  he 

has  guessed   right. 

*        *        * 

NOT  for  over  ten  years,  say  R.  G.  Dun  &  Co.,  have 
there  been  as  few  business  failures  in  Canada  as  in 
1917.  The  strenuous  early  war  days  weeded  out  the 
weaker  brothers,  and  the  prosperous  conditions  of  the 
past  eighteen  months  have  strengthened  the  position 
of  the  strong. 


deliver-  its  message  every  time.  It  doesn't  go  to  ball 
games,  oversleep,  quit  its  job  at  the  most  inopportune 
time,  and  it  doesn't  overlook  a  single  customer, 
leaving  him  for  the  next  call.  It  works  all  of  the 
time,  in  and  out  of  season,  rain  or  shine,  when 
the  mercury  is  hiding  in  the  bulb  to  get  away  from 
the  cold  and  in  the  sizzling  summer  clays.  It  is  the 
greatest  commercial  force  that  enters  any  business 
Held  and  is  the  ever-ready  champion  of  the  cause  of 
business.  The  tradi  paper  is  tin  most  read  of  all 
publications  by  exactly  the  people  it  benefits  most. 
It  is  always  dependable,  and  the  trade  paper  of  to-day 
is  more  responsible  for  the  wonderful  development 
of  business  interests  than  all  other  influences  com- 
bined. Too  often  the  trade  paper  is  not  appreciated 
at  its  full  worth,  too  often  it  reaches  the  waste  basket 
before  it-  lime,  too  often  its  value  is  disregarded, 
when  a-  a  matter  of  fact  every  issue  of  every  trade 
paper  is  worth  many  time-  what  it  co-t-  for  a  year. 
for  every  trade  paper,  no  matter  how  poorly  edited, 
contains  some  bit  of  trade  news  of  value  to  every  man 
in  the  Held.  When  you  get  your  trade  paper,  give 
it  the  consideration  to  which  it  is  entitled.  Remem- 
ber it  is  working  for  you  while  you  sleep.  It  works 
for  you  when  you  pay  your  subscription  and  when 
you  let  it  lapse.  It  carries  valuable  messages  to  you 
no  matter  where  you  are  and  it  is  the  pass  key  to  suc- 
ce.-s  in  your  chosen  line.  It  is  the  ambassador,  dele- 
gate extraordinary,  of  the  manufacturers  who  vise  its 
pages.  It  is  as  important  to  you  as  your  bank  book 
and  the  sooner  you  learn  this,  just  that  much 
quicker  you  will  see  yourself  making  greater  strides 
l o ward  success.   . 

No  trade  paper,  no  matter  what  its  advertising- 
rates,  gets  less  than  it  is  worth.  It  is  the  one  grand 
opportunity  presented  to  manufacturers  to  tell  the 
story  of  their  wares  to  an  army  of  interested  buyers 
all  at  one  time  at  a  very  small  cost.  Tt  is  the  advance 
guard  of  the  commercial  traveler  and  the  forerunner 
of  the  signed  order.  To  both  retailer  and  manufac- 
turer, the  trade  paper  is  the  most  important,  valu- 
able and  profit-producing  invention  in  the  world's 
history.  Read  your  trade  paper.  Patronize  its 
advertisers.  Follow  it  closely.  Advertise  in  it  and 
see  that  the  paper  in  the  particular  field  in  which 
you  toil  is  the  best  it  is  possible  to  make  it.  It  is 
your  responsibility,  and  in  shouldering  this  responsi- 
bilitv  von  increase  vour  own  bank  account. 
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OVER    THE    HILLS    OF    HOME 

By   Lilian    Leveridge. 

Laddie,     little     laddie,     come     with     me     over     the 

hills, 
Where     blossom     the     white     May     lilies,     and     the 

dogwood   and   daffodils  ; 
For  the   Spirit  of  Spring   is   calling   to   our   spirits 

that  love  to  roam 
Over    the    hills    of    home,    laddie,    over    the    hills    of 

home. 

Laddie,     little     laddie,     here's     hazel     and     meadow 

rue, 
And    wreaths    of    the    rare    arbutus,    a-blowing    for 

me  and   you  ; 
And    cherry   and    bilberry    blossoms,    and    hawthorn 

as    white    as    foam. 
We'll    carry    them    all    to    Mother,    laddie,    over    the 

hills    at   home. 

Laddie,     little     laddie,     the     winds     have     many     a 

song, 
And    bntneiy    and    bold    they    whistle    to    us,    as    we 

trip    along  ; 
But    your    own     little    song    is    sweeter,    your    own 

with    its    merry    trills  ; 
So,    whistle    a    tune    as    you    go,    laddie,    over    the 

windy    hills. 

Laddie,    little    laddie,    'tis   time   that   the   cows    were 

home. 
Can    you    hear    the    klingle-klangle    of    the-ir    bell 

in    the    greenwood    gloam  1 
Old    Rover    is    waiting,    eager    to    follow    the    trail 

with    you, 
Whistle   a  tune   as   you   go,    laddie,    whistle   a   tune 

as    you    go. 

Laddie,  little  laddie,  there's  a  flash  of  a  blue- 
bird's  wing. 

0  hush!  If  we  wait  and  listen  we  may  hear 
him    caroling 

The  vesper  song  of  the  thrushes,  and  the  plaint 
of   the    whip-poor-wills — 

Sweet,  how  sweet  is  the  music,  laddie,  over  the 
twilit    hills. 

Brother,    little    brother,    your    childhood    is    passing 

by, 
And    the    dawn    of    a    noble    purpose    I    see    in    your 

thoughtful   eye. 
You    have    many    a    mile    to    travel    and    many    a 

task   to   do ; 
Whistle   a   tune   as    you   go,    laddie,    whistle   a    tune 

as    you    go. 

Laddie,   soldier   laddie,   a   call   comes   over   the   sea, 
A    call    to    the    best    and    bravest    in    the    land    of 

liberty, 
To    shatter     the     despot's     power,     to     lift    up     the 

weak   that   fall. 
Whistle   a  song   as   you  go,    laddie,   to   answer   your 

country's    call. 

Brother,    soldier    brother,     the     Spring     has     come 

back    again, 
But   her   voice   from   the   windy   hilltops    is    calling 

your   name    in    vain ; 
For    never   shall    we    together    'mid    the   birds    and 

the   blossoms    roam, 
Over    the    hills    of    home,    brother,    over    the    hills 

of    home. 

Laddie !    Laddie  !   Laddie  !   "Somewhere   in   France" 

you   sleep, 
Somewhere    'neath    alien    flowers    and    alien    winds 

that   weep. 
Bravely    you    marched    to    battle,    nobly    your    life 

laid    down. 
You    unto    death    were    faithful,    laddie ;    yours    is 

the   victor's    crown. 

Laddie!  Laddie!  Laddie!  How  dim  is  the  sun- 
shine   grown. 

As  mother  and  I  together  speak  softly  in  tender 
tone  ! 

And  the  lips  that  quiver  and  falter  have  ever  a 
single   theme, 

As  we  list  for  your  dear,  lost  whistle,  laddie, 
over    the    hills    of    dream. 


Laddie,    beloved   laddie !   How  soon   should   we  cease 

to    weep 
Could     we    glance    through     the     golden     gateway 

whose    keys    the    angels    keep ! 
Yet    love,    our    love    that    is    deathless,    can    follow 

you    where    you    roam. 
Over   the    hills    of    God,    laddie,    the    beautiful    hills 

of   Home. 

The  poem  "Over  the  Hills  of  Home," 
reproduced  here  is  the  piece  that  gives 
the  title  to  a  book  of  poems  by  Lilian 
Leveridge,  a  resident  of  Toronto.  Thi^ 
is  her  first  work  to  appear  in  book 
form.     The  book  is  now  on  the  press. 

This  poem  first  appeared  in  the  Belle- 
ville "Ontario.  "  It  was  reprinted  in  the 
New  York  "Times"  "Current  History  of 
the    War,"    and    from    there    into      the 


ARCHIE   P.    McKISHNIE 

The    Canadian    author    whose    "Willow    the    Wisp" 
is   to   be   published   this   spring. 


"London  Observer"  and  in  other  papers 
in  all  parts  of  the  world.  The  Canadian 
Trade  Commissioner  in  Shanghai,  China, 
read  it  in  the  "Shanghai  News"  and 
sent  Miss  Leveridge  a  delightful  letter. 
Sir  Gilbert  Parker  wrote  a  letter  to  a 
Belleville  friend  in  which  he  used  the 
expression:  "The  thing  got  into  my 
throat."  She  has  had  hundreds  of  letters 
from  people,  strangers  to  her,  who  have 
been  moved  to  do  so  upon  reading  this 
poem. 

The  book  is  dedicated  to  Corporal 
Frank  E.  Leveridge,  who  died  in  France 
after  being  wounded   in  action. 

"THE  PARASITE"  BANNED. 

Ottawa,  Feb.  22— "The  Parasite,"  by 
Arthur  Mee,  published  by  Morgan  Scott, 
Limited,  London,  England,  has  been  de- 
clared by  the  Secretary  of  State  to  con- 
tain objectionable  matter.  Possession 
imposes  liability  to  a  fine  not  exceeding 
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BEST    SELLING    BOOKS    IN    CANADA. 

Fiction.  Pts. 

1      The    Major.      Ralph    Connor    108 

2— Sonia     88 

8      Anne's     House     of     Dreams.       Mont- 
gomery          76 

4  The    False    Faces.      Vance 68 

5  White    Ladies    of    Worcester.       Bar- 

clay          56 

6  The    U.    P.   Trail.      Zane   Grey 40 

Non-Fiction 

1  Over   the    Top.      Empey    68 

2  Private    Peat.      Peat    64 

:i     All   In   It.      Ian   Hay    60 

Juvenile 
1      Thornton    Burgess'    Bedtime    Stories. 


$5,000,  or  imprisonment  for  not  more 
than  five  years. 

It  had  been  the  intention  oi  the  Dom- 
inion Alliance  to  use  its  efforts  to  give 
this  book  wide  circulation  in  Canada. 

Stephen  Graham,  whose  writings 
about  Russia  are  so  well  known,  and 
who  was  a  correspondent  with  the  Rus- 
sian armies  for  many  months,  has  "join- 
ed up"  as  a  private  in  the  Scots  Guards, 
and  is  now  being  trained. 

PUSH    YOUR    WAR    BOOKS 

It  is  not  surprising  in  these  times  that 
certain  books  pertaining  to  the  war  are 
outselling  fiction.  Nearly  every  family 
now  has  some  member  or  some  relative 
in  the  army  and  naturally  the  members 
of  the  family  are  interested  in  books  giv- 
ing the  personal  experiences  of  soldiers 
at  the  front. 

A  new  book  by  a  Canadian  soldier  is 
"Holding  the  Line,"  by  Sergeant  Harold 
Baldwin,  who  served  in  France,  and  left 
one  of  his  legs  in  "No  Man's  Land." 

The  personal  experience  of  these  brave 
boys,  the  story  of  their  daily  life  at  the 
front,  should  be  read  by  all  Canadians 
so  that  they  may  better  understand  the 
conditions  "Over  There." 

Display  your  war  books  prominently 
in  your  windows  and  on  your  counters. 
There  is  no  reason  why  there  should  not 
be  a  better  sale  even  than  in  the  earlier 
years  of  the  war  for  all  good  books  per- 
taining to  the  actual  experiences  of  the 
fighting  men. 

SHORT    HISTORY    OF    ROME. 

Guglielmo  Ferrero  and  Corrado  Bar- 
bagallo  are  the  joint  authors  of  "A 
Short  History  of  Rome,"  just  published 
by  the  Putnams.  It  deals  with  the  mon- 
archy and  the  republic,  from  754  B.C 
to    44    B.C. 

The  leading  ideas  of  the  work  are 
those  which  Ferrero  has  developed  in  his 
"Greatness  and  Decline  of  Rome"  and  the 
method  of  setting  forth  his  facts  is  also 
the  same,  only  the  sketches  are  necessar- 
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ily   shorter,   the  narrative   more   concise 
and  swifter. 

The  most  novel  feature  in  the  author's 
method  of  exposition  is  that  instead  of 
that  method  being  disruptive,  as  is  the 
case  in  most  books  that  attempt  to  cover 
in  brief  compass  a  vast  subject,  it  is  or- 
ganic. This  work  does  not  contain  a 
piecemeal  account  of  wars,  reforms,  poli- 
tical crises,  the  progress  of  civilization 
and  of  culture,  and  economic  develop- 
ments as  isolated  facts.  On  the  contrary, 
the  facts  are  brought  into  relationship, 
with  the  result  that  a  well-rounded  and 
organic  impression  is  conveyed.  It  is  the 
method  which  Ferrero  pursued  in  his 
large  work  and  to  which  in  part  that 
work  owes  its  success. 

HYPNOTISM    AND   DISEASE 

A  book  on  hypnotism  that  is  at  once  of 
value  to  the  layman  and  the  physician 
is  Dr.  Crichtcn  Miller's  "Hypnotism  and 
Disease."  This  book,  as  pointed  out  in 
the  introduction  by  Charles  Lloyd  Tuckey, 
answers  the  off-repeated  questions  as  to 
the  rationale  of  hypnotism  and  the  scope 
of  medical  suggestion  in  practice.  Many 
of  the  explanations  of  so-called  miracul-' 
ous  cures  are  thoroughly  unsatisfactory 
and  unscientific,  but  it  does  not  help  mat- 
ters to  deny  their  reality  or  to  simply 
ridicule  the  means  adopted.  After  all, 
the  first  aim  of  the  physician  is  to  cure 
the  patient,  and  it  seems  a  matter  of  un- 
reasonable prejudice  to  prefer  nux  vom- 
ica to  hypnotic  suggestion  in  achieving 
one's  object.  Hypnotic  suggestion  offers 
an  honest  and  scientific  explanation  of 
phenomena  which  used  formerly  to  puz- 
zle the  investigator.  Dr.  Miller's  ex- 
position avoids  extreme  partisanship.  It 
is  a  book  that  promotes  increased  con- 
fidence in  the  successful  employment  of 
psychotherapeutics. 

BOOKS   ON   FINANCE. 

Books  on  finance  are  not  sufficiently 
exploited  by  the  average  Canadian 
bookseller.  As  a  good  example  for 
other  booksellers  to  adopt  the  accom- 
panying advertisement  of  the  McAinsh 
&  Co.,  is  reproduced  on  page  37.  The  space 
used  is  small  but  it  will  be  found  that  even 
small  space  judiciously  used  will  enable 
a  retailer  to  awaken  such  interest  that 
many  enquiries  will  result,  a  good  pro- 
portion of  them  developing  into  sales. 
Another  circumstance  to  be  remem- 
bered in  this  connection  is  that  every 
new  sale  thus  made  adds  a  new  cus- 
tomer to  a  store's  clientele  and  that  cus- 
tomer will  be  a  probable  purchaser  of 
other  goods  as  well.  This  is  just  one 
aspect  of  the  cumulative  value  of  ad- 
vertising well  done. 

AFTER   COLLEGE.   WHAT? 

The  problem  of  the  girl  just  finishing 
college  who  wants  to  do  "something"  but 
doesn't  quite  know  what  is  one  that  has 
perplexed  the  faculties  of  the  girls'  col- 
leges for  years  and  it  is  interesting  to 
note  that  this  like  many  another  problem 
of  the  day,  large  or  small,  is  reflected  in 
fiction,  for  "The  Mt.  Blossom  Girls"  by 
Isla  May  Mullins,  deals  with  the  desires 


of  two  college  girls  to  make  themselves 
useful  in  a  congenial  way.  The  girls,  May 
and  Gene,  who  have  figured  in  the  same 
author's  previous  Blossom  Shop  stories, 
finally  decide  on  settlement  teaching  as 
their  sphere  of  usefulness,  with  interest- 
ing and  happy  results. 

THE  YOUNG  WOMAN  CITIZEN. 

Mary  Austin,  author  of  "The  Arrow 
Maker,"  "The  Man  Jesus,"  "Love  and  the 
Soul  Maker,"  etc.,  has  written  a  book  on 
the  young  woman  citizen,  which  will  come 
out  in  a  few  weeks.  Mrs.  Austin  address- 
es this  book  to  the  new  citizen,  and  it  is 
dedicated  to  her  own  nieces.  It  will  take 
up  not  the  technique  of  voting,  but  the 
essentials  that  should  be  in  back  of  every 
citizen — especially  the  woman.  The  book 
will  be  brief,  with  an  ample  bibliography, 
especially  designed  for  classes  and 
groups,  as  well  as  for  individuals,  the 
aim  of  the  book  being  how  to  make  the 
woman's  point  of  view  of  service  to  society 
without  waste  and  with  the  obligations 
inherent  in  a  point  of  view. 

PARLIAMENTARY    PRACTICE. 

A  new  edition  of  a  good  manual  of  par- 
liamentary procedure  comes  from  the 
John  C.  Winston  Co.,  entitled  "Rules  of 
Proceeding  and  Debate  in  Deliberative 
Assemblies,"  being  the  work  of  Luther 
S.  Cushing,  containing  many  additional 
notes  by  Albert  S.  Bolles. 

"Our  New  Citizenship,"  by  Blanche 
Read-Johnston,  comes  from  McClelland, 
Goodchild  and  Stewart.  It  is  a  booklet 
of  46  pages  by  one  who  has  been  a  fore- 
most worker  in  woman's  cause  in  Canada. 
It  is  interesting  to  chronicle  here  the  an- 
nouncement of  a  book  by  Mary  Morgan 
Dean,  telling  the  life  story  of  Blanche 
Read-Johnston. 

"Forty-Nine  Little  Essays,"  by  H.  L. 
Mencken,  "How's  Your  second  Act?"  by 
Arthur  Hopkins,  and  "A  Book  Without  a 
Title"  by  George  Jean  Nathan  are  an- 
nounced for  early  publication. 

ENGLISH  ESSAYS. 

"English  Essays,"  an  antholory  of 
esays  from  Bacon  to  Lucas,  edited,  with 
introduction  and  notes  by  David  T.  Pot- 
tinger,  is  an  interesting  new  publication 
by  Macmillans.  It  is  an  addition  to  the 
Pocket  Classics  and  comprises  330 
pages. 

"Love  Intrigues  of  the  Kaiser's 
Sons"  is  a  work  chronicled  by  Mr.  Wil- 
liam Le  Queux,  which  has  just  been 
published  in  England.  In  this  book  the 
author  lifts  the  veil  from  the  private 
lives  of  the  Kaiser's  sons,  showing 
how,  despite  the  iron  hand  of  Prussian 
discipline,  they  were  frequently  invol- 
ved in  affairs  of  the  heart  with  girls 
in  all  classes  of  society.  Mr.  William 
Le  Queux's  knowledge  of  the  Court  of 
Berlin  and  his  many  sources  of  inform- 
ation, have  enabled  him  to  present,  in 
this  '  volume  secrets  which  have  long 
been  zealously  guarded,  and  which  on 
more  than  one  occasion  have  meant  life 
or  death  to  those  concerned. 

Concerning  his  forthcoming  book  on 
"New  Mexico,  the  Land  of  the  Delight 
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Makers,"  Geor«-°  Wharton  James,  writes 
"I  have  traveled  in  and  over  it  (Nei 
Mexico)  hundreds  of  thousands  of  mile; 
I  have  experienced  it  in  heat  and  snow 
in  storm  and  sunshine,  in  shade  an' 
brightness.  Its  Indians  I  have  fellow! 
shipped  with  scores  of  times,  and  onl 
by  long  friendship  have  I  been  allowe 
to  see  and  know  what  I  do  see  an 
know." 

HIS   OWN   HOME   TOWN 

From     time    to   time    in     the     leadin ' 
magazines    the    statement    is   made   tha 
ninety  per  cent,  of  the  men  who  succee  | 
in  our  metropolitan  cities  are  small  tow ' 
men, — men    who    came    from    the    farm 
and    the    county     seat     back     home; 
great  many  of  them,  too,  men  who  wer| 
first      class      failures      back     there      i:l 
the  little    one    street    town     that    gav 
them    birth.      It    is    not    always    lack   o 
opportunity  that   writes  men  down   fail 
ures.     Prejudices,  long  standing  enmitie 
and  a   name  for  being  the  under-dog  d  | 
their  part. 

It  is  easy  to  know  the  town  Larr;| 
Evans  pictures  in  his  new  book  "Hi 
Own  Home  Town"  published  by  th ' 
Copp  Clark  Co.  There  are  a  hundred 
of  them  in  your  vision.  Only  this  ij 
the  story  of  an  under-dog  who  coul'l 
not  make  good  in  the  city  at  first,  and 
went  back  to  the  town  that  had  re| 
viled   him,   to   prove   himself  a   man. 

The  entire  story  is  a  picture  of  Amerj 
ican  life  and  woven  into  it  is  th  | 
romance   of  a  truly  wonderful   woman. 

BOOK   PUBLISHERS  ACQUIRES 
NEWSPAPER 

An      interesting      event      in      Bosto; 
journalism    occurred    on    Saturday,    Feb 
ruary    16th,    when    the    Boston    Evenir 
"Record"  was   sold  by   Francis  W.   Bit 
to    a    syndicate    headed   by   Louis   Coue 
Page,   Boston   publisher  and  editor,   ar 
president   of  the   Page   Company,   whic 
he    founded    in    1897.      Mr.    Page    is 
graduate    of    Harvard    in    the    class 
1891   and  editor  of  the  "World   Classic: 
Series,"    1892-3,     for     the     past    threij 
years.     The  "Record"  has  been  directed 
by  Francis  W.  Bird,  son  of  Charles  Sum  j 
ner  Bird. 

EASTERN    RED. 

The  Putnams  have  published  a  nev 
novel  by  Helen  Huntington  entitle< 
"Eastern  Red"  which  is  the  story  of  tw< 
married  women  whose  lives  in  outwan 
things  are  strongly  contrasted,  but  whos< 
personal  problem  is  nevertheless  mud 
the  same,  and  tells  of  the  way  of  escapt 
which  each  sought  from  conditions  thai 
had  become  intolerable.  The  characters 
are  drawn  with  exceptional  veracity,  anc 
the  drama  of  their  lives  takes  a  strong 
hold  on  the  reader's  sympathy.  The  storj 
is  of  the  present,  characterized  by  th« 
unrest  that  is  gnawing  at  the  heart  of 
things, — the  rebellion  of  the  spirit  againsf 
the  old  standards  on  the  one  hand,  and 
on  the  other  the  weight  of  tradition  and 
the  discipline  of  habit  that  restrain  ac- 
tion. 
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BILLY    SUNDAY, 
Who     is     an     author    as     well     as    a     preacher. 


BILLY    SUNDAY'S    BOOK. 

A  book  that  is  assured  of  a  good  wel- 
come is  "Great  Love  Stories  of  the  Bible 
and  their  Lessons  for  To-day  by  Billy 
Sunday."  It  consists  of  ten  narratives, 
including  the  stories  of  Ruth,  Esther, 
Delilah,  Rebecca,  Rachel,  and  others,  told 
in  Mr.  Sunday's  vivid  and  characteristic 
language.  There  are  attractive  illustra- 
tions of  the  heroines  of  the  stories. 

TEXT  BOOK  FOR  PATIENTS 

A  popular  text  book  for  the  use  of  pat- 
ients suffering  from  tuberculosis  is  being 
distributed  through  the  sanatoria  of 
Canada  where  returned  soldiers  are  being 
restored  to  health  by  the  Military  Hos- 
pitals Commission.  The  book  was  written 
by  a  member  of  the  medical  profession, 
Dr.  D.  McDougall  King,  an  Ottawa  phy- 
sician, who  spent  nearly  four  years  in 
sanatoria  as  a  patient.  He  writes  as  a 
patient  to  other  patients,  but  his  medical 
knowledge  qualifies  him  to  discuss  the  sit- 
uation as  no  layman  could  do.  A  military 
vernacular  is  employed  and  this,  together 
with  the  fact  that  the  whole  work  is  ab- 
solutely popular  and  entertaining  in  style, 
should  make  it  attractive  to  the  soldiers. 

In  placing  it  at  their  disposal  the  Mili- 
tary Hospital  Commission  is  accepting 
the  advice  of  tuberculosis  experts  who 
maintain  that  permanence  of  the  cure  ef- 
fected in  the  sanatorium  depends  upon 
thorough  education  of  the  patient  in  re- 
gard to  his  responsibilities  to  himself  and 
his  fellow  men  after  discharge. 

PRECIOUS    STONES. 

Jewelers  and  gem-lovers  will  be  in- 
terested in  a  new  book  published  by  Put- 
nam's entitled  "A  Text  Book  of  Precious 
Stones,"  by  Frank  B.  Wade.  The  book 
presents  in  as  natural  an  order  as  pos- 
sible the  fundamental  principles  and  me- 
thods in  use  for  indentifying  precious 
stones.  Every  portion  of  the  subject  that 
a  gem  merchant  needs  to  know  has  been 
considered,  and  there  is  provided  for  the 
interested  public  much  material  which 
will  enable  that  public  to  become  more 
intelligent  purchasers  of  gem-set  jew- 
elry. 

The  author  has,  of  course,  drawn  on  the 


experience  of  such  well-known  jewel  ex- 
perts as  Catelle,  Herbert  Smith,  Good- 
child,  Streeter,  and  others,  picking  out 
the  strong  points,  so  that  here  we  have 
in  one  volume  the  essentials  of  a  large 
technical  library — a  library  that  the  lay- 
man could  not  possibly  want,  and  that 
even  the  dealer  would  not  wish  to  buy 
complete. 

INSECTS. 

Putnam's  have  published  "The  Field 
Book  of  Insects,"  by  Frank  Lutz  of  the 
American    Museum   of    Natural    History. 

This  volume  is  uniform  with  the  F. 
Schuyler  Mathews  Field  Books  of  Birds, 
Trees  and  Flowers.  The  author  makes 
this  fascinating  study  of  insects 
easy  for  the  amateur,  but  is  also 
greatly  helped  in  his  identifications  by  the 
great  quantity  of  illustrations,  many  in 
color,  by  Edna  F.     Beutenmuller. 


CLARA    E.    LAUGHLIN. 
Author    of    "Heart    of    Her    Highness." 

CLARA    E.    LAUGHLIN. 

"The  Heart  of  Her  Highness,"  is  a 
fine  new  tale  by  Clara  E.  Laughlin,  au- 
thor of  "Everybody's  Lonesome."  It  is  a 
romantic  tale  demonstrating  this  author's 
constructive  ability  and  gift  for  stirring 
fiction.  The  scene  of  the  tale  is  Bur- 
gundy in  the  days  of  Charles  the  Bold. 

Although  this  author  has  over  a  score 
of  books  to  her  credit,  this  is  her  first 
historical  novel. 

She  said  recently: 

"Mary  of  Burgundy  is  to  me  the  most 
appealing  young  creature  in  history,  save 
only  the  Maid  of  France.  Mary's  ro- 
mance is  the  most  like  a  fairy  story  of 
any  reality  I  have  ever  read  about. 

"Why  she  has  not  been  the  darling  of 
a  hundred  romancers,  I  cannot  guess. 
But,  except  for  a  forgotten  and  easily 
forgettable  old  novel  of  G.  P.  R.  James, 
there  is  no  other  story  in  English  deal- 
ing with  her  tender,  wistful,  valiant 
young  spirit  and  the  stupendou?  events 
of  her  brief  reign." 

The  illustrations  of  Billy  Sunday,  Clara 
E.  Laughlin,  Belmore  Browne,  and  Art- 
hur Guy  Empey  are  presented  in  this  is- 
sue through  the  courtesy  of  G.  P.  Put- 
nam's Sons,  New  York. 
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GUNNER    DEPEW 

One  of  the  most  amazing  stories  of 
the  war  is  how  "Gunner  Depew"  is  be- 
ing heralded.  The  "fighting,  laughing 
American  sailor  boy  "  of  this  book  was 
a  member  of  the  Foreign  Legion  in 
France  and  saw  service  in  different 
theatres  of  the  great  war.  He  was  on 
the  firing  line  at  Dixmude,  was  a  gunner 
on  the  French  warship  "Cassard,"  won 
the  "Croix  de  Guerre"  at  Gallipoli,  was 
captured  by  the  German  raider  "Moewe," 
and  was  starved  and  tortured  in  German 
prison  camps.  A  life  time  of  experience 
is  crowded  into  this  soldier's  two  and  a 
half  years  of  the  great  war  as  set  forth 
in  this  book. 

"Home  Vegetables  and  How  to  Grow 
Them"  is  a  new  book  by  Frank  C.  Dun- 
can. 

"A  Minstrel  in  France"  is  the  title  of 
Harry  Lauder's  book  which  has  its 
tragic  side  as  well  as  a  characteristic 
lighter  vein. 

BELMORE    BROWNE. 

"The  White  Blanket,"  by  Belmore 
Browne,  is  a  sequel  to  "The  Quest  of  the 
Golden  Valley,"  but  the  scene  is  carried 
through  the  length  of  an  Alaskan  winter, 
as  the  name  suggests.  The  white  blanket 
is  a  literal  translation  of  the  Indian  word 
for  snow.  George  Draper  and  Fred  Mor- 
gan— the  boy  heroes — after  a  summer's 
apprenticeship  with  their  uncle,  Dan 
Draper,  are  sent  into  an  unknown  por- 
tion of  Alaska  to  locate  a  fabulously  rich 
deposit  of  gold  quartz. 

The  book,  which  traces  their  adventur- 
es, was  written  with  the  idea  of  preserv- 
ing some  of  the  Alaskan  experiences  that 
have  come  under  the  notice  of  the  author 
and  to  give  boys  who  have  been  brought 
up  under  easier  circumstances  a  true 
picture  of  the  vicissitudes  and  hardships 
that  have  been  overcome  by  their  young 
Alaskan  brothers. 

The  book  contains  illustrations  in  color 
and  in  black  and  white  from  the  brush 
and  pen  of  the  author-artist. 
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LITERATURE  OF  THE  WAR 


1U1I 


GERMANY    AT    BAY. 

"Germany  at  Bay"  by  Major  Haldane 
Macfall,  with  an  introduction  by  Field- 
Marshall  Viscount  French,  is  among  the 
important  new  war  books.  Of  this  book 
the  noted  critic,  St.  John  Adcock,  wrote 
recently: 

If  there  be  any  man  who  desires  peace 
simply  for  the  sake  of  peace,  this  volume 
will  swiftly  disillusion  him.  If  it  had 
been  written  with  no  other  chapters  than 
those  pointing  out  the  German  peace 
strategy,  and  what  that  strategy  really 
means,  I  would  say  to  the  Man  in  the 
Street  that  he  should  read  the  book  and 
make  himself  conversant  with  its  con- 
tents. He  goes  on  to  point  out,  briefly, 
the  position  of  Serbia  and  its  strategic 
importance,  and  adds  that  if  Middle 
Europe  "comes  out  of  the  peace  a  German 
Empire,  the  war  will  have  been  fought 
in  vain,"  and  another  great  war  will  be 
the  inevitable  result.  These  things  are 
made  clear  in  the  most  convincing  manner 
in   the   book   itself.'' 

TRENCH    FIGHTING. 

"Tactics  and  Duties  of  Trench  Fight- 
ing" comes  from  Putnam's,  being  the 
work  of  Georges  Bertrand,  a  French 
army  captain  and  Oscar  N.  Solbert  a 
U.  S.  major.  The  foreword  states  that 
it  must  be  borne  in  mind  that  this  book 
deals  with  principles  and  not  fixed  rules. 
Development  in  warfare  means  change 
of  methods  or  invention  of  new  ones  to 
overcome  military  difficulties.  "How- 
over"  the  authors  state  "one  must  have 
knowledge  of  past  and  present  methods 
to  be  ready  for  the  next  logical  step  of 
development." 

THE  STORM  CENTRE 

To  those  who  wish  a  knowledge  of  con- 
ditions in  South-eastern  Europe  to  en- 
able them  to  form  an  opinion  as  to  the 
possibilities  of  a  durable  peace  a  book  of 
importance  is  "South-Eastern  Europe," 
by  Vladislavr  Savic,  a  native  Serb,  who, 
through  service  as  correspondent  of  the 
English  press,  has  been  brought  in  close 
touch  with  British  public  opinion.  By 
birth  and  training  he  is  a  true  represen- 
tative of  the  Serbian  democracy,  and 
both  his  mental  attitude  and  his  forms  of 
thinking  make  strong  appeal  to  the 
Anglo-Saxon  reader. 

When  the  crisis  provoked  by  the  an- 
nexation of  Bosnia  came  as  a  prelim- 
inary to  the  present  war  he  was  invited 
by  the  Serbian  Government  to  take 
charge  of  the  press  bureau  in  the 
foreign  office.  He  further  acted  as  the 
Balkan     correspondent     of     the     "Daily 


Telegraph"  and  the  "Russkoe  Slovo," 
and  edited  his  own  daily,  the  "New 
Times"  of  Belgrade. 

At  the  opening  of  the  present  war  M. 
Savic  volunteered  in  the  regiment  of  his 
native  district,  and  took  part  in  the  cam- 
paign of  1914-15,  and  was  in  the  great 
retreat  of  the  Serbian  army  through  Al- 
bania. He  possesses  a  first-hand  know- 
ledge of  the  events  described  and  of 
their  import.  His  book  is  above  all  a 
plea  for  democracy  and   durable   peace. 


ARTHUR     GUY     EMPEY 

Author     of     "Over     the     Top."     which     was     the 

best    seller    in     the    U.S.    for    1917. 


A    WAR   NURSE'S    DIARY 

The  author  of  "A  War  Nurse's  Diary" 
has  decided  to  remain  anonymous.  She 
wrote  the  book  while  on  leave  in  Canada, 
after  fifteen  months  of  grilling  experi- 
ence, very  largely  in  and  about  Ant- 
werp, at  the  time  of  the  German  bom- 
bardment of  that  town. 

The  author  was  one  of  the  first  to 
volunteer  for  service  in  a  Belgian  Re- 
lief Hospital  organized  by  Lord  North- 
cliffe  and  other  prominent  Londoners. 
Her  experience  was  particularly  event- 
ful. The  author  helped  to  nurse  hun- 
drers  of  wounded  while  buildings  and 
blocks  of  buildings  were  collapsing  on 
all  sides.  When  the  time  for  evacuation 
came  she  helped  to  load  the  wounded 
soldiers  in  London  motor  buses  and  fled 
with  them  towards  a  place  of  refuge 
As  the  Belgian  troops  were  driven  from 
point  to  point  she  fell  back  with  them. 
She  witnessed  a  great  deal  of  the  tragedy 
of  many  Belgian  towns  and  spent  the 
last  months  of  her  service  in  an  emer- 
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gency  hosiptal  located  near  the  famous 
town  of  Ypres.  The  King  and  Queen 
of  Belgium,  Lord  Kitchener,  Lord  French. 
General  Joffre,  Madame  Curie  and  oth<>r 
notable  personages  have  their  place  in 
the  diary  which  is  illustrated  by  a  num 
ber  of  photographs  taken  by  the  author. 

BELINDA  OF  THE  RED  CROSS. 

Robert  W.  Hamilton  has  written  a 
good  tale  in  "Belinda  of  the  Red  Cross," 
which  Briggs  have  published  in  Canada. 
It  is  a  vivid  story  of  the  battle-swept 
fields  of  France.  Belinda  is  an  American 
trained  nurse  who  hears  the  call  of  duty 
and  joins  the  Red  Cross. 

A  strong,  patriotic  and  uplifting  book. 
Grim  humor  is  mixed  with  keenest  pathos, 
and  marvellous  pen  pictures  are  given  of 
work  in  the  trenches,  among  the  army 
airmen,  and  in  the  field  hospitals. 

Belinda  is  a  character  to  be  remember- 
ed long  after  this  great  war  is  a  thing  of 
the  past.  She  is  truly  human,  and  there- 
fore truly  lovable. 

LIGHT   ON    GREEK    POLICIES. 

"In  the  Heart  of  the  German  Intrigue" 
by  Demetra  Vaka,  just  published,  is  a 
vivid  story  of  German  intrigue  in  Greece. 
The  author  is  a  Greek  writer,  American  in 
ideals  and  by  marriage.  Two  years  ago 
Demetra  Vaka  was  a  staunch  defender 
of  King  Constantine  against  all  criticism. 
Finally,  as  the  war  clouds  grew  darker 
and  the  press  despatches,  meagre  as  they 
were,  grew  more  and  more  alarming,  her 
faith  wavered  and  she  decided  to  go  to 
Greece.  It  seemed  a  wild  undertaking, 
but  in  the  autumn  of  1916,  accompanied 
by  her  husband,  Kenneth  Brown,  she 
sailed  for  Greece  via  England.  British, 
French  and  Italian  authorities  in  turn 
aided  her  to  reach  Greece,  where  in  the 
course  of  time  all  doors  were  open  to  her. 
She  had  many  intimate  interviews  with 
King  Constantine  and  his  generals  and 
with  that  true  friend  of  the  Allies,  Ven- 
izelos. 

BELGIUM'S  SECRET  PRESS 

To  many  people  in  this  country  it  will 
be  known  that  during  the  war  Belgium 
has  been  very  active  in  producing  and 
circulating  a  patriotic  press  giving 
exact  information  about  war  happen- 
ings (not  the  German  versions  of  these) 
and  about  what  was  actually  taking 
place  in  Belgium  itself,  and  exposing  and 
criticising  German  doings  generally.  In 
M.  Jean  Massart's  book,  "The  Secret 
Press  in  Belgium,"  a  very  fascinating 
and  informative  account  of  the  methods 
and   character   of  this   clandestine   press 
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is  given.  Of  course,  the  German  auth- 
orities have  used  their  utm.ost  efforts  to 
suppress  these  newspapers  by  the  im- 
position of  fines,  imprisonments  and 
other  penalties.  Nevertheless,  they  have 
continued  to  be  mysteriously  printed  and 
mysteriously  circulated. 

FRANCE  AND  ENGLAND. 

A  clever  historical  survey  is  Charles 
Cestre's  "France,  England  and  European 
Democracy,  1215-1915,"  translated  from 
the  French  by  Leslie  M.  Turner  and  pub- 
lished  this   year   by  the   Putnams. 

This  book  covers  the  relations  between 
the  two  countries  considered  from  the 
thirteenth  to  the  twentieth  centuries.  The 
volume  presents,  furthermore,  an  able 
summary  of  the  ideals  of  France  and 
England  and  the  work  they  have  tried 
to  accomplish. 

SOMA. 

Stephen  McKenna's  "Sonia"  published 
by  McClelland,  Goodchild  and  Stewart  is 
a  story  of  the  England  of  too  much  folly, 
with  night  clubs  as  its  crudest  manifesta- 
tion and  the  England  of  the  future; 
these  are  the  two  worlds  between  which 
the  action  of  the  tale  takes  place,  the 
link  between  being  the  astonishing  ad- 
venturer and  patriot  whom  the  author 
has  created  in  O'Rane.  This  is  a  dar- 
ing  novel    and   intensely  vital. 

MILITARY   AND   NAVAL    RECOGNI- 
TION  BOOK 

J.  W.  Bunkley  of  the  U.S.  Navy  has 
written  a  book  entitled  "Military  and 
Naval  Recognition  Book"  and  published 
by  theD.  van  Nostrand  Co.,  of  New  York. 
This  is  a  handbook  on  the  organization, 
insignia  of  rank  and  customs  of  the 
service  of  the  world's  important  armies 
and  navies.  The  book  while  particularly 
useful  to  fighters,  in  the  military  and 
sea  forces,  is  interesting  to  laymen  as 
well,  especially  those  who  take  an  inter- 
est in  the  uniforms,  insignia  and  customs 
of  the  fighting  forces.  The  book  has  the 
authorization  of  Josephus  Daniels,  Sec- 
retary of  the  Navy  of  the  U.S. 

HELPS  THE  BOOKSELLER 

BOOKSELLER  AND  STATIONER 
commends  the  action  of  Small,  Maynard 
&  Co.,  of  Boston,  in  having  this  foot  note 
printed  on  a  circular  announcement  re- 
garding "Mrs.  Allen's  Cook  Book:" 

"We  urge  the  purchase  of  our  books 
through  the  bookseller,  as  books  orderd 
direct  from  the  publishers  are  (unless  in- 
sured) sent  at  the  purchaser's  risk,  and 
carriage  charges  must  be  added  to  the 
price.  If  the  bookseller  does  not  hap- 
pen to  have  in  stock  the  book  you  want, 
he  will  be  glad  to  get  it  for  you  prompt- 
ly." 

BUDDY'S   BLIGHTY 

"Buddy's  Blighty  and  Other  Verses 
from  the  Trenches,"  is  the  title  of  a 
book  of  war  verse  by  a  Canadian  fight- 
ing man,  Lieut.  Jack  Turner,  M.C. 

Lieutenant  Turner  was  born  and  edu- 
cated in  St.  John's  Newfoundland,  and 
was  a  civil  engineer  by  profession.  On 
the   outbreak   of  the  war,  he  joined   the 


Canadian  Engineers  at  Vancouver  and 
went  to  France  with  the  Second  Cana- 
dian Division.  Serving  as  Brigade 
Signal  Sergeant  with  the  6th  Canadian 
Infantry  Brigade  (known  as  the  "Iron 
Six")  he  was  soon  transferred  to  the 
14th  Canadian  Machine  Gun  Company. 
He  was  in  practically  all  of  the  actions 
in  which  the  6th  Brigade  took  part  dur- 
ing his  two  year's  service  at  the  front 
and  was  twice  wounded.  He  received 
his  commission  as  Lieutenant  in  1916. 
For  service  at  the  capture  of  Vimy  Ridge 
in  April,  1917,  Lieutenant  Turner  was 
awarded  the  Military  Cross,  the  London 
"Gazette"  stating  the  service  for  which 
the  cross  was  awarded  in  these  terms: 
"He  directed  the  guns  of  his  own  and 
another  officers'  section,  exposing  him- 
self continuously  under  heavy  artillery 
and  machine  gun  fire."  In  June,  1917,  he 
was  sent  to  hospital  in  England  and 
later  home  to  Newfoundland  to  recover 
from  the  effects  of  trench  fever  and  gas. 
"Buddy's  Blighty"  vividly  pictures,  in 
verse,  the  many-sided  life  of  the  men 
"over  there" — the  happenings,  the  emo- 
tions, the  give  f-nA  take,  the  *>•••>  o-edy  and 
the  comedy  of  soldiering. 

MANY   FRENCH    BOOKS 

United  States  publishing  has  of  course 
been  appreciably  affected  by  the  influence 
of  the  war.  In  this  connection  "McClurg's 
Bulletin"  refers  to  the  steady  demand  for 
French  books.  "As  the  men  gather  in 
cantonments  and  the  transports  carry 
ship  load  after  ship  load  across  the  sea, 
it  has  brought  the  sales  of  conversational 
guides,  and  French  as  it  is  spoken,  to  an 
enormous  number.  With  the  soldier  in 
mind,  the  publishers  have  gotten  out 
many  editions  each  giving  easy  and  simple 
steps  for  knowledge  of  the  language  in 
the  shortest  time, — also  including  a  sys- 
tem of  phonetic  pronunciation  that  les- 
sens the  difficulties  American  tongues  find 
in  making  themselves  understood.  Most 
of  these  books  are  pocket  size  and  bound 
in  khaki  or  waterproof  binding.  Philan- 
thropic Americans  who  want  to  do  some- 
thing for  the  soldier  are  donating  these 
books  to  certain  units  or  regiments,  to 
cantonments,  or  to  the  Y.M.C.A.  One  book 
alone,  'Soldiers'  Spoken  French.'  has 
reached  a  sale  of  over  25,000  copies." 

A   HANDY   BOOK   FOR  SOLDIERS 

"The  Soldier's  Diary  and  Pocket  Man- 
ual for  1918,"  is  not  only  a  diary,  but  also 
a  compendium  of  useful  knowledge  for 
soldiers.  It  includes  1918  and  1919  cal- 
endars, French  pronunciations,  military 
and  naval  terms,  French  and  English 
money  tables,  the  metric  system,  maps, 
cash  accounts  and  a  soldier's  guide  in 
obedience,  loyalty  and  discipline  and  per- 
sonal hygiene. 

Besides  the  several  little  French-Eng- 
lish dictionaries  now  available,  there  is 
a  new  "Soldier's  French  Instructor," 
which  is  a  reliable  guide  to  French  pro- 
nunciation and  conversation,  aboard  ship, 
asking  one's  way,  post  and  telegraph  of- 
fices, restaurants,  tobacco  stores,  with  the 
doctor,  money  matters  and  social  cus- 
toms. It  teachs  French  as  it  is  spoken 
in  France. 
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A  FIRST  GLIMPSE  OF  A  "TANK" 

"From  the  depths  of  the  wood  oppo- 
site came  a  crackling,  crunching  sound, 
as  of  some  prehistoric  beast  forcing  its 
way  through  tropical  undergrowth.  And 
then,  suddenly,  out  from  the  thinning 
edge  there  loomed  a  monster — a 
monstrosity.  It  did  not  glide,  it  did  not 
walk.  It  wallowed.  It  lurched,  with 
now  and  then  a  laborious  heave  of  its 
shoulders.  It  fumbled  its  way  over  a 
low  bank  matted  with  scrub.  It  crossed 
a  ditch  by  the  simple  expedient  of  roll- 
ing the  ditch  out  flat  and  waddled  for- 
ward. In  its  path  stood  a  young  tree. 
The  monster  arrived  at  the  tree  and  laid 
its  chin  lovingly  against  the  stem.  The 
tree  leaned  back,  crackled  and  assumed 
a  horizontal  position.  In  the  middle  of 
the  clearing,  twenty  yards  further  on. 
gaped  an  enormous  shell  crater,  a  pres- 
ent from  the  Kaiser.  Into  this  the  crea- 
ture plunged  blindly,  to  emerge,  panting 
and  puffing,  on  the  farther  side.  Then 
it  stopped.  A  magic  opening  appeared 
in  its  stomach,  from  which  emerged, 
grinning,  a  British  subaltern  and  his 
grimy  associates." 

The  quotation  above  is  from  Ian  Hay's 
latest  war  book,  "All  in  It."  A  forth- 
coming book  which  will  deal  exclusive- 
ly with  this  most  interesting  and  so  far 
the  latest  of  the  war  inventions  is  Cap- 
tain Richard  Haigh's  "Life  in  a  Tank" 
which  will  be  published  this  spring. 

"CONTACT'S"  GREAT  BOOK 

"Contact"  is  the  pseudonym  of  Capt. 
Alan  Bott,  M.C,  author  of  "Cavalry  of 
the  Clouds,"  which  is  one  of  the  great 
true,  personal  experience  stories  of  the 
war.  It  may  be  said  that  what  "The 
First  Hundred  Thousand"  did  for  the 
army,  this  new  book  does  for  the  aviator, 
representing  the  newest  and  most  ad- 
venturous branch  of  warfare. 

Would  you  like  to  know  what  it  feels 
like  to  take  a  2,000-feet  dive  on  to  a 
Hun? 

To  be  on  fire  9,000  feet  in  the  air, 
over  enemy  territory  with  two  bullets 
in  the  petrol  tank  and  five  Boche  planes 
pursuing? 

To  see  from  an  airplane  the  first  ap- 
pearance of  the  tanks  in  battle  ?  To 
capture  a  Boche  trench  by  a  sudden 
swoop  ? 

To  hear  around  you  "the  dull,  loud 
cough  of  an  Archie  shell,  the  hiss  of 
a  flying  fragment,"  and  watch  "the 
wicked  black  puffs"  creep  nearer  and 
nearer   toward   you  ? 

To  go  through  the  "day's  work"  dur- 
ing a  big  Allied  offensive  movement? 

This  book  describes  these  experiences 
in  the  most  graphic  manner.  As  one 
noted  critic  says  of  the  book,  it  is: 

"One  of  the  most  thrilling  of  all  the 
accounts  of  personal  experience  the  war 
has  produced,  and  it  is  told  with  a  skill 
in  the  art  of  writing  that  is  almost 
as  notable  as  his  skill  in  the  art  of  fly- 
ing. It  is  extraordinarily  well  written, 
with  imaginative  perception,  dramatic 
sense,  appreciation  of  the  humorous 
and    a    keen    sense    of   word    value." 
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CASSELL  &  CO.,  LIMITED. 
Fiction 

The  Tree  of  Heaven,  May  Sinclair, 
cloth,  $1.35  net;  Valour,  Warwick  Deep- 
ing,  cloth,   $1.35   net. 

Non-Fiction 

Germany  at  Bay,  Haldane  Magall, 
cloth,  $1.75  net. 

THE    COPP    CLARK    CO. 
Fiction 

Drowsy,  J.  A.  Mitchell,  cloth,  $1.50; 
The  Chasm,  Geo.  Crane  Crook,  cloth, 
60c;  Stories  Without  Tears,  Barry  Pain, 
cloth,  60c;  Come  With  Me  Into  Babylon, 
J.  M.  Ward,  cloth,  60c;  The  Six  Pointed 
Cross  in  the  Dust,  John  Roland,  cloth, 
60c;  Mr.  Wildrige  of  the  Bank,  Lynn 
Doyle,  cloth,  60c;  The  Impossible  Mrs. 
Bellew,   David   Lisle,   cloth,   60c. 

THE   MACMILLAN   CO. 
Non- Fiction 

O'Neil  &  Others,  Argumentation  and 
Debate,  cloth,  $1.25;  W.  W.  Gibson,  Hill 
Tracks,  (Poetry),  cloth,  $1.75;  J.  W. 
Streeter,  The  Fat  of  the  Land  N.  E., 
cloth,  $1.50;  J.  Schafer,  A  History  of 
the  Pacific  North-West,  cloth  $2.25;  G. 
N.   Nelson,  Income-Tax,   cloth,   $2.50. 

McCLELLAND,    GOODCHILD   & 

STEWART,    LTD. 

Fiction 

Love  and  Hatred,  Mrs.  Belloc  Lpwndes, 
cloth,  $1.35;  The  False  Faces,  Louis 
Joseph  Vance,  cloth,  $1.40;  The  Ken- 
tucky Warbler,  James  Lane  Allen,  cloth, 
$1.25;  Carolyn  of  the  Corners,  Ruth  B. 
Endicott,  cloth,  $1.35;  Cabin  Fever,  B. 
M.  Bower,  $1.35;  The  Transactions  of 
Lord  Louis  Lewis  Roland  Pertwee, 
cloth,  $1.50;  The  Arctic  Stowaways,  Dil- 
lon Wallace,  cloth,  $1.25;  Comrades,  Mary 
Dillon,  cloth,  $1.40;  Trueheart  Marjory, 
Norma  Bright  Carson,  cloth,  $1.35;  The 
Keys  of  Heaven  ,  Clara  E.  Laughlin, 
cloth,  $1.40;  The  White  Morning,  Ger- 
trude Atherton,,  cloth,  $1.00;  Howard 
Chase,,  Red  Hill  Kansas,  Chas.  M.  Shel- 
don,  cloth,   $1.25. 

Non-Fiction 

Cavalry  of  the  Clouds,  "Contact" 
(Capt.  Alan  Bott,  M.C.),  cloth,  $1.25; 
The  Little  Grandmother  of  the  Russian 
Revolution,  Alice  Stone  Blackwell,  cloth, 
$2.00;  Efficiency:  a  Play  in  One  Act, 
Robert  H.  Davis  and  Perley  Poore  Shee- 
han,  cloth,  75c,  paper,  25c;  Naval  Power 
in  the  War,  C.  C.  Gill,  Lieut.-Command- 
er,  U.  S.  N.,  cloth,  $1.35;  The  Balfour 
Visit,  C.  H.  Towne,  cloth,  75c;  My  Ger- 
man Correspondence,  Prof.  D.  W.  John- 
son, cloth,  50c;  Grenade  Fighting,  Lieut. 
G.   Dyson,   cloth,   50c;   The  Escape    of  a 


Princess  Pat,  George  Eustace  Pearson, 
cloth,  $1.40;  Captured,  Lieut.  J.  Harvey 
Douglas,  cloth,  $1.40;  Sea-Dogs  and 
Men-At-Arms,  J.  E.  Middleton,  cloth, 
$1.35;  The  Wonder  of  War  in  the  Air, 
Francis  Rolt- Wheeler,  cloth,  $1.50;  Loca- 
tion of  Aviation.  Power  Plant  Troubles 
Made  Easy,  Lieut.  Victor  W.  Page, 
cloth,  50c;  Glossary  of  Aviation  Terms, 
Lieut.  Paul  Montariol,  cloth,  $1.10;  The 
United  States  and  PanGermania,  Andre 
Cheradame,  cloth,  $1.10;  The  Adventure 
Beautiful,  Lilian  Whiting,  cloth,  $1.25; 
The  American  Revolution  in  our  School 
Text-Books,  Chas.  Altschul,  cloth,  $1.00; 
Sonnets  of  Sorrow  and  Truth,  Ella 
Wheeler  Wilcox,  cloth  $1.00;  On  the 
Bridge,  Helen  A.  Ballard,  cloth,  $1.25; 
A  Banjo  at  Armageddon,  Berton  Braley, 
cloth,  $1.00;  World  Peace,  Wm.  H.  Taft 
and    Wm.   J.    Bryan,   cloth,   $1.25. 

Juvenile 

A  Suplement   to  Oral  French   Method, 
Mademoiselle   Alice   Blum,   paper,  25c. 

THE    MUSSON    BOOK    CO. 
Fiction 

The  Bolsheviki  and  World  Peace,  Leon 
Trotzky,    $1.50;    The    Deserter,    Richard 
Harding    Davis,    50c;      The    Scar      That 
Tripled,      William      G.     Shepherd,     50c; 
French-English   Military  Dictionary,  Col. 
C.    De    Witt   Wilson,    $4.00;        The    Full 
Measure  of  Devotion,  Dana  Gatlin,  50c; 
The  U.  P.  Trail,  Zane  Grey,  $1.35;  The 
Best   Short   Stories    of   1917,   Edward   J. 
O'Brien,  $1.50;   The   Golden  Treasury  of 
Magazine     Verse,     W.    S.      Braithwaite, 
$1.50;    The    Standard    Index      to      Short 
Stories,   1900  to   1914,  F.  J.   Hanningan. 
$10.00;     Buddy's     Blighty,     Lieut.     Jack 
Turner,  M.C.,  $1.00;  Kitty  Canary,  Kate 
Langely  Bosher,  $1.00;  Travelling  Under 
Orders,  Major  Wm.  J.  Dunn;  Booth  Tar- 
kington,    R.    C.    Halliday,      $1.25;        Syn 
Talk,    Ernest    Thompson      Seton,    $3.00; 
Sayings  that  Never  Grow  Old,  Marshall 
Brown,  $1.00;  Voyages  on  the  Yukon  and 
Its    Tributaries,    Hudson    Stuck,      $4.50; 
On    the    Headwaters    of     Peach      River, 
Paul    Haworth,    $4.00;    Simba,    Stewart 
Edward  White,  $1.40;  Tales  from  a  Fam- 
ished   Land,   Edward   Eyre   Hunt,   $1.25; 
The    Ransom    of    Red    Chief,    and    other 
O.   Henry  Stories,  Selected   by  Franklin 
K.     Mathews,     $1.35;     Home     Vegetable 
Gardening  from   A.   to  Z.  by  Editors  of 
Garden   Magazine,   $1.25;    Colour   in    My 
Garden,    DeLuxe    Edition,    Louise    Beebe 
Wilder,    $15.00;      A    History    of    Italian 
Furniture,  Vol.  1,  Wm.  M.  Odom,  $30.00; 
The  Iron  Ration;   Three  Years  in   War- 
ring   Central    Europe,    Geo.    A.    Schrein- 
er,     $2.00;     His     Own     Accuser,     Silas 
Hocking,    $1.35;    The    Tuck    Shop    Girl, 
E.    J.    Oxenham,    $1.25;    Kitty    Carstairs, 
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J.  J.  Bell,  $1.35;  Prayers  for  To-day, 
Samuel  McComb,  $1.00;  The  Wings  of 
Youth,  Elizabeth  Jordan,  $1.40;  My 
People  of  the  Plains,  Ethelbert  Talbot, 
$1.50;  The  Winning  of  the  War,  Roland 
G.  Usher,  $2.00;  In  Oour  First  Year  of 
War,   Woodrow   Wilson,   $1.50. 


Public  Library  News 


WAR'S    INFLUENCE    FELT. 

A  sudden  shift,  with  the  war,  from 
fiction  and  travel  books  to  war  read- 
ing and  history,  among  the  patrons 
of  the  Westmount  public  library  was 
reported  by  the  librarian,  Miss  Mary 
Saxe,  at  the  February  meeting  of  the 
Soldier's  Wives'  League  in  that  city.  The 
history  section  now  leads  all  others,  and 
there  is  a  great  demand  for  Mr.  Ger- 
ard's "My  Four  Years  in  Germany,"  and 
"J 'Accuse."  The  library  has  been  send- 
ing the  old  books  to  the  men  at  the  front. 

STRATFORD  PUBLIC  LIBRARY. 

Stratford,  Feb.  12.— Dr.  J.  W.  Emery, 
of  the  Normal  School,  was  appointed 
chairman  of  the  Public  Library  at  the  or- 
ganization meeting  to-night,  and  J.  D. 
Barnet  was  reappointed  secretary-trea- 
surer. The  annual  report  showed  receipts 
of  $2,840.82  with  a  balance  on  hand  of 
$36.99.  There  is  a  total  of  14,168  books 
in  the  library.  During  the  year  1,023  were 
added.  The  total  circulation  for  1917  was 
65,031;  618  new  members  were  added. 

LIBRARY   FOR  SWIFT  CURRENT. 

Asa  result  of  a  visit  to  Swift  Current 
a  few  weeks  ago  of  J.  R.  C.  Honeyman,  • 
chief  librarian  of  the  Regina  Public 
Library,  it  has  been  decided  to  organize 
a  free  public- library  at  Swift  Current, 
Saskatchewan.  The  City  Council  at  its 
last  meeting  resolved  to  include  the  sum 
of  $500  in  the  estimates  for  the  present 
year,  and  this  sum  will  be  expended  for 
the  purchase  of  books  together  with  an- 
other $200  which  it  is  expected  will  be 
granted  from  the  provincial  government 
for  library  purposes. 

Although  not  a  free  public  library, 
the  Port  Credit  library  has  been  able 
to  serve  the  village  and  district  with 
a  fair  supply  of  reading  matter.  The 
'library  now  occupies  space  at  River- 
side School,  and  has  some  3,000  books. 
One  hundred  new  ones  were  added  dur- 
ing last  year,  and  the  board  plan  to 
.-)dd  more  this  year.  There  has  been 
some  talk  of  endeavoring  to  secure  a 
Carnegie  grant  in  order  that  the  village 
may  have  a  free  library.  At  present  the 
membership  fee  is  fifty  cents  per  year 
and  family  tickets  for  four  are  $1.00. 
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NEWS  OF  THE  TRADE 


Wm.  Hilton,  stationery,  Toronto,  Ont, 
has  sold  out  to  W.  J.  Joyner. 

W.  P.  Dixon  &  Co.,  Niagara  Falls,  Ont., 
have  sold  out  to  M.  McPherson. 

A  recent  addition  to  the  selling  staff 
of  Raphael  Tuck  &  Sons  is  J.  Garbutt, 
who  is  covering  the  Western  Canada 
territory. 

The  death  occurred  on  Friday,  Feb. 
1,  of  Harold  Curtis  Clarke,  who  was 
president  of  the  Clarke  &  Stuart  Co., 
of  Vancouver,   B.C. 

Frank  A.  E.  Hamilton,  managing 
director  of  the  Consolidated  Stationery 
&  Fancy  Goods  Co.,  Ltd.,  Winnipeg,  has 
been  East  on  a  business  trip. 

John  Gibb,  of  Clark  Bros.,  Ltd.,  Win- 
nipeg, is  now  in  the  East  on  a  purchas- 
ing trip.  He  will  visit  Montreal,  Tor- 
onto, New  York,  Chicago,  and  many 
other  large  centres. 

Manley's  Limited  has  been  incorpor- 
ated to  carry  on  business  as  booksellers, 
publishers  and  stationers  and  to  manu- 
facture and  deal  in  all  kinds  of  books, 
stationery,  leather  and  fancy  goods,  etc., 
at  Sarnia,  Ont.  Thos.  H.  Manley  is  one 
of  the  incorporators  whose  business  this 
new  company  carries  on. 

Does  this  herald  the  stationery  chain 
stores?  There  has  been  incorporated  in 
Albany,  N.  Y.,  the  United  Newspaper 
Delivery  Co.,  the  purposes  of  which  will 
be  to  purchase  and  deliver  newspapers, 
magazines,  periodicals,  books  and  other 
newstand  merchandise;  to  establish  and 
maintain  stores,  stations  and  stands  for 
the  purchase,  sale  and  delivery  of  news- 
papers, magazines,  periodicals,  books  and 
other  newsstand  merchandise  and  to 
carry  on  a  general  business  connected 
therewith. 

J.  A.  Klein,  well  known  and  popular  in 
the  stationery  field  as  the  advertising 
director  of  the  Thaddeus  Davids  Ink 
Co.,  has  left  the  direct  employ  of  the  ink 
company  to  embark  in  business  for  him- 
self at  the  Woolworth  Building,  New 
York,  under  the  style  of  the  "J.  A.  Klein 
Advertising  Service."  Mr.  Klein  will 
continue  to  handle  the  Davids  publicity, 
as  heretofore,  and  will,  in  addition, 
handle  advertising  accounts  for  manu- 
facturing and  other  stationers  who  are 
in  need  of  assistance  in  their  advertising 
problems. 

Sergt.  Cameron  Silvester,  who  before 
joining  the  colors  was  an  employee  of 
Warwick  Bros  &  Rutter,  Toronto,  has 
been  awarded  the  Croix  de  Guerre  by 
the  French  Government.  He  was  a 
former  member  of  the  10th  Royal  Gren- 


adiers before  joining  Col.  Kingsmill's 
Battalion,  the  123rd.  He  went  overseas 
in  August,  1916. 

NEW   WINNIPEG   HOUSE 

The  Bell  Novelty  and  Fancy  Goods 
Co.,  corner  Cumberland  &  Hargrave 
Sts.,  wholesalers,  have  opened  up  for 
business  in  Winnipeg.  They  handle  sta- 
tionery, toys  and  fancy  goods,  and  will 
cover  the  entire  West  with  travellers. 
The  firm  has  secured  a  Dominion  char- 
ter. W.  Van,  treasurer,  was  formerly 
with  the  Consolidated  Stationery  and 
Fancy  Goods  Co.  F.  C.  Cook  is  secre- 
tary of  the  company. 

NEW  PAPER  COMPANY 

Toronto,  Ont. — M.  B.  Overlay  Co., 
Ltd.,  has  been  incorporated  with  a  capi- 
tal of  $40,000  to  carry  on  business  as 
manufacturers  of  coated  relief  overlay 
paper,  embossing  and  dealing  in  paper, 
envelopes,  boxes,  inks,  mucilage,  etc., 
and  to  carry  on  business  as  general  sta- 
tioners and  manufacturers  of  blank 
books,  account  books,  calendars  and  no- 
tions made  or  dealt  in  by  wholesale  or 
retail  stationers. 

RECALLING    SALESMEN 

The  "American  Merchant"  says  thou- 
sands of  traveling  salesmen  are  being 
called  in  by  their  firms  owing  to  the 
taking  off  of  so  many  trains  on  nearly 
every  road  in  the  country.  It  also  says 
"That  advertising  in  the  various  jour- 
nals reaching  the  trade  formerly  visited 
by  salesmen  is  going  to  be  utilized  ex- 
tensively." 

This  publication  further  says  "there 
will  be  more  advertising  during  the 
period  of  the  war  than  ever  before.  Manu- 
facturers are  going  to  be  agreeably  sur- 
prised, too,  at  the  results." 

SIR    ARTHUR    SPURGEON. 

Those  who  remember  Sir  Arthur  Spur- 
geon's  services  on  behalf  of  the  White- 
friars  Club  and  in  the  interests  of  the 
Institute  of  Journalists — particularly  in 
the  Surrey  district — will  rejoice  that  the 
honour  of  knighthood  has  come  his  way. 
In  a  wider  sense,  of  course,  he  merits 
the  distinction  because  of  more  solid  con- 
tributions. He  has  saved  the  old  firm 
of  Cassell's  from  extinction  and  has 
borne  an  honourable  part  in  the  success- 
ful management  of  "The  Western  Daily 
Mercury"  and  its  capable  evening  ally.. 
In  public  work  Sir  Arthur  has  taken 
his  full  share,  despite  many  heavy  claims 
upon  his  time. 

Probably   no    one   has   better   deserved 
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the  honour  that  has  befallen  him  than 
Sir  Arthur  Spurgeon.  Coming  to  London 
a  quarter  of  a  century  ago,  from  East 
Anglia,  after  newspaper  work  in  Nor- 
wich and  Lowestoft  he  was  successively 
Parliamentary  representative  and  man- 
aging editor  of  the  National  Press  Agency 
and  founded  meanwhile  the  London 
Society  of  East  Anglians.  He  became 
hon.  secretary,  and  was  for  years  the 
vital  spark  of  the  Whitefriars  Club,  a 
literary  dining  club  that  has  drawn  to 
its  table  as  guests  most  of  the  leading 
men  in  the  literature,  thought,  and  re- 
search of  the  past  generation.  From  the 
National  Press  Agency  he  passed,  in  1905. 
to  the  general  managership  of  the  House 
of  Cassell.  During  these  years  he  has 
been  a  force  in  the  book  and  magazine 
world  and  at  the  present  time  represents 
the  latter  important  section  of  the  pub- 
lishing industry  on  the  Paper  Commis- 
sion. In  copyright  matters  he  has  taken 
much  interest  and  on  such  points  as  the 
premature  cheapening  of  copyright  works 
he  holds  strong  views.  In  the  public  life 
of  Surrey,  where  (at  Purley)  he  resides, 
he  has  taken  an  active  part  for  many 
years.  He  is  chairman  of  the  Croydon 
Bench  of  County  Justices,  a  member  of 
the  Surrey  County  Council,  and  chairman 
of  the  local  Liberal  party.  His  sympath- 
ies on  the  side  of  social  reform  and  the 
betterment  of  the  conditions  of  the  people 
at  large  are  pronounced  — "The  News- 
paper World." 

PAPYRUS 

Although  the  use  of  papyrus  as  a  writ- 
ing surface  is  about  as  ancient  as  the  art 
of  writing,  so  far  only  the  raw  product 
has  been  pressed  into  service.  It  is  now 
found  that  a  high-class  paper  can  be 
made  from  papyrus,  and  the  process  is 
very  simple.  The  papyrus  is  first 
squeezed  to  eliminate  a  portion  of  the 
large  percentage  of  water  it  contains.  It 
is  then  subjected  to  a  boiling  treatment 
with  caustic.  After  bleaching,  it  will  be 
found  that  the  material  has  yielded  be- 
tween 50  to  60  per  cent,  half-stuff.  If 
the  papyrus  is  to  be  transported  in  its 
more  or  less  raw  state  the  squeezing  is 
followed  by  drying  by  air  or  artificial 
heat. 

On  April  1  a  by-law  will  be  voted  upon 
in  Beaverton  for  the  purpose  of  granting 
a  fixed  assessment  of  not  over  $2,500  to 
the  Beaverton  Toy  Company,  Limited. 

The  company  proposes  to  employ  at 
least  thirty  hands. 


B OOKS E L L E R    AND    STATIONER 


A  Manual   on  Stationery 

"Prepared  for  the  Purpose  of  Imparting  Authentic  Informa- 
tion to  That  Growing  Army  of  Salespeople  Who  Are 
Not  Satisfied  to  be  Counter  Servers" 


piece  of  cloth  but  do  not  tear  or  show 
pin  holes  when  held  to  the  light,  as  a 
cheaply  made  bond  will." 


ONE  of  a  new  series  of  twenty-five 
text  books,  prepared  for  the  espec- 
ial purpose  of  training  salespeople 
in  a  knowledge  of  the  manufacture  and 
uses  of  stationery,  the  important  selling 
points  and  distinctive  features  of  the 
goods  and  how  to  apply  this  information 
in  making  sales,  by  Mary  A.  Lehmann, 
B.A.,  former  store  teacher  of  Stern  Bros., 
New  York,  and  instructor  of  merchandise 
courses  of  the  New  York  University,  is 
ready   for   distribution. 

The  development  of  better  selling  me- 
thods is  receiving  more  attention  now 
than  ever  before.  Any  thoughtful  study 
of  what  is  being  written  and  said  in- 
evitably leads  to  the  conclusion  that  there 
is  much  advice  as  to  what  ought  to  be 
done  and  definite,  constructive  sugges- 
tions for  doing  it  are  rare  indeed. 

On  one  common  point,  however,  all 
authorities  are  agreed.  This  is  that  the 
first  step  in  getting  merchandise  results 
unquestionably  lies  in  the  education  of 
salespeople.  There  is  no  logical  way  of 
hiring  them  "ready  made." 

In  the  new  series,  published  by  The 
Ronald  Press  Co.,  New  York,  the  Manual 
on  Stationery,  the  retail  merchant  is  of- 
fered a  practical  means  of  educating  the 
salespeople  to  know  the  goods  they  are 
selling.  From  knowledge  of  merchan- 
dise enthusiasm  is  inspired  and  the  power 
to  win  the  confidence  of  the  customer,  the 
spirit  of  rendering  real  service  and  the 
ability  to  'sell  goods  that  don't  come  back 
to  people  who  do"  are  the  earmarks  of 
the  clerk  who  will  be  found  to  be  avail- 
able managerial  timber  later  on. 

In  Chapter  VI  of  this  stationery  man- 
ual, devoted  to  "Characteristics  or  Pro- 
perties of  Good  Paper,"  the  following  will 
indicate  the  general  scope  of  the 
thoroughness  with  which  each  subdivi- 
sion of  the  stationer's  stock  is  discussed: 

"Writing  papers  of  the  best  quality  are 
all  rag,  tub-sized,  air-dried  and  plate- 
glazed.  Whether  they  be  'wove'  or  'laid' 
this  does  not  change  the  quality.  Where 
the  fibers  are  drawn  out  rather  than  cut 
the  paper  is  harder  and  most  resistant 
to  wear.  When  there  is  also  a  felting 
or  matting  tendency,  as  in  linen  or  rag 
paper,  the  texture  is  improved. 

"When  a  sheet  of  paper  is  held  up  to 
the  light,  it  should  be  uniform  in  texture. 
'Wildness'  or  an  irregular  patchy  appear- 
ance is  objectionable.  It  is  desirable  that 
all  papers,  except  those  used  for  trac- 
ing purposes,  should  be  opaque  rather 
than  transparent.  The  even  texture  and 
solid  appearance  is  given  by  proper  siz- 
ing, loading  and  finishing.  Paper  made 
of  sulphite  wood  pulp,  which  has  a  ten- 
dency to  procure  transparency,  is  for 
this  reason  mixed  or  loaded  with  mechan- 
ical wood  pulp  when  it  is  to  be  used  for 
writing  papers.  Too  dense  texture  shows 
too  much  filling.  Well  sized  paper  does 
not  allow  the  ink  to  penetrate  to  the  other 


side,  but  only  deeply  enough  to  dry  in 
a  reasonable  time.  Poorly  sized  may  be 
detected  by  moistening  a  part  and  observ- 
ing its  flabby,  saturated  and  transparent 
appearance  at  that  spot  or  by  writing 
thickly  upon  it  and  observing  the  time  it 
takes  for  the  ink  to  dry. 

"Good  writing  paper  should  have  a 
pure,  clear,  uniform  color  and  should  be 
reasonably  'fast'  to  light,  moisture  and 
wear.  Blotches  of  color  or  a  difference 
of  color  on  the  two  sides  is  most  undesir- 
able. The  reason  that  the  under  surface 
is  darker  than  the  top  is  due  to  the  shak- 
ing of  the  pulp  in  the  Fourdrinier  which 
causes  the  particles  of  color  to  settle  at 
the  bottom. 

"Fading  may  be  due  to  exposure  to 
light,  or  in  the  'packing  the  paper  may 
have  come  in  contact  with  boards  or  ma- 
terials whose  chemicals  have  changed  the 
color. 

"Unevenness  in  color  may  be  due  to 
the  fact  that  different  fibres  absorb  the 
color  in  different  ways,  or  it  may  be  due 
to  lack  of  care  in  straining  the  dyes.  The 
calendering  brings  out  this  effect. 

"The  Parsons  tests  for  quality  of  bond 
papers  are  simple  and  easily  applied. 
They  are  as  follows: 

"1.  Tests  for  Crackle — Shake  the 
paper  in  the  hand  and  listen  to  the 
crackle.  If  it  is  a  high-grade  bond  it  will 
have  a  rattle  and  a  snap.  It  will  have 
a  'feel'  like  that  of  crisp,  new  bills  and 
a  stiffness  and  firm  structure  that  in- 
dicates strength. 

"2.  Tests  for  Looks — Hold  the  paper 
up  to  the  light  and  note  the  appearance. 
Good  bond  papers  are  slightly  mottled, 
but  not  spotty  or  speckled.  Good  bond 
also   does   not   fade. 

"3.  Test  for  Finish — Look  along  the 
surface  of  a  sheet.  Good  bond  paper  is 
smooth,  firmly  textured,  slightly  uneven, 
yet  with  no  'hills  and  valleys'  to  interfere 
with  the  writing  qualities.  Then  fold 
back  and  see  how  the  two  sides  compare 
on  the  same  test.  Good  bond  papers  are 
uniform  on  both  sides. 

"4.  Test  of  Strength — Tear  the  paper 
twice,  once  from  end  to  end  and  once  from 
the  side.  It  is  important  to  make  the 
two  tears,  because  the  fibres  tend  to  set- 
tle lengthwise  along  the  wire  in  the 
Fourdrinier  machine  and  this  makes  a 
slight  difference  in  the  relative  strength. 

"5.  Test  for  Writing — Write  on  the 
paper  with  a  pen  and  see  how  it  slips 
along  the  surface.  It  should  not  catch 
or  miss  or  tear  off  little  fibres.A  good 
bond  paper  is  evenly  and  uniformly 
finished  on  both  sides  and  writes  as  well 
on  both.  Poorly  sized  bonds  let  the  ink 
spread  and  show  through  the  paper. 

"6.  Test  for  Wearing — Crumple  up 
and  rub  the  sheet  between  the  hands  as 
a  washerwoman  rubs  a  garment  in  the 
tub.  Good  bond  papers  lose  the  fine  sur- 
face finish  and  work  into  the  shape  of  a 
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THE    ENVELOPE. 

Its      History      and      Development — First 

Envelope    Machine   Made   in   184.>. 

AMONG  the  many  different  uses  to 
which  paper  is  put,  the  manufac- 
ture of  envelopes  is  not  the  least 
important.  Some  of  the  finest  factories 
in  the  land,  replete  with  the  most  wonder- 
ful machinery,  exist  for  the  purpose  of 
transforming  flat  paper  into — as  Row- 
land Hill  described  them — "Those  little 
bags  called  envelopes."  Their  original 
inception  was  undoubtedly  Parisian.  The 
first  mention  of  envelopes  occurs  in  1653, 
when  M.  de  Valayer  set  up  under  royal 
patronage  a  private  post  in  Paris,  and 
boxes  were  placed  at  street  corners  for 
the  reception  of  letters  wrapped  in  post- 
paid envelopes. 

The  earliest  use  of  the  word  in  English 
was  by  Bishop  Burnet  in  1714.  Lamb 
mentions  them  in  1825,  and  in  "Harry 
Lorrequer,"  published  by  Charles  Lever 
in  1837,  we  find,  "The  waiter  entered 
with  a  small  note  in  an  envelope." 

These  early  covers  were  probably  crude 
enough  as  machine  made  envelopes  were 
unknown  until  1840,  and  the  "lick  of  the 
gum"  did  not  make  it  appearance  till 
the  succeeding  year. 

As  a  matter  of  fact  the  use  of  envelop- 
es did  not  become  at  all  general  until 
about  1850.  Many  will  remember  before 
that  date  that  a  letter  written  only  on 
one  side  was  folded  in  two,  then  in  three, 
sealed  with  a  wafer  or  sealing  wax  and 
addressed   on  one   of  the  blank  sides. 

The  evolution  of  the  envelope  has  been 
gradual,  but  none  the  less  certain.  In  its 
present  form  it  has  become  a  necessity  to 
commerce  as  well  as  to  the  home. 

In  the  old  days  a  square  piece  of  paper 
was  used,  the  four  corners  were  cut  out 
with  a  chisel  and  folded  one  at  a  time 
with  a  thimble  over  the  finger.  In  1846 
the  question  was  asked,  "What  are  en- 
velopes?" To-day  that  query  would  be 
rightly   termed    "colossal    ignorance." 

Likewise,  too,  the  days  of  the  wafer 
and  sealing  wax — except  for  professional 
purposes — are  past.  Mechanical  gum- 
ming is  as  near  perfection  as  it  is  possible 
to  be,  while  by  the  aid  of  modern  mach- 
inery in  1911  mechanical  folding  can 
produce    100,000    per   day. 

Messrs.  De  La  Rue  &  Co.  were  the  first 
recognized  English  manufacturers  of  en- 
velopes, a  name  which  has  identified  it- 
self with  many  most  important  advances 
in  manufacture. 

The  first  efficient  envelope  machine  was 
devised  by  Edwin  Hill  in  1845. 

From  1850  onwards  mechanical  aids  in 
some  form  or  other  were  introduced  by 
the  various  manufacturing  stationers, 
and  all  these  improvements,  while  cheap- 
ening production,  enabled  them  to  meet 
the  increasing  demand,  which,  combined 
with  increased  postal  facilities,  has  re- 
sulted in  the  establishment  of  a  great  in- 
dustry.— The  Stationery  Trades  Jour- 
nal,   (England.) 


Leaves  from  the  Other   Fellow's  Book 

Having  to  do  Mostly  With  Newspaper  Advertisements    of   Eetail    Booksellers    and 
Stationers  in  Various  Canadian  Cities  and  Towns. 


NEWSPAPER   ADVERTISING 

THE  local  newspaper  is  one  of  the 
best  friends  that  a  retailer  can 
hope  to  have.  It  is  the  means  by 
which  he  is  enabled  to  carry  his  business 
messages  right  into  the  very  heart  of  the 
homes,  where  they  will  be  read  and 
listened  to  by  every  member  of  the 
household.  The  local  newspaper  stands 
by  +v,~  local  merchant  through  thick  and 
thin.  Like  the  trade  paper,  it  works 
when  it  gets  paid  and  when  it  doesn't. 
The  merchant  who  does  not  use  his  local 
paper  liberally  is  paying  for  it  just  the 
same.  He  may  not  think  so,  but  he  is. 
The  local  paper  is  the  backbone  of  good 


Causgrove  Dollar  Days 

WEDNESDAY  and  THURSDAY 

22    Big   Jim    Scribblers    $1.00 

7  Pads,   15c   Writing   Paper 1.00 

12   Pads,  10c   Writing   Paper 1.00 

20  Steno.  Note  Books   1 .  00 

8  Rolls   15c   Toilet   Paper 1.00 

12   Rolls   10c   Toilet    Paper 1.00 

22   Rolls   5c   Toilet   Paper 1.00 

3  Boy  Scout  Books    1.00 

3  Alger   Books    1.00 

12    Collegiate   Note   Books 1.00 

3V2    Doz.   Good   Lead   Pencils 1.00 

24  Library  Note   Books    1.00 

24  Best  5c  Lead  Pencils 1.00 

12   Boxes    Crayola    1.00 

25  Packages   5c   Envelopes 1.00 

12   Packages   10c   Envelopes 1.00 

7   Packages   15c   Envelopes    1.00 

5   Pads    25c    Writing   Paper 1.00 

5   Boxes   25c   Writing   Paper   and 

Envelopes    1 .  00 

12   Bottles   10c   Inks    1.00 

12  Indelible  Lead  Pencils    1.00 

7  Novels,   15c  each    1 .  00 

7   Overseas   Boxes,  11   lbs 1.00 

9  Overseas   Boxes,  7  lbs 1.00 

Nice  Japanese   Work   Baskets...  1.00 

4  Foxy  Grandpa's   (full   set) 1.00 

Buy    your   Newspapers,    School 
Supplies   and   Magazines   at 

CAUSGROVE'S  STATIONERY 

GARNER  HOUSE  BLOCK 


BOOKS  ON  FINANCE 

Finance,    Adams     $3.25 

Money    and    Banking,    Holdsworth .  .  .  2.00 

Money  and   Banking,   White   1.00 

Money    and    Banking,    Scott 2.00 

Modern   Bank,   Fiske    1.80 

Meaning   of   Money,   Withers    1.50 

Work    of    Wall    Street,    Pratt 1.25 

Money   and   the   State,   Withers 1.25 

International   Finance    1.25 

Trusts,   Pools   and  Corporations,   Rip- 
ley      2.00 

Corporation    Finance,    Mead    2.25 

Foreign    Exchange,    Patterson    3.00 

Out    of    town,    add    10%    for    carriage. 
Open   Saturdays  Till   10   p.m. 

McAinsh  &  Co.,  Ltd. 
4  to  12  College  St.,  Toronto 


JANUARY  STOCKTAKING-  SALE- 

rl 


How    two   Toronto    Bookstores    featured    the   Trotzky    Book — good 

example  of  timely  window  displays  at  the  Britnell  and  McAinsh 

Bookshops. 


government.  It  is  the  most  potent  force 
in  moulding  public  opinion,  and  to  the 
credit  of  local  editors,  be  it  said,  that  as 
a  class  the  local  newspaper  is  the  most 
incorruptible  institution  of  the  present 
day.  If  there  is  a  single  retailer  any- 
where in  the  country  who  does  not  use 
his  local  newspaper  liberally  and  intelli- 
gently, he  is  making  the  greatest  mis- 
take of  his  business  career,  for  the  local 
newspaper  will  furnish  the  demand 
which  will  sell  his  goods.  Using  the 
local  newspaper  does  not  consist  in  run- 
ning standing  advertisements,  but  it  does 
consist  in  supplying  the  editor  with  the 
best  copy  that  can  be  procured,  in  lib- 
eral quantity  and  a  change  of  copy  for 
every  issue.  The  man  who  does  not 
change  his  copy  hurts  himself  and  hurts 
the  paper.  His  trade  wants  a  new  mes- 
sage, and  the  man  who  puts  up  this 
new  message  in  the  most  attractive  man- 
ner is  the  man  who  gets  the  business. 

A    NEW   "DOLLAR   DAY"  IDEA. 

BOOKSELLER    &    STATIONER    has 

on  different  occasions  reproduced 
advertisements  of  stationery  stores 
in  connection  with  the  obser- 
vance of  "Dollar  Days"  bv  the 
merchants  of  certain  towns.  The  re- 
production of  the  accompanying  adver- 
tisement by  Causgrove's  Stationery, 
Chatham,  Ont.,  shows  a  new  way  to 
introduce  the  "dollar  day"  idea  so  that 
it  can  be  used  regularly  throughout  the 
year  rather  than  semi-occasionally 
when  the  local  newspaper  has  an  in- 
spiration   to    conduct    a    dollar    day. 

A  GOOD  BOOK  AD. 

A  somewhat  unusual  thing  is  to  run 
across  in  a  newspaper  a  display  adver- 
tisement setting  forth  the  advantages 
of  patronizing  a  Public  Library.  An 
advertisement  of  the  Port  Arthur  Public 
Library  is  reproduced  herewith  for  the 
reason  that  it  affords  a  two-fold  sug- 
gestion of  booksellers,  who  may  sug- 
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gest  the  use  of  similar  advertising  of 
the  Public  Library  in  their  own  town, or 
base  a  book  advertisement  to  help  sales 
in  their  own  stores  or  the  contents  of 
this  particular  advertisement  which  is 
well-written  and  well  set-up. 


A  GOOD  BOOK 

Is  Opened  with    Pleasure 
and  Closed  with  Profit 


rpHE  Port  Arthur  Public  Library  is 
-*•  a  public  institution,  maintained 
for  the  benefit  of  everybody— for  you. 
No  matter  upon  what  subject  you  de- 
sire information,  there's  just  the 
right  book  for  the  purpose  on  the 
shelves   of  the   Public   Library. 

Just  now  the  public  mind  is  centred 
on  production  —  on  conservation.  De- 
cide—  at  once  —  just  what  you  are 
going  to  produce  next  season  and  in 
The  meantime  get  thoroughly  posted 
on    correct   methods. 

— Poultry   Raising 

— Swine  Culture 

— Bee  Keeping 

— Gardening 

— Household   Cookery 

The  above  subjects  are  but  sugges- 
tions. Consult  the  librarian  or  any 
of  the  attendants.  They  are  all  will- 
ing— and  anxious — to  serve  you  to 
your  advantage. 


The  Port  Arthur 
Public  Library 

Ruttan  Block         Court  Street 


UNTRUTHFUL  ADVERTISING. 

A  Kingston  drug  store  in  advertising 
"Our  Stationery  Department"  in  the 
Kingston  "Standard,"  specially  mention- 
ed paper  and  envelopes  (in  boxes),  writ- 


BOOKSELLER    AND    STATIONER 


ing  pads,  envelopes  and  writing  paper 
and  followed  this  up  with  this  slogan: 

"Prices  a  Little  Lower  than  the  Other 
Fellow."  Now  at  this  distance,  the  writ- 
er is  not  in  a  position  to  say  absolutely 
that  statement  is  untrue,  but  he  takes 
it  with  more  than  a  grain  of  salt.  In 
fact  he  doesn't  believe  it.  Even  were 
it  true,  it  wouldn't  be  good  advertising 
unless  convincing  facts  were  set  forth  to 
substantiate  it.  That  is  the  sort  of  stuff 
that  used  to  be  considered  good  advertis- 
ing a  generation  aj>:o,  you  know  "smart."' 
But  it  isn't  good  advertising.  It  does  the 
advertiser  more  harm  than  good.  The 
average  newspaper  reader  seeing  the  ad., 
and  coming  to  that  line,  will  be  affected 
in  just  the  same  manner  as  it  struck  the 
writer's  mind.  He  may  not  exactly  resent 
the  statement,  nor  look  askance  at  the 
druggist  as  an  untruthful  advertiser,  but 
the  effect  wil  be  harmful  rather  than 
beneficial  to  the  advertiser.  Empty  phras- 
es like  that  should  be  eliminated  from 
all  advertisements.  All  the  contents  of 
each  advertisement  should  be  "meaty" 
positive  statements  that  will  sound  rea- 
sonable and  favorably  impress  the  reader. 

The  desire  here  is  not  to  single  out  this 
particular  druggist  as  a  notorious  of- 
fender. He  is  only  one  of  many  who  are 
at  times  guilty  of  similar  faulty  adver- 
tising. This  example  is  simply  cited  as 
one  example  of  "how   not  to   advertise." 

ORIGIN  OF  VALENTINES. 

Edmonds  of  Alliston,  Ont.,  hit  upon 
a  good  idea  for  a  valentine  advertise- 
ment when  they  incorporated  with  their 
advertisement    this    explanatory    note: 

"St.  Valentine  was  a  priest  martyred 
in  the  third  century.  It  occurred  on 
the  same  date  as  the  feast  of  the  pagan 
deities,  Pan  and  Juno.  It  was  the  prac- 
tice in  ancient  Rome  for  young  men  and 
maidens,  by  drawing  mottoes,  to  as- 
certain who  their  life  partners  would 
be." 

Other  dealers  might  make  a  note  of 
this  for  next  year. 

Along  with  the  window  trims,  make 
good  counter  displays.  Goods  should 
he  set  out  and  ticketed  that  they  will  in- 
duce purchases.  When  goods  are  on  the 
shelves  or  under  the  counter  where  they 
cannot  be  examined  or  seen  people  will 
only  buy  what  they  come  for. 

The  salary  you  command  is  in  your 
own  hands,  namely,  as  to  how  good  a 
salesman  you  are.  How  good  a  sales- 
man you  are  depends  on  your  ability 
and  your  willingness  to  learn.  A  clerk 
who  is  a  good  salesman  will  study  all 
the  advantages  of  salesmanship,  grasp 
every  opportunity  and  become  a  divi- 
dend payer  for  the  house. 

Unusual  window  displays  may  draw  a 
crowd  but  the  important  question  is,  do 
they  sell  goods? 

One  essential  in  the  stationery  busi- 
ness is  that  you  have  the  goods.  If  you 
don't  have  the  goods  you  can't  sell  them. 

Working  full  time  is  a  good  quality  in 
a  man,  but  something  more  is  required 
in  order  to  be  successful. 

Don't    wait    until    your    windows    have 


to  be  washed.  Attend  to  them  before 
the  necessity  for  it  becomes  apparent 
to  you  and  also  your  customers. 

Don't  crowd  the  front  door.  Allow 
plenty  of  room  for  customers  to  easily 
pass  in  and  out. 

Serve  customers  promptly.  Don't  al- 
low them  to  become  impatient  by  having 
to  wait  too  long  before  being  served. 

Use  plenty  of  show  cards.     They  at- 


tomer  correctly  by  setting  them  a  good 
example. 

Don't  allow  your  talk  to  customers  to 
become  mechanical,  like  some  clerks, 
who  hit  on  a  certain  line  of  talk  in  the 
morning   and    keep   it   up    all    day. 

If  you  have  a  clerk  who  is  a  relative, 
don't  let  that  be  an  excuse  for  treating 
him  any  differently  to  the  rest  of  the 
staff. 


Hay  Stationery  Co.     li Wt J|l 

LISTEN! 

Thursday  Is  Dollar  Day 

The  day  of  days  to  buy— We  want  you  to  visit  us,  to  save  a  $  and  to  find 
out  the  things  we  are  trying  to  do  v/ell 

SPECIALS  ON  THURSDAY  ONLY-DOLLAR  DAY 


j  Dii  ut  k  w*nk  lift  an 


Initialed 
Note  Paper 


Did  You  Know! 

That  our  Business  is  Office  and  Society  Stationery. 
That  we  cany  the  biggest,  cleanest  and  best 
stock  o(  everything  you.  can  possibly  need  lor 
the  office.  That  we  have  all  the  new.  ideas 
that  are  a  help  to  the  office  man.  as  well  as 
tlie  standard  ones. 


Our  Standard 


-duction  of  a  full  page  advertisement  featuring  Dollar  Day  in  a   London,   Ont.,  stationery  store. 


tract  attention  and  help  to  sell  goods. 

It  is  important  that  your  clerks  know 
just  what  you  are  advertising  and  what 
you  are  saying  about  it. 

It  is  a  bad  thing  for  salesmen  to  have 
too  little  to  say,  and  equally  as  bad  for 
them  to  talk  too  much.  Educate  them 
to  the  happy  medium. 

One  good  quality  in  your  make  up 
won't  make  you  a  success.  You  must 
have  many.  Honesty,  courtesy,  hustle, 
and  the  other  qualities,  single  handed 
are  of  no  great  use. 

Teach  your  clerks  how  to  serve  a  cus- 
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AND  THE   CAPTAIN    ANSWERED 

Octave  Thanet  has  written  a  pathetic 
little  war  story  entitled:  "And  the  Cap- 
tain Answered."  It  gives  a  peep  into  the 
heart  of  the  crestfallen  mother  who 
had  wrun?  from  her  son  a  promise 
to  fight  only  in  the  home  guards.  Not- 
withstanding his  oath  to  his  mother,  his 
reverence  and  love  for  her  are  but  secon- 
dary when  the  national  honor  is  at  stake. 
When  young  Hardy  was  brought  face  to 
face  with  his  patriotic  duty,  never  for  a 
moment  did  he  waver,  but  joined  the 
ranks    like    a    man. 


Push  Yourself  to  Higher  Profits 

Every  Man  His  Own  Salesman  —  The  Shame  of  Remaining  Poor  —  Most  Men  Can 

Double  Their  Pay  and  Profits — Examples  of  Self-selling — To  Get  More,  Se'l 

More — Paying  Dearly  For  the  Privilege  of  Being  a  Leaner 


EVERY  right-minded  man  wants  to 
get  on  in  the  world — to  get  higher 
up  and  to  get  higher  pay.  But 
not  every  man  with  the  desire  to  get 
on  is  trying  to  get  on.  Many  are  in  a 
state  of  semi-repose,  waiting  for  some- 
one, or  some  force  without  themselves, 
to  promote  them.  Because  of  their  lack 
of  initiative,  many  good  men  lag  be- 
hind   and   remain    poor. 

No  Virtue  in  Being  Poor 
Let  it  be  said  straightway  that  theie 
is  no  virtue  in  being  poor,  or  lowly- 
placed,  but  that,  on  other  hand,  there  may 
be  discredit  and  disgrace  in  being  poor 
and  lowly-placed.  Many  a  man  earning 
no  more  than  "the  scale"  or  the  market 
price  for  the  particular  kind  of  service 
rendered  by  him  should  be  earning  twice 
as  much  as  he  is  now  getting;  and  he 
can  earn  double  his  present  wage  if 
he  has  the  grit  and  purpose  to  multi- 
ply his  wage  by  two.  The  great  ob- 
stacle in  the  way  of  the  advancement 
of  many  wage-earners  in  position  and 
pay  is  a  certain  contentment  with  their 
wages  and  positions — a  contentment 
that  robs  .them  of  initiative  and  am- 
bition. 

Leaning  on  Broken  Reeds 
Go  into  any  place  where  men  earn 
wages — so  much  pay  for  so  much  ser- 
vice— and  ask  each  man  what  he  is 
doing  to  get  on — to  get  higher  up  and 
to  get  more  pay;  and  the  great  majority 
will  say,  "I'm  trying  to  do  my  work 
just  as  well  as  I  know  how.  I  hope 
that  my  employers  will  perceive  my 
fidelity  and  the  good  quality  of  my 
work;  and  that  they'll  promote  me  and 
advance  my  pay." 

You  will  get  an  answer  like  this  from 
common  laborers,  from  skilled  arti- 
sans, from  clerical  workers,  from  execu- 
tives, from  managers,  from  salesmen, 
from  teachers  and  professors,  from 
chemists  and  engineers,  from  journalists 
and  editors — in  short,  from  all  classes 
of  employees. 

These  men  seem  to  have  been  taught 
— perhaps  self-taught — that  fidelity, 
ability  and  first-class  performance  will, 
unaided,  send  them  upward  and  for- 
ward. The  truth  is  thft  while  fidelity, 
ability  and  superior  performance  are  the 
bases  of  advancement,  promotion  should 
get  its  impulse  from  the  employee  him- 
self. In  other  words,  if  a  man  wants 
to  get  ahead,  he  should  push  himself 
ahead.  Failure  to  get  ahead  is  very 
often  explained  by  absence  of  self-push- 
ing. 

Doing   More  Than   a   Day's  Work 

If  a  man  wants  to  get  ahead,  in  pay 
and  position,  he  must  do  more  than  just 
perform  his  day's  work  well.  He  must, 
at  the  same  time,  be  preparing  himself 
fair   a   job  higher  up — getting   ready   in 


By  John  C.  Kirkwood. 

advance,  by  special  study.  The  man 
who  is  studying  for  a  job  high- 
er up,  with  the  higher  pay  that 
usually  goes  with  a  higher  grade  or 
quality  of  service,  usually  possesses  pur- 
pose. Purpose  and  Push  begin  with  the 
same  letter.  Indeed,  if  you  look  at  the 
words  relating  to  advancement,  they  all 
seem  to  be  "P"  words: — 


Purpose 

Prod 

Push 

Practice 

Progress 

Principles 

Promotion 

Pep 

Power 

Performance 

Perseverance  Personality 

Punch  Proficiency 

Preparation  Prosperity 

Persistency  Promptness 

Pertinacity  Pluck 

Polish  Popularity 

Publicity  Perception 

Failures  omit  from  their  vocabulary 
many  of  the  "P"  words  listed  above — 
purpose,  push,  preparation,  power.  They 
seem  to  prefer  words  beginning  with 
"L":— 

Leisure  Laxity 

Laziness  Loitering 

Listlessness  Languor 

Limpness  Lounging 

Looseness  Lateness 

Lagging  Lackadaisical 

Leaning  Lukewarmness 

You,  the  reader  of  these  words,  can  get 
some  index  to  the  quality  of  your  own 
life  by  answering  honestly  this  question 
—Am  I  a  "P"  man  or  an  "L"  man? 


WHAT  are  the  chances  of  getting  on 
for    an    artisan — a     machinist,    or 
moulder,  or  shipwright,  for  example  ? 

Or  to  put  it  more  broadly:  What  are 
the  chances  of  getting  on  of  the  wage- 
earner — the  man  who  gets  so  much  an 
hour,   or  day,   or  week,   or  month  ? 

Or  to  put  it  more  broadly  still:  What 
are  the  chances  of  getting  on  for  em- 
ployed men — men  who  sell  their  skill, 
or  fidelity,  or  knowledge,  or  ability  to 
perform  technical  or  semi-technical 
work,  including  professional  men  such 
as  engineers,  teachers,  chemists,  and  so 
on? 

Getting    the    Right    Idea 

The  chances  of  getting  on,  in  pay 
and  position,  of  any  class  of  worker,  can 
be  made  very  certain— almost  certain — 
if  the  worker  himself  (1)  gets  the  right 
idea  and  (2)  has  the  grit  to  follow  the 
right  idea  in  the  direction  of  its  beckon- 
ing. 

The  right  idea  is:  Every  man  must 
sell  himself,  by  the  exercise  of  his  own 
initiative,  to  those  who  will  pay  him  his 
worth;  and  he  must  keep  on  in  this 
selfsame  selling  effort. 
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You  ask,  How  can  a  man  sell  him- 
self? What  do  you  mean  by  "selling 
himself?"  Let  us  answer  these  ques- 
tions   with    suggestive    illustrations. 

A  printer — a  compositor — went  to  his 
employer  with  a  new  floor  arrangement 
of  composing  frames,  imposing  table, 
galley  racks,  linotype  positions,  paper- 
cutting  machine,  presses,  and  so  on;  an 
arrangement  that  meant  less  waste  mo- 
tion, much  saved  time,  and  greater  out- 
put at  no  increased  cost.  For  his  initia- 
tive and  because  of  the  indubitable 
value  of  his  suggestions,  this  composi- 
tor was  promoted  to  a  higher  position, 
with  higher  pay.  This  compositor  sold 
himself  to  his  own  employer — sold  an 
idea  of  his  own  thinking  and  observa- 
tion. He  did  not  wait  for  promotion, 
but  speeded  its  coming  by  an  effort  of 
his   own. 

A    Carpenter    Has    a    Bright   Idea 

A  carpenter  showed  his  employers — 
a  wood-working  firm — how  they  could 
utilize  much  waste  wood  for  the  making 
of  small  wooden  toys.  For  this  sug- 
gestion, representing,  as  it  did,  a  new 
source  of  revenue,  and  ultimately  a  new 
and  highly  profitable  department,  this 
carpenter  was  promoted  in  position  and 
pay.  In  other  words  he  sold  something 
— an  idea,  a  new  business — to  his  em- 
ployers. 

A  grocer's  clerk  showed  his  employer 
how  he  could  find  a  new  and  extensive 
customer  out  of  whom  much  extra  profit 
could  be  made.  He  suggested  that  his 
employer  should  open  a  restaurant  at 
a  location  where  a  restaurant  was  great- 
ly needed.  The  grocer  took  up  the 
suggestion,  and  found  himself  selling 
bread,  biscuits,  canned  vegetables,  tea, 
coffee,  cheese,  fruits,  pickles,  rice,  pota- 
toes, and  a  score  of  other  grocery  lines 
at  higher-than-store  prices,  and  always 
for  cash.  The  grocer's  clerk  making 
the  suggestion  was  given  an  interest  in 
the  new  undertaking,  and  improved  his 
income  very  substantially.  That  is,  an 
employed  one  sold  something  of  his  own 
— an  idea — to  a  buyer  of  it,  and  was 
well  paid  for  his  merchandise. 

He    Sold    Himself    to    Himself 

A  machinist  took  up  a  correspondence 
course  in  draughtsmanship,  in  order  to 
lift  himself  into  a  higher  grade  of  oc- 
cupation, with  higher  pay.  When  fully 
prepared,  he  applied  for  a  position  ad- 
vertised, got  i.t,  and  improved  his  grade 
of  employment.  While  a  draughtsman, 
he  prepared  himself  as  an  electrical  en- 
gineer, taking  evening  work  in  an  in- 
stitute of  technology;  and  finally  its 
examinations.  To-day  he  is  a  consulting 
engineer,  obtaining  high  fees.  The 
machinist  became  possessed   of  market- 
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able  wares  which  brought  in  a  higher 
rate  of  pay  than  the  sum  per  hour  he 
received  as  a  machinist.  In  other  words, 
he  sold  himself — his  ability  and  train- 
ing— in  a  better  market;  and  he  con- 
tinued to  sell  his  wares — his  ability  and 
training,  which  he  steadily  improved — 
in   still   higher   markets. 

A  teacher  in  a  High  School  took  post- 
graduate work  at  Harvard,  secured  his 
degree  of  Doctor  of  Philosophy,  and  in 
the  course  of  a  few  years  of  directed 
purpose  became  a  University  professor 
at  a  higher  annual  remuneration  than 
he  could  ever  hope  for  as  a  High  School 
teacher.  At  the  same  time,  he  increased 
himself  in  prestige,  and  shortened  his 
working  year  from  September-June  to 
October-May.  This  teacher,  by  prepara- 
tion, guided  by  purpose,  and  by  the 
exercise  of  initiative,  sold  his  wares — 
superior  learning — in   a  better  market. 

A  manager,  on  salary,  wanting  and 
needing  more  money,  conceived  the  idea 
of  a  central  buying  agency  for  a  num- 
ber of  retailers.  He  took  his  idea  to  an 
astute  business  man  and  sold  it  to  him 
along  with  his  own  services.  To-day 
that  manager  is  making  five  times  what 
he  formerly  made,  and  owns  a  sub- 
stantial interest  in  the  business  he 
originated. 

Promotion   Lags  For  Some 

The  men  who  get  ahead  in  this  world 
are  those  who  lift  themselves  to  higher 
positions,  who  acquire  fitness  for  higher 
positions  in  advance  of  seeking  and  oc- 
cupying them.  Most  of  us  are  willing 
to  take  higher  positions  and  higher  pay, 
promising  ourselves,  if  we  get  higher 
positions  and  pay,  by  favor  more  than 
desert,  to  qualify  for  the  higher  post 
and  pay  afterward..  Promotion  lags  for 
the  unprepared,  and  rightly  so.  Men 
that  won't  move  forward  beforehand  are 
not  likely  to  carry  into  higher  posts  a 
progressive  spirit. 

II. 

THE  message  of  this  contribution  to 
BOOKSELLER  AND  STATIONER 
is  addressed  in  particular  to  those  who 
are  not  making  progress  in  their  busi- 
ness, their  position  or  their  pay.  If  you 
are  worth  more  money  than  you  are  now 
receiving,  it  is  a  burden  upon  your  own 
shoulders  to  get  the  money  you  are 
worth.  It  is  for  you  to  seek  more  money, 
some  place,  on  your  initiative.  In  other 
words,  you  must  sell  yourself  to  some 
buyer  who  will  give  you  a  better  price 
for  what  you  have  to  sell  than  you  are 
now  getting.  Perhaps — probabiy — this 
buyer  is  your  present  employer. 

You  Must  Have  More  to  Sell 

If  you  are  not  worth  more  money  than 
you  are  now  getting,  and  yet  desire 
more  money  or  advancement,  it  is  clear- 
ly up  to  you  to  make  yourself  worth 
more  money.  In  other  words,  you  must 
have  more  to  sell — more  skill,  know- 
ledge, productive,  executive,  or  mana- 
gerial ability.  Having  more  to  sell,  you 
are  in  a  favorable  position  to  demand 
more  money  or  recognition,  or  both. 


III. 

T  T  has  been  said  that  there  are  two 
*■  classes  of  people  in  the  world — lean- 
ers  and  lifters;  and  the  leaners  are  in 
overwhelming  majority.  These  leaners 
want  to  be  carried;  want  their  way  to  be 
made  easy  for  them;  want  other  men 
to  find  work  for  them;  need  others  to 
watch  over  them  in  order  to  do  their 
best  work;  and  want  others  to  lift  them 
to  better-paid  work  and  work  of  a  better 
sort. 

They  remain  dependent  children  all 
their  life  long;  and  if  they  get  some 
kicks  and  curses  for  leaning  their 
weight  on  others  who  want  to  get  ahead, 
or  for  hanging  on  to  the  coat-tails  of 
men  of  greater  strength  and  speed, 
they  feel  aggrieved,  and  develop  so- 
cialistic views.  And  when  old  age  comes, 
these  leaners,  grown  feeble  from  their 
much  dependence,  may  become  a  burden 
on  their  friends  or  kindred  or  perhaps  on 
the  State. 

Leaners   or    Lifters — Which? 

The  question  is  inevitable:  Are  you  a 
leaner  or  a  lifter?  If  you  are  a  leaner, 
and  continue  to  be  one,  you  cannot  pos- 
sibly earn  as  much  as  the  man  of  equal 
fidelity,  ability  and  performance  with 
mitiative  and  courage  to  exercise  these 
qualities. 

When  you  lean  on  a  man — rely  on  him 
to  find  work  for  you  and  keep  you  at 
work,  for  wages — you  pay  him  a  sub- 
stantial sum  each  year  for  the  service 
you  require  of  him.  If  you  get  from  an 
employer  $3.50  a  day,  then  he  expects 
to  get  back  $5  or  so  for  the  $3.50  he 
gives  you;  and  he  gets  this  $5  or  so 
out  of  what  you  produce.  That  is,  he 
expects  to  get  $1.50  a  day,  or  $9  a 
week,  or  $450  a  year  per  employee,  over 
and  above  what  he  pays  the  employee. 
And  if  he  employs  100  employees,  it 
means  that  he  gets  $45,000  more  than 
he  pays  them.  Applied  personally,  it 
means  that  you,  a  leaner,  pay  your  em- 
ployer $450  or  so  each  year  as  a  fee 
for  finding  you  work. 

A   Journeyman  Plumber   Gets   the   Right 
Idea 

When  this  idea  sank  into  the  mind  of 
a  certain  journeyman,  he  determined  that 
he  would  sell  himself  to  himself,  and 
not  to  any  other.  He  had  a  little  money 
saved  up — less  than  $500 — and  with  this 
capital  he  opened  up  a  small  shop  in 
the  basement  of  his  house.  Here  he  work- 
ed nights  until  he  developed  a  connec- 
tion, so  that  it  was  not  long  before  this 
man  with  initiative  found  it  necessary  to 
transfer  his  shop  from  the  basement  of 
his  dwelling  to  a  regular  shop  and  to 
employ  assistance.  To-day  this  man  is 
an  employer,  and  is  drawing  a  very 
satisfying  income  by  collecting  $1.50  a 
day  or  so  from  each  of  twenty  men  who 
want  their  jobs  found  and  maintained 
for  them. 

IV. 

HOW   is   it   with  you,   brother?      Are 
you    depending      on      your   fidelity, 
ability  and  superior  performance  to  ad- 
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vance  you  in  pay  and  position,  or  are 
you  practising  salesmanship — doing  a 
little  pushing  on  your  own  account  in 
the  direction  you  want  to  go?  Are  you 
acquiring  more  in  order  to  be  able  to 
sell  more — more  education,  more  know- 
ledge, more  skill — in  short,  more  of  the 
kind    of    merchandise    you    are    selling? 

How  are  you  using  your  spare  time — 
the  time  you  call  your  own?  Are  you 
converting  it  into  capital  for  to-mor- 
row's needs?  Are  you  reading  books 
above  your  level — the  only  kind  of  books 
that  educate  you,  stimulate  you,  lift 
you?  Do  your  dreams  lull  you  to  sloth 
and  sleep,  or  do  they  drum  you  out  of 
repose  and  inaction? 

Time — your  free  time— is  a  god- 
mother, ready  to  bestow  all  manner  of 
wealth  on  you,  if  vou  are  her  beloved 
child. 

None  but  yourself  condemns  you  to 
positions  of  lowliness  and  low  pay.  If 
you  want  to  earn  twice  as  much  as  you 
are  now  doing,  you  can  surely  do  it, 
if  you  make  yourself  worth  twice  as 
much,  and  make  others  know  your 
worth.     It's  all  up  to  you. 


BUSINESS  AND  ADVERTISING 

T.  A.  DeWeese,  who  is  the  man  in 
charge  of  the  extensive  Shredded  Wheat 
publicity  department,  addressed  the  To- 
ronto Advertising  Club  recently. 

Mr  DeWeese  said  that  it  was  a  mis- 
take in  the  States  for  people  to  talk  of 
retrenching  in  business  because  of  the 
war.  He  suggested  that  the  motto 
should  be  "More  Business  Than  Usual." 
"That  is  the  war  slogan  that  ought  to 
be  emblazoned  here  with  the  Union 
Jack."  Business  has  to  finance  the  war, 
and  it  can't  be  done  out  of  savings.  The 
only  way  business  can  do  it  is  by  going 
right  on  as  in  ordinary  times. 

Business  and  Advertising 

"Let  us  cut  out  the  things  that  destroy 
the  body  and  degrade  the  mind,"  he  con- 
tinued. "We  surely  don't  need  any 
'booze.'  Canada  was  no  doubt  wise  to 
stop  the  waste  of  barley  and  other  grains 
required  for  food.  A  little  sanity  and 
sense  and  a  little  less  hectic  hysteria  is 
what  we  need.  If  business  must  go  right 
on,  advertising  must  go  right  on.  Every 
dollar  must  be  kept  at  work.  We  must 
save  and  not  hoard..  Mr.  Deweese  ex- 
pressed appreciation  of  the  new  depart- 
ment opened  by  many  American  news- 
papers, which  is  a  service  organization 
for  the  use  of  advertisers.  He  classed  as 
criminal  offences  the  hoarding  of  money, 
as  well  as  stopping  production.  To  stop 
manufacturing  means  the  throwing  of 
thousands  of  people  out  cf  work.  Hoard- 
ing money  hits  every  individual  city  .In 
these  times  advertisers  must  study  the 
different  conditions  and  adapt  themselves 
to  them  if  they  will  achieve  success. 
He  deprecated  what  he  referred  to  as  the 
calamity  lectures  which  were  heard  in 
the  States  several  months  ago  to  stop 
people  going  on  with  their  work.  That, 
he  declared,  is  the  wrong  doctrine. 
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DECIDED   ADVANCE   IN   QUALITY 
Papers  for  1918  Show  Distinct  Improve- 
ments     in    Point      of      Designs    and 
Colorings,  Thus  Compensating 
for  Increased  Prices 

SPEAKING  of  war  conditions  In 
the  wall-paper  trade  a  prominent 
man  in  the  wall-paper  trade  made 
the  assertion  that  there  conditions  had 
caused  the  price  of  all  raw  materials 
that  enter  into  the  manufacture  of 
wall-paper  to  soar  to  an  altitude  pre- 
viously unknown,  but  that  the  Canadian 
makers  had  succeeded  in  presenting  new 
papers  for  1918  that  exhibited  a  higher 
standard  of  good  taste  and  quality  in 
designs  and  colorings,  thus  compensat- 
ing   for    increased    cost. 

Whereas  wall-papers  of  the  high- 
er grades  were,  previous  to  the  war, 
largely  imported  from  Europe,  when 
this  source  of  supply  was  practically 
excluded,  it  reflects  to  the  credit  of 
the  Canadian  wall-paper  manufac- 
turer that  he  was  qualified  to  step  into 
the  breach  and  to  seize  the  ooportum'tv 
offered.  By  the  exercise  of  the  full 
power  of  his  skill  and  knowledge  of 
wall-paper  manufacture,  he  has  suc- 
ceeded in  replacing,  to  a  large  extent, 
these  high  class  importations  by  wall-  ' 
papers  of  Canadian  manufacture  that  are 
in  every  way  the  equal  in  beauty  and  de- 
sign, novelty  of  coloring,  and  richness  of 
finish  of  the  imported  goods  that  they  sup- 
plant. 

Dainty    Bedroom    Papers. 

An  exquisitely  dainty  range  of  bedroom 
papers  is  shown.  There  are  satin  stripes 
and  floral  trails  in  all  the  popular 
shades  in  both  plain  and  embossed  finish- 
es. These  are  enhanced  in  beauty  by 
ready-cut  borders  of  diffuse  floral  designs, 
with  which  often  come  narrow  base-trim- 
mers, and  garden,  meadow,  and  wild-wood 
have  been  explored  to  contribute  fitting 
themes  for  the  artists'  skill.  The  Jap- 
anese influence  is  strongly  apparent  in 
many  of  the  attractive  patterns  that  are 
offered,  and  numerous  chintz  and  cre- 
tonne effects  possess  a  dainty  grace  that 
is  quite  in  keeping  with  the  fabrics  that 
they  stimulate. 

Tapestry  designs  are  shown  in  an  end- 


less variety  of  treatments,  and  so  close- 
ly do  they  resemble  the  products  of  the 
loom  that  they  vie  with  actual  textiles  in 
appearance.  There  are  foliage  patterns  in 
soft  greys  relieved  by  touches  of  contrast- 
ing colors,  rich  browns  and  greens  that 
follow  the  blendings  of  nature,  while  blue 
renderings  are  cool  and  restful.  Some- 
times amid  the  parted  boughs  a  distant 
mountain  scene  is  revealed,  in  others  the 
picturesque  ruins  of  a  Greek  temple,  or 
statuary  and  pergola  in  an  old-world 
garden  are  portrayed.  These  tapestry 
papers  are  often  veiled  with  mesh  over- 
prints, sometimes  strands  of  gold  are 
introduced,  while  again  the  permanent 
ink-embossing  is  utilized  which  minutely 
reproduces  the  threads  of  warp  and  woof. 
These  beautiful  creations  have  earned  a 
popularity  that  has  well-nis:h  made  them 
indispensable  in  the  modern  home.  They 
may  be  fittingly  used  in  hall,  dining-room, 
library  or  living-room,  and  are  hung  over 
the  entire  wall  without  the  use  of  a 
border. 

Near-Plain    Papers. 

Another  type  of  wall-papers  that  the 
coming  season's  offering  contains  in 
abundance  are  the  near-plain  papers,  cov- 
ering a  wide  range  of  fancy  grounds  and 
fabric  effects  in  burlap,  grass-cloth  or 
other  woven  treatments.  These  are  shown 
in  a  variety  of  popular  shades  such  as 
grey,  blue,  tan,  russet  and  olive.  Some- 
times these  papers  are  over-printed  with 
a  gold-beaded  stripe  or  again  with  an  all- 
over  or  diaper  design  in  monotone  shades 
that  perfectly  harmonize  with  the  color- 
note  of  the  ground.  With  these  papers 
are  shown  ready-cut  borders  and  strap- 
pings in  rich  contrasting  colors  which 
complete  a  decorative  treatment  that  en- 
tirely eliminates  any  tendency  toward  the 
monotony  that  might  result  from  the 
use  of  the  plain  hangings  without  any 
further  adornment.  These  plain  effects, 
to9-ether  with  the  borders,  strapningrs 
or  trimmers  that  are  printed  on  similar 
grounds  to  the  papers  with  which  they 
are  shown,  lend  themselves  to  the  adop- 
tion of  various  panelling  treatments  that 
are  in  excellent  taste  and  eminently  ap- 
propriate for  many  rooms.  The  method 
of  panelling  must  in  every  case  conform 
to  the  architectural  features  of  the  room, 
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and  a  capable  decorator  will  quickly  de- 
termine what  treatment  is  best  suited  for 
each  requirement. 

For  the  parlor,  drawing-room  or  re- 
ception-room a  plentiful  array  of  appro- 
priate wall  papers  are  in  evidence.  For 
the  more  formal  rooms  silk  and  brocade 
effects  are  in  excellent  ,  taste,  as 
these  not  only  form  a  splendid  back- 
ground for  pictures,  furniture  and  drap- 
eries, but  also  give  an  ideal  setting  for 
the  delicate  materials  of  the  ladies'  at- 
tire. Soisettes  and  brocades  may  be  used 
to  cover  the  entire  walls  from  cornice 
to  baseboard,  the  modish  colors  being 
French  grty,  ivory,  champagne,  apricot, 
rose,  and  apple  green.  Silk  papers  with 
gold  tracery  in  stripes  and  other  effects 
are  shown  with  rich  floral  borders  and 
base-trimmers,  into  which  contrasting 
notes  of  color  are  introduced. 

Select  Good  Patterns. 

The  living-room  sometimes  takes  the 
place  of  the  more  conventional  drawing- 
room  or  parlor,  or  in  the  larger  houses 
is  probably  an  additional  room  that  is 
specially  attractive  to  the  home  circle. 
Liberties  may  be  taken  in  the  papering 
of  this  room  that  would  be  out  of  keep- 
ing with  the  atmosphere  of  the  formal 
drawing-room,  for  the  keynote  of  such  an 
apartment  is  comfort  and  coziness.  The 
wall-paper  can  do  much  to  establish  the 
homey  appearance  that  is  sought  for,  and 
a  pattern  that  is  easy  to  live  with  should 
be  selected.  A  special  effort  has  been 
made  to  meet  the  requirements  of  this 
all-important  room,  and  foliage  designs 
and  all-over  patterns  on  blended  and  fab- 
ric grounds  are  in  evidence.  Designs  of 
the  impressionist  school  of  design  are 
particularly  appropriate,  and  large  floral 
tapestries,  the  bright  colors  of  which 
are  pleasingly  subdued  by  the  embossing 
process,  are  exquisitely  rendered  and 
suitably  adapted  for  this  family  apart- 
ment 


"The  Hope  Chest"  by  Mark  Lee 
Luther,  "The  Courage  of  Marge 
O'Doove,"  by  James  Oliver  Curwood, 
His  Daughter's  Daughter"  by  Gouver- 
neur  Morris,  and  "Drowsy"  by  J.  A. 
Mitchell,  are  to  come  this  month. 


Wanted -Business  Courage 

Advertising-  an  Obligation  to  Ultimate  Buyer — Quickest  Way  to  Strangle  Manufactur 
ing  is  to  Shut  Off  Advertising  and  Selling — Retailer  and  Manufacturer 

Can  Work  Together 


PASSING,  as  we  are,  through  the 
most  perilous  time  in  our  history, 
when  manufacturing  and  mer- 
chandising are  being  tried  in  the  great 
crucible  of  public  opinion,  it  is  but  na- 
tural that  advertising  as  a  commercial 
factor  should  be  both  hailed  as  a  wonder 
and  assailed  as  a  blunder.  Because  retail 
advertising  is  unalterably  linked  up  with 
manufacturers'  advertising,  it  is  impor- 
tant that  we  have  a  clear  idea  of  just 
why  manufacturers  in  general  should 
continue  their  publicity  policies  at  the 
present  time.  This  means  stating  some 
new  truths  and  restating  some  old  ones. 

As  we  see  it,  advertising,  viewed  in 
the  non-competitive  sense,  is  an  obliga- 
tion to  the  ultimate  buyer.  By  perpetua- 
tion it  becomes  a  guide  to  that  buyer  and 
an  asset  to  the  manufacturer.  Strange 
as  it  may  seem,  often  the  accompanying 
good  in  other  directions  ensures  the 
greatest  benefits  to  the  people  from  < 
manufacturers'  advertising.  For  in- 
stance, take  the  automobile.  The  pub- 
licity which  sold  millions  of  cars  also  in 
the  end  brought  thousands  of  miles  of 
good  roads.  This,  of  course,  means  a 
help  to  the  farmer.  Selling  automobiles 
also  effected  a  tendency  to  build  homes 
with  more  ground  around,  because  of  the 
necessity  created  for  garages.  This  na- 
turally means  better  hygienic  conditions. 

Various  other  industries  could  be 
quoted  to  show  the  broad  scope  of  ad- 
vertising benefits,  but  no  man — no  mat- 
ter what  little  he  knows  about  advertis- 
ing matters  in  a  technical  sense — can 
deny  that  this  potent  force  in  furthering 
sales  is  really  the  best  safeguard  the 
public  can  have  of  honest  efforts  to  serve 
them.  Combines,  as  a  rule,  do  not  adver- 
tise. If  they  do  it  is  in  a  secretive  way 
and,  therefore,  never  reaches  the  maxi- 
mum of  effectiveness.  And  whether  you. 
as  a  dealer,  are  aware  of  it  or  not,  manu- 
facturers' advertising  unquestionably 
raises  the  standards  of  quality  by  rais- 
ing the  standards  of  demand.  Likewise 
it  makes  for  cleaner  stores,  better  help, 
better  hours,  and  better  service  in 
general. 

So  that  battling  for  place  in  the  com- 
mercial war  means  the  manufacturer, 
who  shows  his  hand  in  the  beginning  by 
advertising,  must  continue  that  pro- 
gramme, or  leave  the  public  to  draw 
their  own  conclusions.  The  statement  of 
this  truth  obviously  means  that  the 
manufacturer  has  no  story  to  tell  in  the 
first  place,  if  that  story  will  not  stand 
the  searchlight  of  competitive  copy. 

Then,   again,   take   the   effect   on   em- 


A.  A.  BRIGGS 

A.  A.  Briefs  delivered  the  address  appearing 
herewith  at  the  convention  of  hardware  retailers 
in  Hamilton.  Mr.  Bii'kks  is  advertising  manager 
of  the  Dunlop  Tire  &  Rubber  Goods  Co.  What 
he    has    to   say   here   is   applicable   to   all    retailers. 


ployees  of  advertised  goods.  Somehow 
they  come  to  think  their  products  excel, 
which  belief  begets  enthusiasm  in  their 
work.  A  sudden  ending  of  manufac- 
turers' advertising  might  mean,  not  only 
a  coming  to  life  of  that  type  of  merchant 
who  seems  to  delight  in  fly-by-night  me- 
thods of  putting  it  over  the  public  in  the 
day-time,  but  also  a  deterioration  in  em- 
ployee zest. 

In  a  limited  discussion  of  a  subject 
with  so  many  ramifications  as  publicity, 
our  remarks  necessarily  must  deal  only 
with  fundamentals.  Therefore,  because 
we  feel  you  men  are  concerned  with  the 
larger  view  of  advertising,  as  well  as 
with  the  phase  immediately  affecting 
your  business,  we  take  the  liberty  of 
touching  on  various  angles  of  the  ques- 
tion. In  a  crisis  of  world  affairs  like  the 
present  these  angles  bob  up  here  and 
there  as  the  viewpoint  of  the  outsider 
becomes  hazy.  Recently  in  the  States  a 
group  of  men  met  for  so-called  "serious 
business"  and  the  result  of  their  conclave 
was  this:  "All  advertising  should  be  dis- 
continued during  the  war.  It  is  unneces- 
sary expense."  If  this  silly  pronuncia- 
mento,  which  has  been  explained  away 
so  many  times,  were  true,  it  could  mean 
only  one  thing — that  the  rest  of  us  who 
keep  on  advertising  are  humbugging  you. 
But  the  trouble  with  such  like  reformers 
is  that  they  think  only  in  low  gear.  They 
are  like  the  foreigner  who  threw  a  half- 
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dollar  down  the  crack  in  a  sidewalk  to 
make  it  worth  his  while  to  pull  up  the 
board  to  get  the  dime  he  lost.  They  are 
they  same  type  of  people  who,  when  the 
United  States  entered  the  war,  had  the 
remedy  for  the  business  void  before  the 
void  was  created.  Having  all  the  experi- 
ence of  the  other  warring  nations  to  pat- 
tern after,  it  looked  like  apple  pie  for 
Mr.  Abolish  This  and  Mr.  Abolish  That, 
but  their  own  experience  did  not  at  all 
dovetail  in  with  the  semi-ready  patterns. 
Ostensibly  the  one  conclusion  a  sensible 
man  can  draw  from  the  above  state- 
ments is  that  the  only  business  a  mar 
can  essay  to  tamper  with  is  the  one  he 
understands  the  fundamentals  of. 

Advertising  is  unnecessary  in  war 
time  or  in  peace  time  only  on  the  same 
basis  that  making  a  crate  for  the  goods, 
getting  a  wagon  to  carry  the  crate,  hail- 
ing a  train  to  ship  the  crated  goods  on, 
are  unnecessary — the  public  only  want 
the  goods — not  the  method  of  sale  or  the 
process  of  delivery,  yet  which  item  can 
the  manufacturer  leave  out  and  still 
serve  the  great  concourse  of  dealers  and 
consumers  hundreds  of  miles  away? 

We  surely  all  know  that  the  war  will 
be  won  on  the  battlefield — nowhere  else. 
We  also  should  just  as  readily  know  that 
we  will  not  help  to  win  it  there  if  we  fail 
at  home.  The  quickest  way  to  fail  at 
home  is  to  strangle  manufacturing,  and 
the  quickest  way  to  strangle  manufactur- 
ing is  to  shut  off  advertising  and  selling. 

What  we  have  stated  so  far  in  neces- 
sarily brief  terms  should  make  clear  that 
the  situation  governing  the  manufacturer 
who  advertises  is  as  sound  now  as  it  was 
sound  in  ante-bellum  days.  That  being 
the  case,  the  retailers'  distribution  out- 
look should  be  pretty  much  the  same  as 
before. 

It  cannot  be  denied  that  dealers  who 
advertise  are  in  the  minority,  and  the 
logic  of  the  thing  would  seem  to  indicate 
that  advertising  in  a  retail  sense  is  not 
absolutely  essential  to  successful  mer- 
chandising. 

In  our  experience  as  an  advertising 
man  for  various  types  of  industries — 
and  from  our  observation  of  dealer  me- 
thods in  various  portions  of  Canada — we 
have  noted  that  generally  where  a  dealer 
shows  special  aptitude  in  advertising 
technique  he  eventually  graduates  into 
the  small  jobber  field.  On  the  other 
hand,  we  have  been  compelled  to  note 
that  where  retail  men  seem  to  fail 
ignominiously  in  either  their  newspaper 
appeals  or  the  preparing  of  circulars,  etc., 
they  certainly  were  not  always  failing 
in  getting  cash  discounts  from  their 
manufacturers,  or  in  waiting  on  their 
customers  with  that  finesse  which  makes 
the  "Good-day"  sound  as  if  the  dealer 
really  made  it  good. 


BOOKSELLER    AND    STATIONER 


GIFT  NOVELTIES 

ARTISTIC  gift  novelties  are  the 
stock  in  trade  of  a  recently  de- 
veloped class  of  retail  stores 
known  as  gift  shops  which  are  now  quite 
numerous  in  the  United  States,  where 
the  gift  shop  idea  is  spreading  from  the 
big  centers  to  smaller  cities  and  even 
small-sized  towns. 

In  Canada  the  booksellers  and  stat- 
ioners everywhere  should  exert  their 
efforts  to  prevent  a  similar  class  of  in- 
dependent gift  shops  springing  up.  This 
class  of  trade  should  be  held  by  the 
book  and  stationery  stores,  but  to  do 
so  it  will  be  necessary  to  give  better 
attention  and  more  space  in  the  stores 
for  the  different  articles  which  come 
within  the  scope  of  these  gift  shops 
in    the    United    States. 

A  revealing  article  on  this  subject 
appeared  in  a  recent  issue  of  "The  Gift 
and  Art  Shops"  of  New  York.  The  writ- 
er   is   Gisselle   D'Unger;    She    says: 

"Artistic  novelties  appeal  to  the  tour- 
ist, the  resident,  the  adult,  the  young, 
the  child  and  the  infant.  Conducting  a 
giftshop  requires  an  innate  knowledge  of 
human  nature  combined  with  shrewd 
commercial  qualities  appealing  to  the 
eye,  the  touch,  the  ear  and  the  varied 
emotions.  Merchandising  is  the  most 
valuable  asset  in  the  wide  competitive 
business  circle  in  which  the  attractive 
gift  shop  reigns  as  an  artistic,  therefore, 
a  utilitarian,  factor.  Within  its  space, 
large  or  small,  are  found  the  real  novel- 
ty, which  the  public  craves  as  the  tank 
devours  gasoline.  "Speed  up,  speed  up," 
is  the  slogan  and  the  dealer  urges  the 
jobber  and  the  jobber  demands  the  pro- 
ducts of  ingenious  brains.  What  is  the 
most  attractive  manner  to  show  the 
novelties  and  gain  the  attention  of  a 
fickle  public — nay,  a  voracious  public? 

Window  displays  most  cunningly  de- 
vised arrest  the  roving  eye  of  the  pedes- 
trian. He  pauses,  hesitates,  is  lost  and 
finally  enters  the  friendly  shop  with 
alacrity.  Within,  his  mind  becomes 
chfotic  as  he  views  the  bewildering:  array 
and  groups  of  beauty,  the  classic  casts 
and  pictures  and  lovely  jewelry.  From 
the  first  impulse  to  purchase  a  patriotic 
emblem  for  "Bill,"  he  is  led  to  consider 
his  whole  family,  sweetheart,  the  neigh- 
bors and  all  the  "kids"  of  the  neighbor- 
hood. Voila!  Here  is  just  the  place 
to  invest  in  souvenirs  most  unusual  and 
most  artistic.  Here  we  are  in  the  centre 
of  the  Land  of  the  Imagination,  the 
Land  of  Beauty,  the  Land  of  Sentiment, 
the  Land  of  Humor,  ana  of  the  Grotes- 
que, but  above  all  the  Land  of  Patriot- 
ism. The  most  puzzling  contraptions, 
by  Heck,  the  most  cleverly  constructed 
mechanical  toys,  the  most  side-splitting- 
figures  and  groups  that  cause  one  to 
bend  double  in  laughter.  For  the  aesthetic 
are  the  casts  of  well-known  musicans, 
familiar  faces  of  past  presidents,  states- 
men, copies  of  the  finest  marbles  and 
bronzes  of  the  world,  impressive  prints 
of  the  masterpieces  of  great  artists  in 
color    and    also    in   black    and   white,    or 


sepia.  Lovers  of  unique  jewelry  of 
every  conceivable  style  and  pattern  find 
attractive  cases  of  exquisite  jewels  for 
adornment  as  well  as  for  utility. 
Leather  goods  greet  the  eye  at  another 
point  and  hat,  hair  and  clothes  brushes, 
cases  for  all  manner  of  things  arrest 
attention  most  invitingly. 

Copper  bowls  in  which  marigolds  or 
nasturtiums  nestle  harmoniously,  vases 
and  other  receptacles  challenge  the 
purchaser,  oddities  and  quaint  conceits, 
bric-a-brac  of  the  choicest  design  and 
material  assist  in  decision  for  the  most 
difficult  taste  as  selection  for  many  con- 
firms one  that  individuality  must  be 
considered.  Strings  of  pearls  for  the 
fairest,  topaz  for  the  brunette  and  divers 
colors,  barbaric  or  otherwise,  for  the 
gay  or  sedate,  fairly  clamor  for  recog- 
nition. Oriental  chains  and  girdles 
charm,  perfumes  intoxicate  and  the  pur- 
chaser turns  from  this  case  of  delight 
to  that  of  greater  beauty. 

Without  doubt,  the  inventory  of  a 
successful  gift-shop  reads  like  a  kaleid- 
oscopic tube  in  point  of  size,  shape  and 
color.  Rarely  as  one  combination  greets 
the  eye  does  the  inventory  register  other 
than  wondrous  variety.  Patriotic  themes 
abound  at  this  time  and  the  colors  are 
rampant  with  those  of  the  Allies  in 
close  pursuit.  Unlike  the  food  purchase 
when  a  basket  of  money  is  required 
for  a  vest  pocket  full  of  food,  in  the 
novelty  and  gift-shop  a  vest  pocket  full 
of  change  will  purchase  a  basket  of 
novelties  so  reasonable  is  the  expense  at- 
tached  to    the    various    articles. 

Postcards,  stationery,  photographs, 
foreign  and  domestic,  abound,  while 
birthday  and  other  anniversaries  can  be 
celebrated  with  appropriate  sentiments 
and  colorful  beauty.  The  gift-shop  is  a 
practical  asset  for  a  city  or  village  and 
the  more  varied  the  stock  and  up-to-date 
the   greater   its   success. 


the  local  newspaper  gave  it  a  news  item 
write-up. 

Despise  not  the  sale  of  small  things. 


MUSICAL    NOVELTIES. 

The  dear  public  dotes  on  novelties.  It 
may  be  something  utterly  useless,  but  if 
it  has  the  spice  of  newness,  it  will  sell. 
The  best  method  of  merchandizing  novel- 
ties is  to  specialize.  Give  it  a  regular  de- 
partment, with  some  one  person  to  take 
care  of  it.  Have  a  little  corner  of  a  win- 
dow, with  plenty  of  placards  devoted  to 
novelties,  see  that  the  window  is  changed 
every  few  days.  The  man  on  the  street 
makes  a  good  living  selling  nose  whistles, 
and  he  hasn't  half  the  opportunity  you 
have.  An  instance  of  the  novelty  op- 
portunities came  to  our  attention  a  short 
time  ago. 

Many  a  man  dearly  loves  to  play  on  an 
ocarina.  He  may  be  as  musicless  as  a 
boiler  factory,  but  he  will  play  the  "Last 
Rose  of  Summer"  or  "Home,  Sweet 
Home,"  on  an  ocarina  if  you  give  him  half 
a  chance.  A  certain  store  filled  a  small 
window  with  all  sizes,  from  fifteen  cents 
up  to  a  dollar  and  a  quarter,  and  got  a 
demonstrator.  In  four  days  they  had 
sold  one  hundred  and  eighty  of  the  little 
instruments  of  torture  and,  in  addition, 
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INDIVIDUALITY    IN    STORE    KEEP- 
ING 

A  store  can  be  made  to  a  great 
extent  its  own  best  advertisement,  just  as 
a  newspaper  or  magazine  is  its  own 
best  recommendation  to  public  patronage 
and  popularity.  Not  alone  by  appearance, 
nor  yet  alone  by  its  contents,  but  by  both, 
combined  with  service  of  exceptional 
character. 

In  planning  store  arrangements  and 
window  displays  it  pays  to  put  indivi- 
duality into  the  work,  and  this  does  not 
imply  freakishness  or  eccentricity  for 
the  mere  sake  of  being  different,  but 
thought  along  practical  lines  that  will 
draw  favorable  attention  to  the  store  and 
its  goods  and  thus  result  in  sales. 

Large  Capital  Not  Necessary 

Examples  will  occur  to  our  readers  of 
stores  which  have  marked  their  efforts 
with  such  individuality  that  their  style 
and  character  have  become  to  them  no 
small  asset  in  the  conduct  of  the  busi- 
ness. Some  of  these  are  large  concerns, 
operating  a  chain  of  stores,  and  the  ob- 
jection has  been  heard  that  they  are  in 
position  to  plan  and  execute  elaborate 
schemes  of  display  which  the  local  mer- 
chant conducting  a  single  store  cannot 
afford.  There  is  really  little  foundation 
for  such  an  objection,  as  there  are  sev- 
eral notable  examples  among  specialty 
stores  in  the  larger  cities  where  success 
is  being  attained  along  similar  lines, 
though  the  proprietors  operate  but  one 
store.  Extremely  novel  and  elaborate 
fixtures  have  been  adopted  in  some  in- 
stances, and  apparently  well  founded 
traditions  have  been  completely  upset. 

In  a  recent  interview  a  well-known 
merchant  operating  a  chain  of  stores  at- 
tributed his  success  wholly  to  novel  win- 
dow and  store  displays,  supplemented,  as 
his  enterprise  grew,  with  newspaper  and 
billboard  copy  which  possessed  distinc- 
tive force  and  individuality.  As  at  the 
outset  he  did  not  have  money  enough  to 
advertise  in  the  customary  way,  he  hit 
upon  the  idea  of  out  of  the  ordinary  win- 
dow and  store  arrangements. 

Practical  Variation  of  Methods 

The  point  is  just  this:  Cannot  the  local 
stationer  employ  certain  variations  of 
the  unique  and  successful  methods  used 
by  others  to  his  own  great  advantage? 
It  is  worth  while  to  note  in  considering 
these  things  that  the  men  who  have 
made  successes  by  the  use  of  novel 
methods  are  not  the  men  who  have 
depended  on  freakish  or  irrelative 
displays  at  the  expense  of  the  mer- 
chandise in  question,  but  rather  they 
are  the  men  who  have  placed  their  mer- 
chandise first,  and  above  all  else,  and 
then  worked  out  plans  to  draw  attention 
to  it  and  impress  its  merits  upon  the 
public  mind.  There  are  many  articles  in 
the  stationer  line  that  could  be  sold  in 
much  larger  quantities  than  are  being 
sold  at  present  if  similar  methods  were 
employed. 


SOLDIER 
TRADE 


SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at  Home    For    Forwarding   to  Soldiers   at  the   Front,   in  Training 

and  in  the  Base  Hospitals 


SOLDIERS  WANT  READING  MATTER 

This     Big     Fact     Should     Be     Impressed 

Upon   the   Public  by   Booksellers 

CORPORAL  LOUIS  DOAN,  a  U.S. 
soldier,  wrote  Grosset  &  Dunlop 
in  part  as  follows: 
"I  have  read  'Kitchener's  Mob,'  'A 
Texas  Rangers'  and  'Sam'  and  they  have 
just  the  right  snap  and  live  stuff  to  keep 
a  fellow  awake  after  taps  to  finish  the 
story.  On  the  above  named  books  a 
regular  library  has  formed  and  most  of 
the  men  in  the  company  are  awaiting 
their  turn  to  read  them.  If  the  people  of 
New  York  and  elsewhere  who  would  like 
to  send  comforts  to  the  boys  would  send 
books  they  .would  be  doing  us  a  great 
favor.  Don't  forget  the  boys  of  the 
69th.     We  need  reading." 

BOOKS  THE  SOLDIERS  WILL  LIKE 

Abraham    Lincoln,   Boy   and    Man 

James    Morgan 

At   1.30    Isabel  Ostrandi  r 

Big   Tremaine    Marie    Van    Vorst 

Call   of  the   Cumberlands,  The,    (Dustin   Far- 

num    Ed.)     Chas.  Neville  Buck 

Clansman,  The    •  •  Thomas  Dixon 

Chip  of  the  Flying-U B.  M.  Bower 

Crisis,  The    (New   Illustrated   Edition) 

Winston    Churchill 

Desert   Gold    Zane   Grey 

Gunner   Aboard   the   Yankee,  A 

Russell    Doubleduy 

Haunted  Pajamas,  The. Francis  Perry  Elliott 

Hepsey  Burke    Frank  A-.   Westcott 

Inside  of  the   Cup,  The. . .  Winston   Churchill 

Kazan    James   Oliver   Curwood 

Keziah   Coffin    Joseph   C.  Lincoln 

Long   Shadow,   The    B.  M.  Bower 

Lords    of   High    Decision,   The.  .M.   Nicholson 

Mother    Kathleen    Norris 

Night   Born,   The    Jack  London 

North  of  Fifty-Three B.  W.  Sinclair 

Once  to  Every  Man    Larry  Evans 

Options    O.    Henry 

Overland    Red Henry    Herbert    Knibbs 

Penrod    Booth   Tar  king  ton 

Potash    and    Perlmutter Montague    Glass 

Prince  of  Graustark,  The..G.  B.  McCutcheon 

Prodigal   Judge,   The    Vaughan   Kester 

Stover  at   Yale    Owen  Johnson 

Torchy    Seivell   Ford 

Seed  of   the   Righteous,   The    

Juliet    Wilbor   Tompkins 

Stirrup  Latch,  The    Sidney  McCall 

My   Home  in   the  Field  of  Honour    

Frances    Wilson    Huard 

What    Will    People   Say? Rupert   Hughes 

Whispering   Smith    Frank   H.  Spearman 

White  Feather,  The    Worrall  and  Terry 

Wings  of  the  Morning,  The Louis  Tracy 


Burning    Daylight    Jack    London 

John   Barleycorn    Jack  London 

"K"    Mary    Roberts   Rinehart 

Trilby    George   DuMaurier 

Lone   Star   Ranger,   The Zane   Grey 

Skinner's  Dress  Suit .  .  .  .Henry  Irving  Dodge 

Torchy,   Private    Secretary Sewell  Ford 

Turmoil,  The    Booth    Tarkington 

Bucky   O'Connor. ..  .William   MacLeod  Raini 

Honey   Bee,   The    Samuel   Merwin 

Ruggles  of  Red   Gap      ...Harry  Leon    Wilson 

Destiny   Charles  Neville  Buck 

Cappy   Ricks    Peter  B.   Kyne 

Maelstrom,  The    Frank  Froest 

Real  Adventure,  The.  Henry  Kitchell  Webster 
Sundown  Slim Henry  Hi  rbert  Knibbs 


WRITING     HOME 


SOME  ONE  AT  THE  FRONT 
IS  FIGHTING  FOR  YOU 

When  you  buy  a  book  for  yourself, 
don't  forget  him.  Sixty  cents  will 
place  one  of  these  good  novels  in 
his  hands  without  further  expense 
or  trouble  to  you. 

Just  nick  one  out  and  write 
your  name  on  it.    We'll  do  the  rest. 

Buy  a   Book  for   your   Soldier   Boy 
He   needs   it! 


Story  of  Julia  Page,  The.  .  .  .Kathleen  Norris 

Silver   Sandals    Clinton  H.  Stagg 

Patriotic   Heart   Songs.  .Joe  Mitchell  Chappie 

Pan-Germanism,   What   It  is    

Roland   G.    Usher 

Pals    First     Frances    Perry    Elliott 

"Mister   41"    E.  J.  Rath 

1    Accuse!    By  A   German 

Kitchener's   Mob    James  Norman  Hall 

A   further  list  will   be  published   next   month. 

SERVICE   BANNERS 

In  Birch's  bookstore,  Queen  Street, 
West,  Toronto,  a  most  extensive  stock  of 
soldiers'  specialties  is  carried.  This 
store  is  the  nearest  bookstore  to  the 
Toronto  Armouries  and  consequently 
gets  a  good  share  of  the  trade  of  the 
soldiers  in  this  city. 

The  stock  of  soldiers'  goods  includes 
many  articles  which  would  not  be  car- 
ried ordinarily  in  a  store  of  this  class, 
but  association  of  goods  naturally  leads 
to  the  expansion  of  any  department 
which  is  showing  brisk  trade  and  this 
suggests  that  stationers  generally  should 
be  alive  to  the  opportunities  that  soldier 
trade  has  opened  up. 

In  the  Birch  store  for  instance  the 
sale  of  goods  to  civilians  for  sending  to 
soldiers  overseas  is  not  overlooked  nor 
are  goods  of  military  significance  for  the 
homes  of  those  who  have  representatives 
in  the  military  forces  in  training  or  in 
active  service  abroad. 

Among  the  items  recently  added  were 
service  banners.  These  are  banners 
about  10  by  15  inches  in  size  adorned 
with  one  or  more  maple  leaves  neatly 
worked  upon  the  banner,  the  idea  being 
that  these  banners  be  displayed  in 
homes,  offices,  lodge  rooms,  etc.,  accord- 
ing to  the  number  of  representatives 
with  the  colors. 

This  store  recently  had  an  attractive 
window  display  of  soldier  goods  and  it 
attracted  a  great  deal  of  attention,  de- 
veloping a  lot  of  good  business  for  this 
store. 


Suggestion    for    a    Show    Card. 
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"Captured"  is  the  title  of  a  new  war 
book  by  a  Canadian,  Lt.  J.  Harvey- 
Douglas,  who  gives  significant  informa- 
tion about  German  prison  camp  experi- 
ences. 


BOOKSELLER    AND    STATIONER 


SWEETS   FOR  SOLDIERS 

There  suggests  itself,  in  considering 
the  question  of  what  to  send  to  soldiers, 
the  slang  phrase  "Talk  About  Something 
You  Can  Eat."  There  is  no  question 
about  it,  that  candies,  cakes  and  like 
edibles  are  exceptionally  welcome  by  the 
boys  over  there  and  it  logically  follows 
that  there  should  be  a  good  sale  on  this 
side  of  books  showing  how  to  prepare 
new  and  different  confections. 

Now  that  the  end  of  the  sugar  short- 
age is  in  sight  the  little  girl  who  can 
make  candy  is  busy  doing  so,  prepara- 
tory to  sending  a  box  of  goodies  to  the 
big  brother  in  France,  for  next  to 
tobacco  nothing  is  more  welcome  to  the 
soldier  boys  than  candy.  And  now  that 
mothers  are  increasingly  busy  with  knit- 
ting and  Red  Cross  work  little  girls  who 
expect  to  replenish  their  dolls'  ward- 
robes are  busily  learning  to  sew.  Heed- 
ing these  signs  of  the  times,  comes  "A 
Little  Candy  Book  for  a  Little  Girl"  and 
"A  Little  Sewing  Book  for  a  Little  Girl," 
each  of  which  combines  instruction  in 
these  useful  accomplishments  with  the 
story  of  a  little  girl  who  puts  them  to 
practice. 

CUT  GLASS  TRADE 

AS  BOOKSELLER  AND  STA- 
TIONER has  frequently  remarked, 
local  conditions  must  govern  the 
action  of  the  individual  merchant  in  con- 
sidering the  advisability  of  adding  or 
dropping  certain  lines  of  goods.  A  sta- 
tioner in  one  town  may  be  doing  a  highly 
profitable  business  with  some  side  line 
which  would  perhaps  fail  to  prove  a  suc- 
cessful branch  of  trade  for  the  stationer 
,  of  another  town  of  like  size,  but  any  sta- 
tionery store  having  an  established  fancy 
goods  trade  would  be  well  advised  to 
take  up  the  sale  of  cut  glass. 

Many  fancy  goods  buyers,  who  have 
tried  the  experiment  and  have  put  in 
small  assorted  stocks  of  cut  glass  as  a 
trial,  have  been  well  satisfied  with  their 
venture,  and  are  now  devoting  consider- 
able space  to  its  display  and  sale. 

One  thing  is  sure,  cut  glass  is  more 
generally  used  than  ever  before.  Many 
more  manufacturers  are  in  the  field,  with 
a  consequent  reduction  in  price.  Manu- 
facturers have  found  new  methods  of 
production  and  are  producing  finer  goods 
than  ever  before  at  considerably  lower 
prices. 

Those  fancy  goods  buyers  who  are  of 
the  opinion  that  the  line  is  impracticable 
for  them  would  rapidly  change  their 
views  if  they  would  give  it  a  trial. 


Sold  75  Records  of  One  Title  on  a  Saturday 

Something  About  the  Profitable  Graphophone  Department  in 
an  Oshawa  Book  and  Stationery  Store 


Toys  for  Easter  include  a  line  of  un- 
breakable pressed  cardboard  rabbits  of 
various  sizes  and  in  different  positions. 

A  new  doll  introduced  in  the  U.S.  is 

known  as  the  "Victory"  doll.  The  claim 
made  by  the  manufacturers  is  that  they 
have  "Out-Germaned  the  Germans." 
They  are  made  by  a  new  process  and 
come  in  four  sizes,  including  dolls  with 
wigs  and  also  sleepers. 


HENDERSON  BROS.,  booksellers 
and  stationers,  Oshawa,  Ontario, 
have  a  business  in  phonographs 
and  records  which  has  grown  to  such 
proportions  as  to  afford  a  striking  ob- 
ject lesson  for  other  stationers.  BOOK- 
SELLER AND  STATIONER  recently 
visited  this  store  and  had  an  interesting 
conversation  with  Robert  Henderson, 
who  devoted  a  big  share  of  his  time  to 
the  development  of  the  phonograph  de- 
partment. Hendersons  have  a  wallpaper 
department  too,  and  the  question  was 
put  to  Mr.  Henderson  as  to  which  de- 
partment brought  the  biggest  returns. 
His  reply  was  most  illuminating:  "We 
sell  during  a  year  about  $1,000  dollars 
worth  of  wallpaper.  We  sold  during 
the  recent  Christmas  trade  season  alone, 
between  $2,000  and  $3,000  worth  of 
phonographs  and  records." 

Big  business  in  this  department  did 
not  stop  with  December  because  in  Jan- 
uary the  returns  were  almost  as  good  as 
in  December. 

On  Saturday,  Feb.  9,  Hendersons  sold 
seventy-five  graphophone  records  of  one 
title:    "Heligoland." 

They  put  a  big  sign  on  the  window 
worded  as  follows: 


courtesy  shown  her  by  you  and  your 
clerks,  or  by  the  values  she  receives  at 
your  store,  she  is  pretty  sure  to  mention 
it  to  Mrs.  Smith  and  possibly  to  others; 
but  if  she  receives  discourteous  treat- 
ment at  your  store,  or  if  she  fails  to  re- 
ceive the  values  she  has  a  right  to  ex- 
pect she  is  absolutely  sure  to  tell  not 
only  Mrs.  Smith  but  also  Mrs.  Jones  and 
everybody  else  in  the  neighborhood. 

It's  human  nature  and  you  can't  get 
away  from  it.  All  you  can  do  is  to  al- 
ways treat  your  customers  in  such  man- 
ner as  to  send  them  away  pleased  so  that 
their  conversation  with  their  friends  may 
be  favorable  to  your  store.  Make  each 
customer  feel  at  home  in  your  store. 
Show  a  willingness  to  answer  questions 
and  to  display  what  you  have  in  stock 
as  well  as  make  sales.  If  a  customer  is 
in  doubt,  don't  hesitate  to  offer  sugges- 
tions. If  you  have  studied  your  cus- 
tomer and  know  his  or  her  likes  and  dis- 
likes, it  should  not  be  a  difficult  matter 
for  you  to  suggest  a  book  or  books  that 
will  please.  The  customer  is  sure  to 
appreciate  these  little  courtesies  and  talk 
about  them.  It  will  be  talk  that  is  favor- 
able to  you  and  your  business  and  you 
are  sure  to  profit  by  it  in  increased  busi- 


HAVE  YOU  HEARD 
HEL-I-GO-LAND? 

If  you  haven't,  don't  lose  a  minute,  but  come  right  in  and  ask  to  hear 
it.  It's  the  liveliest  song  that  has  ever  been  put  on  a  record.  We  have 
ordered  500  of  this  record,  but  come  early  as  they  won't  last  long.  Here 
is  the  chorus  of  it: 

"We're  on  our  way  to  Heligoland 
To  get  the  Kaiser's  goat, 
In  a  good  old  Yankee  boat; 
Up  the  Kiel  Canal  we'll  float, 
I'm  a  son  of  a  gun,  if  I  see  a  Hun 
I'll  make  him  understand, 
We'll  knock  the  Heligo  into  Heligo, 
Out  of  Heligoland,  'zip'." 


This  same  matter  was  featured  in  a 
good  bold  way  in  a  three-column  adver- 
tisement in  the  "Oshawa  Reformer." 
The  window  and  newspaper  publicity  ac- 
counted for  the  big  sales  of  that  record, 
a  couple  of  hundred  being  sold  and,  as 
has  been  said,  seventy-five  of  them  on 
one  day. 

PLEASED   CUSTOMERS. 

Nothing  has  as  yet  been  invented  or 
dev'sed  to  prevent  customers  from  talk- 
ing. In  fact,  they  should  be  encouraged 
to  talk — but  the  talk  should  be  in  the 
right   direction. 

If  Mrs.   Brown   is  pleased     with     the 
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ness   and   in   the   confidence   of  the   com- 
munity. 

This  is  what  is  known  as  "Good  Will," 
an  asset  that  is  just  as  necessary  to  the 
success  of  any  business  as  is  capital  to 
finance  it. 


Camouflage  toys  are  being  shown  by  a 
New  York  firm,  comprising  toy  castles, 
forts,  dugouts,  trenches,  naval  sets,  sig- 
nal stations,  etc. 

A  new  line  of  masks  are  called  "Nu- 
Face."  They  are  five  cent  retailers  and 
include  twelve  funny  characters  besides 
which  there  is  a  set  of  six  special  Hal- 
lowe'en masks. 


Equipment^ 

Business  Systems 


SELLING   LOOSE   LEAF  LINES 

JOHN  Uden,  who  has  charge  of  loose- 
leaf  goods  for  the  Brown-Preuse 
Stationery  Company,  Kansas  City, 
Mo.,  gave  some  good  advice  to  other  sta- 
tioners in  an  article  in  "Office  Applianc- 
es." After  dealing  with  the  importance 
of  loose-leaf  systems  in  business  and 
what  they  had  accomplished  in  promot- 
ing efficiency  and  reducing  business 
failures  he  asks: 

Are  you  satisfied,  Mr.  Stationer,  with 
the  business  you  are  getting  in  loose- 
leaf  goods?  Are  you  selling  as  much 
loose  leaf  goods  as  your  competitor?  If 
not,  why  not?  In  nine  cases  out  of  ten 
this  is  the  answer:  It  is  because  the 
average  salesman  does  not  know  his 
line.  He  is  taking  orders  on  a  com- 
petitive basis  "for  binders  and  sheets  as 
so  much  merchandise,  instead  of  selling 
a  service  wherein  the  element  of  com- 
petition is  almost  nil. 

The  inside  salesman,  of  course,  does 
not  have  the  same  opportunity  as  the 
outside  salesman  in  taking  large  loose 
leaf  orders.  As  a  general  rule  the  cus- 
tomer who  comes  into  a  store  has  pro- 
bably made  up  his  mind  as  to  just  about 
what  he  wants  in  the  way  of  loose  leaf 
devices,  and,  in  most  cases,  has  figured 
out  a  system  beforehand  to  meet  his 
requirements.  This  class  of  customer 
usually  buys  in  a  small  way,  compara- 
tively speaking,  and  his  purchases  will 
consist  principally  of  ring  binders,  mem- 
orandums, sheets  for  binders  that  he 
already  has,  and,  occasionally,  a  ledger 
outfit — by  this  I  mean  a  small  ledger 
outfit  without  any  frills,  for  a  small 
business.  The  cases  are  indeed  rare 
where  a  customer  will  come  into  a  store 
and  buy  a  large  loose  leaf  outfit  to  take 
care   of  a  large  business. 

Therefore,  it  is  up  to  the  outside 
salesman  to  go  out  and  get  this  busi- 
ness. It  is  assumed  that  the  salesman 
understands  at  leist  the  fundamentals  of 
up-to-date  book-keeping,  as  this  know- 
ledge is  absolutely  essential  if  he  is  to 
make  any  success  whatever  in  selling 
loose  leaf  goods.  The  largest  asset  any 
loose  leaf  salesman  can  have  is  the  abil- 
ity to  go  into  a  customer's  place  of 
business  and  be  able,  with  sufficient 
thought   beforehand,    to    devise   for  him 


a  modern  loose  leaf  equipment  to  suit 
the  requirements  of  his  business  down  to 
the  most  minute  detail.  When  he  is  able 
to  prove  to  his  client  that  the  plan  will 
work,  he  will  have  eliminated  all  com- 
petition. He  can  sell  him  the  outfit  at 
a  price  which  the  goods  are  worth,  not 
at  what  he  might  ordinarily  sell  them 
to  compete  with  the  man  around  the  cor- 
ner. When  he  can  show  a  man  tact- 
fully the  results  that  will  accrue  in  us- 
ing his  system,  the  element  of  price 
will  not  enter  into  the  question.  He  will 
then  have  become  a  real  salesman  of  ser- 
vice and  not  an  order  taker  of  binders 
and  sheets  as  so  much  merchandise.  To 
do  this  requires  careful  thought,  pre- 
paration   and    observation. 

The  average  salesman  has  a  wonder- 
ful opportunity  for  observing  up-to-date 
business  methods  among  his  customers, 
and  he  can  coin  this  knowledge  into  dol- 
lars for  his  house  and  for  himself  by 
applying  the  methods  of  one  customer  to 
another's  business,  and  in  the  applica- 
tion supply  the  equipment  that  goes  with 
the  system.  Once  he  gains  the  con- 
fidence of  his  client  and  makes  him  feel 
that  he  knows  absolutely  what  he  is 
talking  about,  that  customer  is  going 
to  be  solid  for  that  particular  salesman, 
and  he  (the  salesman)  will  be  remem- 
bered in  the  future  in  the  way  of  orders 
for  supplies  or  devising  new  systems  for 
new   conditions   as   they   arise. 

After  the  salesman  has  demonstrated 
to  the  customer  the  superiorty  of  his 
system  over  the  one  in  use  and  convinces 
him  that  the  proposition  will  give  him 
results  accurately  with  the  least  possible 
effort,  the  sale  can  be  closed  without 
the  customer  so  much  as  asking  a  price. 
A  salesman  must  know  his  business 
thoroughly,  and  any  time  spent  in  read- 
ing textbooks  on  accounting,  etc.,  will 
be  repaid  to  him  in  a  hundred  different 
ways.  He  should  have  as  his  working 
basis  a  thorough  knowledge  of  the  dup- 
licate order  system  as  applied  to  the 
jobbing  business,  and  monthly  statement 
and  ledger  system  as  applied  to  the  re- 
tail business,  and  cash  journal  system 
as  applied  to  both;  also  all  of  the  com- 
mon stock  forms  for  use  in  almost  any 
business,  a  great  many  of  which  will  re- 
place card  systems,  bound  books,  etc. 
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STATIONERS   SHOULD  GROW. 

want  to  tell  you  I  am  proud  of  thi 
stationery  and  office  supply  busi 
ness,"  said  Charles  L.  Mitchell 
chairman  of  the  membership  committei 
of  the  National  Association  of  Stationers 
of  the  United  States.  "I  maintain  that  in 
selling  the  office  equipments  we  handle 
that  we  are  a  real  benefit  to  the  business 
men  of  this  country,  and,  as  you  well 
known,  my  reports  to  the  conventions  of 
our  association  have  been  hammering 
along  the  lines  of  demanding  quality  from 
the  manufacturers  and  talking  quality 
and  selling  Quality  to  our  customers. 

"One  of  the  drawbacks  of  our  business: 
is  that  there  are  too  many  five-and-ten- 
cent-store  competitor  stationers — too 
many  side-line  stationers.  My  idea  of 
appealing  to  those  engaged  in  the  stat- 
ionery business  is  to  get  them  more  en- 
thusiastic in  the  stationery  and  office  sup- 
ply end  of  their  business — get  them  en- 
thused in  taking  more  pride  in  that 
branch  of  their  business  and  in  making 
them  realize  that,  without  a  better  know- 
ledge of  the  stationery  and  office  supply 
business  and  the  systems  which  are  in- 
cluded, they  are  not  giving  to  their  com- 
munities the  benefits  which  they  should. 
"I  want  to  make  them  realize,  too,  that 
to  get  the  greatest  benefits,  the  best  re- 
sults and  the  greatest  profit  from  the 
stationery  and  office  supply  business,  the 
logical  way  is  to  get  closer  communion 
with  other  stationers  throughout  the 
country."  Then  followed  a  direct  member- 
ship appeal.  This  was  in  the  form  of  an 
interview  given   to  "Geyer's   Stationer.'^ 


"Deductions  from  the  World  War"  by 
Lt.-Gen.  Baron  von  Freytag  Loring- 
hoven,  is  described  as  "a  new  Bernhardi." 
It  was  not  supposed  to  get  out  of 
Germany  but  three  copies  reached  Eng- 
land and  its  publication  in  English  en- 
sued by  government  license.  The  author 
gives  the  German  people  war  lessons 
based  on  mistakes  made  in  this  war, 
from  the  German  point  of  view  and  how 
to  avoid  them  in  "the  next  war." 

A  book  to  come  this  month  is  "The 
Escape  of  a  Princess  Pat,"  by  George  E. 
Pearson,  who  was  at  one  time  connected 
with  BOOKSELLER  AND  STATIONER 
as    Montreal    representative. 


Running  a  Store  With  Your  Eyes  Open 

An  Address  Delivered  by  G.  Pryor  Irwin,  Business  Expert  of  the  University  of  Wis- 
consin, at  the  Newly-organized  Business  Course  of  the  University  of  Manitoba, 
Winnipeg — Some  Interesting  and  Suggestive  Ideas 


THE  necessity  of  the  merchant 
keeping  his  eyes  open  if  he  ex- 
pects to  make  a  success  of  his 
business  was  strongly  emphasised  by 
G.  Pryor  Irwin,  instructor  and  lecturer 
in  store  management  at  the  University 
of  Wisconsin,  who  is  one  of  the  business 
experts  who  are  speaking  at  the  business 
course  that  has  just  been  inaugurated  in 
connection  with  Manitoba  University, 
Winnipeg. 

In  the  course  of  the  Wednesday  ses- 
sion, Mr.  Irwin  spoke  on  the  subject, 
"Running  your  store  with  your  eyes 
open." 

Is  Each   Dollar   Doing  Its  Duty? 

"Every  man,"  stated  Mr.  Irwin,  who 
is  in  business  and  analyzes  his  business 
from  this  viewpoint  wou]d  ask  himself, 
"Is  every  dollar  which  I  have  invested 
in  this  business  doing  its  duty?"  When 
I  suggest  that  question  I  suggest  a  ques- 
tion that  is  worthy  of  the  consideration 
of  every  business  man  because  investi- 
gations that  we  have  made  show  that 
numerous  business  houses  are  turning 
only  a  small  percentage  of  their  stock 
and  a  large  percentage  is  standing  still, 
and  at  the  end  of  the  year  there  comes 
the  cmestion,  "Where  have  my  profits 
gone?" 

We  find,  usually,  that  the  answer  is 
that  a  small  portion  of  that  capital  has 
been  productive,  and  a  large  portion  has 
not. 

Know   Your    Disadvantages     That     You 
May  Meet  Them 

"Another  question  that  is  of  import- 
ance," stated  Mr.  Irwin,  "is  the  ques- 
tion, what  of  the  location  of  my  busi- 
ness?" "Is  it  convenient  to  the  public?" 
"Is  it  on  the  beaten  path,  or  is  it  out  of 
the  way?" 

I  remember  on  one  occasion  making 
that  suggestion  to  a  body  of  men.  At 
the  close,  one  gentleman  said,  "My  dear 
sir,  that  question  sounded  foolish  to  me. 
I  have  built  a  brick  building  and  I  re- 
alize that  it  is  not  on  the  main  street. 
Now,  it  is  decidedly  foolish  for  you  to 
suggest  to  me.  a  business  man,  that  I 
move  my  building  over  to  the  main 
street." 

Judging  Conditions  on  a  Basis  of  Loca- 
tion 

I  said,  "Yes,  I  agree  with  you  that  it 
would  be  foolish  for  me  to  suggest  that, 
and  I  have  not  suggested  it  yet,  but  I 
have  suggested  that  you,  knowing  condi- 
tions in  your  community,  analyze  that 
proposition  from  the  viewpoint  of  the 
trade  that  you  expect  to  get.  Is  it  easy 
for  those  people  to  come  to  your  store? 
Not  that  you  will  have  to  move  your 
store,  but  rather,  if  you  realize,  knowing 
these   conditions,   that   your   store   is    at 


a  disadvantage;  that  it  is  hard  for 
people  to  get  there;  or  that  the  walks 
are  not  so  good,  then  what  are  you  go- 
ing to  do?  You  are  not  going  to  say, 
'That  is  too  bad,  and  let  it  go  at  that.' 
You  will  go  after  it  this  way:  you  will 
say,  'Well,  I  am  at  a  disadvantage, 
therefore,  I  must  do  something  to  over- 
come that  disadvantage.  If  it  becomes 
necessary  for  me,  in  order  to  overcome 
that  disadvantage,  to  make  a  display 
attractive,  then  I  can  combine  different 
items  so  as  to  make  my  display  attrac- 
tive. If  it  becomes  necessary  for  me  to 
handle  merchandise  of  certain  quality, 
in  order  that  I  may  make  the  quality 
of  my  merchandise  a  drawing  card,  then 
I    will    do    it.      If   it   becomes   necessary 


GEORGE    PRYOR    IRWIN 

Lectarer  on   Retail  Selling  and  Store  Management, 

University    of    Wisconsin,    one    of    the    prominent 

speakers    at   the   business    congress    being    held    by 

the    University   of    Manitoba. 

for  me  to  use  some  unusual  advertising 
to  draw  that  trade  from  the  main  street, 
I  am  going  to  do  that.  In  other  words, 
I  am  going  to  make  it  worth  while  for 
that  man  to  walk  off  the  beaten  path 
and  come  to  my  store!'  So  we  do  not 
suggest  moving  the  store,  but  we  do 
suggest  that  it  is  worth  while  to  study 
and  see  if  we  are  located  at  a  disadvant- 
age or  whether  we  are  not." 

Knowing  the  Kind  of  Customers 

Still  another  thing  that  suggests  it- 
self is,  "To  how  many  people  and  what 
kind  of  people  am  I  catering?"  Differ- 
ent communities  have  different  people. 
There  are  business  men  who  have  said, 
"I  am  going  to  run  a  store,  here,  stock 
it  with  merchandise,  run  it  to  suit  my- 
self, and  I  expect  to  have  a  large  pat- 
ronage." I  have  in  mind  an  institution 
which  was  started  in  one  of  our  eastern 
states  some  three  years  ago  by  two  men, 
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in  a  community  that  was  apparently 
prosperous.  They  did  a  modern  busi- 
ness, had  excellent  merchandise,  their 
location  was  at  least  equal  to  any  one 
else's  location,  and  they  had  every  pros- 
pect of  success,  yet  those  men  were  not 
making  money  and  had  exhausted  their 
credit,  in  spite  of  their  location,  their 
merchandise,  and  the  other  features. 

They  had  not  studied  the  needs  of  that 
particular  people,  but  had  come  there 
and  opened  up  a  business,  had  a  few 
personal  friends,  stocked  up  with  what 
the  friends  liked,  continued  to  please 
themselves  and  their  friends,  while  the 
majority  of  their  customers  were  in  an 
entirely  different  class.  Those  men 
should  have  asked  themselves,  "How 
many  people  are  there  in  this  town? 
How  do  these  people  make  a  living?  I 
may  not  know  their  income,  but  I  may 
have  some  idea,  and  then  I  will  apply 
intelligently  the  information  that  I  have 
received  to  the  task  of  finding  out  what 
merchandise  it  is  possible  that  people 
workine  under  these  conditions  would 
want.  I  am  going  to  study  the  majoritv 
of  the  patrons  of  my  community,  and 
I  am  going  to  serve  that  majority." 
Advertising  the  Right  People 

Then  there  are  certain  houses  in  busi- 
ness that  spend  large  sums  of  money  in 
advertising,  and  after  spending  that 
money  for  advertising  don't  get  results, 
and  condemn  it  as  no  good. 

Let  me  give  you  one  instance  which  I 
investigated.  A  manager  of  a  large 
store  decided  to  launch  an  advertising 
campaign.  He  spent  a  large  sum  of 
money  in  getting  out  some  advertising 
find  sent  it  out  in  four  directions  in 
order  that  he  might  bring  people  from 
out  of  town  to  his  store.  From  three 
directions  there  came  responses  to  him 
enough  to  lead  the  man  to  believe  he 
was  justified  in  advertising.  From  the 
fourth  direction  there  came  absolutely 
no  response.  He  began  to  investigate  to 
find  out  why  one-fourth  of  th^t  monev 
had  been  lost,  and  finally  he  discovered 
that  the  direction  from  which  there  had 
come  no  response  was  the  direction 
where  the  trains  came  into  town  after 
the  store  was  closed.  In  other  words, 
he  advertised  to  people  that  could  not 
get  to  his  store  while  the  store  was 
open." 

Mr.  Irwin  then  dealt  with  the  matter 
of  capital.  "The  first  question,"  he  said, 
is  "Have  I  sufficient  capital?"  A  man 
must  have  sufficient  capital  in  order 
that  he  may  compete  with  his  competi- 
tors, not  only  in  his  own  town,  but  out- 
side. Every  man  who  realizes  that  he 
is  at  a  disadvantage  because  of  having 
too  little  capital  should  immediately  re- 
lieve the  tension.  He  must  understand 
that  it  is  absolutely  necessary  to  realize 
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upon  every  dollar  invested  in  that  busi- 
ness; he  should  know  what  every  dollar 
is  doing,  and  that  part  of  his  dollars 
can  not  stand  idle  because  he  is  already 
at  a  disadvantage." 

Too  Much  Capital  May  be  Disastrous 
Then  there  is  the  other  question: 
"Have  I  too  much  capital?"  Too  much 
capital  was  suggested  to  me  because  of 
two  investigations  which  I  have  parti- 
cipated in  in  recent  years.  One  was  in 
a  hardware  and  furniture  establishment 
which  had  been  running  a  number  of 
years.  Apparently  they  had  a  pros- 
perous business,  but  when  the  time  came 
to  collect  the  dividends,  they  were  found 
to  be  tied  up  in  the  store.  Investigation 
proved  that  the  store  was  carrying  just 
three  times  as  much  merchandise  as  they 
could  profitably  carry.  Money  was  easy 
to  get.  They  had  plenty  of  capital. 
They  had  stocked  the  store  up  with  mer- 
chandise which  could  not  profitably  be 
handled,  and  which  ate  up  the  profits. 

The  second  instance  was  the  case  of 
a  large  store  there  in  the  ready-to-wear 
department;  there  was  a  stock  of  gar- 
ments that  had  not  been  moved  for  seven 
years.  Think  of  that  deplorable  con- 
dition! Merchandise  of  that  class  seven 
years  in  a  store!  The  manager  said, 
"Well,  they  don't  care;  they  have  plenty 
of  money;  they  are  not  compelled  to 
turn  it.  In  the  same  store  where  I  was 
working  before  I  came  here,  we  were 
compelled  to  turn  our  stock  every  year, 
but  it  doesn't  make  any  difference  in 
this  store;  they  have  plenty  of  money." 
That  had  too  much  money  in  that  busi- 
ness. 

"Can  I  use  the  amount  of  money  I 
have  in  my  business?"  The  problem  13 
to  get  rapid  turnover  of  the  merchan- 
dise. How  many  stores  are  moving 
merchandise  with  sufficient  rapidity  to 
pav  overhead  expense,  interest,  and  give 
a  fair  remuneration  to  the  executive?  I 
venture  to  say  that  there  are  a  large 
number  of  stores  that  are  not  doing  this. 
Why?  Because  they  have  not  centered 
their  efforts  upon  that  particular  fea- 
ture. They  place  articles  on  their 
shelves  and  allow  some  of  them  to  sell 
and  others  not.  After  all,  the  whole  aim 
of  a  store  is  to  get  a  turn-over  of  the 
merchandise.  Whether  or  not  our  mer- 
chandise is  turning  fast  enough  is  a 
proposition  well  worthy  of  our  attention. 
Do  we  know,  or  do  we  guess  at  the 
things  we  are  doing  with  our  capital  ? 
Do  we  know  how  our  merchandise  is 
moviner,  or  are  we  hoping  that  it  is 
movine?  Are  we  buying  merchandise 
that  will  move,  or  are  we  not  ?  Are  we 
guessing? 

Moving    the     Merchandise    That      Shows 
Profits 

Are  we  getting  sufficient  profit  upon 
the  merchandise  we  are  moving?  Are 
we  moving  merchandise  out  of  our  store 
that  is  paying  probably  no  more  than 
the  overhead  expenses,  and  then  wonder 
where  the  profits  go  ?  Let  me  give  you 
an  illustration  of  one  instance.  This  in- 
stitution was  having  a  large  volume  of 


business;  they  were  apparently  a  modern 
store,  buying  good  merchandise,  did 
good  advertising,  and  their  sales  in- 
creased in  volume  each  year,  and  yet  for 
two  consecutive  years  there  came  to 
them  nothing  in  the  way  of  dividends 
at  the  close  of  the  year. 

Sales  That  Are  Not  Worth  Getting 

The  careful  study  of  the  sales  checks 
proved  that  apparently  70  per  cent,  of 
the  sales  were  being  made  along  the 
line  of  least  resistance,  which  means  the 
sales  people  had  not  had  pointed  out  to 
them  the  possibilities  of  making  them- 
selves profitable,  and  the  necessity  of 
selling  goods  that  would  bring  some  re- 
turn. They  were  all  selling  just  the 
staples,  working  along  the  line  of  least 
resistance.  For  instance:  In  the  grocery 
department  we  found  there  came  in,  per- 
haps, the  wife  in  the  morning  with  her 
order.      She  said,  "I  would  like  to  have 

five  pounds  of  sugar  and  a  cake  of  

soap,  please."  A  clerk  took  the  order 
and  said  nothing.  He  did  not  endeavor 
to  do  anything  but  take  that  order.  You 
will  agree  with  me  that  that  doesn't 
make  sufficient  profit  to  pay  for  the 
delivery.  So  studying  whether  or  not 
you  are  making  a  profit  is  well  worth 
while  to  any  man.  Know  what  it  costs 
to  do  business  in  each  department. 

Then  there  comes  the  consideration  of 
organization,  which  takes  up  the  human 
element  of  the  business.  It  makes  no 
difference  whether  your  clerks  be  1  or 
100  in  number,  it  is  a  question  that  re- 
quires the  attention  of  every  business 
man.  You  may  build  your  modern 
stores,  and  you  may  buy  merchandise 
of  quality,  but  if  you  fail  to  have  the 
right  man  in  the  right  place,  if  you  fail 
to  make  every  person  employed  in  your 
institution  a  reflection  of  your  person- 
ality, if  you  fail  to  make  them  a  real 
representative  of  your  store,  then  you 
are  going  to  lose  a  large  portion  of  the 
remuneration   that   you   are  entitled   to. 

How    the    Catalogue    Uses    Salesmanship 

The  question  therefore  is,  "What  are 
you  going  to  do?  Are  you  going  to 
practice  vending  merchandise,  or  are 
you  going  to  exercise  good  salesmanship 
when  you  yourself  wait  upon  a  customer, 
and  then  have  a  delivery  boy,  who 
doesn't  exercise  salesmanship,  handle 
your  stock  when  you  are  away?"  What 
does  the  catalogue  do?  The  wife  has 
a  catalogue  and  looks  for  dry  goods; 
while  looking  for  that  she  sees  there  in 
colors  certain  articles.  She  may  be  look- 
ing for  a  table,  and  in  doing  so  she  has 
brought  to  her  attention  other  articles 
of  household  need;  she  may  be  looking 
for  shoes,  and  then  she  sees  there  a 
beautiful  garment  shown  and  she  fancies 
herself  walking  down  the  main  street 
with  it  on.  She  sees  how  becoming  the 
colors  are,  because  the  mail  order 
houses  describe  so  accurately  what  they 
have  to  sell.  Many  merchants  have 
goods  piling  up  in  their  stores,  and  if  a 
fellow  wants  to  see  it  he  can  get  to  it, 
but   if  he  comes  walking  into  the  store 
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with  nothing  in  mind,  he  will  go  out 
with  nothing  in  mind,  because  you  have 
not  studied  the  merchandise  nor  trained 
your  clerks,  nor  even  pointed  out  to  them 
the   power  of  suggestion  in  selling.  ' 


TEN  REASONS  FOR  HOME  BUYING 

1.  Your  home  merchants  can  duplicate 
the  prices  made  by  any  responsible  con- 
cern anywhere  on  goods  of  equal  quality, 
in  the  same  quantities  and  on  the  same 
basis  of  delivery  and  payment. 

2.  You  can  examine  your  purchases  in 
the  home  stores  and  be  assured  of  satis- 
faction before  investing  your  money. 

3.  Your  home  merchants  are  always 
ready  and  willing  to  make  right  any 
error  or  any  defective  article  purchased. 

4.  Your  home  merchants  help  support, 
through  direct  and  indirect  taxation, 
your  schools,  churches,  libraries  and 
other  public  institutions. 

5.  Your  home  merchants  help  make  a 
good  local  market  for  everything  you 
have  to  sell,  and  that  market— more  than 
any  other  factor — gives  your  land  its 
present  value. 

6.  Your  home  merchants  are  your  good 
friends,  ever  ready  to  extend  a  helping 
hand  in  time  of  need. 

7.  If  this  community  is  good  enough 
for  you  to  live  in  and  make  your  money 
in,  'tis  good  enough  to  spend  it  in. 

8.  The  best  citizens  in  this  community 
arc  those  who  believe  in  and  practice 
home  patronage.     Be  one  of  the  best! 

9.  Merchants  in  the  distant  city  give 
you  nothing  valuable  that  the  home  mer- 
chants cannot,  and  will  not  do  for  you 
many  things  the  latter  do  gladly. 

10.  Every  dollar  kept  in  circulation  in 
this  community  helps  increase  property 
values.  Every  dollar  sent  out  of  this 
community  that  could  as  well  be  spent 
here  hinders  the  wheels  of  progress  and 
helps  to  build  up  some  other  community 
at  your  expense. 


A  CREDIT  MAN'S  ADVICE 

The  following  six  rules  as  a  basis  of 
credit  are  given  by  an  experienced  credit 
man  whose  views  are  worth  careful  con- 
sideration: 

1.  Put  in  a  cost  system  that  will  give 
you  full  and  complete  information  about 
the  units"  of  your  business. 

2.  Do  no  work  for  which  you  do  not 
receive  an  adequate  net  profit. 

3.  Keep  squarely  within  the  limits  of 
your  capital.  Let  your  business  grow 
out  of  its  profits  and  not  out  of  credit. 

4.  If  you  have  a  piece  of  machinery  or 
a  department  that  does  not  produce,  or  ! 
cannot  at  once  be  made  to  produce,  satis-  I 
factory  results  sell  it. 

5.  Never  sell   your  printing  at  a  less  [ 
figure  than  you  are  willing  to  make  when 
your  shop  is  full  of  work. 

6.  When  you  have  billed  your  work  see 
that  the  customer  pays  the  account  when 
it  is  due.  Don't  be  a  banker  for  any- 
body.—Print  Shop  Talk. 


Bruce  Barton's  first  novel,  "The  Mak- 
ing of  George  Groton,"  is  to  come  short- 
ly. He  is  a  well  known  magazine  writer 
and  edits  "Every  Week." 


$200,000,000  Canada's  Motor  Investment 

Distribution   More   Generalized   in   1917 — Investment    Reaches    Enormous    Total 
Products  of  Canadian  Factories  Showing  Big  Increase — One 
Car  to  Every  39  of  Population 


THE  sale  of  motor  cars  in  Canada 
during  1917  has  been  marked  by  a 
more  general  distribution  through- 
out the  country  than  in  any  previous 
year.  Particularly  in  the  west  has  this 
been  noticeable,  but  it  is  apparent  that 
all  rural  communities  have  been  large 
buyers,  whether  due  to  the  increasing 
measure  of  prosperity  enjoyed  by  the 
farming  classes,  by  the  intensified  good 
roads  propaganda  or  by  the  general  cam- 
paign of  motor  car  education. 

Canada  has  made  a  very  definite  gain 
as  a  car-owning  country  during  the  past 
year  and  it  is  estimated  that  the  number 
of  cars  now  owned  in  this  country  reach- 
es within  a  few  of  200,000.  This  means 
that  there  is  one  car  to  at  least  every 
forty  persons  which  compares  with  a 
ratio  of  one  to  sixty  shown  by  last  year's 
figures. 

Investment  Reaches  Enormous  Total 

There  is  bound  to  be  a  certain  amount 
of  guess-work  in  placing  a  valuation  on 
Canada's  investment  in  motor  vehicles, 
but  among  automobile  men  it  is  assumed 
that  $750  would  represent  the  fair  aver- 
age value  of  each  car  purchased.  On 
this  basis,  it  is  a  matter  of  easy  calcula 
tion  that  this  country  has  a  present  in- 
vestment of  $150,000,000  in  cars.  To  this 
original  outlay  then  must  be  added  cost 
of  equipment  and  accessories.  For  these 
it  is  estimated  that  every  car  owner 
spends  at  least  $100  in  a  year  which 
makes    a   total    reaching    $20,000,000. 

Adding  to  this  the  expenditure  on  gaso- 
line and  oil  and  when  other  incidentals 
are  considered,  it  may  safely  be  assum- 
ed that  Canada's  total  investment  in 
motor  cars  for  the  past  year  represents 
an  outlay  of  $200,000,000.  No  greater 
evidence  is  necessary  in  determining  the 
commanding  position  that  the  automo- 
bile trade  occupies  among  the  industries 
of  the  Dominion. 

Where   Canadian   Industry   Stands 

How  much  of  this  vast  expenditure 
goes  out  of  the  country  and  the  amount 
spent  at  home  is  difficult  to  determine, 
but  Canada's  capacity  to  take  care  of  its 
own  demand  is  increasingly  evident  and 
may  to  some  extent  be  calculated.  Reg- 
istrations in  Canada  for  1917  represent, 
roughly  speaking,  an  increase  of  80,000 
cars  over  those  for  1916.  In  addition  to 
these  must  be  considered  the  number  of 
cars  that  were  scrapped,  so  that  in  the 
neighborhood  of  100,000  new  cars  were 
operated  during  the  past  year.  These 
represent  a  value  of  $75,000,000,  and  the 
value  of  the  output  of  Canadian  factor- 
ies for  the  past  year  is  calculated  at 
about  $60,000,000. 

A  review  of  imports  shows  that  dur- 
ing the  first  six  months  of  the  present 
fiscal  year,  April  to  September,  inclusive, 
motor   vehicles,   parts   and   tires,   to   the 


value  of  $13,144,405  were  brought  into 
Canada.  This  compares  with  a  total  of 
$17,056,685  for  the  fiscal  year  ending 
with  March,  1917,  it  will  be  seen,  how- 
ever, that  the  imports  of  passenger  cars 
in  the  six  months  almost  equalled  those 
of  the  entire  preceding  year,  while  the 
value  of  commercial  vehicles  brought  in 
almost  doubled,  and  that  of  tires  im- 
ported showed  a  marked  increase. 

It  is  impossible  to  secure  definite  fig- 
ures as  to  the  value  of  the  product  of 
Canadian  factories  but  an  estimate  of 
their  growth  can  be  arrived  at  in  com- 
paring government  census  statistics  of 
1910   with   the   special    business    census 


Sell  Automobile 
Books 


The  fact  that  there  is  one  car  for 
every  39  people  in  Canada  eloquently 
testifies  to  the  wonderful  opportunity 
retailers  have  for  selling  the  many 
books  now  available  that  deal  in  some 
manner  or  other  with  automobiles  or 
automobiling. 

There  are  guide  books,  questiort  and 
answer  books  of  a  technical  nature 
dealing  with  the  construction  of  cars, 
books  on  how  to  operate  cars,  how  to 
repair  them  and  books  for  the  garage 
owner.  In  fact  the  alert  bookseller 
these  days  is  showing  quite  a  good- 
sized  library  of  books  dealing  with 
this  and  closely  allied  subjects. 

The  trade  In  this  branch  of  book- 
selling is  rapidly  increasing  and  this 
article  on  Canada's  motor  investment 
is  published  here  to  emphasize  in  a 
compelling  manner  the  real  trade  op- 
portunity this  national  development 
spells  for  the  retail  book  trade. 


taken  in  1916  for  the  preceding  year. 
These  show  the  value  of  the  product  for 
eight  establishments  in  1910  at  over  six 
and  a  quarter  millions  of  dollars — where- 
as in  1915  the  amount  reached  about 
twenty-four  and  a  half  millions.  Repairs 
and  accessories  for  1910  amounted  to 
considerably  less  than  $200,000  but  in 
1915  the  value  of  the  product  totalled 
about  four  and  a  half  millions. 

There  are  now  twelve  automobile  fac- 
tories in  operation  in  the  Dominion.  The 
number  of  accessory  manufacturers  can 
only  be  estimated,  but  it  is  notable  that 
their  growth  has  been  most  marked  dur- 
ing the  past  three  years,  and  they  are 
now  believed  to  be  supplying  20  per  cent, 
of  the  total  demand  for  automobile  sup- 
plies and  equipment  within  the  Domin- 
ion. This  is,  of  course,  outside  of  the 
tire  business  for  which  it  is  claimed  a 
much  greater  percentage  is  controlled 
in  Canada  for  the  Canadian  trade. 

In  considering  the  growth  of  the 
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motor  truck  business  in  Canada,  diffi- 
culties at  once  arise  in  view  of  the  fact 
that  few  of  the  provinces  have  in  the 
past  kept  separate  records  of  the  pas- 
senger and  commercial  car  registrations. 
In  1916  when  the  first  record  for  On- 
tario was  kept,  about  2,800  trucks  were 
reported  but  in  1917  this  increased  to 
nearly  4,600  which  represents  a  percent- 
age of  increase  almost  identical  with 
that  shown  in  passenger  cars.  In  Que- 
bec a  steady  growth  is  noticeable  in  the 
number  of  commercial  cars  registered, 
having  had  396  in  1914,  534  in  1915,  741 
in  1916  and  1,100  in  1917,  so  far  as  has 
been  reported.  The  truck  registrations 
parallel  those  in  Ontario  in  that  they 
are  in  the  neighborhood  of  five  per  cent, 
of  the  total.  Working  on  that  basis  it 
may  be  assumed  that  Canada  has  not 
less  than  10,000  trucks  in  operation. 

How  Cars  Are  Distributed 

Almost  one-half  of  the  total  Dominion 
registrations  are  credited  to  the  province 
of  Ontario.  A  factor  in  this  situation 
is  undoubtedly  the  fact  that  the  twelve 
companies  now  engaged  in  the  manu- 
facture of  automobiles  in  Canada  are  lo- 
cated in  the  province,  and  this  fact  has 
also  served  to  attract  by  far  the  greater 
proportion  of  accessory  manufacturers. 
Ontario  has  progressed  splendidly  in  the 
•.natter  of  good  roads  and  presents  a  very 
fertile  field  for  the  automobile  agent,  and 
mral  communities  have  of  late  become 
very  liberal  purchasers. 

Figures  of  automobile  registrations  in 
each  of  the  provinces  for  1917  show  On- 
tario with  a  total  of  about  85,000;  Sas- 
katchewan is  next  with  33,000;  there  is 
not  much  difference  between  Quebec  and 
Alberta,  the  eastern  province  leading 
with  22.000  and  Alberta  close  on  her 
heels  with  21,000;  Manitoba  with  17,- 
500,  and  British  Columbia  with  12,000 
complete  the  western  provinces;  next  in 
order  follows  Nova  Scotia  with  5,700; 
New  Brunswick  with  5,100  and  Prince 
Edward  Island  with  slightly  over  300. 

When  it  comes  to  figuring  percentage 
of  increase  for  the  year,  the  Province  of 
Prince  Edward  Island  has  the  lead,  hav- 
ing six  times  the  number  of  cars  it  had 
in  1916,  when  only  fifty  were  registered. 
This  was,  of  course,  due  to  the  oppres- 
sive regulations,  it  being  permissible  to 
use  cars  only  on  certain  days  of  the 
week  and  only  on  certain  roads.  But  the 
breaking  down  of  prejudices  has  been 
working  gradually,  and  there  are  now 
over  300  cars  on  the  Island,  including  six 
motor  trucks. 

The  Prairie  Provinces  have  reflected 
the  prosperity  of  the  farmers  in  that 
figures  show  double  the  number  of  cars 
in  Alberta  and  Saskatchewan.  Manitoba 
has  made  an  almost  50  per  cent,  increase, 
while  British  Columbia  has  added  about 
35  per  cent,  to  its  quota. 


New  Goods  Described  and  Illustrated 


COIN    AND    CURRENCY    BOX. 

The  "King"  Coin  and  Currency  Box, 
designed  for  the  convenience  of  banks, 
hotels,  stores,  theatres,  restaurants  and 
other  places  where  a  volume  of  change  is 
handled  daily,  forms  a  new  specialty  for 
the  stationer. 

The  currency  box  saves  the  wrapping 
of  coin  when  the  daily  receipts  are  count- 
ed, yet  it  keeps  the  different  denomina- 
tions of  coins  separately  and  in  even 
amounts  which  can  be  instantly  extracted 
from  the  box.  Each  chamber  is  supplied 
with  a  spring  which  keeps  the  respective 
stacks  of  coins  tightly  in  correct  position 
but  which  can  be  removed  easily. 

The  coin  box  is  a  compact,  well  finish- 
ed article  and  is  a  very  practical  addi- 
tion to  every  business  concern  maintain- 
ing a  petty  cash  drawer,  as  the  cash 
can  be  safely  stowed  in  the  safe,  occupy- 
but  a  space  2x4x9  inches,  each  night 
and  not  left  in   an  open  till. 

ARMY  AND  NAVY  FOUNTAIN  PEN 

A  novel  new  item  is  the  "Army  and 
Navy"  Fountain  Pen.  This  pen  is  time- 
ly as  to  shape  and  is  of  a  size  that  ii> 
convenient  for   the  pocket. 

The  holder  is  made  of  a  hand-turned 
rubber,  finished  with  a  lustre,  fitted 
with  a  high  grade  14-karat  gold  pen, 
well  tempered,  iridium  tipped.  The  screw 
cap  enables  the  pen  to  be  carried  in  any 
position  without  leaking.  These  are 
features  which  carry  a  big  appeal  to 
soldiers  and  sailors. 

A  toy  range  that  actually  cooks  is  a 
new  item  for  this  year.  The  claim  is 
made  that  it  is  absolutely  foolproof  and 
safe,  being  lined  with  asbestos. 

NEW  WAXED  PAPER  PACKAGE 

Many  housewives  find  waxed  tissue  so 
useful  in  a  hundred  different  ways  that 
they  are  constantly  running  short  just 
when  they  need  it  most.  Buntin,  Gillies 
&  Co.,  Ltd.,  Hamilton,  are  introducing  a 
new  package,  the  "Security,"  containing 
66  sheets  12  x  18  inches,  and  retailing 
for  twenty-five  cents. 


Herewith  is  illustrated  a  Christmas  folder  which  is  some- 
thing distinctive  and  one  of  a  number  of  novelties  which 
have  in  the  past  season  or  two  come  into  vogue  as  a  de- 
parture from  the  familiar  old  types  of  greeting  cards  which 
had  been  getting  rather  "stale"  in  the  minds  of  many 
people. 


and  that  he  desired  to  buy  a  cabinet  in 
which  to  file  a  human  skeleton,  and  that 
the  shelves  or  drawers  were  for  data  on 
the  bony  structure  of  the  body.  The 
clerk  assured  him  that  he  had  just  what 
the  doctor  wanted  and  sold  him  there- 
upon a  steel  locker  with  a  hook  in  the 
top  from  which  the  skeleton  could  be 
hung,  and  a  series  of  two  or  three 
shelves  admirably  suited  for  data-filing 
purposes. 

Moral:  If  what  your  customer  asks 
for  is  not  what  he  wants,  sell  him  what 
he  wants  no  matter  what  he  calls  it. — ■ 
Office  Appliances. 


A  NEW  KIND  OF  FILING  CABINET        PHOTO    FRAMES. 


The  other  day  a  professional  looking 
gentleman  entered  an  office  equipment 
establishment  in  Chicago  and  asked  for  a 
filing  cabinet.  He  said  that  his  require- 
ments were  peculiar:  the  cabinet  must 
be  high,  somewhat  over  the  height  of  a 
man  possibly,  and  should  have  a  drawer 
or  series  of  shelves  for  the  filing  of  data, 
with  an  open  space  in  the  interior.  The 
clerk  told  him  that  it  would  aid  him 
somewhat  in  any  suggestions  he  might 
be  able  to  make  if  the  gentleman  would 
tell  him  the  nature  of  his  business.  The 
customer   replied   that  he   was    a   doctor 


More  than  the  usual  amount  of  interest 
in  photograph  frames  is  being  evinced  by 
buyers  of  fancy  goods  during  the  present 
purchasing  season.  Unusually  liberal 
orders  have  been  placed  for  this 
popular  line  of  goods;  in  fact,  there 
seems  every  likelihood  that  1918,  when 
finished,  will  have  proved  to  be  one  of 
the  most  successful  in  the  history  of  the 
trade. 

Comparatively  few  buyers  realize  the 
amount  of  business  which  can  be  done  by 
a  liberal  display  of  photograph  frames. 
In  order  to  do  a  really  successful  busi- 


ness, the  purchases  must  not  be  niggard- 
ly, but  a  fairly  representative  line  of  all 
the  latest  novelties  should  be  bought  and 
properly  displayed.  It  is  an  undoubted 
fact  that  the  more  faith  a  buyer  has  in 
the  merchandise,  and  the  larger  the  stock 
he  carries,  the  bigger  the  business  that 
can  be  secured. 

This  is  an  unusually  opportune  season 
to  prove  the  correctness  of  the  above  as- 
sertion, for  hundreds  of  new  designs  have 
been  introduced  in  all  kinds  of  novel 
shapes  and  of  various  materials,  not  only 
that,  but  the  improved  methods  of  manu- 
facturing enables  them  to  be  sold  at  what 
a  few  years  ago  would  have  been  con- 
sidered ridiculously  low  prices. 

THE  GIFT-SHOP  IDEA 

The  idea  of  fixing  in  the  minds  of 
people  the  fact  that  a  book  and  'station- 
ery store  is  a  great  repository  for 
articles  that  are  ideal  as  gifts,  is  mighty 
good  business.  "Muskoka's  Gift  Palace," 
is  the  sub-title  which  the  Thomas  Co.,  of 
Bracebridge,  Ont.,  give  to  their  store  in 
their  newspaper  advertisements.  In  a 
recent  advertisement  they  feature: 

"A  new  style  of  writing  paper  and 
envelopes  put  up  in  folders  for  overseas 
or  travelling  for  only  25c." 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


STYLES  of  WELDON  ROBK 


maximum 


Weldon  Roberts  Rubber  Co.    Newark,New  jersey,  U.S.A. 


"Always  Something  New1 


I 


ST.  PATRICK  and 
EASTER  CARDS 
and  NOVELTIES 

We  cany  a  big  range  of  Post  Cards,  Booklets 
and  Folders  for  both  of  these  seasons;  also 
an  enormous  line  of  Japanese  Easter  Novel- 
ties, including 

EASTER  BASKETS 

Also  several  novelties  for  ST.  PATRICK'S 
DAY:  SHAMROCKS,  BOUTONNIERRES, 
BASKETS,  CANDY  BOXES,  PIPE  FANS 
and  numerous  other  novelties  and  favors  for 
tins  occasion. 

WRITE  FOR  PRICE  LIST. 

ftUMSEY&CO.,  LIMITED 

1528  QUEEN  STREET  WEST,  TORONTO 


J 


f 


I 


We  have  a  large  stock  of  the 

MILTON    BRADLEY 
WATER  COLORS 

in  boxes  long  or  short  in  4  or  8  colors 

Water  Colors  in  tubes 

Water  Colors  in  semi-moist  pans 

Water  Colors  in  dry  cakes 

Drawing  Papers,  White  and  Gray 

Bogus  Drawing  Papers 

Tinted  Drawing  and  Construction  Papers 

We  are  making  a  very  special  provision  for 
trade  requirements  this  year  and  offer  attrac- 
tive prices  and  discounts  Why  not  pur- 
chase before  prices  advance. 

Write  us  for  particulars. 

THE 

GEO.    M.    HENDRY   CO.,    LTD. 

215  Victoria  St.  TORONTO 


^™"'i„„i 


BI66ER(j9^PR0FITS 


"A. A." 

Fountain    Pens 
are   as    excellent   as   can 
be    produced    by    highly     skilled 
workmen    and    perfect    materials.      Every 
'A.A."    Pen    absolutely  guaranteed    to  give   long 
and   satisfactory  service. 

Prices,   Trade   Discounts  and   Informa;ion  on  special   assortments 
upon    request. 

MODERN  PEN  COMPANY,  Kiftafgg 

Canadian  Rtpreuntatfati     A.  R.  MacDOUCALL  &  CO.,  468  King  St.  W„  Toronto.  Ont. 


"A.A."  Lever  Self-Filling 

FOUNTAIN  I  PENS 

sell  readily  at  popular  prices 

and  yield  liberal 

profits. 
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Why   You   Should   Stock 


BICYCLE PLWINC 


AND 


CARDS 

PLAYING 
CARDS 


\Z  OU  SHOULD  stock  Bicycle  and  Congress  Playing  Cards  because 
*■    they  most  perfectly  meet  the  needs  of  your  customers,  and  your  cus- 
tomers know  it. 

The  cards  are  right.  Both  brands  show  distinctive  workmanship.  Noted 
for  their  easy  dealing  qualities,  they  never  gum  or  stick,  but  give  entire 
satisfaction  for  the  longest  time. 

The  prices  are  right.  Considering  their  quality,  both  brands  retail  at  an 
unusually  moderate  figure.  . 

Bicycle  and  Congress  Playing  Cards  sell  themselves.  Continuous  adver- 
tising over  a  long  period  of  years  has  acquainted  every  customer  with  their 
excellence.  Card  purchasers  enter  your  store  with  a  definite  idea  that  they 
want  one  or  the  other  of  these  brands  and  usually  stay  to  purchase  other 
articles  when  they  get  it. 

Stock  Bicycle  and  Congress 
Playing  Cards.  At  no  time  is 
the  investment  large,  but  the 
percentage  of  profit  is  great.  It 
costs  little  to  try  them  out. 

Write  to-day  for  price-list 
and  sample  back's. 

The  U.  S.  Playing 
Card  Co. 

Cincinnati,  U.S.A.        Toronto,  Can. 

Dept.  4 

The  illustration  shows  in  greatly 
reduced  size  one  of  the  most  potent 
reasons  why  you  should  sell  Bicycle 
a  ml  Congress  Playing  Cards.  It 
is  only  one  of  a  series  and  will 
appear  shortly  in  the  influential 
magazines  of  the  country. 


Has  Bdith 
a  trump  t 
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wm~SEND    YOUR    ORDERS  EARLY   THIS    YEAR -wg 


LAIRD  &  LEE'S  WEBSTER'S 

STANDARD  AMERICAN  DICTIONARIES 

The  Standard  Line  for  School,  Business   and  General  Use 


THE  LATEST  AND  BEST.  More 
pages,  more  illustrations,  more 
special  features,  more  new  words, 
larger  and  clearer  type,  better 
paper,  better  binding  than  any 
other  series. 


BEST  DISCOUNTS  TO  THE 
TRADE.  Lowest  prices  to  the 
public.  Prices  of  regular  editions 
range  from  35c  to  $6.00.  Deluxe 
editions,  $2.73  to  $10.00. 


FOREIGN   LANGUAGES   DICTIONARIES  are  another  Laird  &  Lee  specialty.     The  line  includes  French, 
Italian,  Spanish,  German,  Danish,  Norwegian,  Swedish.     All  at  popular  prices. 

NEWEST  LAIRD  &  LEE  PUBLICATIONS 

The    Way    of   Success:    If  a   Man    Fails   Seven   Times,    and  other   Stories.      By    William    H.    Hamby.      Cloth.    12mo..    $1.00. 

Back   to  the    Republic:    The   Golden    Mean     The   Standard    Form   of  Government.      By    Harry    F.    Atwood.      Cloth.    12mo.,    $1.00. 

The    Backyard    Garden:    A    Handbook    for    the    Amateur.      By    Edward    I.    Harrington,    author    of    "The    Country    Home,"    etc.      Cloth. 
12mo..    $1.00. 

A     Compendium     of     Parliamentary     Law:     For    Organizations.     High    Schools    and    Colleges.       Cloth,     16mo.,     75    cents. 

Controlling    Profits:    Simplified    Efficiency    Methods    in    Store    Record     Keeping.       By    Eugene    Herz.    C.P.A.       Cloth.    8vo.,    $1.00. 

What    About    Florida?      By    L.    H.    Cammack.      Cloth,    12mo.,    $1.00.      Paper,    :>0c. 

25c. Books  for  Soldiers 25c. 

Selections  from  our  Standard  Fiction  Series 


Opie  Read's  Famous 
Works 

Lithographed    covers     in     five    colors 

Tom   and  the  Squatter's   Son 

"Turkey    Egg"    Griffin 

The    Harkriders 

The     Starbucks 

The    Carpetbagger 

Old    Ebenezer 

My    Young    Master 

The    Jucklins 

On    the    Suwanee    River 

A    Kentucky    Colonel 

Len    Gansett 

Emmett    Bonlore 

A    Tennessee   Judge 

The    Tear    in    the    Cup     and    Other 

Stories 
The    Wives    of   the    Prophet 

Complete  Works  of 
Wm.  H.  Thomes 

A     special    lithographed    cover    in 
five    colors    for    each    book 
The    Ocean    Rovers 


Running    the    Blockade 

A    Whaleman's    Adventures 

The     Bushrangers 

A  Slaver's  Adventures  on  Land 
and     Sea 

The    Belle   of    Australia 

A  Manila  Romance;  or.  Life  in  the 
East     Indies 

The    Gold    Hunters    in    Europe 

On    Land    and    Sea 

Gold  Hunters'  Adventures  in  Aus- 
tralia 

Bertha  M.  Clay's  Novels 

Thrown     on     the     World 

Beyond    Pardon 

Thorns    and    Orange    Blossoms 

Wife   in    Name    Only 

A   Mad    Love 

A    Broken    Wedding    Ring 

Dora    Thorne 

The    Duke's    Secret 

Mrs.  M.  E.  Holmes'  Stories 

A    Wife's    Peril 

The    Tragedy    of    Redmount 

Write  for  complete  catalog  of 


Her    Fatal    Sin 
Who    Will    Save    Her 
Woman     Against     Woman 
A    Heartless    Woman 


Marie  Corelli 

Wormwood 

Vendetta 

The    Romance    of    Two    Worlds 

Thelma 

Robert  Louis  Stevenson 

Treasure    Island 
Kidnapped 


Emile  Zola 


The    Ladies'    Paradise 

Abbe    Mouret's    Transgression 

Human    Brutes 

The    Joys    of    Life 

A    Love    Episode 

Pot    Bouille     (Piping    Hot) 


"BOOKS  THAT  MAKE  THINGS  PLAIN" 

LAIRD    &    LEE,  INC.,    CHICAGO 
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Fine  Inks  and  Adhesives 

FOR  THOSE     m       WHO  KNOW 


Higgi 


ns 


|    Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and   best   Inks  and   Adhesives 

Thes«  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.   London 


271    Ninth  St. 
BROOKLYN.  N.Y. 


Write  to-day  for  the 

Polar 
catalogue 


Desk     Reminder 


There  is  money  in 
it  for  you,  Mr. 
Dealer,  for  it  tells 
of  a  score  of  prac- 
tical office  articles 
that  you  s  h  o u  1  d 
carry,  including  the 
famous  Non  -  Shine 
Chair  Pad  which 
has  been  a  quick 
seller  in  thousands 
of  the  best  stores  in 
America. 

Write    to-day    for 

illustrated 

catalogue 


Polar  Manufacturing  Company 

1 0 1  - 1 07  N.  Marshall  St.     Philadelphia,  Pa. 

Members  of  National  Association  of  Stationers  &  Manufacturers 


Royal 

Ink 

Powder 

for  the 
Soldier 
Overseas 

Every  1  i  v  e 
dealer  should 
handle  Royal 
Jnk  Powder. 
Ink  in  Pow- 
(1  e  r  form  ! 
Proof  against 
freezing  o  r 
breakage!  Just 
overseas. 


Ink  made  from  Royal  Ink 

Powder  is  best   for   every 

occasion  where    good  ink 

is  required. 

the  righl  idea  for  shipping 


('lean  water  and  Royal  Ink  Powder  makes  a 
free-flowing,  non-corrosive  ink  for  fountain 
pen  or  ordinary  use. 

Feature  this  big  seller. 

ROYAL   INK   CO. 

53  YONGE  STREET  TORONTO 


Fresh  from  the  Press 

FRANK  YEIGH'S 
Five  Thousand  Facts  about 

CANADA 


Enlarged,  improved,  invaluable, 
informative,  revealing. 

Worth     its    weight    in    Cobalt 
Silver  or  Yukon  Gold. 

The  Montreal  Starsays:   "The  Factscon- 
stitute  a  remarkably  handy  little  volume." 


Have  you  stocked  up,  or 
restocked    if   sold   out  ? 


Order  from  your  news  company,  or 

The  Canadian  Facts  Pub.  Co. 

588  Huron  Street,  Toronto 
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Juvenile  Books  That  Bring  YOU 
Prestige  and  Profits 


No.  3875.  Grimm's  Fairy  Tales.  Com- 
plete Edition.  Bound  in  red  cloth. 
Lithographed  Cover.  More  than  150 
illustrations.  384  pages,  8vo.  Boxed 
with  lithographed  top.  Retails  at  $2.00. 
The  only  really  complete  Grimm's  pub- 
lished   in    America. 


LITTLE  CLASSICS 


No.  2615,  Little  Classics.  Stories 
of  popular  fairy  tales  told  in  simple 
language.  6%  x  8  inches.  Bound 
in  boards  with  8-color  lithographed 
cover  and  cloth  back.  48  colored 
illustrations  and  many  line  etch- 
ings.     120    pp.  .  Retails   at   50c. 


No.  2792.  Alice  in  Wonderland  and 
Through  the  Looking  Glass.  The  only 
edition  published  containing  these  two 
immortal  books  in  one  volume.  Bound 
in  board  with  lithographed  cover  and 
cloth  back.  Profusely  illustrated  with 
original  drawings  of  John  Tenniel.  338 
pages,  8vo.  Each  page  has  artistic 
orange    border.      Retails   at   only   75c. 


The  books  illustrated  are  representative 
of  the  McLoughlin  Line  recognized  the 
country  over  as  foremost  from  standpoints 
of  art,  literature,  engraving,  printing  and 
binding. 

Our  experience  in  the  publishing  business 
for  almost  a  century,  our  great  organization 
efficiency,  our  enormous  production — all  are 
combined  to  give  your  customers  exactly 
what  they  want  at  popular  prices. 

Almost  all  our  clothbound  books  are  now 
covered  with  beautiful  8-color  jackets.  The 
large  octavo  editions  of  popular  fairy  tales 
are  incased  in  glazed,  lithographed,  card- 
board boxes.  Many  of  our  books  are 
arranged  in  library  series.       If  a  customer 


buys  one  book,  the  series  idea  stimulates  the 

purchasing  of  more. 

McLoughlin  books  are  leader-  the  year 
round-— they  are  so  attractive,  so  simple,  so 
interesting,  so  educational,  so  remarkably 
low  priced. 

This  fast-selling  line  will  positively  create 
prestige  for  you  among  your  customers;  and 
at  our  liberal  discount,  will  prove  a  substan- 
source  of  day-in  and  day-out  profit.-. 


Hal 


The  prevailing  railroad  congestion  means 
•Place  Your  Orders  Early  as  Possible." 
Write  today — a  postcard  will  do.  Complete 
information  and  prices    will    be    forwarded 

promptly. 


McLoughlin  Bros. 

•INCORPORATED* 
ESTABLISHED  1828 

890  BROADWAY  AT  19TH  STREET 

NEW  YORK  CITY 
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CARTER  INX 

Quality  Products 
in  1918 

This  is  going  to  be  another  big  year  for  Carter 
Inx  Quality  Products. 

The  Carter  Messenger  Boy  is  going  to  be  on 
the  job  again,  too.  You  know  what  a  busy  little 
sales-maker  he  is. 

And  our  Advertising  is  going  to  help  more 
than  ever  to  boost  sales  for  CICO,  the  New 
Liquid  Paste,  and  all  the  other  Carter  Inx  Quality 
Products. 

These  advertisements  will  be  seen  by  thousands 
and  thousands  of  people  who  read 

The  Saturday  Evening  Post 
Collier's  World's  Work 

Literary  Digest  Independent 

System  American 

Modern  Methods  McClure's 

Review  of  Reviews  Metropolitan 

Don't  you  want  to  get  your  share  of  these 
sales?  You  can.  For  if  you  stock  Carter  Inx 
Quality  Products  you'll  sell  them. 

The  Carter's  Ink  Co. 

Boston      Chicago      New  York      Montreal 

Also  Manufacturers  of  Carter's   Typewriter  Ribbons 
and  Carbons 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,   where   to   buy   stock,   etc. 


a 


PLAYTHINGS" 


each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAR  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 


McCREADY  PUBLISHING  CO., 


18  East  12th  Street 
NEW  YORK 


Mr.  Dealer  !  Here's  a  new  source  of 
profit  for  you.     Go  after  orders  for 

The  Silent 
Sanitary 
School  Desk 

You'll  be  surprised  how 
easily  you  can  work  up 
a  good,  remunerative 
demand  for  this  neatly 
designed,  well-con- 
structed sanitary 
school  desk. 
These  desks  are  absolutely  noiseless  and 
will  not  loosen  or  rattle  after  years  of  use. 
Backs  and  seats  are  shaped  to  ensure  com- 
fort and  a  correct  position  for  the  body  of 
the  pupil.  Woods  being  coated  with  mois- 
ture-proof varnish,  will  not  warp,  crack  or 
check.  Tops  finished  in  rich  mahogany  color, 
preventing1  light  reflection  and  giving  the 
desk  a  fine,  rich  appearance. 
We  allow  representatives  a  very  handsome 
discount  or  commission  and  suggest  your 
writing  now  for  full  particulars  of  the  Desk 
and  the  Proposition. 

Just  a  postcard. 

Made   in    Canada   by 

Canada    Foundries    &    Forgings,    Limited 

Jas.  Smart  Manufacturing  Co.  Plant 

Winnipeg.  Manitoba  Brockville,  Onrio 


RELIANCE 
INKS 

MANUFACTURERS    OF 


Ink  Paste 

Grip         Seals 
Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG,   MAN. 


CETTHEBESTI  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 

THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet  Housatonic 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Are  You 

Profitihg 


by  the  big  demand  for  Ink  Tablets?  Thousands  now 
being  sold  to  Army  and  Navy  in  addition  to  regular 
demand  from  business  men,  travelers,  etc. 

EKONOMY 
INK  WAFERS 

are  guaranteed  highest  quality  blue-black  or  red.  For 
fountain  pen  or  general  use.  Free  from  "filler."  Dissolve 
instantly  and  completely.  Make  more  than  rated  capacity. 
Packed  under  dealer's  label  or  in  bulk,  if  desired. 

FOUR  SIZES 
No.  1 — For  Fountain  Pens  No.  3 — Makes  1  oz.  ink 

No.  2 — Makes  x/i  oz.  ink  No.  4 — Makes  2  oz.  ink 

Samples  Free  to  Reliable   Concerns 

Commercial   Laboratories, 

INC. 
Newark  Dept.  1 0  New  York 


Live  Stationers 


ARE  FREELY  STOCKING 


/?£Gt 


BRITISH  MADE  ERASERS 
Becaute  they  Please  Customers 

There's  a  variety  of  "Colonel"  Erasers  made  to  suit  the  requirements 
of  General  office   use.  Architects,  Draughtsmen,  Stenographers,  etc. 
Quality  is  the  first  consideration  in  their  manufacture. 

Our    Distributing    Agents    for   Canada: — Menzies  &  Co.,  Ltd..   439 
King   St.  W.,  Toronto,    will  be  glad  to  supply  Samples  and  Prices. 

Sole  manufacturers 
ST.  MUNGO  MFG.  CO.,  LTD.,  GLASGOW,  SCOTLAND 


Get  Ready  for 
Spring  House-Cleaning 

Put  this  attractive  cabinet 
on  your  counter ;  it  will  earn 
dividends.      Retails,    $18.00. 

Costs  $12.50 

From    Your    Jobber 

Shipments  are  greatly  de- 
layed. Send  your  order  in 
early  to  insure  goods  arriving 
on    time. 


The  Hanger 
with  the  Twist 


Moore  Push-Pins 
Moore  Push -less  Hangers 

Note  the  Superior  Quality  of  their  fine 

Tool-tempered    Steel    Points 

Send    for    Free    Samples    and    Dealers' 

Discounts 


Glass  Head 


Moore  Push-PinOo.,117  Berkley  St.,  Philadelphia,  Pa.  stPeI  Point 


A  Loose  Leaf  Price  Book 
at  a  Popular  Price 


This  is  a  line  your 
customers  will 
certainly  appreci- 
ate. Fillers  can 
be  replenished  at 
will  and  its  good- 
looking  appear- 
ance makes  an  at- 
tractive display 
and  an  easy  sale. 

Made  in  three 
good  sizes — 694  x 
3%,  8V2  x  5y2, 
11  X8V2. 

Your  stock  isn't 
complete  without 
a  supply. 


Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of   "Standard"  Blank  Books 

and  Loose  Leaf  Devices 

Home  Office: 

Front   St.   and   Hudson   Ave., 

Brooklyn,  N.Y. 

Factories  :   Brooklyn,    N.  Y. 
St.  Louis,   Mo. 


HOLD  THE  LINE 


(  Reyinteieil  1 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John  Heath's  Telephone 
Pen.  You  will  not  hold  it 
long  because  it  sells  so 
quickly.  There's  quality 
about  it.  It  writes 
smoothly,  never  corrodes, 
and  lasts  long.  Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 

Supplied 
by  all  the 
leadiny 
whole- 
sale 
houses   in 
Toronto 

and 
Montreal 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   18  42.    MONTREAL. 
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If  you  handle 

PHOTO 

SUPPLIES 


you  can 
sell  this  1  Oc 
article.       \ 


J<Q  PASTE  NEEDED 

The  quickest,  easiest  and  best  way 
r^f^---  to  mount  photos  and  post  cards — are 

W^^         always   secure,   neat  and   artistic.      Slip 
k  ]^^  on   each   corner   of  the   picture — wet   'em 
and  stick  'em,  that's  all.   They  are  gummed 
ready  to  use.     Made  in  five  attractive  styles 
— seven  colors.    Put  up  in  packages,  each  con- 
taining 100  Art  Corners,  and  sold  by  the  Canadian 
dealer  for  15c  pkg. 

JOBBERS  AND  DEALERS 

This   is   a   big   selling,  easily  handled   line. 
Millions   sold   in   all  parts   of  the   world. 
Stationery,    photo    supply    departments 
and  drug  stores  can  sell  large  quanti- 
ties of  Art  Corners  to  camera  own- 
ers    and     post    card     collectors. 


is: 


Write   us    to-day   for    samples 
and  quantity  prices. 


ENGEL  MANUFACTURING  COMPANY 

1456  LELAND  AVENUE.  CHICAGO,  ILL..  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my   final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy   toilers   who  are  my   constant   friends?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


This  Handsome 
Desk  Tray 

is  another  of  the  many  attractive  office 
specialties  we  manufacture. 

It  is  made  of  Quartered  Oak,  finished 
Antique  dull,  also  finished  in  the  Natural 
Light  Oak,  dull  and  Solid  Mahogany.  Much 
handsomer  than  the  ordinary  desk-basket 
and  substantial  in  every  respect.  Bottom 
Cloth  Covered. 

This  is  a  good  selling  line.  And 
you  make  a  profit  of  over  40% 
on  every  tray  you  sell. 

Get  our  complete  list. 


STRATFORD,  ONT. 
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^goldmedaH 

Six 

SCHOOL 

fOREDUCATlONALCOLOR^ORK 

M 


Gold  Medal 
Crayons 

FOR  EVERY  USE 

School  and  Home 

Wax,    Pressed    and     Pastel 

Drawing  Crayons 
Lecturers'   Chalk   Sticks 
Dustless  Blackboard  Crayon 
White    and    Colored    Black- 
board Chalk 
Slate  Pencils,   Etc. 

MADE  BY 

BINNEY  &  SMITH  CO. 


NEW  YORK 


Office  and 

Factory 

Lumber   Crayons 

Textile  Chalk 

Tailors'  Chalk 

Marking    and 
Checking  Crayons 

Carpenters'  Chalk 

Send   for  Price 
List,   Catalog 
and  Samples 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 


"Rob  Roy 
Pen 
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It    is 

made 

of     fine    steel, 

writes     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob   Roy"   Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,   Eng. — the   home 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing  pen 


Manufactured  by  the  proprietors: 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


Japanese  Pictures 

By  Old  and-  Modern  Great  Masters, 
Colour  Prints,  Calendars,  Christmas 
Cards,  Picture  Post  Cards,  Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned Pen  Holders,  Pencils,  Fountain 
Pens,  Pencil  Boxes,  Celluloid  Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,  Wood  Toys,  Metal  Toys,  etc. 
Write  to-day  for  catalogue  telling 
particulars    of   what   you    require. 

S.  K.  HOSHINO  &  CO. 

20.  Yumicho,  Kyobashi-Ku     TOKYO,  JAPAN 


For  your  customer  who  desires  some- 
thing different,  yet  exquisite  and 
correct — 


a 


ranes 


Since  1801  Crane's  paper  has  been 
the  correct  writing  paper.  Each  suc- 
ceeding year  increases  its  prestige 
among  those  socially  well  informed. 

You  share  that  prestige  when  you  sell 
Crane's  Linen  Lawn. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 
Toronto  Office:  266-268  King  St.  W. 


The 

TERRY 

Pen  or  Penci 
Clip 

-    a  sample  will  beg 

Bar    description. 

Why  not  ask  for 

one  NOW  and 

terms? 

Herbert  Terry 
&  Sons,  Ltd. 

Spi  ing  and  Press- 
work  Specialists 

RKIMHTCH. 
Eng. 


Thi 


the 





Pat.   May   13,    1913 

ROCKHILL  &  VIETOR,  Sole 

(Branch:  180  N.  Market  St.,  Chicago) 


"F-B" 

Loose   Leaf 

Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
di  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


Agents,  Dep't  "F-B" 

22  Cliff  St.,  New  York 
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MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  (or  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO..  Limited 

Manufacturer*         79  Spadina   Ave..   Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 
AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO         -         CANADA 


Lonsdale  &,  Bartholomew,  Ltd, 

Publishers  of  the 
Famous  "ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


Please  Mention 

this  Paper  when 

writing  to 

Advertisers 


ART   SUPPLIES. 

Artists'    Supply    Co.,   77    York    St.,    Toronto. 
A.   Ramsay   &   Son   Co.,  Montreal. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St., 
Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 

Geo.   M.   Hendry   &   Co.,   215  Victoria   St.,   Toronto. 

BLANK   BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn,    N.Y. 

Brown    Bros.,    Ltd.,    Toronto. 

Buntin.    Gillies   &   Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp,    Clark   Co.,  Toronto. 
Warwick    Bros.    &   Rutter,   Toronto. 

BLOTTING   PAPERS. 

The    Albemarle    Paper   Co..    Richmond. 


Beveridge    Paper    Co.,    Ltd.,    Montreal, 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Standard   Paper  Mfg.   Co.,   Richmond, 


Va. 
Que. 


Va. 


CODE   BOOKS. 

Code     Co.,     83     Nassau     St.,     New 


King     St.     W., 


The     American 
York. 

CRAYONS. 

Binney    &    Smith.   New   York. 
A.     R.     MacDougall     &     Co..     468 
Toronto. 

EYELETTING   MACHINES. 

Elbe   File   and   Binder  Co..   New   York,   N.Y. 

ENVELOPES. 

Brown  Bros..  Limited,  Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp.    Clark   Co.,   Toronto. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto.    Win- 
nipeg. 
Menzies   &   Co.,    Limited,   Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 

ERASERS. 

St.    Mungo   Mfg.    Co..    Glasgow,    Scotland. 
Weldon   Roberts   Rubber   Co..   Newark,    N.J. 

FANCY   PAPERS,   TISSUES   AND    BOXES. 

Dennison   Mfg.   Co..   Boston. 
Menzies   &   Co.,  Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

FOREIGN  TEXT   BOOKS. 

Wycil    &   Co..   83   Fulton   St.,  New  York. 
FOUNTAIN   PENS. 

Arthur  A.   Waterman    Co.,   Ltd.,   New   York. 

3   Maiden   Lane,   New 
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Co.,     468     King     St.     W., 
Bros.,    Ltd.,    Toronto. 


Sanford   &    Bennett  Co 

York. 
A.     R.     MacDougall     & 

Toronto. 
Paul    E.     Wirt    Co..    Brown 

Canadian   Agents. 

INKS,  MUCILAGE   AND   GUMS. 
Chas.    M.   Higgins   &   Co.,    Brooklyn,   N.Y. 
The  Carter's   Ink   Co.,   Montreal. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Royal    Ink    Co.,    53    Yonge    St.,    Toronto. 
S.    S.    Stafford    Co.,    Toronto. 
"Glucine."   Menzies    &   Co.,    Limited,    439   King   St. 

W.,   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 

Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St., 
Toronto. 

LANGUAGE  BOOKS. 

Wycil   £  Co.,   83  Fulton  Street,   New  York. 

LEAD   AND   COPYING    PENCILS. 

American   Pencil   Co.,  New  York. 

Wm.   Cane   &    Sons,   Newmarket.    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W., 

Toronto. 
Eberhard     Faber    Co.,     New     York. 


60 


THE  FAULTLESS  UNI 

OF  LOOSE  LEAF  METALS 

Most    complete    line    of    Ledger,     Section; 
Post,    Solid     Post    and     other    Loose    Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


SOLIDHED 
THUMB  TACKS 

Made   in    America 

Solidhed  Tack  Co. 

Makers 

38  Murray.,  N;Y. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY,  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE" 


BRAND 


MARK 


SEALING   WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO 

HAMILTON.  ONT. 
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BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as   soon  as   ready. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N..  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 

Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 

Memorandum  Books.   Writing  Tablets, 
School  Stationery,  Ba/aar Stationery,  Etc. 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every, 
kind  of  work.     Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd..    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto. 

Winnipeg. 
The  Copp,   Clark  Co..   Toronto. 
Luckett    Loose    Leaf,     Limited,     215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &    Victor.   22   Cliff   St.,   New  York   City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y.. 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd..   Toronto. 

MAPS    AND    GLOBES 

Rand.    McNally    &    Co..    Chicago. 

The   Copp.    Clark    Co..    Toronto. 

Geo.    M.    Hendry    Co.,    215   Victoria    St.,    Toronto. 

The    Scarborough    Co.    of    Canada,    Hamilton,    Unt 

MILITARY   SPECIALTIES. 
Geo.    Clark.    Southam    Bldg..    Montreal.    Que. 
Push    Specialty    Co..    Toronto. 

NEWS   COMPANIES. 
Imperial   News    Co.,    Montreal,   Toronto,    Winnipeg. 
Toronto  News   Co. 
Montreal   News  Co. 
Winnipeg  News  Co. 

PAPER  BALERS 

Climax     Baler    Cc,     Hamilton,    Ont. 

PAPER   FASTENERS. 

Bump    Paper    Fastener    Co..    La    Crosse,    Wis. 

Ideal  Specialties  Mfg.  Corp.,  552  Pearl  St.,  New 
York    City. 

O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 
PAPER    MAKERS 

Bowater  &  Sons,  Limited,  W.  V..  159  Queen 
Victoria     St.,     London,     E.C. 

PAPETERIES    AND   WRITING   PAPERS. 

Beveridge    Paper   Co.,    Montreal,   Que. 

W.  V.  Dawson,  Limited,  Montreal,  Toronto.  Win- 
nipeg. 

The  Brown    Bros..   Ltd.,   Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 

PLAYING   CARDS. 

Goodall's  English  Playing  Cards.  A.  O.  Hurst.  32 
Front   St.    W.,    Toronto. 

U.    S.    Playing    Card    Co.,    Toronto.    Canada. 
POST    CARDS.    GREETING    CARDS,    ETC. 

Hildesheimer,  Ltd..  93,  Clerkenwell  Road,  Lon- 
don,   E.C. 

A.  O.  Hurst,  Canadian  representative.  32  Front 
St.    W..    Toronto. 

Menzies    &    Co.,    Limited,    Toronto. 

Philip    G.    Hunt    &     Co.,    332    Balham     High    Rd., 

London,    Eng. 
Pugh    Specialty   Co.,    38-42   Clifford   St.,   Toronto. 
Ritchie    &    Sons.    Ltd..    William. 
Valentine   &    Sons    Publishing   Co.,   Toronto. 

SCIENCE    APPARATUS 
Geo.  M.   Hendry   &   Co..   215  Victoria    St.,   Toronto. 

SCHOOL    SUPPLIES. 

Geo.  M.  Hendry  Co..  Limited.  215  Victoria  St., 
Toronto. 

SCHOOL   AND    OFFICE    RULERS. 

The   Up-to-Date   Co.,    Canister,   N.Y. 

SHEET   MUSIC. 
McKinley  Music  Co.,    1501-15   East  Fifty-Fifth   St.. 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton.  Phillips  &  Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale  Stationers,   Toronto. 

buntin,   Gillies   &  Co.,  Hamilton, 
he    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.  V.  Dawson,  Limited,  Montreal,  Toronto,  Win- 
nipeg. 

Warwick   Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,    Wells   &   Co.,   Birmingham.  Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Toronto, 
Canadian   Representatives. 

A.  R.  MacDougall  &  Co.,  266  King  St.  W.,  To- 
ronto. 


ELBE  FILE   &   BINDER   CO. 

97  Reade  Street  New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.     exaader  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J  Meyers  Mfg  Co. 

HAMILTON.  OHIO.  U.S.A. 


EVERY 
BOOKSELLER 

should  stock  our  high 
grade  PLASTER 
OASTS.  They  are 
very  artistic  and  very 
saleable.  Every  cus- 
will  want  to 
buy.  Trices  reason- 
able. Catalog  on  re- 
quest. 

The  Florentine  Art 
Plaster  Company 

2208-10-12  Chestnut    St. 
PHILADELPHIA,  PA. 


Before  placing  your  orders,  apply  to  us  for 
samples  ami  quotations.  We  are  paper  makers 
and   whole-ale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.    BOWATER  &   SONS,  LIMITED 

159  Queen  Victoria  St.,  London,  E.C.  4,  Eng. 
Cables:  " Sparteotus"  London. 


ADAM  PIETZ 

101  1  Chestnut  St.,  Philadelphia 

Steel  and  Copper  Plate  engraving  of  the 
better    kind. 

We  engiave  especially  fine  dies  for  Christ- 
mas and  other  greeting  cards,  also  for  Box- 
tups.  French  edge  seals,  Coats-of-Arms, 
Monograms,    Addresses,    etc. 


61 


BOOKSELLER     AND     STATIONER 


BOOK  BUYERS'  GUIDE 


LIFE 


is  fully  returnable  with  all 
newsdealers.  On  sale  every 
Tuesday.  1  Oc.  a  copy.  Order 
enough.   You  can't  get  stuck. 

LIFE  PUBLISHING  COMPANY 
17  West  31st  St.,    New  York  City 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  Soho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All    good    titles   and    full 

of  colour. 
Full  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 


DIRECTORY   OF   PUBLISHERS. 
Fidtion. 

Thomas   Allen,   215  Victoria  St.,   Toronto,   Ont. 

William    Briggs,    Queen    and    John    Sts.,    Toronto. 
Ont. 

Cassell   &   Co.,   55   Bay   St.,   Toronto,   Ont. 

Copp,   Clark   Co.,   517    Wellington   St.   W.,   Toronto. 
Ont. 

J.   M.  Dent  &  Sons.  27  Melinda  St.,  Toronto,  Ont. 

S.   B.    Gundy,   25   Richmond  St.   W.,   Toronto,    Ont. 

Hodder    &    Stoughton.    17     Wilton    Ave.,    Toronto, 
Ont. 

Thomas    Langton.   23   Scott   St.,   Toronto,   Ont. 

Macmillan    Co.    of   Canada,    70    Bond    St.,    Toronto, 
Ont. 

McClelland,    Goodchild    &    Stewart,    266    King    St. 
W..    Toronto,    Ont. 

Geo.   J.   McLeod,    Ltd..   266   King   St.    W.,   Toronto. 
Ont. 

Musson    Book    Co.,    17    Wilton   Ave.,   Toronto,    Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 
Toronto,    Ont. 

Imperial    News    Agency,    Toronto,     Montreal    and 
Winnipeg. 

Business    Books. 
Musson    Book    Co.,    17    Wilton    Ave.,    Toronto. 
Morton     Phillips     &     Co.,     115     Notre     Dame     St., 

New   York   City. 
Wycil    &   Co.,   85   Fulton   St.,   New   York    City. 

Periodicals. 

Life.    17    W.   31   St..   New   York   City. 

MacLean's  Magazine,  143  University  Ave.,  Toronto 


Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover   postage,   etc. 

("-jREAT  CHANCE  — LONG  ESTABLISHED 
^  book  and  stationery  business  for  sale. 
Stock  about  $4,700.  Get  particulars  without 
delay.      Box    100,    Bookseller   &   Stationer. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many  Expositions. 


Otto  Sauer  Series 

German,  French,  Spanish 
and     Italian    Grammars 


Grammar  Separate,  $1.00 


Grammar  with  Key,  $1.25 


WYCIL  &  COMPANY 

85  Fulton   Street,    New  York  City 

Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D.,  Ph.D.,  assisted 
by  Jeanette   Winter  Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have— Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated.  SI. 25 

McClelland,  goodchild  &  stew  art,  ltd. 


266  King  Street  West 


Toronto,  Canada 


Customs  Forms 


Get  Ready  for  Opening 
of  Navigation. 

Order  Your  Summer 
Supply. 


WRITE  FOR  PARTICULARS 

Morton,  Phillips  &  Go. 

PUBLISHERS 

115  Notre  Dame  St.  West,     Montreal 


WINNING  THE  BUYER'S  FAVOR 

HpHE  best  possible  buyer  is  not  made  an  actual  buyer  at  a  single  step  It  is 
-*■  one  thing  to  win  the  buyer's  favor  for  an  article  and  another  to  make 
adjustments  incident  to  closing  the  sale.  Winning  the  buyer's  favor  is  the 
work  of  trade  paper  advertising.  Under  ordinary  conditions  it  should  not  be 
expected  to  do  more. 
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13  New  Columnar  Book  Rulings 
Added  to 

B  &  P  STANDARD  LINE 

To  our  present  extensive  line  of  Columnar  Book  Rulings 
we    have    added    the    following    new    rulings : — 

To   book   No.    23    we    have   added : — 

8  cols.  Cash  and  Journal,  2  cols  to  left,  and  6  cols,  to 
right,    single   page    form,    paged    regular. 

15  cols.  Cash  and  Journal,  5  cols,  to  left,  10  to  right, 
double   page    form,    paged    folio. 

18    cols,    right,    double   page   form,    paged    folio. 

To   book    No.    23V£    we   have    added : — 

24  cols.  Cash  and  Journal,  2  cols,  left,  22  cols,  right, 
double   page   form,   paged   folio. 

26  cols,    right,    double    page    form,    paged    folio. 

27  cols.  Cash  and  Journal,  3  cols,  left,  24  cols,  right, 
double    page    form,    paged    folio. 

30    cols,    right,    double    page    form,    paged    folio. 

To   book    No.    25    we   have   added: — 

8  cols.  Cash  and  Journal,  2  cols,  left,  6  cols,  right, 
single    page    form,    paged    regular. 

16  cols,    right,    double   page   form,   paged    folio. 

24  cols.  Cash  and  Journal,  2  cols,  left,  22  cols,  right, 
double    page    form,    paged    folio. 

26  cols,    right,    double   page    form,    paged    folio. 

27  cols.  Cash  and  Journal,  3  cols.  left,  24  cols,  right, 
double    page   form,    paged    folio. 

30    cols,    right,    double    page    form,    paged    folio. 

Every  stationer  should  have  the  Dummy  Book  we 
furnish  free  which  illustrates  and  describes  our  complete 
line   of   Columnar,    Figuring    Books   and    Pads. 

Boorum  &  Pease  Loose  Leaf  Book  Company 

Makers  of  "Standard"  Blank  Books 
and  Loose  Leaf  Devices 


Home  Office : 

Front  St.  and  Hudson   Ave. 

Brooklyn,  N.Y. 

Factories:  Brooklyn,  N.Y. 
St.  Louis,  Mo. 


Your 

customers 
will 
know 


how  well  Car- 
bons and  Rib- 
bons can  be 
made  when 
you  sell  them 
a    supply    of 


CARIBONUM  RIBBONS  AND  CARBONS 

Caribonum  brand  is  made  with  one  object  in 
view— to  give  the  customer  perfect  satisfac- 
tion. You  can  recommend  Caribonum  brand, 
and    it    means    more    sales    to    you. 


Caribonum  Company, 

Limited, 
54  Wellington  St.  E.,  Toronto 


TRADE  MARK 
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MacLean's  Magazine  for  April 


Winning  the  War, 


by   John    Bayne    Maclean 


COLONEL  MACLEAN  had  in  the  February  issue  of  MACLEAN'S  MAGAZINE  a  startling  and 
challenging  article  on  Why  We  Are  Losing  The  War.  Tn  the  April  issue  his  series  of 
articles  on  the  war  will  deal  with  Winning  The  War.  It  will  he  marked  by  a  knowledge  of 
the  situation  at  once  profound  and  unusual.  Those  who  read  Colonel  Maclean's  articles  with  open 
minds-  and  they  arc  overwhelmingly  in  the  majority — are  steadied  in  their  thinking,  and  have  a 
clearer  vision  of  the  factors  which,  on  the  one  hand,  mean  Losing  the  war.  and.  on  the  other,  win- 
ning the  war. 


Labor  the  Dominant  Factor 


LABOR  will  emerge  from  the  war  purified  of  much  of  its  dross,  with  multiplied 
strength,  and  with  new  purposes  and  ideals.  Miss  Agnes  Laut  contributes  an 
article  entitled,  "LABOR  THE  DOMINANT  FACTOR,"  to  the  April  MAC- 
LEAN'S. What  she  says,  always  strikingly  said  and  illumined  with  many  facts, 
will  be  a  very  important  contribution  to  the  literature  growing  up  round  the  subject 
of  Labor.  All  thinking  men  and  women  will  find  in  Miss  Laut's  article  stimulating! 
and  informing  material. 


New  Stringer  Series 


A  NOTABLE  feature  of  the  April  issue  of  MACLEAN'S  will  be  the  start  of  the 
new  series  of  mystery  stories  by  Arthur  Stringer,  author  of  "The  House  of 
Intrigue,"  "The  Iron  Claw,"  "The  Prairie  Wife,"  etc.  They  will  continue  for 
a  year — gripping-,  baffling,  exciting.  They  are  the  best  stories  of  the  kind  that  this 
famous  Canadian  author  has  done. 

The  first  of  the  series  is:  "THE  LION  WHO  COULDN'T  ROAR."     The  new  series 
will  be  illustrated  by  F.  Weston  Taylor. 


A  War  Poem  by  Service 


"THE  BLOOD-RED  FOURRAGERE."  This  is  one  of  the  strongest  things  that  Ser- 
vice has  written — a  picture  of  the  most  dreadful  side  of  war.  Another  fine  contri- 
bution is,  "THE  SHIPS  OF  ENGLAND,"  by  J.  Victor.  A  stirring  poem  on  the  work 
of  the  merchant  marine  in  wartime. 

Other  Feature  Articles 

"USING  THE  WHIP   HAND."     An   article  covering  the   situation    at    Ottawa    and 

giving  a  forecast  of  what  is  going  to  happen  when  Parliament  meets; 

"THE  BLACK  HOLE  OF  GERMANY,"  by  John  Evans.     An  article  telling  in  detail 

the  astounding  story  of  the  life  of  British  prisoners  of  war  in  Germany; 

"THE  FINISHING  TOUCHES,"  by  Arthur  Beverly  Baxter.     An  article  telling  how 

Canadian  officers  are  made  ready  for  the  front. 

Fiction — Oppenheim,  Allenson,  Sullivan 


"THE  PAWNS  COUNT,"  by  E.  Phillips  Oppenheim. 

intensely  interesting  serial. 

"THE  TALE  OF  THE  JOYFUL  JANE,"  by  A.  C.  Allenson. 

story,  first  of  a  new  series. 

"THE  MAGIC  MAKERS."  by  Alan  Sullivan.     The    new    Mounted    Police    story    is 

gaining:  in  interest  and  intensity. 


A    long    instalment    of    this 
A  motoring  and  golf 


Department  Features 


There  will  be  the  regular  features:  "Women  and  Their  Work,"  "The  Business  Out- 
look," "The  Investment  Situation,"  "Books"  and  the  "Review  of  Reviews."  There 
will  be  in  addition  a  Food  article  by  Ethel  M.  Chapman  and  an  article  on  Gardening. 


READERS  of  MAC- 
LEAN'S MAGA- 
ZINE will  be 
glad  to  learn  that  be- 
ginning with  the  April 
issue  a  better  grade  of 
stock  will  be  used,  and 
a  new  cover  design  will 
be  a  feature. 

MacLean's 
Magazine 

The  best  authors  and  writers 
who  want  to  have  access  to 
the  Canadian  people  are 
submitting  their  manuscripts 
to  the  publishers  of  MAC- 
LEAN'S. They  recognize 
that  the  character  and  cir- 
culation of  this  magazine  are 
such  as  to  give  them  a  de- 
sired vehicle.  We  count  this 
development  a  very  happy 
circumstance. 

MACLEAN'S  has  distinc- 
tion. It  contains  in  every 
issue  a  notable  number  of 
special  serious  articles.  It 
contains  short  and  serial 
stories.  It  has  place  for 
high  class  Canadian  poetry. 
Its  Review  of  Reviews  and 
Business  Departments,  and 
its  attention  to  Women  and 
Their  Work,  are  distinctive 
features.  The  contents  of 
MACLEAN'S    MAGAZINE 

for  April 

as  set  forth  in  this  an- 
nouncement will  give  you  an 
iji*a  of  its  broad,  entertain- 
ing and  informing  charac- 
ter. And  always  MAC- 
LEAN'S MGAZINE  aims  to 
be    distinctively    Canadian. 
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QUALITY 

your  particular  customer 

will  appreciate 

That's  the  kind  of  quality  you  uivc  him  in 
any  lino  of  Typewriter  Supplies  bearing 
the  name  "Mittag  ami  Voider." 

The  importance  of  good  typewriter  ribbon 
ami  carbon  appeals  to  every  office  man. 
We  supply  even-  kind  of  high  grade  car- 
bon paper  and  inked  ribbon — the  kind 
vour  particular  customer  will  come  again 
for. 


You'll   like   how   "M.&  V." 
lines  sell.     Try   them. 


DURA-MULTIPLEX 

AITVOL 

TYPEWRITER1 

CARBON 


P*iM«    RlMC,    M.J. 


MITTAG  &  VOLGER,  Inc. 

Principal  Office  and  Factory:  Park  Ridge,  N.J.,  U.S.A. 
Agencies  all  over  the  world. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu 
dent  and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150^  to  the  dealer. 

The  McKinley  Edition  (Revised  for  our  Can- 
adian Trade)  conforms  in  every  detail  with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also   we   want   you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


Always  Show 

STANDARD  BRAND 
BLOTTINGS 

You'll  find  them  worth  while.  Every  sale  will 
mean  a  satisfied  customer  and  a  neat  margin  of 
profit    as     well. 

The    most    particular    will    find   the    following    lines 
all    that    they    could    desire — 
"STANDARD"  "CURI-CURL" 

"IMPERIAL"  "PRISMATIC" 

"STERLING"  "ROYAL     WORCESTER" 

and    "DEFENDER"    (Enameled) 
Stock     now     and     prove     the     selling     merits     of 
Standard    Blottings. 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


HOOK  S  I",  LI.  E  R    AND    8  T  A  T  I  0  N  E  U 


HAMILTON 


CANADA 


WRITING  TABLETS 

No  single  line  of  Stationery  offers  a 
better  profit  or  quicker  turnover.  We 
believe  that  our  assortment  of  covers  and 
range  of  papers  are  unsurpassed  in 
value.  If  you  are  thinking  of  putting  in 
a  line  of  your  own,  with  special  design 
or  imprint,  we  can  give  you  valuable 
suggestions.  Your  name  on  the  cover 
lends  an  added  value  to  your  sales,  places 
a  constant  reminder  in  the  hands  of 
every  buyer,  and  keeps  your  store  in  the 
spotlight  of  public  attention.  It  will  pay 
von  to  consult  us. 


HAMILTON 


CANADA 


Bookseller  &  Stationer 


AND 


OFFICE  EQUIPMENT  JOURNAL 


ANNUAL 

SPRING  NUMBER  CANADA 


VOL.  34 


PUBLICATION   OFFICE,  TORONTO 


Published   by  The   Maclean  Publishing  Company,  Limited 

MONTREAL,    Southam    Bid*.,    128    Bleury   St.    TORONTO,  143-153  University  Ave.  WINNIPEG,    22  Royal  Bank  Bide. 


LONDON.  ENG. 


APRIL 
1918 

NO.  4 

Fleet  St.,  E.C. 


A  Moment's  Reflection 
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'SwanSakty 
Military  Pen 


Convinces  everybody  of  the  desir- 
ability of  a  pen  which  carries  its  own 
ink  supply. 

The  Swan  Safety  Military  Pern  holds 
in  its  magazine  25  Swan  Ink  Tablets, 
as  shown  in  the  sectional  view  above. 

All  a  soldier  has  to  do  is  to  fill 
the.  reservoir  of  his  pen  with  water  from 
his  flask  and  drop  in  a  tablet. 

The  ink,  thus  made  is  a  perfect  writ- 


ing fluid. 


The  clip  is  at  the  top  so  that  it  per- 
mits the  pocket  flap  to  be  buttoned 
down  neatly. 

There  are  no  loose  parts  to  be  lost. 

It  is  fitted  with  a  genuine  M.,  T.  & 
Co.  gold  nib,  made  in  Canada. 

It  can  be  carried  in  any  position. 

Many  a  long  looked  for  letter  from  the 
battle  front,  recording  thrilling  tales,  has  never 
been  written  for  the  need  of  pen  and  ink. 

The  Swan  Safety  Military  Pen  solves  the 
problem. 

It  sells  readily  when  shown. 

Price  $3.00  Each 


Mabie,  Todd  &  Co., 

243  College  Street,  Toronto 


New  York 


Chicago 


London 


'aris 


Brussells 
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ALBUMS 


LOOSE    LEAF 

and 

TIGHT  BACK 


For  Amateur 
Snapshot  Photographs 

THE  constant  and  rapid  increase  in  the  use  of  the  camera 
by  amateur  photographers  has  created  a  business  that 
the  trade  cannot  overlook.  An  assortment  of  these  Albums 
will  materially  increase  your  sales  during  the  quiet  summer 
months. 

We  are  offering  a  range  of  Snapshot  Albums  suitable  for  all 
sizes  of  photographs,  at  prices  that  will  meet  the  demands  of 
particular  customers.  Let  us  send  you  quotations,  or,  better 
still,  make  up  a  small  assortment.  There  is  business  waiting 
for  you  in  this  line. 

\Varwick  Bros.   £y   Rutter,  Limited 

J^lanufacturing   Stationers 

TORONTO 
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NEW  PARAGON 
INKSTANDS 

Large  Ink  Reservoirs — No  Evaporation — Dust  proof 
Cover — Crystal  Glass  Base — Rubberoid  Tops 


No.  272 

Lift  at  Top,  Single  Reservoir.     An 
attractive  Inkstand. 


No.  475 


A  pattern  different  from  the  Staple  line 
of  Inkstands  with  Sloping  Pen  Racks, 
Keystone  Shape  Pen  Cup.  The  most 
attractive  Inkstand  ever  presented  to  the 
trade. 


PIN  CUP  and  PEN  TRAY.    Natty     We  also  carry  an  extensive  line  of  Ink- 
for  the  desk.  stands  with  Wood  and  Iron  Bases. 

Wire  Waste  and  Document  Baskets 


Single  Wire 

Waste  with  solid 

tin  bottom. 

12  inches  high 
15      "        dia. 
10       "        dia.    at 
bottom. 


LETTER  TRAYS 

Size 

of  Trays 

10x14x3 

Single. 

4  space 

2  space 

.       5      " 

3       " 

6      " 

THE  BROWN  BROTHERS,  LIMITED 

MANUFACTURING  STATIONERS 

SIMCOE,  ADELAIDE  and  PEARL  STREETS,  TORONTO 


2 


HOOKS E L L  E K    AND    STATIONER 


NEW    MODEL 

H-oosEj  T-J^CTeaf] 


The  LEDGER  FOR  EFFICIENCY 

Rapid  Opening      Rapid  Closing      Dependable  Mechanism 

—  Unexcelled   Workmanship      Highest    Grade    Materials 

—  Automatic  Locking  Powerful  Roller  Clutch  —  Per- 
manently Enclosed  Mechanism      Full  Double    Expansion 

—  Smooth  Steel  Posts  Pressed  Steel  Locking  Case  — 
Electrically  Welded  No  Lost  Motion  — Firm,  Flat 
Writing  Surface  —  Correctly  Rounded  Back  —  Curved 
Hinges  —  Standard  Binding  in  Best  Quality  Red  Cowhide 
and  Corduroy  —  Binder's  Board  Specially  Made  and 
Rigidly  Inspected.  :-:  :-:  :-:  :-:  :-:  :-: 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Irving-Pitt  Manufacturing  Company 

======      LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS      ===== 

Kansas  City      n^o^  T-T»nEAT|     Missouri 

NEW  YORK  X   A  CHICAGO 

Canadian  Agents  -THE  BROWN   BROTHERS,   LIMITED,  TORONTO 
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(WCO 

that's  the  name 


THE  word  "Adco"  on  the  binder  is  like  the  sterling  mark  on  silver — a 
guarantee  of  genuine  worth  and  dependability.     The  Adco  line  to-day 
represents  the  very  highest  achievement  of  practical  efficiency  in  Loose 
Leaf  Devices,  and  their  many  superiority  points  arc  so  very  evident  that  they 
sell  quickly  and  easily  wherever  displayed. 

All  the  objectionable  features  of  the  old  loose  leaf  systems  have  been  totally 
elinated  from  the  Adco  line. 

Write  to-day  for  full  particulars  and  we'll  tell  you  about 
our  dealer  co-operation  plan  by  which  we  advise  you  as  to 
sales  promoting,  adjust  any  customer  complaints,  imprint 
circulars  for  you  and  help  your  Adco  sales  along  generally. 

We  know  you  will  find  Adco  Loose  Leaf  devices  all  that  we  claim  for  them 
and  more.     Therefore  we  invite  you  to  investigate.    A  postcard  will  connect 

Villi. 


MANUFACTURED 


IN   CANADA    BY 


LIMITED 

Montreal         Toronto         Winnipeg 
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Non-Corrosive 

Salt  Cannot  Cake 

Dampness 
Kept  Out 

Never  Requires 
Polishing 


A  New  Salt  Shaker— 

and  a  Dandy 

Here  is  the  new  Palco  Salt  Shaker  which  will  immediately  appeal  to  every 
housekeeper.  The  worth  of  this  salt  shaker  is  in  its  special  top  construc- 
tion which  keeps  out  the  air  and  dampness,  but  allows  the  salt  to  flow 
freely  when  in  use. 

Too,  the  metal  top  has  the  bright  appearance  of  silver,  yet  never  requires 
cleaning,  scouring  or  buffing.  Wipe  it  off  occasionally  with  an  ordinary 
cloth  and  it  will  keep  bright  forever. 

Two  of  these  salt  shakers  on  each  table  will  favorably  impress  your  guests 
with  your  table  service,  especially  in  damp  weather.  No  more  using  of 
spoons  and  knives  to  take  out  caked  salt.  No  more  vexatious  knocking  of 
shaker  on  tables. 

Order  a  dozen  now — while  you  are  thinking  of  it. 

The  Palco  Salt  Shaker  is  a  new  article.       It  is  an  improvement — a  big 

improvement. 

Get  your  hotel  or  restaurant  in  on  the  ground  floor  while  the  article  is 
new.  It  will  eventually  be  found  on  the  tables  of  nearly  all  public  and 
private  dining-rooms. 

TORCAN  FANCY  GOODS  CO.,   Limited 

The  House  of  Service 
77  BAY  STREET,  TORONTO 
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Dixon's  Lead  Pencils 


Eldorado,     "The     Master     Drawing 

Pencil,"     elicits     such     opinions     as 

these:  "Better  than  foreign  pencils," 

from  an  engineer  of  a  big  railroad, 

and,  "I  am  glad  to  congratulate  you 

The  dealer  who  handles  Dixon's  Pencils  gets  business,  satisfies  his  customers, 
and  creates  good-will  for  himself. 


upon  producing  Eldorado,"  from 
twenty-three  prominent  artists. 
Sovereign  for  draughting  and  gen- 
eral use  is  demanded  by  critical  buy- 
ers. Its  popularity  is  growing  very 
fast. 


Vul-Cot 


Would  you  like  to  sell  3,250  Waste 
Baskets  to  a  single  consumer  1  One 
dealer  did  so  recently,  and  he  simply 
let  the  buyer  decide  after  a  compari- 
son of  the  tenders.  A  Canadian  con- 
sumer has  just  ordered  (>  dozen  for 


his  own  use.  Their  outstanding  qual- 
ity explains  why — appearance,  long 
life,  lightness,  solid  sides  and  bottom. 
Every  home  can  use  one  and  every 
business  will  eventually  use  them. 


Sengbusch 


SELF- 
CLOSING 


Ink-Well 


A  prominent  official  in  a  large  hank 
made  this  statement:  "That  is  the 
greatest  inkstand  I  ever  saw.  It  has 
saved  itself  already." 
Air-tight  after  every  dip,  no  clog- 
ging,   no    evaporating,    never    feeds 

Automatic  Pencil 
Sharpeners 

The  wide  range  offers  great  oppor- 
tunity. Every  home  would  buy  a 
"Chicago,"  and  every  office  should 
have  a  "Dexter." 

Easthampton 
Rubber  Bands 

The  highest  grade  raw  rubber  used 
in  manufacture  accounts  for  quality. 
We  could  not  secure  seconds  if  we 
wanted  to.  You  will  have  no  com- 
plaint when  selling  Easthampton 
Bands. 


dusty  or  gummy  ink.  Requires  fill- 
ing once  in  two  to  six  months.  Keeps 
ink  like  a  corked  bottle.  Requires 
cleaning  inside  about  once  a  year. 
They  sell  at  a  good  price  and  give 
good  profit. 

Standard  Crayons 

Daily  inquiries  indicate  growing  in- 
terest. No.  3  Crave]  and  No.  19 
(rest  Light  lead,  and  other  numbers 
will  meet  every  demand  for  school 
use.  Inquire  regarding  Textile  Mill 
Crayons. 

Trussell 
Loose-Leaf  Books 

Other  manufacturers  compliment  the 
manufacturer  on  his  patents.    The  F 

Series  is  the  lowest-] triced  split-ring 
book  on  the  market.  The  J  Series  is 
the  lowest-priced  solid  leather  book 
made. 


A.  R.  MacDougall  &  Co.,  Ltd. 


Canadian   Representatives 
468  King  St.  W.,  Toronto 
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how  is  the  time  to  order 


ENUS 

PENCILS 


Remember,  now  is  the  time  to  prepare  for  September  school  trade, 
for  the  fall  and  holiday  trade — it  isn't  any  too  early.  "Remember, 
too,  that  the  great  industrial  plants  and  commercial  houses  are  ex- 
traordinarily busy  and  there  is  a  very  strong  demand  for  the  famous 
VENUS  Pencils.  You'll  need  more  than  your  usual  supply  of 
VENUS. 


The  VENUS  buyer  is  a  regular  buyer.  He 
knows  the  wonderful  perfection  of  VENUS 
pencils,  he  looks  for  the  distinctive  finish, 
and  he  accepts  no  substitute  recognizing 
that  VENUS  sets  the  standard  for  the 
world. 


To-day  check  through  your  stock.  Re-order 
these  VENUS  Degrees  which  are  running 
short.  It's  much  more  satisfactory  to  have 
what  your  customers  want  than  to  force 
them  to  go  elsewhere  for  it.  VENUS  sales 
for  1918  will  establish  new  high  records. 
Be  readv! 


17  VENUS  black  degrees  from  6B  softest  to   9H    hardest    and    hard    and    medium    copying. 
Catalog,  Prices,  Samples  and  Dealers'  Helps  on  request. 

American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 
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MacLean's  Magazine 

For  MAY 

Canada  at  the  Peace  Conference 

THE  British  Empire  will  have  a  representative  or  representatives   at  the   Peace   Conference.     The 
question  is — Who?     Who  will  be  Canada's  choice?     Will  Canada  have  any  part  in  that  conference 
of  momentous  import?     H.  G.  Wells,  one  of  the  greatest  writers  of  the  age,  has  written  on  the  sub- 
ject of  who  is  to  represent  the  Empire  at  the  Peace  Conference.     He  has  written  this  article  for  MAC- 
LEAN'S MAGAZINE  and  it  appears  in  the  Mav  issue.      (Mr.  Wells  parcelled  this  manuscript  and   ad- 
dressed  it  himself,  for  MACLEAN'S  MAGAZINE.) 

How  Does  a  Retreating  Army  Behave  ? 

GEORGE    EUSTACE   PEARSON    tells   how    in   the  Mav  MACLEAN'S.     Mr.  Pearson  is  a  Princess 
Pat   man,  and   was  gassed  at  St.  Julien.     He  is  now  lecturing  for  the  American  Government  in 
Texas  and  elsewhere.     He  is  a  Toronto  man,  and  his  war  stories  are  of  sensational  interest.     The 
Saturday    Evening    Post   has   published    two    of    his  stories,  and   other  American   magazines  will.      Mr. 
Pearson  is  well  known  to  readers  of  MACLEAN'S    MAGAZINE,  and  this  wonderful  contribution  to  the 
May  MACLEAN'S  will  be  read  with  intensest  interest.     Mr.  Pearson  is  a  wonderful  delineator  of  war. 

Robert  W.  Service  in  the  May  Number 

Service  is  perhaps  Canada's  best  known  poet.  He  is  at  the  front,  and  ever  since  going  there  two 
years  ago  his  verse  has  been  appearing  in  MACLEAN'S  MAGAZINE — a  fine  compliment  to  Canada 
and   MACLEAN'S.     In  the  May  number  he  has  a  stirring  ballad — "The  Twa  Jocks" — great  stuff! 

Stephen  Leacock  is  There,  Too 

Mr.  Leacock  likes  MACLEAN'S.  He  is  loyal  to  Canada.  He  gives  to  the  Canadian  people  the 
children  of  his  fancy — and  he  makes  this  gift  through  MACLEAN'S  MAGAZINE.  "May-time  in 
Mariposa"  is  his  contribution  to  the  May  MACLEAN'S.     Lou  Skuce  illustrates  it. 

A.  C.  Allenson  has  a  Story 

MR.  ALLENSON  is  another  Canadian  whom  the  editors  of  American  magazines  appreciate,  and 
show  their  appreciation  by  buying  his  stories.  Mr.  Allenson  remains  loyal  to  MACLEAN'S  which 
has  been  his  cradle,  as  it  were.  We  rejoice  to  be  able  to  say  that  we  shall  have  many  stories  from 
this  Canadian  short-story  writer.  His  story  in  the  May  MACLEAN'S  is  "Drop  Behind  and  Lose  Two" — 
amusing  and  tender.  W.  B.  King,  a  Saturday  Evening  Post  illustrator,  has  made  the  drawings  that 
accompany  Mr.  Allenson's  story. 

The  Departments  Everybody  Likes 

MACLEAN'S  MAGAZINE  is  liked  by  many  because  it  has  an  admirable  Review  of  Reviews  De- 
partment. This  department  condenses  for  busyreaders  the  best  things  appearing  in  the  leading 
magazines  and  reviews  of  Great  Britain  and  the  United  States.  *  *  *  Women  and  Their  Work  is  a 
department  that  satisfies  women.  Women  are  bearing  so  many  of  the  world's  burdens  nowadays  that 
their  fields  of  endeavor  and  interest  deserve  the  recognition  which  they  receive  in  MACLEAN'S.  ' 
The  Business  Outlook,  The  Investment  Situation  and  The  Nation's  Business  are  departments  valued  by 
the  business  man. 

(Circulation    of   MACLEAN'S    is    now   60,000 — 10,000  rjore  than  it  was  six  months  ago.) 


Booksellers  of  Canada — Give  MACLEAN'S  a  Good  Show.       It  is  a  good  and 
steady  seller,  and  every  copy  sold  puts  something  in  the  till. 
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and  a  good  salesman  can  often  make  the  pen  sale  lead  to  the  sale  of  many 

other  things  than  using  a  pen  suggests.  Ink,  paper,  blank  books,  cards 
and  so  on  up  to  a  filing  system.     It  just  depends  upon  the  salesman. 

For  one  thing  Esterbrook  Pens  can  be  depended  upon  to  give  thorough  satisfaction. 
The  salesman  is  given  confidence  then  to  suggest  that  the  customer  may  require  some- 
thing else. 

Another  helping  factor  is  the  use  of  the  Esterbrook  Counter  Display  Case.  The  cus- 
tomer finds  it  easy  to  select  the  pen  wanted  and  this  helps  to  make  him  more  open  to  a 
suggestion. 

The  pen  department  should  be  made  one  of  the  most  attractive  of  your 
store.  It  presents  unusual  opportunities  for  real  selling  ability  —  and 
real  suggestive  helpfulness. 

We  will  be  glad  to  have  you  write  to  us  for  suggestions  how  to  make 
your  pen  department  more  attractive,  more  profitable.    Write  us  to-day. 

Esterbrook  Pen  Mfg.  Co. 


18-70  Cooper  Street 


Camden,  N.J.,  U.S.A. 


Canadian  Agents  : 

THE  BROWN  BROS.,  LIMITED,  TORONTO,  CANADA 
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The  Most  Amazing  Story  of  the  War 


GUNNER  DEPEW 


FIGHTING     with     the     Foreign     Legion    in    Flanders— On    the    French    battleship 
Cassard — In  the  Gallipoli   Campaign  on  land  and  sea — Captured  by  the  German 
raider    Moewe — Landed    in    Germany    on    the    Yarrowdale — Finally:    Three    grim 
months  of  starvation  and  torture  in  German  Prison  Camps. 

This,  in  brief,  is  the  war  career  of  Gunner  Depew,  a  Sailor  of  the  Legion,  who 
crowded  the  experience  of  a  dozen  lifetimes  into  the  brief  span  of  a  little  more  than 
two  years. 

Maps  and  Illustrations,  $1.50  net 


THIS    FOR    THE 
HUNS  ! 


FICTION  EXTRAORDINARY! 
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The    Wire  Devils.      By  Frank  I..  Packard,   author  of  "The    Adventures  of 

Jimmie  Dale,"  etc $1.40 

"The    Hawk."    indomitable,    courageous    superman,    foiled    the    attempts    of    the    wire 

devils,    but   only   added    t<,    the   confusion    and    consternation    of   the    investigating   sleuths. 

Mystery    and    suspense   are   maintained   to   the    very   end.      The   book    is    a   one   hundred 

per   cent,    thriller,    distinguished    by    all    the    flair   of    the   author   of   the    story    of   situation. 

The    Making   of   George    Groton.      By    Bruce    Barton,    editor   of    "Every 

Week."     Four  illustrations      ....  ...      $1.40 

George  Groton,  the  country  lad.  earning  his  first  dollar  in  New  York,  putting  over 
his  first  business  deal,  elated  over  his  first  "raise,"  climbing  with  many  missteps  the 
ladder  of  success  which  was  not  success  until  he  had  learned  his  lesson,  found  his 
real  self,  and  his  real  life  partner  this  is  essentially  your  story  and  my  story.  The 
characters    arc    people    you    have   met    on    the    street   or    in    the    office   a    score   of   times. 

The   Courage  of  Marge   O'Doone.      By  James  Oliver  Curwond,  author  of 

"Baree,  Son  of  Kazan,"  etc.  Frontispiece  in  color,  by  Lesier  Ralph.  .  .  .  $1.40 
A  new  novel  in  which  James  Oliver  Curwood  again  proves  himself  a  born  story- 
teller. It  opens  on  a  train  stalled  in  the  snows  of  an  Arctic  night.  It  ends  with  a 
night  encampment  and  a  strange  meeting  far  from  civilization.  Between  beginning 
and  ending  are  crowded  exciting  incidents  in  a  land  where  heroism  and  danger  are 
the    daily    routine. 

Pieces  of  Eight.    By  Richard  LeGallienne.     A  novel.   Four  illustratiors $1.40 

A  modern  tale  of  buried  treasure  and  the  West  Indies — of  brave  men  and  perils 
encountered  in  a  glamorous  quest  for  doubloons,  in  moonlit  caverns  of  the  tropic  sea. 
And  dark  eyes  flash  as  dangerously  as  daggers.  Here  is  action  and  plot  which  will 
hold    the    most    confirmed    novel    reader. 

The  Hope  Chest       By   Mark    Lee   Luthfr,  author  of    "The  Crucible, "etc  . 

Frontispiece  by  James  Montgomery  Flags;   $1.50 

When    Tom    Ballantine    married    the    prize    beauty    in    his    millionaire    father's    chain 

of    candy    stores,    there    began    a    series    of    romantic    adventures    decidedly    not    of    the 

melodramatic  sort.     Here  is  a  social  comedy  of  a   high  order  to   please  the  most  exacting 

reader. 

His  Daughter.      By  Gouverneur  Morris.     Color  Frontispiece  and  Jacket  by 

C.  Allan  Gilbert $1.35 

After  a  series  of  intrigues — so  that  the  only  true  quality  in  her  hero's  life  is  his 
intense  love  for  Ellen,  his  daughter — both  he  and  his  loyal  wife  plunge  into  the  war. 
he  as  aviator  and  she  as  nurse,  and  in  the  ordeals  which  there  confront  them  the  dross 
of  his  nature  is  destroyed  and  he  is  able  to  make,  in  some  measure,  reparation  and  to 
regain   at   last   both   his   wife's   respect  and   his  own. 

The  Moving  Finger      A    Detective'  Story.     By    Natalie   Sumner   Lincoln. 

Illustrated $1.40 

"The   Moving   Finger"   is   a   novel   of  mystery  beginning   with   a   murder.     The   reader 

follows    page   after   page    with    breathless  interest,   the   unfolding    of   the   plot   as   suspicion 

falls   first   upon   one   character  and   then  upon    another  until   the   final   denouement   which 
is    as    unexpected    as    it    is    startling. 

Five   Tales.     By  John  Galsworthy.     Author  of  "Beyond,"  etc    $1.50 

In  these  stories  Mr.  Galsworthy  returns  to  the  type  of  character  which  he  so 
masterfully  depicts  in  those  great  stories  of  English  social  life — "The  Man  of  Property," 
"The  Country  House,"  etc.  In  fact,  the  reader  familiar  with  those  earlier  works  will 
welcome  an  old  acquaintance  in  "Indian  Summer  of  a  Forsyte" — a  name  which  stands 
for  the  conservative,  intensely  respectable,  prosperous,  and  socially  established  man. 
Each    story    is    built    around    a    single    dominant    character. 

Drowsy.     By  John  Ames  Mitchell,  author  of  ''Pandora's  Box,"  etc $1.50 

The  famous  editor  of  "Life"  returning  to  a  field  in  which  he  is  a  proved  master, 
gives  us   an   extraordinary   novel   of   a  woman   and   a    lover  with   a   strange   inheritance. 

His  Own  Home   Town.     By  Larry  Evans,  author  of  'Once  toE\ery  Man," 

"Then  I'll  Come  Tack  to  You,"  etc $1.40 

The  intense  story  of  a  man  fighting  back  against  great  odds  in  his  home  town  ; 
which  has  reviled  him,  and  who  lives  to  see  it  grovelling  at  his  feet  in  the  end.  Four 
illustrations    by    Harvey    Dunn    and    wrapper    in    color. 
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IN  FRONT-OVER  THE  TOP 

Copp-Clark  Covers 


On  this  page  are  shown  eight  of 
our  new  Exercise  Book  and 
Scribbler  covers. 

They  are  as  usual  characterized 
by  unsurpassed  merit  in  coloring 
and  designs;  also  in  the  quantity 
and  quality  of  paper  inside  the 
covers. 

In  these  stirring  times  Patriotic 
and  Warlike  scenes  command 
the  largest  sales  among  school 
children.  We  have  provided 
some  magnificent  covers  in  these 
respects. 

Our  travellers  are  now  on  the 
road  with  these  samples.  Be 
sure  you  see  them  before  plac- 
ing orders.    The  prices  are  right. 

Samples  and  prices  mailed  on 
request. 


Battle  in  the  Clouds 

British  Tank  in 

Action 

The  Pirates  Finish 

His  Bit 


Morning  Greeting 
Bubbles 
Family  Cares 
Fishing 


THE    COPP,  CLARK    COMPANY,   LIMITED 

517  FRONT  ST.  WEST,  TORONTO 
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Rising  Costs  Attack  Profits 

More  than  Ever  Before  Merchants 
Must  Guard  Every  Cent  of  Profit 

MERCHANTS  today  are     lt  safeguards  every  cent  of  profit  that 
face  to  face  with  sev-   they  can  make 
eral  difficult  problems,  the   It  conserves  their  prof it  by  preventing 

mOSt    important    Of    Which     iosses,    by     eliminating     mistakes     in 
is  the    rising  COSt    Of    mer-     change,  by  recording  all  charge  trans- 

chandise.  actions. 


In  many  instances  these 
rising  costs  are  hard  to 
pass  on  to  the  customer. 

Consequently  the  merchant's  margin 
of  profit  is  lessened. 

Merchants  find  the  use  of  a  National 
Cash  Register  helps  greatly  in  solving 
this  serious  problem. 


It  reduces  overhead  by  making  clerks 
more  efficient,  speeding  up  store  ser- 
vice, reducing  the  number  of  clerks 
required  and  the  deliveries  to  be  made. 

It  relieves  the  merchant  of  details  and 
worry,  giving  him  more  time  to  con- 
sider his  purchasing  and  market  prob- 
lems. 


The  National  Cash  Register  Co.,  of  Canada,    Ltd 
■  Toronto,  Ont. 

Plea**  send  me  full  particulars  of  your  latest  model 
cash   register  and    tell    me  how    it  will   help    me  in  my 


I 


business. 
Name- 


Business- 
Address- 


The  National  Cash 
Register  Co.  of 

Canada.  Limited.  Toronto 
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Permanency 


The  United  States  Government  has  contracted  for  many   thousand  boxes  of   "PREST-O-INK"   tablets, 
the  inflexible  specifications  being  A  PERMANENT  RECORD  INK  TABLET.     "PREST-O-INK" 

tablets  are  guaranteed.     The  composition  and  our  manner  of   manufacturing  these  tablets  make  it  possible 
for  them  to  be  kept  for  years,  even  subjected  to  atmospheric   exposure,  without  the  slightest  deterioration. 

PREST-O-INK  TABLETS 

WRITE  TO-DAY  FOR  SAMPLES  AND  PRICES 

"PREST-O-INK"  tablets  are  put  up  in  the  following  sizes  : 
Writing  ink  tablets,  black  and  red  Fountain  pen  ink  tablets 

32  tablets   in   box,   making  one  quart  writing  ink.     40  small  tablets  in  box.  each  small  tablet  for  one  filling. 


Presto  Chemical  Company,  49  Fulton  Street,  Brooklyn,  N.Y. 

"The   Originators  of  Ink   Tablets" 

Capacity  exceeds  15,000,000  tablets  per  week 


Fine  Inks  and  Adhesives 

FOR  THOSE  WHO  KNOW 


I 


Higgins' 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 

Are  the   finest  and  best  Inks  and  Adhesives 

# 
These  manufacturers  have  a  unique  standing  among  discriminating  consumers, 
the  ready-money  kind  who  know  what  they  want  and  are  willing  to  pay  for 
it.     They  are  worth  catering  to. 

CHAS.  M.  HIGGINS  &  COMPANY,  Manufacturers 

271  Ninth  Street  -  -  BROOKLYN,  N.  Y. 

Branches  :   Chicago,  London 
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DOMINION 

BLANK  BOOKS 

A  complete  Canadian-made  line  of 
School  and  College  Exercise  Books, 
Memos  and  3,  (>  and  7-ring  I «oo si- 
Leaf  Books. 

Our  equipment  is  being  constantly 
increased  and  the  range  of  our  pro- 
ducts expanded. 

We  can  give  the  Canadian  stationery 
trade  prompt  and  satisfactory  ser- 
vice on  the  above  mentioned   items. 


Sc 

2* 

0  u  r  n  e  \v 
catalogue  is 
now  on  the 
press.  Send 
in  your  re- 
quest for  a 
copy. 


VI 


Dominion    Blank 
Book  Co.,  Limited 

Berthierville,  Que. 


BLANK  BOOKS 


Columnar  Books 

The  National  List  of  Col- 
umnar Books  offers  line  for 
line,  measure  for  measure, 
exactly  the  shapes,  sizes  and 
rulings  your  customers  must 
have  in  their  office  systems. 
Substantially  bound  in 
American  Russia  backs  and 
corners,  with  black  cloth 
sides. 


Send  for  a  supply  of  the 

Multi-Column  Book 

Folders. 


NATIONAL 
BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 
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EBERHARD  FABER 

NEW  YORK 

RUBY  RUBBER  BANDS 

IN  ENVELOPES 

METAL  CABINET 

Handsomely  Lithographed  in 
Colors.  There  are  six  compart- 
ments each  containing  1  dozen 
envelopes  of  five  popular  sizes 
and  one  of  assorted  sizes  of 
RUBY  BANDS. 

Seventy-two  envelopes  of  the 
famous,  brilliant  red  RUBY 
RUBBER  BANDS. 

Saves  time  and  trouble  in  selling. 
Does  away  with  counting  and  weigh- 
ing. Just  hand  the  customer  an 
envelope  of  the  size  selected  from 
illustrations  on  front  of  cabinet. 


lNo.l2R 


Alway  ■ — 
live  note* 
for  quick 
reference. 


Each    Memo    on    a   Perforated    Coupon 

Tear  it  out  when  attended  to. 

No  lost  data,  no  searching  through  obsolete  notes. 
Therefore,  no  excuse  for  forgetting.  Without 
doubt  the  handiest  memo-book  made.  Everybody 
needs  it.  High  officials,  superintendents,  pur- 
chasing agents,  department  managers — also  all 
other  business  men  and  women,  society  women, 
shoppers,  clergy,  faculty,  students. 

Easy  to  Sell  -  Good  Profit 

Reminder  with  extra  filler  and  handy  pocket  in 
cover. 


Introduce  it 
NOW 


SELLING  PRICES  IN  U.S.A.              3x5  8'/2"x7" 

Handsome    Black    Leather    $1.00  $1.25 

Seal  Grain  Cowhide  or  India  Calf.  .      1.50  1.75 

Genuine  Seal  or  Morocco    2.00  2.50 

Ladies'    Shopping    Reminder,   2%    x 

3%,  with  pencil  and  extra  filler.  .  1.00 


EXTRA  FILLERS 


Size  3"x5"  (4  coupons  to  a  page) 70c  per  dozen 

Size  3'/2  "x7"  (6  coupons  to  a  page).  .  .  .90c  per  dozen 
Size  2%  "x3%"  (3  coupons  to  a  page).  .60c  per  dozen 
Name  in  gold  on  cover    25c  extra 


Dealers. — We   have  a   very   inviting   discount   to   offer  you   on  the   above   retail   prices. 

Write  for  it. 


ROBINSON  REMINDER 

ROBINSON  MFG.  CO.,  74  ELM  STREET,  WESTFIELD,  MASS. 


Nationally  Advertised  in 
Canada 
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ENLOWCO.,  Inc. 

Manufacturing  and  Contracting  Stationers 
ONE  OF  OUR 

Famous  ENLOW  Specials 

at  attractively  low  prices,  is 

MARQUIS  POUND  PAPERS 

A     splendid     grade     of    cloth     finished    stock.     Will 
prove  PERMANENTLY  POPULAR  with  your  trade 

Also  remember,   we  carry   a   complete  stock  of 

LEAD  PENCILS 

Come  in  and  see  us.     Make  this  your   headquarters 

ENLOW  CO.,  Inc. 

JAMES  H.  EINSTEIN,  President 
362  Broadway,  at  Franklin  Street,  New  York 
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ALL-CANADIAN 

When  you  sell  a  S^l^G  RING  BOOK  your  customer  is  getting  a 
STRICTLY  CANADIAN  product  in  every  respect.  The  metals  are 
MADE  IN  CANADA  from  raw  materials,  not  merely  assembled  here 
from  parts  that  are  foreign. 

The  binding  is  done  in  CANADA  and  all  the  raw  material  that  can  be  had 
here  is  bought  in  this  country. 

The  paper  from  which  our  Indexes  and  Sheets  are  made  is  strictly  a  Cana- 
dian product — the  best  that  we  can  secure. 

The  work  is  done  by  our  people  who  have  now  had  three  years'  experience 
and  KNOW  HOW  Loose  Leaf  MUST  be  made  to  be  just  right.  The 
workmanship  in  our  covers  is  such  as  cannot  be  had  elsewhere  in  CAN- 
ADA, and  is  equal  to — or  better  than — any  to  be  had  anywhere. 
We  use  only  the  best  materials,  the  best  glue  and  the  best  labor.  Our  pro- 
duct has  proven  to  be  ENTIRELY  satisfactory  to  stationers,  large  and 
small,  all  over  Canada.  Our  prices  are  fair  in  every  respect.  Our  product 
is  guaranteed. 


Two  Styles 
Flexible 


K** 


*£^» 


Two  Styles 
Stiff 


IS  THERE  A  REASON  THEN 

why  YOU  should  sell  anything  except  this  line? 

If  there  is  WE  want  to  know  what  it  is.  Write  us  or  tell  our  travellers.  We 
believe  we  can  prove  that  there  isn't  a  single1  reason  under  the  sun.  Give  us  that 
opportunity. 

OUR  LINES 

Memos,  Ring  Books,  Note  Books,  Steno  Note  Books,  Price  Books,  Ledgers,  Sec- 
tional Post  Binders,  Post  Binders,  SHEET  HOLDERS,  DESK  PADS,  OFFICE 
PUNCHES,  DIARIES,  RECIPE  BOOKS,  and  LEATHER  GOODS. 

Made  in  Canada  and  Made  Right. 


StSSS&G 


Luckett  Loose  Leaf,  Limited 

539-543  KING  ST.  WEST,  TORONTO,  ONTARIO 


StfjSL&G 
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A  Real  Good 

Selling  Line 

The  Scribe  Pen 


(Trade   Mark) 


Specially  adapted  for  Craft 
Writing,  Ticket  Writing, 
Poster  Work  and  Parcel 
Addressing. 

Price  3ct.   each  net. 

This  pen  is  being  used  by 
all  leading  Craftsmen  and 
Writers. 


1  o  be  obtained  from  all 
Wholesale  Stationers  or  direct 
from  the  makers. 

JOHN  HOGG 

13  Paternoster  Row,  London,  E.C.4 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and   Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:  — 26-27  Ivy   Lane,   Paternoster  Row.  E.C.  4 


Inkstands 

of  all  styles 


MA  NUFA  CTUREDBY 


Frank  A.  Weeks 
Mfg.  Co. 

93   JOHN    STREET 

New  York  City,  N.Y. 

Canadian  Jobbers  handle  our  lines. 


Every  Day  and  Legal  Blank  Files 


VJ 


Needed  in  every  up-to-date  office.  Sub- 
stantial and  attractive.  Papers  may  be 
filed  by  names  or  the  lettered  tabs  may 
serve  as  an  index  to  the  use  of  the  vari- 
ous compartments,  such  uses  being  noted 
on  the  index  sheet  inside  of  front  cover. 
Show  these  efficiency  makers  to  your 
trade  and  see  them  sell. 

Our  illustrated  list  describes  this  and 
our  other  office  supply  lines  in  detail. 
Copy  will  be  mailed  you  fall. 


,Tbc  Slck^n)kke(?o.Et6. 

STRATFORD,  ONT.    . 


V 
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NEW  LIBERTY  SERIES  iiiiiimiiii miiihih 

Books  of  Notes,  Drafts,  Money  Receipts  and  Checks 


32  t\pf!Kl<ttlrEm 


I>OI  l.MtH    | 


!    1 


This  is  a  brand  new  line  of  lithographed  notes,  draft.*,  money  receipts  and  checks — a  lime  that  we 
can  say,  without  hesitation,  is  the  greatest  value  for  the  money  ever  offered  to  the  trade. 
These  books  contain  100  leaves  of  fine  bond  paper  and  are  neatly  hound  in  black  Morocco  leather- 
ette sides,  black  cloth  back,  still'  covers.     The  books  retail  for  25  cents  each. 

The  hooks  are  packed  one-half  dozen  in  a  box  and  special  provision  lias  been  made  for  taking 
care  of  orders  where  an  imprint  is  desired.  We  can  not  only  guarantee  quick  service,  but  where 
an  order  for  one  gross  or  more  of  any  particular  number  is  placed  no  charge  will  be  made  for  the 
imprinting. 

Numbers  and  Size 

R-760  Receipts    with     stub     3 «/,  x   10%.  100   leaves 

N-760  Notes    with    stub    3</i  x  10%,   100  leaves 

D-760  Drafts    with    stub     31/,  x   10%,  100  leaves 

C-760  Checks    with    stub    3>/,  x  10%,   100  leaves 

BOORUM  &  PEASE  COMPANY 

Hudson  Avenue  and  Front  Street,  Brooklyn,  N.Y. 


109-111    Leonard   Street 
New  York 


Salesrooms: 
Republic   Building 
Chicago,  111. 


Old  South  Building 
Boston,  Mass. 


4000  Laclede  Avenue 
St.  Louis,    Mo. 


KEATING  m  KARDS 

For  all  occasions. 

Steel  engraved  throughout. 

Cheerful  in  color  and  sentiment. 

Known  for  quality  and  beauty  of  design. 

Send  for  samples  of  our  new  Birthday,  Congratulation 
and  Wedding  Anniversary  Line.  A  bright  Birthday 
card  means  a  lot  to  folks  just  now. 

THE  KEATING  COMPANY 

Manufacturing  Engravers 

PHILADELPHIA,  U.S.A. 
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The  display  stand 
is  eye-catching  and 
the  pencils  are  good 

They  are  Cane's  Canadian- 
made  Pencils,  tipped  and 
finished  in  six  different 
colors. 

The  display  stand  will  draw 
your  customers'  attention  to 
them,  make  the  sale  easy 
and  keep  the  stock  moving 
briskly. 

of  pencils,  one  half  of  which 


sticks 


up — sure  eye-catchers. 

Your  wholesaler  will  supply  you  with  one  of 
these  counter  displays.    Ask  him.' 


The  Wm.  Cane  &  Sons  Co.,  Limited 

NEWMARKET,    CANADA 


Paper  has  advanced   100/^ 
and  more,  yet 

Our  Value  is  Unaltered 

PICTURE    POSTCARDS 

Birthdays     Easters     Comics      Heather     Relatives 

Xmas  and  New  Year     Studies     Greetings 

Lovers     Lucky   Black   Cats 

St.  Patrick's  Day 

Specialty:  Local  View  Printing  from 
customers'  originals. 

New  Collection  of 

CHRISTMAS  FOLDING  CARDS 

$1.00   to  $7.00  per  gross. 

now  ready  **r  WONDERFUL  VALUE!!! 

Writing   Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cabinets 

Birthday  Folding  Cards 

Terms:      Goods  shipped   through  London    Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 


The 

"PHILCO" 


Holborn  Place 


PUBLISHING 
Co 

London,  W.C.I.   Eng. 


Cable  Address:     "  Philcoco."  London 


Write  to-day  for  the 

Polar 
catalogue 


IT  will  put  you  in 
touch  with  the 
best  selling  line  of 
office  needs  on  the 
market.  There  are 
m  a  n  y  Polar  ar- 
ticles from  the 
Non  -  Shine  Chair 
Pad  down,  and 
everyone  of  them 
is  a  money-maker 
for  the  store  that 
carries  it. 

Write    to-day   for 
catalogue. 


Desk    Reminder 


Polar  Manufacturing  Company 

1 0 1  - 1 07  N.  Marshall  St.     Philadelphia,  Pa. 

Members  of  National  Association  of  Stationers  &  Manufacturers 
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/I 


Here  are  good  live  lines 

you  can  sell  readily 

and  profitably 


/ 


\ 


THE  WHITNEY  LINE  Cor- 
respondence Cards,  Greet- 
ing Cards  and  Folders,  Place 
Cards,  Post  Cards. 

THE    GABRIEL   LINE,    the 

World's    Leading    Line    of 
Children's  Picture  Books. 

BOOK   TOYS.     The   popular 

and     fast-selling    Valentine 
series,  books  that  rock,  etc. 

THE  GIBSON  LINE  of  tags, 
seals  and  postcards. 

CHRISTMAS  AND  NEW 
YEAR  BOOKLETS.  Ex- 
clusive sale  for  Canada  of 
two  British  and  three  United 
States  publishers  —  leaders 
in  their  respective  fields. 

SNAP  SHOT  ALBUMS. 

Betts'  Famous  Roval  Series. 


THE  MILTON  BRADLEY 
Games  and  Home  Amuse- 
ments. 

THE     EMBOSSING     CO.  'S 

Blocks,  Dominoes,  Checkers 
and  Chess. 

DONOHUE'S  Books  for 
Children. 

THE  WINSTON  J  u  v  (nil  e 
Books. 

PLAYING  CARDS,  Bicycle, 
Congress,  etc.,  made  iu  the 
Canadian  factory  of  the  U.S. 
Playing  Card  Co. 

GOLDSMITH  Painting  Books 

BELLS,  TINSEL  CORD, 

RIBBONZENE  and  CHRIST 

MAS  TREE  ORNAMENTS 


VaLEMIKE'3  5ERIE9 

TOST  ^£2^  CARDS 


ITHROU'CHQUT, 


New  Lines  of  Comic  Postcards,  Birthday  Postcards,  Patriotics, 
War  Pictures  and  in  Seasons  Postcards  we  have  unquestionably 
the  largest  range. 

ROTARY  COLORED  REAL  PHOTO  POST  CARDS. 

Valentine  &  Sons  United  Publishing  Co.,  Limited 

TORONTO  MONTREAL  WINNIPEG 
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It's  the 
Little 
Sales — 


thai  create  volume  and  steady  customers. 
Live  stationer-  everywhere  are  building 
big  "repeat"  business  <>n 

EKONOMY  INKiWAFtRS 

Constant  demand  from  Army  and  Navy, 
Travellers,  School-,  Officers,  Railroads, 
etc.  Guaranteed  higher  quality,  free  from 
"filler."  Make  more  ink  than  rated  capa- 
city. Dissolve  instantly  and  completely. 
Packed  under  dealer's  label,  in  boxes  or  in 
bulk,  if  desired. 

FOUR   SIZES: 
No.    1— For    Fountain     Pens  No.  .1 — Makes    1    oz.   ink 

No.   2 — Makes    Vfe    oz.    ink  No.   4 — Makes  2  oz.   ink 

Sample*  Free  to  ReliabU  Concerns. 
Commercial    Laboratories,    Inc. 

NEWARK  Dept.  10  NEW  YORK 


A  10c. 
Line 


seller, 

Send  for 

samples- "for   after   the    war. 

Herbert  Terry  &  Sons,  Ltd. 

TheSpring'  and  Presswork  Specialists 
REDDITCH     ENGLAND 


TERRY'S 

Patented    or    Registered 

Pen   or  Pencil   Clip 

clips  edge  of  pocket, 
n  or  pencil    is   inserted 
expanding  spring. 
rful 


\. 


We   have    had 

over  60  years' 
experience  in 
spring  makng 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and   prices  of  the  famous 


"Rob  Roy 
Pen 


99 


It    is 

made 

of     fine    steel 

writes     easily 

and  smoothly   and 

suits     almost     a  n  y 

band.  "Rob  Roy"  1'ens 

are    made    in    one    of    tbe 

best     equipped      factories     in 

Birmingham.    Eng. — the   home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing  pen 


Manufactured  by  the  proprietors  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


The  Eaton,  Crane  &  Pike  Co. 

HOLIDAY 
LINE 

of  fine  stationery  is  READY 

This  season's  gift  numbers  are  wonderfully 
attractive.  Refinement — delicacy  of  em- 
bellishment— artistry  in  make-up  and  box- 
ing— these  are  all  details  which  enhance  the 
appearance  of  a  line  of  papers  that,  widely 
advertised,  are  favorably  known  wherever 
quality,  style  and  correctness  in  writing 
papers  is  demanded. 

The  new  Holiday  Line  undoubtedly  will 
enthuse  you  just  as  it  has  enthused  us.  It 
will  appeal  tremendously  to  your  custom- 
ers; it  is  well  worth  waiting'  to  see. 

Our  representatives  are  starting  over  their 
territory  now;  they  will  call  upon  you  with 
the  line  very  shortly. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 

Toronto  Office:   266  King  Street,  West 


TOY  PROFIT 

There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and    window   dressing,   where    to   buy   stock,   etc. 


<< 


PLAYTHINGS  " 


of   the   tov    trade. 
,AR  AND"  FIFTY 


each   month   has   all   the   news 

Subscription   price  ONE  DOLL^ 

CENTS  a  year  postpaid. 

Subscribe   now  and  join   those   who   are   keeping 

up-to-date  and  in  the  swim. 


A  sample  copy  free  if  requested. 

McCREADYfPUBLISHING  CO.,  ' 


4z& 

> 

Japanese  Pictures 

By    Old    and    Modern    Great    Masters, 
Colour    Prints,    Calendars,    Christmas 
Cards,    Picture    Post    Cards,    Stencils, 
etc. 

All  kinds  of  Stationery  Goods,  Japan- 
ned   Pen    Holders,    Pencils,    Fountain 
Pens,    Pencil    Boxes,   Celluloid    Goods, 
etc. 

All  kinds  of  Japanese  Toys,  Celluloid 
Dolls,   Wood    Toys,   Metal   Toys,   etc. 
Write     to-day    for     catalogue    telling 
particulars    of    what    you    require. 

S.  K.  HOSHINO  &  CO. 

20.  Yumicho,  Kyobashi-Ku     TOKYO,  JAPAN 

8   Fast   12th  Street 
NEW  YORK 
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The  American 
Gelatine  POST  CARD 


PLATINO,  SEPIA,  or 
HAND  COLORED 

—MADE  TO   ORDER- 
ASK  FOR  PRICE  LIST  AND  SAMPLES 


These  are  Post  Cards  of  distinction  that  sell  readily 
and  add  prestige  to  the  stores  that  handle    them. 


I 


THE  ALBERTYPE  CO., 


250  Adams  Street 

BROOKLYN,  N.Y. 


"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting.        I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my   final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection.  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy   toilers   who  are  my  constant   friends?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


<<2N963^/ 


't'^FH  TRADE 

(rayol 

^^/  MARK  J 


*G0U>  MEDAi.  ^ 

Six  \§MTO§j§/  C010"5 

SCHOoKMrAYONS 

f°R  EDUCATIONAL  COLOR  *°>*l 


Gold  Medal 
Crayons 

FOR  EVERY  USE 

School  and  Home 

Wax,     Pressed     and     Pastel 

Drawing  Crayons 
Lecturers'   Chalk   Sticks 
Dustless  Blackboard  Crayon 
White    and   Colored    Black- 
board Chalk 
I  Slate  Pencils,   Etc. 

MADE  BY 

BINNEY  &  SMITH  CO. 

NEW  YORK 

Office  and 

Factory 

Lumber  Crayons 

Textile  Chalk 

Tailors'  Chalk 

Marking    and 
Checking  Crayons 

Carpenters'  Chalk 


Send  for  Price 
List,   Catalog 
and  Samples 


1 


"AA"  Lever  Self-Filling 

Frmnf  oin  Pa«o  Can  be  conveniently  filled 
1  UUillalll  iCllb  from  any  ink-well  or  bottle 


These  pens  have  many  distinctive 
points  of  advantage.  The  lever  fill- 
ing device  is  simple  and  positive  in 
action,    and    its    construction    is    such 

that  it   will  not   get  out  of  order.     Of  superior  construction  and   design   throughout.     The 

"A.A.      Pen    will   please  your    most    fastidious   customer. 

Prices,   Trade   Discounts  and   information   on   special   assortments   upon    request. 

MODERN   PFN    fO      17°  Broadway         Can.  Representative:  A.   R.  MacDougall 
U      L1U1    rC,n    V'U*    N.Y.City.N.i"  &  Co..  266  King  St.  W..  Toronto.  Canada 
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Success  and  Your  Associates 

ALWAYS  associate  with  men  who  are  earning  more  money  than  you  are.  Such  is 
the  advice  given  by  a  man  whose  name  is  known  the  world  over  for  his  own  suc- 
cess and  the  business  which  he  created.  It  is  good  advice  of  a  certainty,  but  we  are 
not  urging  that  it  is  the  best  advice.  At  the  same  time  it  is  wise  to  associate  with  better  or 
bigger  men  than  you  are  yourself,  because  you  are  likely  to  be  lifted  up  to  their  levels. 


Most  of  us  would  probably  like  to  be  the  intimates  of  J.  P. 
Morgan,  or  of  John  D.,  or  of  Charlie  Schwab,  or  Canny  An- 
drew. If  we  had  a  speaking  acquaintance  with  John  Wana- 
maker,  or  Lord  Beaverbrook,  or  Lord  Shaughnessy,  and  with 
other  distinguished  and  successful  men,  we  would  take  com- 
fort from  the  fact. 

And  most  of  us  would  feel  rather  small  and  uncomfortable  if 
we  were  placed  beside  President  Woodrow  Wilson  at  a  dinner 
table,  or  beside  Sir  Robert  Borden,  Sir  Herbert  Holt  or  Thomas 
Findley.  And  the  reason  would  probably  be  that  we  know  so 
little  of  the  knowledge  that  really  counts.  If  these  great  men 
engaged  us  in  conversation  we  would  probably  find  ourselves 
knowing  very  little  about  the  things  that  matter. 

This  will  illustrate  the  point: 

Here's  a  true  story.  A  Toronto  manufacturer  found  himself  on 
a  train  going  to  Albany  in  company  with  a  number  of  dis- 
tinguished Americans  about  to  attend  the  inaugural  ceremonies 
of  a  State  Governor.  A  washout  led  to  a  delay,  and  the 
Canadian  was  thrown  into  close  association  with  senators  and 
congressmen  and  prominent  lawyers.  They  bantered  the  little 
Canadian  about  Canada.  He  had  the  pluck  of  a  bigger  man. 
He  had  been  a  constant  reader  of  THE  FINANCIAL  POST. 


and  had  absorbed  many  facts  about  Canada.  He  surprised  his 
American  travelling  companions  with  his  positive,  well-in- 
formed and  wide  knowledge  of  Canada.  When  the  company 
reached  Albany,  the  Canadian  was  persuaded  to  attend  the 
ceremonies  and  was  introduced  as  the  man  who  knew  all  about 
Canada.  The  Governor  was  interested  in  Canada,  and  said  so, 
and  the  little  Canadian  found  himself  telling  the  story  of  Can- 
ada very  ardently  to  a  very  attentive  listener,  much  to  the 
amusement  of  his  friends  who  introduced  him. 

This  man  made  a  hit  on  that  journey,  and  many  friends.  One 
of  the  company  gave  him  a  stock  market  tip  worth  a  fortune. 

The  point  of  this  story  is:  You,  as  a  Canadian,  can  make  your- 
self informed  very  fully  and  intelligently  if  you  become  a 
regular  reader  of  THE  FINANCIAL  POST.  You  can  make 
yourself  a  worthy  companion  and  intimate  of  presidents  and 
magnates.  The  world  likes  to  listen  to  men  who  know  some- 
thing well,  and  who  can  talk  interestingly  and  informingly  on 
the  subject  of  their  study. 

You  can  become  worth  listening  to  if  you  know  your  Canada 
well.  And  you  can  get  the  kind  and  amount  of  knowledge 
concerning  Canada  which  will  make  you  interesting  to  others 
if  you  will  read  THE  FINANCIAL  POST  regularly  each  week. 


TF  you  read  THE  FINANCIAL  POST  REGULARLY  you  will  find  yourself  keep- 
-1  ing  company  with  the  highest  paid  staff  of  editors  engaged  on  any  publication  in 
Canada — trained  men  who  know  how  to  make  others  know  what  they  know  and  learn. 

You  will  find  yourself  living  in  a  most  interesting  world — the  great,  throbbing  world  of  busi- 
ness. You  will  have  your  thoughts  tremendously  stimulated  and  helpfully  directed.  You 
will  find  yourself  becoming  a  fit  table  companion  for  big  men  — ■  this  because  you  will  have 
knowledge  of  a  quality  that  will  keep  you  from  shame. 

What  is  it  that  keeps  you  and  THE  POST  separated?  It  cannot  be  its  subscription  price  of 
$3.    Probably  it  is  because  you  are  not  very  well  acquainted  with  this  paper. 

We  are  going  to  put  it  to  you  this  way:  If  you  have  the  desire  to  be  worthy  of  association 
with  big  men.  then  prepare  yourself  for  such  association  by  reading  THE  POST,  and  to 
make  acquaintance  easy,  we  provide  the  coupon  helow.  It  offers  you  THE  POST  for  four 
months  for  a  dollar  hill. 


The  MacLean  Publishing  Company,  Limited, 

Dept.  B.S.,  143-153  University  Avenue,  Toronto. 

Send     me     THE  FINANCIAL  POST  for  four  months  for  One  Dollar.    Monev    enclosed 

us  to  be  remitted 

(Signed) 
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BOOKSELLER  AND  STATIONER 


Loose  Leaf  Columnar 
Books 


JANUARY    SALES 
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Most  business  houses  desire  records 
of  itemized  expenses  and  records  of 
different  departments.  The  use  of 
the  columnar  ruled  sheets  illus- 
trated is  an  extremely  efficient  way 
of  carrying  these  records.  The  size 
is  a  very  convenient  one,  being  12" 
x  9V2". 

The  binder  for  this  outfit  is  made 
in  black  fabrishote  back  and  corn- 
ers, with  black  cloth  sides,  nicely 
finished. 

Special  attention  is  called  to  form 
called  "Recapitulation  Form."  This 
is  laid  out  for  twelve  columns,  in 
which  monthly  reports  are  entered 
and  a  separate  column  for  the 
totals  for  the  twelve  months.  It  is 
a  form  which  will  be  found  particu- 
larly advantageous  for  sales 
records,  purchase  records,  factory 
records,  etc. 

Another  good  form  is  the  "4 
Column  Reverse"  illustrated  above, 
which  can  be  advantageously  used 
for  cash  receipt  and  disbursement 
records. 


Boorum   &   Pease   Loose    Leaf   Book   Co. 


Makers  of  "Standard"  Loose  Leaf  Devices 


109-111  Leonard  St..  New  York 


Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 

Old  South  Bldg..  Boston.  Mass. 


Salesrooms: 
Republic  Bldg.,  Chicago.  111. 
4000  Laclede  Ave.,  St.  Louis.  Mo 


Everyone  Stops 
for  CICO  Paste 


CARTER  INX 

Mucilage  and  Paste 


Made  in  Canada 


THE  CARTER'S  INK  COMPANY 

655  Drolet  Street  -  MONTREAL,  QUE. 
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"Always  Something  New" 


"\ 


Local  View  Post   Cards 

There  is  a  big  demand  for  local  views  of  all  kinds,  and 
we    have    excellent    facilities    for    delivering    these.      The 

Real  Photo 

lines  we  can  ship  three  days  after  receipt  of  your  order, 
and  we  can  make  them  up  in  quantities  of  125  or  250  of  a 
view.      The 

Black  and  White 
Collotype 

we  can  deliver  about  four  weeks  after  we  receive  your 
order.  These  we  can  make  up  in  lots  of  one  thousand  of 
a  view.  For  both  lines,  we  can  reproduce  from  any  good 
photograph    or    kodak    film,    post    card    size    or    over. 

WRITE    FOR    OUR    LATEST    QUOTATIONS 

Rumsey  &  Co.,  Limited 

POST  CARD  SPECIALISTS 
1528  Queen  Street  West,       Toronto 


J 
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BOOKS E L L  E R    AND    ST  A  T I  0 N E R 


BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina   Ave..   Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 
AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


Lonsdale  &  Bartholomew, Ltd. 

Publishers  of  the 
Famous  "ART" 
Ser ies  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street     -    Montreal 


Please  Mention 

this  Paper  when 

writing  to 

Advertisers 


ART   SUPPLIES. 

Artists'    Supply    Co.,   77    York    St.,    Toronto. 

A.    Ramsay   &   Son   Co.,  Montreal. 

Geo.    M.    Hendry    Co..    Limited.    215    Victoria    St., 

Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 

Geo.   M.   Hendry   &   Co.,  215   Victoria   St.,   Toronto. 

BLANK    BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn.   N.Y. 

Brown    Bros.,    Ltd.,   Toronto. 

Buntin.    Gillies   &   Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville.    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The   Copp,    Clark   Co..  Toronto. 
Warwick    Bros.    &   Rutter.   Toronto. 

BLOTTING   PAPERS. 

The    Albemarle    Paper   Co..    Richmond,   Va. 
Beveridge    Paper    Co.,    Ltd..    Montreal,    Que. 
Enton-Dikeman    Co..   Lee,   Mass. 
Standard    Paper   Mfg.   Co.,   Richmond,   Va. 

CODE    BOOKS. 

The     American     Code     Co.,     83     Nassau    St..     New 
York. 

CRAYONS. 

Binney    &    Smith.   New   York. 

A.     R.      MacDougall     &     Co..      IfiX     King     St.      W.. 
Toronto. 

EYELETTING   MACHINES. 

Elbe   Bile  and   Binder  Co..   New   York.   N.Y. 

ENVELOPES. 

Brown  Bros..  Limited,  Toronto. 
Buntin,  Gillies  &  Co..  Hamilton. 
Copp.    Clark    Co.,   Toronto. 

W.   V.   Dawson,   Limited,   Montreal.   Toronto.    Win- 
nipeg. 
Menzies   &   Co..   Limited,   Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 

ERASERS. 

St.    Mango    Mfg.    Co.,    Glasgow,    Scotland 
Weldon    Roberts    Rubber   Co.,    Newark,    N.J. 

FANCY    PAPERS,    TISSUES    AND    BOXES. 

Dennison   Mfg.   Co.,   Boston. 
Menzies  &   Co.,  Toronto. 

A.     R.     MacDougall     &     Co..     468     King     St.     W., 
Toronto. 

FOREIGN   TEXT   BOOKS. 

Wycil    &    Co..   83   Fulton   St..   New   York. 
FOUNTAIN   PENS. 

Arthur   A.    Waterman   Co..   Ltd..   New   York. 
Sanford    &    Bennett   Co.,    51-53    Maiden    Lane,    New 

York. 
A.     R.     MacDougall     &     Co..     468     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co..     Brown     Bros..    Ltd..    Toronto. 

Canadian    Agents. 

INKS.  MUCILAGE   AND   GUMS. 

Chas.   M.   Higgins    &   Co..    Brooklyn.   N.Y. 

The  Carter's   Ink   Co..  Montreal. 

W.      V.      Dawson.      Limited.      Montreal,      Toronto, 

Winnipeg. 
Royal    Ink    Co..    53    Yonge    St..    Toronto. 
S.    S.    Stafford    Co..    Toronto. 
"Glucine."   Menzies   &   Co..    Limited.    439    King   St. 

W..   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co.,    Toronto. 

INKSTANDS. 

A.     R.     MacDougall     &     Co.,     468     King     St.      W.. 

Toronto. 
The   Sengbusch    Co.,   Milwaukee. 

KINDERGARTEN    MATERIALS. 

Geo.    M.    Hendry    Co..    Limited.    215    Victoria    St.. 
Toronto. 

LANGUAGE  BOOKS. 
Wycil   t  Co.,   83  Fulton  Street,   New  York. 

LEAD   AND   COPYING    PENCILS. 

American    Pencil   Co.,   New  York. 

Wm.    Cane   &    Sons,   Newmarket,    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Rberhard     Faber    Co.,     New     York. 
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THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Seitlotm: 
Post,  Solid  Post  ami  other  Loose  Leaf 
Metals 

On     request     today     our    Catalog    OC    and 
special     proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Customs  Forms 


Get  Ready  for  Opening 
of  Navigation. 

Order  Your  Summer 
Supply. 


WRITE  FOR  PARTICULARS 

Morton,  Phillips  &  Go. 

PUBLISHERS 

115  Notre  Dame  St.  West,     Montreal 

WATERSTON'S 


SEALING   WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.   ONT. 


B  ( )  ( )  K  S.E  LLER    A  N  I )    S  T  A  T  1  0  N  E  R 


BUYERS'  GUIDE 


RULERS 

"THE  UP-TO-DATE  LINE" 

Being  Prepared.  Send  your  address 
that  we  may  mail  catalog,  price  list 
and  samples  as  soon  as  ready. 

Up-To-Date  Advertising  Co. 

Dept.  C,  CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 

G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 


Otley 


LIMITED 

Yorks 


England 

Manufacturers  of  Cheap  Stationery 

Memorandum  Books.  Writing  Tablets, 
School  Stationery,  Bazaar  Stationery,  Etc. 


GILT  EDGE  AND  1 
BORDERED  CARDS  I 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  everyr 
kind  of  work.     Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease    Co.,    Brooklyn. 

Buntin.    Gillies    &    Co..    Hamilton. 

W.      V.      Dawson.       Limited,      Montreal,      Toronto, 

Winnipeg:. 
The  Copp.   Clark   Co..   Toronto. 
Luckett    Loose    Leaf.     Limited.     215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke.    Mass. 
Rockhill    &    Victor.   22   Cliff   St.,   New   York    City. 
Warwick    Bros.    &    Rutter.   Toronto. 
Stationers'    Loose    Leaf    Co..    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros..    Ltd..    Toronto. 

MAPS    AND    GLOBES 
Rand.    McNally    &    Co..    Chicago. 
The   Copp.   Clark    Co.,   Toronto. 

Geo.    M.    Hendry    Co..    215    Victoria    St.,    Toronto. 
The    Scarborough    Co.    of    Canada.    Hamilton.    Ont 

MILITARY    SPECIALTIES. 
Geo.    Clark.    Southam    Bldg.,    Montreal,    Que. 
Pugh    Specialty    Co..    Toronto. 

NEWS    COMPANIES. 
Imperial   News   Co.,    Montreal.   Toronto.    Winnipeg. 
Toronto  News   Co. 
Montreal   News  Co. 
Winnipeg  News   Co. 

PAPER     BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
PAPER    FASTENERS. 
Bump    Paper    Fastener    Co..    La    Crosse,    Wis. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St..    New 

York    City. 
O.    K.    Manufacturing    Co..    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons.     Limited,     W.     V..      159     Queen 
Victoria     St.,     London,     E.C. 
PAPETERIES    AND   WRITING   PAPERS. 
Beveridge    Paper   Co.,    Montreal.   Que. 
W.    V.   Dawson,    Limited.   Montreal.   Toronto.    Win- 
nipeg. 
The   Brown    Bros..    Ltd.,   Toronto. 
Warwick    Bros.    &    Rutter.    Toronto. 

PLAYING   CARDS. 

Goodall's   English    Playing   Cards,    A.    O.    Hurst.    82 
Front   St.    W.,   Toronto. 

U.    S.    Playing    Card    Co.,    Toronto,    Canada. 
POST    CARDS.    GREETING    CARDS,    ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell     Road.     Lon- 
don,   E.C. 

A.    O.    Hurst,    Canadian    representative.    32    Front 

St.    W..    Toronto. 
Menzies    &    Co.,    Limited.    Toronto. 
Philip    G.     Hunt     &     Co.,     332     Balham     High     Rd.. 

London,    Eng. 

Pugh    Specialty   Co..    38-42    Clifford   St..   Toronto. 

Ritchie    &    Sons,    Ltd..    William. 

Valentine   &    Sons    Publishing   Co..   Toronto. 

SCIENCE     APPARATUS 
Geo.   M.    Hendry   &   Co..   215   Victoria   St..   Toronto. 

SCHOOL    SUPPLIES. 

Geo.    M.    Hendry    Co..    Limited.    215    Victoria    St.. 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The   Up-to-Date   Co..    Canister,   N.Y. 
SHEET   MUSIC. 

McKinley  Music  Co.,  1501-15  East  Fifty-Fifth  St.. 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS'   SUNDRIES. 
everidge  Paper  Co.,  Montreal,   Que. 
rown   Bros.,   Ltd.,   Wholesale  Stationers,   Toronto, 
untin,   Gillies   &  Co.,  Hamilton, 
'he    Copp.    Clark    Co.,    Wholesale    Stationers,    To- 
ronto, 
lark   Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.  V.  Dawson,  Limited,  Montreal,  Toronto,  Win- 
nipeg. 

Warwick   Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,    Wells   &   Co.,   Birmingham,  Eng. 

Esterbrook  Pen  Co.,  Brown  Bros.,  Ltd.,  Toronto, 
Canadian   Representatives. 

A.  R.  MacDougall  &  Co.,  266  King  St.  W.,  To- 
ronto. 
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ELBE  FILE   &    BINDER   CO. 

97  Reade  Street         -         New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC 
TOR   PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mlg   Co. 

HAMILTON.  OHIO.  U.S.A. 


EVERY 
BOOKSELLER 

should  stock  our  high 
made  P  last  E  R 
CASTS.  Tiny  are 
very  artistic  and  very 
tble.  Every  cus- 
tomer will  want  to 
buy.  Prices  reason- 
able. Catalog  "ti  re- 
quest 

The  Florentine  Art 
Plaster  Company 

2208-10-12  Chestnut    St 
PHILADELPHIA.  PA. 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations.  We  are  pa  per  makers 
and  wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.   BOWATER  &  SONS,  LIMITED 

1  59  Queen  Victoria  St.,  London,  E.C.  4.  Eng. 
Cables:  "Sparteolus"  London. 


ADAM  PIETZ 

101  1  Chestnut  St.,  Philadelphia 

Steel    and    Copper    Plate    engraving    of    the 
better    kind. 

We  engrave  especially  fine  dies  for  Christ- 
mas and  other  greeting  cards,  also  for  Box-" 
tons,  French  edge  seals,  Coats-of-Arms, 
Monograms,    Addresses,    etc. 


BOOKSELLER     AND     STATIONER 


BOOK  BUYERS'  GUIDE 


LIFE 

is  fully  returnable  with  all 
newsdealers.  On  sale  every 
Tuesday.  1  Oc.  a  copy.  Order 
enough.   You  can't  get  stuck. 

LIFE  PUBLISHING  COMPANY 
17  West  31st  St.,    New  York  City 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  So  ho  Square,  London,  and 
339  High  Street,  Edinhurgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


The  Best  Selling  War  Series 

Cortina's  French  Method.  The  most 
popular  course  for  self-study  and 
school  work.  Twenty-third  edition, 
cloth    $1.75 

Cortina  French  -  English  Military 
Manual.  By  Jean  A.  Picard,  with 
foreword  by  Major-Gen.  Leonard 
Wood,  adopted  by  leading  schools 
and  universities.  Second  edition, 
cloth    $2.00 

Handy  Guide  For  My  Company.  By 
Captain  Hanguillart,  translated  by 
Prof.  Louis  J.  A.  Mercier,  a  manual 
of  trench  tactics  and  war  maneu- 
vers.     Cloth    covered 50    cents 

Cortina  French-English  Red  Cross 
Instructor.  For  physicians  and 
nurses  in  France.  Cloth  covered. 
50    cents 

Cortina's  French-English  Soldier's 
Handbook.  A  handy  guide  to 
French  for  American  army  men. 
Cloth   covered    50  cents 

Cortina  French-English  Military  Dic- 
tionary, containing  a  large  list  of 
necessary  military  words.  .35   cents 

Military  Poster-hangers  and  Show- 
cards  for  window  display  —  catch 
the    Public   Eye. 

Cortina  Academy  of  Languages 

12  East  46th  Street.  New  York 


DIRECTORY   OF   PUBLISHERS. 
Fiction. 

Thomas   Allen,   215   Victoria   St..   Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto, 

Ont. 
Cassell    &   Co.,   55   Bay   St.,  Toronto,   Ont. 
Copp,   Clark   Co.,   517    Wellington   St.   W.,   Toronto, 

Ont. 
J.  M.  Dent  &   Sons.  27  Melinda  St.,  Toronto,  Ont. 
S.   B.    Gundy.   25   Richmond   St.   W.,   Toronto,    Ont. 
Hodder    &    Stoughton.    17     Wilton    Ave.,    Toronto, 

Ont. 

Thomas    Langton,    23    Scott   St.,   Toronto,    Ont. 
Macmillan    Co.    of   Canada,    70    Bond    St.,    Toronto, 

Ont. 
McClelland,    Goodchild    &    Stewart,    266    King    St. 
W..    Toronto,    Ont. 

Geo.   J.    McLeod,    Ltd.,    266    King   St.    W..   Toronto. 
Ont. 

Musson   Book   Co.,    17    Wilton   Ave..  Toronto,   Ont. 
Thomas    Nelson    &    Sons.    77    Wellington    St.    W.. 
Toronto,    Ont. 

Imperial     News     Agency,    Toronto.     Montreal    and 

Winnipeg. 

Business    Books. 
Musson    Book    Co.,    17    Wilton    Ave.,    Toronto. 
Morton     Phillips     &     Co.,     115     Notre     Dame     St., 

New   York   City. 
Wycil    &    Co.,    85   Fulton   St..   New   York    City. 

Periodicals. 

Life,   17   W.  31  St.,  New  York   City. 

MacLean's  Magazine,  143  University  Ave.,  Toronto 


Classified  Advertising 


Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover  postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 

AN  AMERICAN  FIRM  MANUFACTURING 
a  complete  line  of  loose  leaf  devices  well 
known  throughout  Canada,  is  open  to  consider 
an  exclusive  agency  arrangement  with  a  job- 
ber or  manufacturer's  agent.  Address  Box 
503,    Bookseller   and    Stationer. 

/CANADIAN  REPRESENTATIVE  FOR  AN 
American  line  of  loose  leaf  devices,  al- 
bums and  catalog  covers.  This  line  is  well 
known  in  Canada.  Salary  straight  commis- 
sion. State  age.  experience,  references.  Ad- 
dress   Box    504,    Bookseller    and    Stationer. 

STATIONER  AND  BOOKSELLER  WITH 
wholesale,  retail  and  travelling  experience 
shortly  open  for  position ;  Western  location 
with  option  to  purchase  preferred.  Box  505. 
Bookseller    and    Stationer. 


Vermont  Books 


We  buy  and 
sell      old 

books,  pamphlets,  maps,  imprints,  town 
histories,  etc.,  pertaining  to  the  State  of 
Vermont. 

The  Tuttle  Company 

Rutland.   Vt. 


Otto  Sauer  Series 

German,  French,  Spanish 
and    Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

85  Fulton   Street.    New  York  City 
Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D..  Ph.D.,  assisted 
by  Jeanette   Winter  Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have — Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  .  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated,  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 

266  King  Street  West  Toronto,  Canada 


HARTFIELD'S 

Sterling  Conversion 
Tables 

Sterling  into  American  Currency 
and  Vice  Versa 

Exchange    from    $4.50    to    $4.99    advancing    by 
single     cents,     including     the     decimal     equiva- 
lents  of    32ds,    20ths,    lfiths.    8ths,    4ths   and    '/■■ 
of   a   cent,    with    a    range   of   Sterling   Amounts 
from    Id    to    19   lid.    advancing    by    Id.      £1    to 
£99   advancing  by  £1,  and  £100  to  £10,000, 
advancing   by   £100 
CONTAINING    ALSO    TABLES   COVERING 

Discount    and    Interest 

Interest   Differences 

American    Par    Values 

Canadian    Par    Values 

Brokerages 

For    quick     reference    a     reinforced     linen     flat 

cut-in    index    is    provided    down    this   edge.      As 

the  cover  is   raised,   the  index    catches   the   eye. 

Price,    $10.00    per    copy,    net. 

Computed    and    Published   by 

JOHN    W.   HARTFIELD 

Compiler.    Printer   and    Publisher   of 

CABLE    CODES    and    TELEGRAPH    CIPHERS 

All   Codes   Supplied.     Correspondence   Solicited. 

NEW   YORK   PRODUCE   EXCHANGE 

BUILDING. 

New    York   City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All    good    titles   and   full 

of  colour. 

Full  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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BLACKIE'S 
BRITISH 
PICTURE 

TOY   BOOKS 

j&       j&       40       jsr       j& 

BLACKIE'S 

STORIES  OF  THE  WAR 

by  Capt.  Brereton,  Staff-Surg.  Jeans,  Percy  Westerman,  &c. 

BLACKIE'S 

JUVENILES 

Attractive  and  Good  Value 

BLACKIE'S 

DICTIONARIES 

Lists  from  Harold  Copp,  33  Richmond  Street  West 

Toronto 

Ship  from  Glasgow 

Messrs.  Blackie  &  Son,  Limited 

London                         Glasgow                         Bombay 

• 
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—WEST ALL'S  NEW  BOOKS— , 


SECOND    BOOK    OF    ARTEMAS.  2s.    net. 

"Concerning    men    and    the    things  that    men    did    do    at 
the    time    when    there    wag    war." 

A     Remarkable  New     Novel.       Second 


A    SHEEP     PATH 

Edition. 
6s.    net  By    HARRY    TIGHE. 

"Singularly      clever,      interesting      and 

Truth. 

THE    WRON<;    END    OF    RELIGION. 
2s.    6d.   net.  By   "RITA." 

"Readers    who    have    lost    dear    ones    at    the    front    should 

study    this    little    book."      Western    Mail. 


6s.    net. 
most      natural." — 


2s.   6d.   net. 


BOOK    OF    ARTEMAS. 

Has    set    the    Empirs 


laughing. 


2s.   net. 

No    other    book     like    it. 


OIK   MESS. 

Zs.    net.  By    DUGALD    MACFADYEN.    M.A.. 

with    the    Y.M.C.A.    in    France. 

THE    FOLLY    OF    INNOCENCE.      A    Novel. 
5s.    net.  By    HOLI.OWAY    HORN. 

"A    quite    admirable    success."     The    Bookman. 


5s.    net. 


ASSETS    OF    EMPIRE. 

By    R.    A.    BALLIRNY. 

A  sensible  book  for  parents.  H.M.  the  Queen  has 
graciously  accepted  a  copy  of  this  interesting  and  valu- 
able   work. 

THE    STORY    OF    THE    STUBBY    DUB.  3s.    6d.    net. 

Verses    by    "ARTEMAS."      Illustrated    by    "RAB." 
The    Kiddies'    .loy    Book.      Reminiscent    of    Lewis    Carroll. 

YOUR    UNPROFITABLE    SERVANT.  3s.    6d.    net. 

By    the    Author    of    "An    Odd    Farmhouse." 
An     American    view    of    war-time    England. 

HONEYSUCKLE    ROGUE.       A    Novel.       4th    Edition. 

5s.  net.  By   R.   MURRAY   GILCHRIST.  5s.  net. 

"A  fragrant,  interesting,  happy  story."  Sheffield  Tele- 
graph. 

IN  THE  PRESS 

WHAT   GOD    HATH    CLEANSED.      A    Novel. 

6s.    net.  By    HENRY    CASTLEMAN.  6s.    net. 

THE    GARDEN    OF   DESIRE.      A    Novel. 

6s.    net.  By    HOLI.OWAY    HORN.  6s.    net. 

w     W.  WESTALL  &  CO.,  LTD.     ^ 

"^^*   8  Adam  St.,  Adelphi,  London,  W.  C.  2    ^^^ 


Books  that  are  of  Interest  to 
the  Schools  of  Canada 

The  Jones  Spelling  Books.     Ry  Dr.  W.  Franklin  Jones 

Part   I-  Grades   II   to   IV 22c 

Part   II     Grades   V  to  VIII 25c 

Complete  Edition,  Grades  II  to  VIII 30c 

Drawing   Made   Easy.     By   Charles   Lederer. 

This  is  a  teachers'  manual  of  348  pages  and  more 
than  a  thousand  illustrations,  and  covers  the  work 
in  drawing  in  a  manner  found  in  no  other 
texts     $1.25 

The    Capital     Progressive    Drawing    Lessons.      By    S. 

Lincoln  Smith  and  Charles  Lederer. 
A    series    of    eight    tablets    covering   the    work    for 
the     eight     elementary     grades     of     the     common 
schools.       Each     tablet     consisting     of     thirty-two 
lessons     and     sufficient     drawing     paper     for     the 

year's  work.     Per  tablet    25c 

Write  for  samples  of  thesj  lessons. 

Cigar  Box  Furniture  A  pamphlet  of  designs  and 
patterns  for  the  making  of  toy  furniture  from 
cigar  box   material    15c 

How  to  Teach   Phonics.      By    Miss   Lida    Williams.    25c 

Picture  Studies  from  Great  Artists.  Miss  Lida  Wil- 
liams     $1.00 

Sketches  and  Legends  of  the  West.  Dr.  G.  G. 
Wenzlaff    60c 

Any  of  the  above  books  will  be  supplied   promptly  by 

The    CAPITAL  SUPPLY   Company 

Educational   Publishers 

Pierre,  S.D.  or  Sioux  City,  Iowa 

,  Write  for   complete  book  catalogue. 


Technical  Handbooks 
at  Popular  Prices 

We  have  a  line  of  quick-selling  books 

on  all  Mechanical  and  Electrical 
subjects. 

The  titles  include  Engines,  Electric 
Dynamos  and  Motors,  Batteries,  Tele- 
phones, X-rays,  AVireless  Telegraphy, 
Lathe  work.  Tools.  Model  making. 
Windmills.  Locomotive.*,  Motor- 
cycles, Aeroplanes,  Carpentry.  Book- 
binding, Microscopes,  Motor  Boats, 
Scientific  Experiments  and  Metal 
Working. 

Prices  from  sixpence  upwards. 
The  coming  industrial  development 
of  Canada  will  call  for  practical 
handbooks  for  the  workers;  get  your 
supplies  in  hand.  Our  list  will  help 
you.  Mailed  free  on  request,  with 
pleasure. 

Percival  Marshall  &  Co. 

66  FARRINGDON  STREET 
LONDON,   E.C.   4,  ENGLAND 


"Supersedes  all  other  cheap  dictionaries"!- 
son  Nicnll 


-Sir   W.   Robert- 


CHAMBERS'S 
20th  Century  Dictionary 

Contains  ALL  THE  MOST  RECENT  WORDS, 
1220    Pages,     Over     100,000     References,      as    well    as 
Technical  and  Scientific  Terms.      Illustrated,  Pronounc- 
ing, Explanatory,  Etymological.       Embodies  the   Latest 
Scholarship. 

Cloth,  4s.  6d.  net ;  Qr.  Bound,  6s.  net ;  Half  Morocco,  8s.  6d.  net. 


Enlarged  Edition,  694  pages,  2s.  net. 

CHAMBERS'S 
Etymological  Dictionary 

Containing  Supplement  of  85  additional  pages, 
embodying  all  the  most  recent  works  including 
all  the  compound  words  and  phrases. 


W*.  D    rU  A  MRFRQ    I   TD.,  38  Soho  Square.  London, W.l 
.&K.LMAlVlDt,l\3,L         -     339   High  Street.  Edinburgh. 
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Books  of  the  Moment 

on  the  Questions  of  To-day, 
War  Sketches,  and  Popular 
Fiction  for  the  Front. 


SERBIA'S    PART    IN    THE   WAR,    Vol.    I.     The 
Rampart  against  Pan-Germanism. 

By  W.  H.  C.  Price,  war  correspondent  to  the 
Times,  and  a  leading  authority  on  Balkan 
questions  -  7/6  net. 

THE  WOMEN  WHO  WAIT 

By  Mary  Marlowe. 
A    novel    on   the    most,   vital    question   of   the 
day  -  6/-  net 

"Somewhere  in  the  darkness  of  all  the  strick- 
en countries  of  Europe  the  women  are  wait- 
ing, waiting'  for  the  coming  of  the  Angel  of 
Peace:  readv  to  take  up  their  work  in  the 
gigantic  Battle  of  the  Reconstruction." 

EPISTLES  FROM   THE   DEEP  SEAS:   Another 
Kettle  of  'Sea  Pie.' 

By  J.  E.  Patterson. 
Cheap  edition  -  -  -  6/-  net. 

THE  YEAR  OF  CHIVALRY 

By  Edmund  Candler,  the  well-known  war 
correspondent. 

A  series  of  sketches  from  the  author's  per- 
sonal experiences  of  life  on  the  Western  front 
during  the  opening  months  of  the  war. 
Cheao  edition  ...  3/6  net. 

Popular  2s.  6d.  net  Fiction. 

HELEN  OF  LANCASTER  GATE 

By  Philip  Gibbs,  author  of  "Street  of 
Adventure." 

A  LION,  A  MOUSE  AND  A  MOTOR  CAR 

By  Dorothea  Townsend 

BOND  SLAVES.     By  J.  E.  Patterson. 
EATER  OF  HEARTS.     By  T.  H.  Vaughan. 
IT'S  A  LONG  WAY.     By  M.  H.  Kelly. 
MIDNIGHT  AT  MEARS  HOUSE.    By  H.  J.  Holt. 
RED  ROSES.     By  Joyce  Thomas. 

Popular  Is.  6d.  net   Series. 

ECHOES  OF  FLANDERS.    By  Charles  L.  Warr. 

MUD  AND  KHAKI.     By  Vernon  Bartlett. 

DOWN  'PLUG  ST.'  WAY.    By  George  Goodchild, 
author  of  "Umpteen  Stories." 

THE  LAST  CRUISE  OF  THE  "MAJESTIC" 

By  George  Goodchild. 

THE  BLACK  MAN'S  PART  IN  THE  WAR 

By  Sir  Harry  Johnston,  G.C.M.G. 

VENIZELOS  AND  THE  WAR 

By  Crawfurd  Price  (Cheap  re-issue). 

THE  HAPPY  HOSPITAL 

By  L-Cpl.  Ward  Muir,  author  of  "Observa- 
tions of  An  Orderly." 

MANY  THANKS— BEN  HASSETT 

By  H.  de  Hamel.  A  volume  of  striking 
detective  stories. 


LONDON:  SIMPKIN,  MARSHALL, 
HAMILTON,   KENT   &   CO.,    Ltd. 

E.C.  4. 


Stop  the  Money  Leaks 
at  Your  News  Stand 

Get  all  the  profit  that  slips  away  every  day  through 
lack  of  an  accurate  record  of  standing  orders,  re- 
orders, sales,  non-returnables,  returns,  credits,  etc. 
You  can  do  this  by  a  quick  and  simplified  method  by 
using 

BLAKE'S 

Handy  News    Stand  Record 

It  shows  at  a  glance  when  magazines  and  news- 
papers are  due,  date  received,  and  time  limit' for 
returns.  It  shows  exactly  which  ones  are  returnable, 
partly  returnable,  and  non-returnables  left  on  hand. 
It  shows  errors  in  credit  memos  for  returns. 

It  keeps  tab  on  re-orders,  regulates  standing  or- 
ders, and  will  keep  you  posted  in  cutting  down  or 
increasing  same.  It  is  a  daily  reminder  to  hold  or 
deliver  magazines  for  customers.  It  shows  the  daily 
credit  and  cash  sales,  daily  expenses,  and  the  net 
profit   for  each   month  or  year. 

It  enables  you  to  know  just  about  the  right  num- 
ber of  each  magazine  to  order — it  keeps  you  from 
ordering  too  few  or  too  many,  and  your  left-overs 
■ire  reduced   to  a  minimum. 

It  STOPS  the  money  leaks  and  turns  losses  into 
profit.  It  makes  your  news  stand  PAY  GREATER 
DIVIDENDS. 

This  Record  costs  only  $4.50  complete,  postage 
paid — but  in  reality  it  won't  cost  you  anything,  for  it 
will  save  for  you  within  a  few  days  more  than  you 
paid  for  it.  The  Record  pays  for  itself  and  then  pays 
YOU. 

If  you  want  to  know  what  other  keen-brained 
dealers,  say  about  it — if  you  want  proof  and  facts, 
and  all  particulars — if  you  want  a  free  sample  sheet 
showing  the  Easy  and  Profitable  way  to  run  a  news 
stand,  then  send  the  coupon  or  a  postal  or  a  letter 
right  NOW,  and  I'll  give  them  to  you  quick.  This 
won't   entail    the    slightest    obligation    on    your   part. 

FILL    IN,    TEAR    OUT    AND    MAIL. 

Arthur  J.  Blake, 

Marshall,  Texas. 
Send  me  all  particulars  of  Blake's  Handy  News 
Stand  Record  and  a  free  sample  sheet.  Also  send 
proof  and  facts  of  what  it  is  doing  for  other  dealers. 
This  inquiry  does  not  place  me  under  the  slightest 
obligation    to    buy. 

Name    

Street  and  No 

City  and    Province 
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GROWN-UPS  LIKE  IT 

Because  it  makes  an  un- 
usual gift;  arouses  inter- 
est in  the  Bible  and  in 
good  reading,  and  keeps 
the  children  entertained 
for  hours  at  a  time. 

CHILDREN  LIKE  IT 

Because  the  pictures  are 
all   interesting  and  lively, 

yet  so  simple  that  they 
can  be  easily  understood 
and  even  imitated;  and 
because  a  delightful  spirit 
of  good  humor  permeates 
the  whole  book. 

DEALERS  LIKE  IT 

Because  it  is  a  quick  seller, 
with  an  attractive  cover  in 
bright  colors;  makes  a 
brilliant  window  display. 
Large  discounts  to  dealers. 


mtf*tf£*fo*tfft}  mmgk 


'^TLEdJETTS 

'•Jelling 

IBLE,(?>foi>IES 

,  for  \Jjon\)Q  folks. 

Stories  and  Etchings  b/  Wade  C.Smith 


Latest  in  Juveniles— Big  Seller— Big  Profit 

THE  LITTLE  JETTS 


INSTRUCTIVE  AS  A  TEXT  BOOK 


ABSORBING  AS  A  JIGSAW  PUZZLE 


"MOVING  PICTURES"  OF   THE   BIBLE 

Imagine  a  five-reel  "movie"  film  unfolding  before  a  youngster's  eyes  the  whole  (treat  sweep  of  Bible 
history,  omitting  detailed  genealogies,  but  painting  vividly  all  the  age-old  stories  that  for  centuries  have 
outrivalled    even    the    Arabian    Nights    in    interest. 

"The  Little  Jetts"  does  just  that — it  makes  Bible  study  a  fascinating  pastime 
In  a  series  of  simple  yet  imaginative  pictures  it  stamps  indelibly  on  the  youthful  brain  the  main 
facts  of  all  the  old  favorites  from  Cain  and  Abel  to  the  Three  Wise  Men  and  the  Star  of  Bethlehem. 
It  stimulates  the  child's  imagination  for  he  must  figure  out  for  himself  which  story  each  group  of 
pictures  illustrates —and  arouses  in  him  a  curiosity  to  know  all  the  details  that  the  pictures  have  left 
out.      He   will   clamor  to   have   the  stories   read   to   him.      That   is    why    two   things   have   happened 

(1)  The    First    Edition    was    Exhausted    in    Two   Weeks. 

(2)  Prominent    Educators    and    Religious    Leaders    Have    Praised    it    Enthusiastically. 

There  are  208  drawings,  picturing  43  narratives  and  10  parables.  Here  are  reproductions  of  two 
pages     (greatly    reduced): 


1 

2 

5 

6. 
fc,. 

3                         

$§Sfr\  I    ~ 

7. 

8. 

she  COOieB  back  with  'the 
good  nurse'  in  Scene  ft— 
'Huny.      hurry,      hurry  I*  — 

II     can     almost     hear     her 
hildish      pleading      as      she 


There  is  no  explanation   nor  outline   with  the  pictures— only  a   title  and  the   Scripture   reference.      Here 
is    where    the   book's    real    value    appears  ;    it   will    drive    almost   anybody    to    the    Bible.      That    is    its    object. 
If    the    children    are    too    little    to    hunt   out    details,    they    will    beg    somebody    else    to    explain.      Then    some 
o'der    folks    will,    in    surprise    at    their    own    lack    of    information,    be    forced    to    open    the    Old    Book    where 
the   real    Light   shines.      Already   this   has   happened    in    many    cases. 
A    suggested    synopsis   of  the      fled    with   him    to   safety    in      4.      She    was   watching   near- 
.     illustration   in    an    ad-      Scene   2— and   do   you    notice      by— and    note    her  diplomacy 
rertisement    carried    by    one      little    sister    Miriam?      Lip-      -  her    wonderful    diplomacy! 
.t      the     large     departmenlt      pity     olipptty     she     follows     "Yet,   yea,   tell   the  Princess     i 

stores  in  a  metropolitan  mamma  to  help  hide  little  I  can  get,  oh.  such  a  good.  ,],..,£,  her  mamma  along. 
daily,  adrertising  "Little  brother  safely;  that's  Mir-  kind  nurse  for  the  little  s„.m,  7  might  be  railed  the 
.lilts"    runs   as   follows:  iam— she    is    the    heroine    of     baby— indeed   1   can!"   "Then      Restoration,    while    Scene    8 

"This  is  the  story  of  Baby  this  story— you  thought  it  run  an  1  get  her,  quick!"  parries  the  climax,  where 
Moses.  Do  you  know  it?  was  "Moses.  Now  see  her  in  Quick!  No  "red  to  say  that.  Miriam  uses  one  foot  for  to 
B, ,  iu,.  gnat  danger  in  Scene  3— Oh,  how  she  helps!  Look  at!  the  meat  'Mara-  stand  upon— the  other  for 
So  in     1.      And   how   mamma      Then    louk    at    her    in    Scene      thon'     ill    Scene   B— and    here      pure     ioy!" 

Boardi,  10x7  inches.  Two  colors  throughout.  Price  75  cents.  Thousands  of  this  popular  juvenile  are  being  Sold  in  Canada  and  Australia. 

ORDER  FROM 

WADE  C.  SMITH,  Publisher,  Drawer  1176-Y,  RICHMOND,  VA. 

{Sample  Copy  50  Cents  Postpaid— Write  for  Discounts.) 
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"We  Seek  The  Best 


9> 


OUR  SPRING   LIST 

is  remarkable  for  the  array  of  books  of  extraordinary  interest 
and    great    selling    potentialities    for    energetic    booksellers 

A  CONSTELLATION  OF  BEST  SELLERS 

See   Special  Announcements   on    Following  Pages 

WAR   BOOKS  LOOM   LARGE 

HERE  ARE  SOME  LEADERS: 
Ex-Ambassador  Gerard's  New  Book 

Face  to  Face  with  Kaiser  ism 


Illustrated.     8vo.    $2.00 

Is  the  Kaiser  Kaiserism  ?  To  the  American  mind  the 
Kaiser  is  the  personification  of  Germany.  What 
manner  of  man  is  he?  Who  does  the  Kaiser's  think- 
ing? How  much  was  he  responsible  for  what  hap- 
pened? Does  the  Kaiser  really  believe  God  is  his 
colleague?  Is  Kaiserism  Germany?  This  book  con- 
tains, word  for  word,  Gerard's  heretofore  unpublished 
personal  narratives  of  events,  kept  while  in  Ger- 
many. Among  other  disclosures,  it  gives  details  of 
the  German  spy  system  at  Washington. 

The  Escape  of  a  Princess  Pat 

By  GEORGE  PEARSON 

Illustrated.     12mo.    Net,  SI. 40 

A  tale  of  capture,  imprisonment  and  final  escape  to 
Holland,  at  the  third  attempt,  of  a  Canadian  soldier. 
The  writer  tells  of  insults  that  he  himself  suffered 
and  of  things  too  shocking  for  exaggeration. 
If  this  is  the  most  appalling  book  yet  written  of 
the  war,  it  is  nevertheless  an  imperative  duty  to 
read  an  account  that  so  lays  the  dust  of  rumor  with 
authentic  facts.  Letters,  reports  and  newspapers 
support  the  testimony. 


Winged  Warfare 

By  Major  W.  A.  BISHOP,  V.C.,D.S.O.,M.C. 
Illustrated.     $1.50 

His  own  account  of  his  Forty-seven  Victories.  A  most 
thrilling  story  of  a  meteoric  career. 
A  history  of  supermen  who  are  lovably  human,  of 
warriors  whose  experience  holds  but  one  "terrible 
moment,"  the  moment  of  investiture.  A  book  which 
leaves  the  reader  breathless  after  the  swerve  and 
dip  of  battle. 


Captured 


By  Lieut.  J.  Harvey  Douglas,  4th  C.M.R. 
Illustrated.    12mo.     Net,  $1.25 

No  word  came  through  from  this  captured  soldier 
for  months.  The  life  of  the  trenches  we  now  well 
know.  Here  is  a  true,  vivid  and  valuable  account 
ol  what  our  "missing"  soldiers  face. 
He  describes,  in  no  flattering  way,  the  bill  of  fare 
in  German  prison  camps,  pictures  prisoners  booed 
and  hissed  by  the  people,  tells  the  things  a  prisoner 
needs  and  how  to  send  them,  gives  the  experiences 
of  prisoners,  amusing  and  otherwise,  and  an  account 
of  the  morale   of  the   German   people. 


FRONT  LINES 

By    Boyd    Cable 

Stories  of  infantry,  artillery,  tanks, 
R.A.M.C,  Army  Service  Corps  and  Fly- 
ing Corps,  each  story  giving  vivid  im- 
pressions of  front  line  fighting  and  of 
the  horror  i  nd  heroism  of  modern  war- 
fare     $1.50 


NAVAL  POWER  IN  THE  WAR 

By    Lt.-Com.    Charles    Clifford    Gill 

Some  of  the  contents : 
Naval  Action  in  Heligoland  Bight, 
Coronel  and  Falkland  Engagements. 
Dardanelles  Operations,  North  Sea 
Battles  -  Dogger  Bank  Encounter,  Battle 
of  Jutland  (Part  1),  North  Sea  BattleF 
(coLtinued),  Submarine  Warfare,  Anti- 
submarine Tactics,  Naval  Lessons  of 
the  War   $1.35 


CAVALRY  OF  THE  CLOUDS 

By   "Contact" 

(Capt.  Alan  Bott.  M.C.) 
No  writer  has  so  successfully  described 
the  life  of  the  Flying  Services  as 
"Contact."  the  airman-author,  whose 
"Cavalry  of  the  Clouds"  is  generally 
recognized  as  the  best  account  of  flying 
:it    the    front. 


FRENCH  WINDOWS 

By    John     Ayscough 

This  is  a  dramatic  presentation  of  the 
spiritual  aspect  of  the  war.  Reports 
of  his  conversations  with  French  and 
British  soldiers— each  conversation  a 
portrait  and  a  history $1.50 


BEST  O'  LUCK 

By     Alexander     McClintock 

Describes  in  detail  newest  metli<  < 
modern  warfare,  and  presses  home 
many  points  upon  officers  of  the  new 
army.  The  Distinguished  Conduct 
Medal  was  awarded  to  Sergeant  Mc- 
Clintock for  conspicuous  gallantry  in 
action $1.00 

OUT  THERE 

The  Y.M.C.A.  War  Book 
By    Charles    W.    Whitehair 

This  is  the  story  of  how  the  men  who 
have  gone  over  the  top  in  Egypt,  in 
Jerusalem  and  in  France  really  acted, 
and  lived,  and  died.  Mr.  Whitehair  was 
long  at  the  front  and  has  lived  with 
British  and  French  soldiers,  seeing 
some  of  the  great  battles  of  this   war. 


McClelland,  goodchild  &  ste  wart,  Limited 

PUBLISHERS  v        266-268   King   Street  West         V  TORONTO 
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OPPENHEIM'S  LATEST 

The  Pawns  Count 


Now  Ready 

This  is  the  first  German  Spy  story  E.  Phillips  Oppenheim  has 
written  since  "The  Kingdom  of  the  Blind/'  which  is  now  selling 
in  its  eighth  printing.  "  The  Pawns  Count '  is  a  typical  story  of 
German  Intrigue,  with  its  principal  scenes  laid  in  the  United  States. 

Price  $1.50  Net 


The  Little  Grandmother  of  the 
Russian  Revolution 

llv    Alice  Stow    Blackwell.      $2.00. 

This  is  a  book  of  reminiscences  of  Catherine  Breshkovsky. 
who  was  the  outstanding  figure  of  the  revolt,  and  whom 
Kerensky  ordered  liberated  as  one  of  the  first  acts  of  the 
Provisional  Government.  She  is  73  years  old.  spent  30 
years  in  Siberia,  and  is  alfectionately  known  as  Babouska 
(Dear  Little  Grannie).  Seldom  has  so  dramatic  a  story 
been  unfolded.  This  is  one  of  those  rare  human  document* 
that  cannot  fail  to  make  a  profound  impression  on  the 
thinkinR   people   of  the    world. 


The  Adventure  Beautiful 

Fly     Lilian     Whiting;.       SI. 25. 
Scientific    exploration     into     the     realms     that    lie     beyond    the 
-i  n-es,   but  which    reveal  themselves  to   laboratory  experiment, 
olfers    its    support    to    the   fact   of   the    continuity    of    life. 
Miss    Whiting'!    new    book    contemplates    death    as    th. 
beautiful  adventure   in   life,   and  aims   to   present  the   increas- 
ing   testimony    to    spiritual    realities,    and    to    the    persistence 
of   individuality  after  man's   release  to  the  next  higher   plane. 


Two   More   Titles   in   the   Bedtime   Story  Books 

By  Thornton  Burgess  Illustrated  by  Harrison  Cady 

The  demand  is  increasing   but  good  window  and   counter  displays  will  still   further  increase 

sales  in  your  book  store.    Do  This ! 
No.  I  7   The  Adventures  of  Bobby  Coon 
No.   18   The  Adventures  of  Jimmy  Skunk. 


Order  These  Juvenile 

"Best  Sellers" 

and  stock  up  on  these  old  titles: 

The   Adventures  of   Reddy     Fox. 
The  Adventures  of  Johnny    Chuck. 
The  Adventures  of  Peter    Cottontail. 
The  Adventures  of  Unc'    Billy    Possum. 
The  Adventures  of  Mr.    Mocker. 


H.   The    Adventures  of  Jerry    Musk  rat. 

7.  The  Adventures  of  Danny    Meadow    Mouse. 

8.  The  Adventures  of  Grandfather    Frog. 

!•.   The  Adventures  of  Chatterer,    the  Red    Squirrel. 

10.  The  Adventures  of  Sammy  Jay. 

11.  The  Adventures  of  Buster  Bear. 

12.  The  Adventures  of  Mr.  Toad. 

13.  The  Adventures  of  Prickly    Porky. 

14.  The  Adventures  of  Old   Man    Coyote. 
16.  The  Adventures  of  Paddy   the   Beaver. 
16.  The  Adventures  of  Poor    Mrs.    Quack. 


McClelland,  goodchild  &  stewart,  Ltd. 

PUBLISHERS  266-268  Kin*  Street  West  V  TORONTO 
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Mr.  Bookseller! 
An  Attractive  Window  Sells  Books 


This  window  has  been  dressed  at  considerable  expense  to  show  the 
proper  manner  of  displaying 


"A  Minstrel  in  France" 

Harry  Lauder's  "A  MINSTREL  IN  FRANCE"  is  the  BIG  book 
you  can  well  afford  to  PLUNGE  on. 

ADVANCE  SALE  IN  U.S.  75,000  COPIES 

His  followers  by  the  thousand  will  read  his  interesting  narrative. 
Mr.  Dealer,  YOU  cannot  afford  to  let  this  opportunity  pass.  The 
S.  R.  O.  (Standing  Room  Only)  sign  is  always  used  when  Harry 
Lauder  is  in  town  at  your  theatre,  and  he  tells  some  of  his  experi- 
ences in  France.  Don't  give  your  customers  a  chance  to  go  to 
another  store  for  their  copy  of  "A  MINSTREL  IN  FRANCE." 

Don't  be  forced  to  say:  "Not  in  stock;  we  can  order  it  for  you." 
hut  instead  have  a  stock  on  hand;  they  will  not  last  long. 

McClelland,  goodchild  &  stewart,  limited 


PUBLISHERS 


266-268,1  King   Street  West 


TORONTO 
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GOOD  FICTION 


Mary  Roberts  Rinehort 


$1.40 


THE  AMAZING  INTERLUDE.  This  is  not  a  tale 
of  the  wounding  of  men.  There  are  many  such. 
This  is  a  story  of  a  little  house  of  mercy,  and 
of  a  girl  with  a  doubtless  spirit.  ;ind  of  two  men 
who   loved   her.     Only   that. 


Robert  A.  Hood 


$1.35 


KEITH  LEICESTER.  A  romance  of  British  Columbia 
by  a  new  Canadian  writer  of  great  promise.  The 
story  is  full  of  action  and  breathes  the  very 
atmosphere  of  the  hills,  and  withal  there  is  a 
strong  current  of  humor,  and  the  reader  is  sure 
to    like    the    love    story    of    Marjorie    and    Keith. 


Eleanor  Hallowell  Abbott 


$1.00 


THE  NE'ER-DO-MUCH.  The  audacious  ingenious- 
ness  of  the  author  attracts  you  first.  Fancy 
ignoring  the  people  you  know  and  holding  a 
dinner  only  for  all  the  celebrities  whom  you 
wish  you  knew.  Such  was  the  whimsy  of  a 
South  American  millionaire,  and  he  carried  the 
idea  through  successfully  the  greatest  dinner- 
party   New    York    had    ever    known. 


James  Lane   AVen 


$1.25 


THE  KENTUCKY  WARBLER.  "The  Kentucky 
Warbler"  is  a  companion  story  to  "A  Kentucky 
Cardinal."  It  is  a  tale  to  warm  the  hearts  of 
Mr.  Allen's  large  following  for  it  is  written  in 
the  manner  and  spirit  of  his  early  successes.  It 
is  the  story  of  a  lad's  first  contact  with  nature 
and  its  lasting  effect  in  the  developing  of  his 
character. 


Gertrude  Atherton 


$1.00 


THE  WHITE  MORNING.  Gertrude  Atherton  pro- 
phet of  the  Germany  to  come;  interpreter,  per- 
haps, of  the  Germany  that  is  gives  us  an  in- 
tensely dramatic  novel  of  the  inevitable  outburst 
of  the  brooding  forces  of  unrest  that  lurk 
beneath  the  surface  of  Germany  to-day. 


Hugh  Walpole 


$1.50 


THE  GREEN  MIRROR.  "The  Green  Mirror"  echoes 
to  the  stately  step  of  generations  that  are  gone; 
at  once  robust  and  exotic  in  its  interpretation 
of   the   new. 


Stephen  McKenna 


$1.35 


NINETY-SIX  HOURS'  LEAVE.  Four  young  officers 
including  Markham  arrive  in  London  on  ninety- 
six  hours'  leave.  Markham  passes  himself  off 
as  an  Italian  prince.  It  comes  about  that  Mark- 
ham and  his  friends  are  the  means  of  discover- 
ing a  plot  against  the  prince.  In  the  end  Mark- 
ham  wins   the   gratitude   of  the   real   prince. 


Theodore  Goodridae  Roberts 


$1.35 


FOREST  FUGITIVES.  In  this  brilliant  novel  of 
Canada,  Captain  Roberts  presents,  in  inimitable 
style,  an  enthralling  romance  in  the  love  story 
of   a    beautiful    girl    of    Irish    and    Spanish    blood. 


BOOKS  FOR  BOYS 
AND  GIRLS 

The  easy-to-sell  kind.     They  will  tone  up  your  stock. 
All  these  books  are  most  pleasing  in  appearance   and 
the   stuff  between   the   covers   is  good,  too! 
Motor  Boat   Club   Series 

By    Irving  Hancock 

7    titles.      60c    each. 
The  Submarine   Boys'  Series 

By    Victor    Durham 

ties        50c    each. 
The    Battleship   Boys'   Series 

By    Frank    Gee    Patch  in 

5   titles.     50c 
The   Range   and   Grange   Hustlers"   Scries 
By    Frank   Gee    Patch  in 

4  titles.     50c  each. 

The   Boys  of  Steel  Series 

By    James    K.    Mears 

4  titles.     50c  each. 
The    Young    Engineers'   Series 

By   H.  Irving  Hancock 

4   titles.     50c  each. 

The  High  School  Girls'  Series 

By   Jessie    Graham    Flower.   A.M. 

4  titles.     50c  each. 

The    Madge   Morton    Books 

By   Amy    D.    V.    Chalmers 

4  titles.     60c  each. 

The  College  Girls'  Series 

By   Jessie   Graham   Flower,  A.M. 

7   titles.      50c   each. 

The  Meadow-Brook  Girls'  Series 

By   Janet   Aldridge 

fi  titles.     50c   each. 

Bovs'  and  Girls'  Classics 

Illustrated   Holiday   Editions 

15  titles.     $1.00   each. 

Altemus'   Young   Peonies'  Library 

New    Illustrated    Editions    of    Standard    Books 

R2   titles.     50c   each. 

Mother  Goose  Rhymes 

350    illustrations.    Cloth,  4to.    $1.50. 

Magic   Drawing  Books.     60c  and  75c. 

Life    and   Adventures   of    Robinson    Crusoe 

Popular    illustrated   edition.     $1.50. 

One-Svllable  Series  for  Young  Readers 

12  titles.     50c  each. 

Illustrated  Wee   Books   for  Wee  Folks 

Including  Peter  Rabbit 

«   titles.     50c   each. 

The  Fairy  Tale  Book 

All    the    old    Favorite    Stories 

Beautiful  full-page  color  plates  and  many  text 

illustrations.     $1.50. 

Dictionary  of   Phrase   and   Fable 

By  E.   Cobham   Brewer 

Nearly    1.500    pages.    New   revised    edition. 

Imitation  half-Morocco.     $1.50. 

With   Christ  Series 

By  Andrew  Murray 
Cloth,  50c  each. 
4   titles.  Full   Morocco,  gilt  top,  boxed,  $1.25  each. 

These  are  from  the  extensive  line  of 
HENRY.  ALTEMUS  &  CO.,  PHILADELPHIA 


McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  266-268  King  Street  West  TORONTO 
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The  Export  from  Germany 
Strictly  Prohibited,  it  was 
Intended  that  the  Allies 
Should  Remain  Ignorant  of 
this  Book. 

IN  THIS    GERMANY 
HAS  BEEN  DEFEATED 


THIS  IS  THE 

WAR  BOOK  SENSATION 

OF  1918 


Baron  Von   Frey tag-Loringhoven 


DEDUCTIONS  FROM  THE  WORLD  WAR 

By  Lieutenant-General  Baron  Von  Freytag-Loringhoven 

DEPUTY  CHIEF  OF  THE  IMPERIAL  GERMAN  GENERAL  STAFF 

12°  —  $1.25 

Sir  Edward  Carson  says  : — "/  have  read  a  book  translated  from  the  German,  entitled; 
'Deductions  From  the  World  War, '  and  I  commend  it  to  the  attention  of  every  man  in 
the  nation. 

'"There  is  much  in  this  work  of  the  must  distinguished  of  German  writers  on 
Military  matters  to  set  us  thinking  seriously.  ...  Its  export  has  been  prohibited, 
and  comment  on  its  conclusions  in  the  German  press  rigorously  suppressed,  These 
Facts  bear  witness  to  its  significance.  .  .  .  Important  portions  of  the  hook  are 
those  which  admit  explicitly  or  implicitly  the  German  failures."  THE  MORNING 
POST,   London. 

"The  pacifist,  the  peace-dreamer,  the  believer  in  the  democratic  ideal,  may  alike 
and  valuable  materials  for  thought  in  these  'DEDUCTIONS  FROM  THE  GREAT 
WAR.'  "THE   DAILY   TELEGRAPH.    London. 

The   New   York     Times   says,  in  ;i  long  editorial  on  the  book  : 

"He  is  the  most  distinguished  writer  in  the  German  army.  ...  It  is  well  that 
at  a  time  when  other  nations  are  waging  war,  so  that  there  may  be  no  next  war,  we 
should    have    this    clear    exposition    of    what    Germany    is    thinking    about." 


WARNING! 


Booksellers  are  advised  to  get  theirorders  in  at  once  for 
adequate  supplies.  This  book  is  sure  to  be  widely  dis- 
cussed and  there  will  be  a  big  call  for  it.   Be  prepared  ! 


McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  V  266-268  King  Street  West  v  TORONTO 
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THE    "MIDNIGHT"    NOVEL 

One  mar  who  gol  one  of  the  first  copies  of  this  ripping  new  novel 
by  Vance,  read  it  at  one  sitting,  closing  the  covers  ;it  3  o'clock 
in  the  morning  with  the  remark,  "That's  the  besl  story  I  ever 

read." 


>> 


'The     False     Faces 

By   LOUIS   JOSEPH   VANCE 
Cloth- $1.40 

THIS  new  tale  deals  with  German  war  intrigue  in  America. 
The  "false  faces"  are  Germany's  secret  agents. 
Our  old  friend,  "The  I, one  Wolf,"  he  who,  as  master  thief, 
so  thrilled  ns  in  Vance's  hook  of  that  title  a  few  years  ago,  now. 
having  given  up  robbery,  goes  in  for  stealing  the  German  Secret 
Service's  peace  of  mind.  The  way  he  does  it  constitutes  about 
the  besl  piece  of  fiction  of  the  kind  most  people  like,  that  has 
come  out  for  many  a  long  day. 

Any  bookseller  who  hasn't  read  this  hook  should  by  all  means  do 
so  and  have  all  his  assistants  do  the  same. 

They'll  all  enjoy  reading  it  and  they  will  all  join  in  the  popular 
verdict: 

"This   is   the   best   book 
Vance  has  yet  produced" 

What  will  he  the  result  t  Why  your  enthusiasm  will  he  aroused 
in  the  full  realization  that  here  is  a  hook  of  the  real  "best  seller" 
calibre,  and  you  will  surprise  yourself  at  the  "big  way  that  you 
will  put  this  hook  across  in  your  store. 

Yes,  "The  False  Faces"  is  a  book  to  recommend.    Vance  throws 
the  whole  power  of  his  wonderful  story-telling  ability  into  every 
chapter,  and  we  venture  to  forecast  for  this  book  a  record-break- 
ing success. 
Get  adequately  stocked  now.    Now  in  its  fourth  edition  in  Canada. 

The  False  Faces  selling  everywhere 

The    Enlisting  Wife 

By    GRACE    S.    RICHMOND 
50C. 

Another  great  little  book  of  "The  Whistling  Wife"  type.  Written  in  response 
to  an  appeal  by  one  of  the  many  bride-wives  who  have  enlisted  with  their 
husbands  but  cannot  follow  them  to  France, 

McClelland,   Goodchild   &   Stewart 

PUBLISHERS  Limited 

266-268  King  Street  West,  Toronto 
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Aviation  and  Automobile  Books 

JUST  PUBLISHED 

AVIATION  ENGINES 

Their  Design— Construction— Operation  and  Repair 

BY 

Capt.  Victor  W.  Page,  Aviation  Section,  S.  C.  U.  S.  R. 
253  Specially  made  Engravings 

The   rapidly   increasing   interest  in   the  study   of  aviation,    and    especially    of    the    highly    developed 
internal    combustion    engines    that   make   mechanical    flight   possible,   has   created  a  demand   for  a   textbook 
suitable    for    schools    and    home    study    that    will    clearly     and     concisely     explain     the     workings     of     the 
various  aircraft  engines   of   foreign    and   domestic    manufacture. 
This    treatise,    written    by   a    recognized    authority    on    all    the    practical    aspects    of    internal    combustion    engines    and    airplanes, 
fills    the    need    as    no    other    book    does.       The    matter    is    arranged    in   a   logical   manner;   all  descriptive  matter    is    simply   expressed 
and    copiously    illustrated    so   that  anyone   can    understand   airplane  engine  operation  and  repair,  even   if  without  previous  mechani- 
cal   training.      This    work    is    invaluable    for   anyone   desiring    to    become   an    aviator   or   aviation    mechanician. 

The  latest  rotary  types,  such  as  the  Gnome  Monosoupape  and  LeRhone,  are  fully  explained,  as  well  as  the  recently  devel- 
oped Vee  and  radial  types.  The  subjects  of  carburetion.  ignition,  cooling  and  lubrication  also  are  covered  in  a  thorough 
manner.      The   chapters   on    repair   and   maintenance    are   distinctive    and    found    in    no    other    book    on    the    subject. 

Invaluable  to  the  student,  mechanic  and  soldier  wishing  to  enter  the  aviation  service,  because  it  gives  practical  installation 
and  repair  instructions.  Not  a  technical  book,  hut  a  practical,  easily  understood  work  of  reference  for  all  interested  in 
aeronautical  science. 


576  Octavo  Pages 


Aviation    Chart  —  Location    of    Airplane    Power    Plant 
Troubles  Made  Easy 

By    Capt.    Victor    W.    Page,    A.S..    S.C.U.S.R.      A    largi 
outlining  all  parts  of  a   typical   airplane  power   plant,  showing 
the   points    where  trouble   is   apt  to  occur  and   suggesting    reme- 
dies   for   the   common    defects      Intended   especially    for    aviators 
and    aviation    mechanics  on   school   and   field   duty. 

Glossary  of  Aviation   Terms 

A  complete  glossary  of  practically  all  terms  used  in  aviation, 
having  lists  in  both  French  and  English,  with  equivalents  in 
either  language.  A  very  valuable  book  for  all  who  are  about 
to  leave  for  duty  overseas,  compiled  by  Lieuts.  Victor  W.  Page, 
A.S..  S.C.U.S.R.,  and  Paul  Montariol.  of  the  French  Flying 
Corps,  on  duty  on   Signal  Corps  Aviation    School,   Mineola.    L.I. 

Questions  and  Answers  Relating  to   Modern    Automo- 
bile Construction,  Driving   and  Repair 

By  Victor  W.  Page.  A  practical  self-instructor  for  students, 
mechanics  and  motorists,  consisting  of  thirty-seven  lessons  in 
the  form  of  questions  and  answers,  written  with  special  refer- 
ence to  the  requirements  of  the  non-technical  reader  desiring 
easily  understood  explanatory  matter  relating  to  all  branches 
of  automobiling.  A  popular  work  at  a  popular  price.  5 '  ,  ,\ 
?Im.      Cloth,   622   pages.    392    illustrations.    3    folding    plates 

The  Model    T    Ford    Car,  Construction,  Operation   and 
Repair 

By  Victor  W.  Page.  This  is  a  complete  instruction  book.  All 
parts  of  the  Ford  Model  T  Car  are  described  and  illustrated; 
the  construction  is  fully  described  and  operating  principles 
made  clear  to  everyone.  Every  Ford  owner  needs  this  practical 
book,      75    illustrations.      200    pages.      Large    folding    plate. 

Modern  Starting,  Lighting  and   Ignition  Systems 

By  Victor  W.  Page.  This  is  the  first  really  comprehensive 
work  on  this  important  subject.  It  is  written  in  simple  lan- 
guage and  considers  in  detail  the  basic  principles  of  the  elec- 
trical apparatus  involved  before  it  describes  any  of  the  systems 
or  their  parts.  Instructions  are  given  which  cover  every  de- 
tail.    Over  250  illustrations.  400  pages.   1918  edition. 

Motorcycles,  Side  Cars  and  Cycle-Cars 

By  Victor  W.  Page.  The  only  complete  work  published  for  the 
motorcyclist  and   cyelecarist.      Describes   fully  all    leading   types 


■  if  mi  chines,  their  design,  construction,  maintenance,  operation 
and  repair.  550  pages.  350  specially  made  illustrations.  5  fold- 
ing   plates. 

The  Modern  Gasoline  Automobile,  Its  Design,  Con- 
struction, Operation 
By  Victor  W.  Page,  M.S.A.E.  This  is  the  most  complete  prac- 
tical and  up-to-date  treatise  on  gasoline  automobiles  and  their 
component  parts  ever  published.  In  the  new  revised  and  en- 
larged l'.Ms  edition,  all  phases  of  automobile  construction. 
operation  and  maintenance  are  fully  and  completely  described, 
and  in  language  anyone  can  understand.  Every  part  of  all 
types  of  automobiles,  from  light  cyclecars  to  heavy  motor 
trucks  anil  tractors,  are  described  in  a  thorough  manner;  not 
only  the  automobile,  but  every  item  of  its  equipment,  accessor- 
ies, tools  needed,  supplies  and  spare  parts  necessary  for  its 
upkeep,  are  fully  discussed.  The  only  treatise  covering  various 
forms  of  war  automobiles  and  recent  developments  in  motor 
tiuck  design,  as  well  as  pleasure  cars.  The  book  is  not  too 
technical  for  the  layman  nor  too  elementary  for  the  more 
expert.  It  is  an  incomparable  work  of  reference  for  home  or 
school,  6x9.  Cloth,  1.000  pages,  nearly  1,000  illustrations, 
12   folding  plates. 

Automobile  Repairing  Made  Easy 

By  Victor  W.  Page.  This  is  a  thoroughly  practical  book  and 
includes  complete  directions  for  making  repairs  to  all  parts 
if  the  motor  car  mechanism.  A  book  for  the  garageman. 
chauffeur  and  automobile  mechanic,  it  also  contains  a  mass 
of  general  information  that  will  be  of  equal  value  to  the 
motorist  who  takes  care  of  his  own  car.  This  book  con- 
tains special  instructions  on  electric  starting,  lighting  and 
ignition  systems,  tire  repairing  and  rebuilding,  autogenous 
welding,  brazing  and  soldering  heat  treatment  of  steel,  latest 
timing  practice,  eight  and  twelve  cylinder  motors,  etc.,  etc. 
A  guide  to  greater  mechanical  efficiency  for  all  repairmen. 
You  will  never  "get  stuck"  on  a  job  if  you  own  this  book. 
Complete  index  makes  for  easy  reference.  Contains  more 
than  1,000  specially  made  engravings  on  500  plates,  most  of 
which    are    full    page.      1,040    pages. 

Automobile  Welding  With  the   Oxy-Acetylene   Flame 

By  M.  Keith  Dunham.  Explains  in  a  simple  manner  apparatu- 
to  be  used,  its  care,  and  how  to  construct  necessary  shop 
equipment.  Proceeds  then  to  the  actual  welding  of  all  auto- 
mobile parts,  in  a  manner  understandable  by  everyone.  Fully 
illustrated,    167    pages. 


THE  NORMAN  :W.  HENLEY  PUBLISHING  CO.,  2  West  45th  Street,  New  York,  U.S.A. 

McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  :--  266-268  King  Street  West  :-:  TORONTO 

Dept.  BS. 
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A  Page  of  Good  Fiction 


Another  Book  in 
a  Sealed  Packet 


Its   Pleasing   Appearance 
Jts  Popular  Price 

and   the   previous   successes   of   its   author    make 
this  new  book  Easy  to  Sell. 

You  remember  how  readily  you  sold  "Oh  Mary,  Be 
Careful,"    telling   about    Mary's    three    testa    for 

men. 


Now  Arrives 


"The  Apple -Tree  Girl" 

The  story  of  "Little  Miss  Moses,"  who  led  her- 
self into  the  Promised  Land. 

By   George   Weston. 

Frontispiece  in  color  and  five  other  illustrations. 
Decorated  cloth  in  a  sealed  packet. 

Altogether  winning,  bright  and  lovable  Charlotte 
Marlin  carves  a  career  out  of  practically  nothing. 
She  planned  a  great  campaign  to  overcome  her 
unfortunate  environment,  including  nothing  less 
than  three,  what  seemed  at  the  time  impossible 
sums.  First,  how  can  I  make  everybody  like  me?; 
second,  how  can  I  become  famous?;  third,  how 
can  I  marry  a  millionaire?  Her  method  of  ac- 
complishing her  sums  will  amuse  and  delight 
you  as  it  did  the  honest  Dr.  Kennedy  and  the  rich 
Perry  Graham. 

A  charming  tale  in  which  pluck  and  originality 
prove  the  winning  cards. 


$1.00  Net 


Carolyn  of 

the  Corners 


By 
Ruth  Belmore  Endicott 

Illustrated   $1.M5 


A  heroine  who  practiced  the  gospel  "looking  up" 
— a  heroine  natural,  wholesome  and  thoroughly- 
worth  while — one  who  believed  in  making  things 
a  "wee  bit  better" — such  is  Carolyn  May  Cameron 
who,  as  "Carolyn  of  the  Corners,"  is  assured  a 
lasting  place  in  the  world  of  good  fiction. 

There  is  going  to  be  a  big  demand  for  this  book. 
To  read  it  is  to  become  a  booster  for  it. 

Show  it  prominently  in  your  displays  and  recom- 
mend it.     "Carolyn  of  the  Corners"  is  a  winner. 


tt 


y* 


Missing 

By 
Mrs.  Humphrey  Ward 

$1.50 

A  dramatic  novel  of  the  Great  War.  Few  novel- 
ists are  capable  of  putting  such  a  vivid,  heart- 
gripping,  human  appeal  into  a  war  story  as  Mrs. 
Humphrey  Ward  has  in  "Missing." 

J.   Henri    Fabre's   Nature    Books 

$1.50  Each 
Insect  Adventures. 
The  Life  of  the  Grasshopper. 
The  Life  of  the  Spider. 
The  Life  of  the  Fly. 
The  Life  of  the  Caterpillar. 
Bramble  Bees  and  Others. 
The  Mason  Bees. 
The  Hunting  Wasps. 


McCLELLAND,  GOODCHILD  &  STEWART,  Limited 

PUBLISHERS  266-268  King  Street  West         V         TORONTO 
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a  CAMBRIDGE 


I  BIBLES   AND 


I         PRAYER-BOOKS 


.    CLEAR  BLACK  TYPE 

M  INDIA  OR  ORDINARY  PAPER 

I  THE  BEST  BINDINGS 

s 


CAMBRIDGE   UNIVERSITY  PRESS 


CANADIAN  AGENTS 
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Dodge  Publishing  Co. 

Wish  to  Announce  that 
MR.  H.  M.  CALDWELL 

will  visit  the  Canadian  Trade 

FROM   LONDON  TO  HALIFAX 

during  the  month  of  April 

MR.  W.  C.  BELL 

will  represent  Dodge  Publishing  Company 

FROM  PORT  ARTHUR   TO   VICTORIA 

Both  Representatives  will  offer  our  complete  line 
of  Fancy  Calendars,  Cards,  etc.,  Gift  Books  for 
all    seasons,    including    many    attractive    books    for 

children. 

DODGE  PUBLISHING  CO. 

461  8th  AVENUE,  NEW  YORK 
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More  and  Better  Books 

Selected  from     THE    MUSSON    BOOK    CO.,    LIMITED     Spring  Li 

J  ._....„  ^s. 


tst 


ALREADY  PUBLISHED 


SIMBA 

Bv  Stewart  Edward  White 

Cloth  $1.40 

THE  U.  P.  TRAIL 

Bv  Zane  Grey 

Cloth  $1.50 

THE  ROAD  THAT  LED 

HOME 

Bv  Will  N.  Ingersoll 

Cloth  $1.35  Net 

KITTY  CANARY 

Bv  Kate  Langlev  Bosher 

Cloth  $1.00  Net 

THE  BEST  SHORT  STORIES 
OF  1Q17 

Edited  by  Edward  J.  O'Brien 

Cloth  $1.50  Net 

THE  GIRL  IN  HIS  HOUSE 

Bv  Harold  MacOrath 

Cloth  $1.25  Net 

THOMAS 

By  H.  B.  Creswell 

Cloth  $1.35 

THE  THRESHOLD 

Bv  Marjorie  Benton  Cooke 

Cloth  $1.40 

MAKING  HER  HIS  WIFE 

By  Corra  Harris 

Cloth  $1.30 

ALIENS 

By  William  McFee 

Cloth  $1.50 

LONG  EVER  AGO 

By  Rupert  Hughes 

Cloth  $1.40  Net 


THE  REAL  FRONT 

Bv  Arthur  Hunt  Chute 

Cloth  $1.50  Net 

CANADA  IN  KHAKI 

By  Britain's  foremost  writers  and 
cleverest  artists 

Price  $1.00 

OUTWITTING  THE  HUN    . 

Bv  Lieutenant  Pat  O'Brien 

Cloth  $1.50  Net 

A  FLYING  FIGHTER 

By  E.  M.  Roberts,  Lieut,  R.F.O. 

Cloth  $1.50  Net 

THE  IRON  RATION 

By  George  Abel  Schreiner 

Cloth  $2.00  Net 

IN  OUR  FIRST  YEAR  OF 
WAR 

By  Woodrow  Wilson 

Cloth  $1.00  Net 

SOME  WAR  IMPRESSIONS 
By  Jefferv  Farnol 

Cloth  50c  Net 

THE  SOUL  OF  A  SOLDIER 

Bv  Thomas  Tipladv 

Cloth  $1.25 

THE  WINNING  OF  THE 
WAR 

Bv  Roland  G.  Usher 

Cloth  $2.00  Net 

BUDDY'S  BLIGHTY 

Bv  Lieutenant  Jack  Turner,  M.C. 

Cloth  $1.00 


^ 
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WE  ARE  MOVING 

To   more   commodious    premises  in  a 

few  weeks  time 

It  will  pay  us  to  cut  prices  rather  than  move  the  stock. 

An  opportunity  is  now  given  some  of  those  large  buyers  of  Sixpenny  and 
Shilling  cloth  novels  to  come  in  and  buy  at  the  Cut  Rates. 

Take  advantage  of  this  offer  immediately  and  call  on  us. 

Quebec  and  Eastern  Ontario  newsdealers  are  interested  in  good  service 
on  magazines. 

We  are  in  a  position  to  give  you  that  service  at  prices  and  conditions 
which  will  meet  with  your  approval. 

Lists  will  be  sent  on  application.    Connect  with  us  at  once. 

Imperial  News  Company,  Limited 

254  Lagauchetiere  St.  West,  Montreal 

Our  new  address  after  April  25th  will  be  348   St.  James  Street. 


A  BOOK  OF  THE  MOMENT 

VEGETARIAN 
&  WARTIME 

COOKERY 

Compiled  by  AMY  ROTH.  Edited  by 
HELEN  EDDEN,  M.C.A.  Containing  one 
hundred  and  fourteen  Vegetarian  Recipes 
with  Menus  for  a  week,  and  chapters  on  the 
Management  of  the  Gas  Stove  and  the  Fire- 
less  Cooker. 


1/3 


NET. 


POSTAGE     -     3d. 

This  simple  Cookery  Book  has  been  issued  in 
response  to  the  increasing  demands  of  War- 
time days  for  Vegetarian  and  other  special 
recipes.  Compiled  as  it  is  by  a  well-known 
restauranteur  it  is  the  outcome  of  several 
years'  practical  experience  and  thoughtful 
work  on  the  Food  Question — specially 
adapted  to  present-day  needs. 
Of  All  Booksellers. 

JOHN  HOGG 

13  PATERNOSTER  ROW,  LONDON,  EC. 


How  is  Your  Stock  of 
Merriam-Webster  Dictionaries  ? 


WEBSTER'S  NEW  INTERNATIONAL 

400,000    Vocabulary   Terms  30,000    Geographical    Subjects 

12,000    Biographical    Entries 
6,000    Illustrations  2,700    Pages 

Regular  Edition. — Size,  12%  x  9%  x  5  inches.  Weight, 
14    lbs.      Nine   durable   and   artistic  bindings. 

India-Paper  Edition. — Only  half  as  thick,  about  half  as 
heavy  as  the  Regular  Edition.  Size.  12%  x  9%  x  2%  inches. 
Weight  only  7%  lbs.  Library  Buckram  and  Full  Seal 
binding. 

WEBSTER'S  COLLEGIATE  DICTIONARY 
Third  Edition,    Merriam  Series 

A  New  Book.  The  largest  abridgment  of  the  New 
International.  1,248  Pages.  1,700  Illustrations.  100,000 
Words    and    Phrases.      Scottish    Glossary. 

Regular    and    Thin — Paper    Editions. 

WEBSTER'S  NEW  IDEAL 

The    best    of    its    class.      Size    5%  x  8  x  1%    inches.      Bible 
paper.      Full    flexible    leather. 
WEBSTER'S  LITTLE  GEM.  Third  Edition.  Merriam  Series 

The  most  complete  of  Pocket  Manuals.  220  Pages, 
16     Pages     of     Colored     Maps.      Three    bindings. 

Write  to  your  jobber  for  term*,  etc.,  or  address 

G.  &  C.  MERRIAM  CO.,  ^ss^Eib?. 
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The  supply  of  English  Sixpenny 
Novels  has  been  getting  lower 
and  lower,  until  to-day  it  is  diffi- 
cult to  buy  them  anywhere  at 
any  price. 


Only  after  you  have  placed  your 
first  magazine  order  with  us  will 
you  realize  what  a  change  has 
taken  place  since  we  began  our 
agitation  for  better  service. 


When  These 
Are  All  Gone 
There  Will  Be 
No  More  — 

AT  LEAST  NOT  UNTIL  THE  WAR  IS  OVER 


WE   OFFER   FOR  SALE 

at  $13  f.o.b.  Winnipeg,  seven  thousand  novels  by  first-class  authors,  such  as: 
Baroness  Orczy,  Joseph  Hocking,  Robert  Barr,  S.  R.  Crockett,  Max  Pemberton, 
H.  S.  Merriman,  Charles  Garvice,  Stanley  Weyman,  John  Oxenham,  E.  F. 
Benson,  Nat  Gould,  and  others. 

Also  1,500  copies  of  Hodder  &  Stoughton's  Eighteenpenny  Cloth  Novels  by 
leading  authors,  29c  f.o.b.  Winnipeg,  in  100  lots.  Cannot  be  bought  in  London 
to-day.     Same  books  by  inferior  authors  cost  30c  f.o.b.  Toronto. 


0! 
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A  Square  Deal  on  Magazines 


FULLY    RETURNABLE 

Pictorial    Review     lie 

Collier's     Weekly     7c 

Canada   Weekly    3c 

Parisienne      lie 

Saucy   Stories    He 

Smart   Set    19c 

Field    and    Stream    15c 

Fascinating:     Fiction     18c 

Clever    Stories    18c 

Motion    Picture    Magazine    15c 

Motion    Picture   Classic    15c 

15%    RETURNABLE 

Country    Gentleman    3c 

Railroad   Magazine    8c 

Argosy    Magazine    8c 

Munsey   Magazine    20c 

All   Story   Magazine    8c 


W<    RETURNABLE 

Metropolitan    15c 

Ladies'    Home    Journal    14c 


NON-RETURNABLE 

Saturday    Evening    Post    3y2c 

MacLean's    15c 

Photo-Play   World    19c 

Jack    Canuck    

Puck    (American)    7c 

Motor     19c 

Motor   Boating    lie 

Cosmospolitan    Magazine    15c 

Hearst's    Magazine    15c 

Harper's     Bazaar     19c 

Good    Housekeeping     He 

Literary     Digest     8c 


Imperial    News    Co.,   Limited 


WINNIPEG 
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MY  ADVENTURES  AS  A  GERMAN  SECRET  AGENT 

By  HORST  VON    DER  GOLTZ 


This    is    the    inside    story    of    German    intrigue    in    Amer 
Machine.      Thrilling!     Romantic!     True!     It    provides 

SUSPENSE  By  Isabel  Ostrander.     $1.35 

Here's  a  good,  old-fashioned  mystery  story.  No 
false  alarm  about  this  book — it's  the  real  stuff! 
Told  with  consummate  art — the  action  never  ceases. 

CAPTAIN  GAULT  By  Ralph  Hope  Hodgson.  $1.35 
The  tale  of  a  genial  runner  of  contraband.  You 
wouldn't  call  Captain  Gault  a  villain — he  has 
merely  an  easy  conscience.  It's  a  book  of  genu- 
ine entertainment  and  that's  why  it  will  sell. 

NOTHING  OF  IMPORTANCE 

By  Bernard  Adams.  $1.50 
This  is  a  tale  of  daily  life  at  the  Front  in  France. 
The  personal  story  of  a  young  officer  who  served 
eight  months  with  a  Welsh  regiment.  Stories  of 
billets,  of  sniping,  of  mines,  of  patrols,  of  trench 
incidents — pathos,  heroism  and  humor  of  the  war. 
A  great  book,  not  only  for  stay-at-homes  but  for 
other  soldiers.  "Nothing  of  Importance"  is  what 
the  communiques  say  when  there  is  no  big  drive 
or  attack  to  chronicle. 

SISTER  CLAIRE 

By  M.  Reynes-Monlaur.  Translated  from  the  French 
$1.25. 
The  tale  of  a  simple  nun  who  was  caught  in  the 
first  great  rush  of  the  German  army,  bringing  to 
her  privation  and  suffering  leading  to  a  new 
awakening. 

THE  TRIUMPH  OF  THE  MAN  WHO  ACTS 

By  Edward  Earle  Purinton.     $1.75 
This  new  book  by  the  author  of  "Efficient  Living" 
is   another   inspiring   book   on    personal    problems 
equally.     It  teaches  efficient  methods  plus  inspired 


ica    by    a    man    who    was    part   of    the    German    War 
a    real    opportunity    for    aggressive    bookselling. 

sanity — the  combination  of  work,  common-sense 
and  experience. 

HISTORICAL   BACKGROUNDS   OF  THE   GREAT 

WAR  By  Frank  J.  Adkins,  M.A.     $1.25 

Deals  with  the  underlying  causes  of  the  European 
conflict.  The  reason  for  the  characteristic  foreign 
policies  of  the  different  Powers,  why  the  low  coun- 
tries have  been  the  cock-pit  of  Europe,  why  Ger- 
many and  Italy  were  late  in  organizing  as  national 
states,  the  reason  for  the  fall  of  Poland,  the  rise 
of  Russia  and  the  historical  position  of  the  Aus- 
trian Monarchy,  are  here  explained  in  a  concise 
and  interesting  fashion. 

This  book  has  been  placed  in  all  of  the  United 
States  Army  Cantonment  Libraries. 

THE  HOME  POULTRY  BOOK 

By  Edward  I.  Farrington.  $1.00 
The  Government  has  appealed  for  a  nation-wide 
increase  in  the  production  of  poultry  and  eggs.  No 
food-  can  be  produced  so  quickly,  nor  with  such 
assurance  of  success,  as  can  poultry.  All  you  need 
is  a  backyard,  some  information  and  a  reasonable 
amount  of  care. 

This  book  tells  the  backyard  poultry  keeper  just 
what  to  do,  when  to  do  it  and  how. 

FOR  THE  GARDEN  LOVER 

LET'S  MAKE  A  FLOWER  GARDEN 

By  Hanna  Rion.     $1.50 
HOME  VEGETABLE  GARDENING 

By  F.  F.  Rockwell.     $1.25 
THE  GARDEN  PRIMER    By  Grace  Tabor. 


$1.10 


"UNDER  FIRE"  By  HENRI  BARBUSE 

This  is  among  the  six  best  selling  War  Books  in  Canada  this  season  holding  its  own  against  later  books 
and  the  demand  goes  on  and  will  continue.  Keep  pushing  this  wonderful  book-  THE  SUPREME  NOVEL 
OF  THE  WAR!     Over   300,000  copies  sold   in   France.     Now   in   its   14th  edition   in   Canada! 


TO  ARMS 

From  the  French  by  Marcelle  Tinayre,  translated  by 
Lucy  H.  Humphrey 
This  book  visualizes  the  typical  incidents  of  those 
hours  of  mobilization  in  France  which  preceded 
actual  hostilities.  It  preserves  the  spirit  of  those 
memorable  days  and  reveals  united   France. 

EVERYMAN'S  LIBRARY 

New  Titles  Just  Ready 

ANCIENT  LAW  By  Sir  Henry  Maine 

World-Famous  Legal  Classic 
MEMOIRS  OF  CARDINAL  DE  RETZ 
By  Himself.    2  Vols. 
His  dealings  with  Charles  II  of  England. 
A  HISTORY  OF  FRANCE 

By  Victor  De  Ruy.     2  Vols. 
This  is  to  France  what  Green's  is  to  England. 
SELECTED  PAPERS  ON  PHILOSOPHY 
By  William  James 
Exclusive  rights  granted  to  Everyman's  Library. 


MARCHING  ON  TANGA 

By  Captain  Francis  Brett  Young 
"The  story  of  a  British  Campaign  in  German  East 
Africa,  bringing  out  with  equal  vividness  the  won- 
ders of  the  African  Tropics  and  the  unique  char- 
acter of  the  extraordinary  military  undertaking. 
It  is  hard  to  recall  any  book  about  this  war  of  a 
quality  at  once  so  imaginative  and  so  real." — 
Westminster  Gazette. 

WAYFARERS'   LIBRARY 

New  Titles  Just  Ready 

TARAS  BULBA  By  Nicolai  Gogol 

With   "St.   John's   Eve"   and   other   tales. 

ELEANOR  By  Mrs.   Humphry  Ward 

JANEY  CANUCK  IN  THE  WEST 

By  Emily  Ferguson 

THE  SHADOWY  THIRD  By  H.  A.  Vachell 

THE  SAINT  By   Antonio   Fogazzaro 

THE  MINISTER  OF  STATE        By  John  A.  Steuart 


Everyman's  Library  now  comprises  over  700  titles  and  the  Wayfarers'  Library  nearly  100  titles,  including 
the  very  sort  of  books  to  exactly  suit  the  individual  tastes  of  any  of  the  boys  in  France,  consequently  they 
are  Ideal   Books   for  Soldiers. 

THE  TRIUMPH   OF   ORGANIZATION    State    Control    of    Banking-State    Control    of    Insurance 

How  will  the  nations  meet  their  financial  burdens  after  the  war?  Arthur  Travers-Borgstroem  shows 
how  the   world  must  cope   with   the  economic   problems   of  after-the-war.      A   30c   BOOK. 


J.  M.  DENT  &  SONS  LIMITED 


27  Melinda  Street 
TORONTO 
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The  Pan-German  Doctrines  of  Mittel-Europa  are  by  far  the  greatest  danger 
now  in  front  of  us.     If  you  want  to  realize  how  to  prevent  this  danger,  read 

GERMANY  AT  BAY 


Now  Ready  $1.75  Net. 

Major  Haldane  MacFall 

with  an  Introduction  by 

Field-Marshal  The  Viscount  French 


THE   PAN-GERMAN   MAP 

If  this  ,map  remain  at  the  making  of  peace,  then  Germany  has  won  her  war 


O  Moscow 


MAP  SHOWING  THE  JUST  PLACE  FOR  GERMANY  IN   EUROPE 
If  this  map  6tand  at  the  making  of  peace,  then — and  only  then — Germany  has  lost  her  war 

LORD  DENBIGH,  who  wrote  a  remarkable  letter  about  "Germany  at  Bay,"  in  "The  Times,"  is  using  this 
volume  as  well  as  the  Maps  illustrated  herewith  as  documents  to  quote  from  at  all  the  Meetings  he  is 
addressing  on  behalf  of  the  War  Aims  Committee. 

THE   HOUSE  OF  CASSELL   55  BTOLSNTTRr5ET 
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A  Big  Canadian  Novel 

WILLOW 


THE  WISP 


By  Archie  P.  McKishnie. 

This  vivid  tale  of  the  Canadian  Woods 
does  for  that  region  what  the  stories  of 
Rex  Beach  and  Jack  London  do  for  the 
Yukon.    Ready  in  May.     Order  Early. 
Colored  Frontispiece.  $1.50  Net. 


Oh,  Money!  Money! 

By  Eleanor  H.  Porter. 

The   romance  of  a  modern  Cinderella 

and    a    Western    Millionaire.  The    best 
seller  this  spring. 

Illustrated.  $1.50  Net. 


a^^ 


IN  THE 
HEARTS 
GERMAN ' 
IGUK 

cmttira  M 
V.4.    ' 


In  the  Heart  of 

German  Intrigue 

By  Demetra  Vaka. 

A  most  amazing  record  gathered  first- 
hand from  Kings,  Ministers,  Generals 
and  master  spies  that  uncovers  the  trail 
of  intrigue  stretching  down  the  centre  of 
Europe. 
Profusely  Illustrated.  $2.00  Net. 


Trapped  in  Black 

Russia 

By  Ruth  Pierce. 

The  thrilling  experience  of  an  Ameri- 
can girl  arrested  as  a  spy  in  Russia. 
Cloth.  $1.25  Net 


@  SERBIA© 
CRUCIFIED 


Serbia  Crucified 

By   Lieut.  M.  Krunich. 

A  powerfully  written  story  of  experi- 
ences  during  one   of  the   grimmest  and 
most  tragic  episodes  of  the  War. 
Cloth.  $1.50  Net. 


A  few  titles  from 
Our  Spring  List 

Fiction 

MISS    PIM'S    CAMOUFLAGE. 
By  Lady  Stanley. 

$1.50  Net. 

THE  SHERIFF'S  SON. 
By   Wm.   McLeod   Raine. 

$1.50  Net. 

THE  STATUE  IN  THE  WOOD 
By  Richard  Pryce. 

$1.50  Net. 

THE  HOUSE  OF  WHISPERS. 
By  William  Johnston. 

$1.40  Net. 

THE    SUNSHINE    SETTLERS. 
By    Crosbie   Garstin. 

$1.50  Net. 

THE    LOST   NAVAL  PAPERS. 
By  Bennet  Copplestone. 

$1.50  Net. 

War  Books 

LETTERS    OF    A    CANADIAN 
STRETCHER  BEARER 

By  R.  A.  L. 

Introduction  by  Anna  Chapin 
Ray.  $1.35  Net. 

LIFE  IN  A  TANK. 
By  Capt.  Richard  Haigh. 

$1.25  Net. 

HIGH  ADVENTURE. 
By  James  Norman  Hall. 

$1.50  Net. 

WARFARE  OF  TO-DAY. 

By  Lieut.-Col  Paul  Azan. 

$2.00  Net. 

General 

THE     CANADIAN     GARDEN 
BOOK   . 
By  Dorothy  Perkins. 

$1.00  Net. 

THE   SECRET  OF   TYPE- 
WRITING SPEED. 
By  Margaret  B.  Owen. 

$1.0u  Net. 

Write    for    Complete    Spring 
Announcement. 

Thomas  Allen 

Publisher 

TORONTO 


48 


BOOKSELLER    AND    STATIONER 


Rand-McNally 

POCKET  MAPS 

(Auto  Roads) 

There  are  Rand-McNally  Maps  of  all  states  and  provinces,  showing  counties,  auto  routes, 
post  routes,  leading  cities — made  accurately  from  authentic  government  surveys.  Over  fifty  years' 
experience  and  a  specialized  organization  is  back  of  every  Rand-McNally  Map  you  buy. 

Canada  and  the  Provinces 

Alberta 30c     British  Columbia 30c 

Canada 30c      Manitoba    30c 

Maritime   Provinces    30c     Ontario 30c 

Quebec   30e     Saskatchewan 30c 

Every  Motorist  Will  Want  One 


New  War  Maps 


No.   1. 


No.  2. 


British   Battle   Front— From   Ostend  to   St. 
Quentin    ......     30c 

(Scale  1  inch — 4  miles) 
French  Battle  Front — From  St.  Quentin  to 
St.   Mihiel    30c 

(Scale  1  inch — 4  miles) 


No.  3.      French   Battle    Front— From   St.    Mihiel   to 

the  Swiss  Border   30c 

(Scale  1  inch — 4  miles) 

No.  4.     "The  Battle  Ground  of   Liberty"— (Map  of 
•     the   entire   Western   Front  in   Belgium   and 

France)    ,  ...     30c 

(Scale  1  inch — 10  miles) 


Complete  Stock  Carried  in  Toronto 
Liberal  Discounts  Order  at  Once 


Rand-McNally   Juveniles 

New  Titles  for  1918 
Peter  Patter  Book,  by  Leroy  T.  Jackson 

Profusely  illustrated  in  Color  by  Blanche  Fisher  Wright 
A  companion  volume  to  The  Real  Mother  Goose 

Nonsense   A. B.C.  The  Kinderkins 

By  Edward  Lear  Loraine  and  the  Little  People  of  Spring 

The  Three  Little  Pigs  Little  Sisters  to  the  Camp  Fire  Girls 
In  the  Bye-Lo  Series  Profusely  Illustrated 

25c  each  50c  each 

Write  for  Illustrated  Catalog. 


THOMAS  ALLEN,  Toronto 

Publisher 
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B  B • CO  * 


For  Your  Early-Summer  Selling 
SEETHE  OPPORTUNITIES  THESE  OFFER 


Bapaume  to  Passchendaele 

By  Philip  Gibbs 

There  have  been  War  books  and  War  books. 
This  author  in  his  "Soul  of  the  War"  made  a 
mark  which  we  believe  he  has  even  surpassed 
in  this  new  book.  As  will  be  surmised,  a  pood 
deal  of  it  is  given  to  a  description  of  the  won- 
derful work  by  our  Canadian  boys  at  Vimy 
Ridge,  Passchendaele  and  intervening  engage- 
ments. Anyone  who  has  read  Phillip  Gibbs' 
frequently  published  stories  will  realize  what 
a  book  by  such  an  author  will  mean. 

A  Yankee  in  the  Trenches 

By  Corp'l  Derby  Holmes 

Get  away  from  the  horrors  of  the  War  for 
a  while.  The  lighter  side  is  adequately  pre- 
sented by  this  soldier  boy,  an  American,  by  the 
way,  who  served  with  the  English  Cockneys. 
It  will  not  only  kindle  the  imagination  but  has 
in  it  a  human  touch  which  will  stir  the  heart. 
Fully  illustrated. 

$1.35 

First  Call 

By  Arthur  Guy  Empey 

Of  course  you  read  "Over  the  Top,"  the  big- 
gest seller  of  the  year.  This,  Empey's  second 
bool?,  is  supplementary  to  the  first  one.  It 
tells,  for  instance,  what  the  people  at  home  can 
best  do  for  the  boys  over  there  and  gives  an 
idea  of  what  the  soldier's  life  is  from  day  to 
day.     Well  illustrated. 

$1.50 

The  Book  of  Artemas 

Merely  putting  a  copy  of  this  into  the  hands 
of  a  customer  and  turning  over  to  a  chapter 
heading  will,  in  ninety  cases  out  of  a  hundred, 
mean  a  sale.  It  cannot  be  described.  You 
have  to  see  it  to  know,  because  it  is  different 
from  anything  heretofore. 

75c.  net 

The  Spy  in  Black 

By  J.  Storer  Clouston 

Of  course  the  vogue  for  detective  stories  had 
to  twist  a  little  during  the  War  and  now  it  runs 


to  "Spy"  stories.  Here  is  one  of  the  best  yet 
issued.  It  was  good  enough  to  run  serially  in 
"Blackwood's  Magazine." 

$1.35 

The  Bag  of  Saffron 

By  Baroness  Von  Hutten. 

A  new  book  by  the  author  of  "Pam"  always 
stirs  up  big  interest.  This  one  has  a  mystery 
interpolated  which  adds  to  its  interest. 

$1.35 

The  Prodigal  of  the  Hills 

By  Edgar  William  Dynes 

Something  unusual — a  Canadian  story  by  a 
Canadian,  this  one  laid  in  a  mining  camp  in 
the  Rockies.  It  pictures  real  men  and  women 
under  conditions  we  know  well  and  should 
receive  a  good  Canadian  welcome. 

$1.35 

The  Night  Club 

By  the  Author  of  "Bindle" 

You'  read  "Bindle,"  of  course,  and  laughed 
over  it.  Here  is  a  new  one  written  around 
Bindle  and  his  friends  which  will  make  you 
laugh  again. 

$1.35 

Greatheart 

By  Ethel  M.  Dell 

Another  Dell  love  story  which  is  sure  to 
appeal  as  usual  to  feminine  readers. 

$1.35 

Mrs.  Allen's  Cook  Book 

Everyone  in  the  United  States  knows  what 
the  Westfield  Movement  has  done  for  pure 
foods.  This  is  the  standard  Cook  Book  of  the 
Westfield  Pure  Food  Movement.  Its  author, 
Mrs.  Allen,  has  written  most  authoritative 
articles  for  the  best  Women's  Journals  of  the 
world.  A  most  practical  feature  is  a  chapter 
on  Dietetics  and  Chemistry  of  Foods  written 
in  a  way  that  the  ordinary  cook  can  under- 
stand. 

$2.00 


WILLIAM  BRIGGS 

Publisher 
TORONTO,  ONT. 
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A  Mother's  Prayers  for  Her  Boy 
in  the  Battle  Line 

ACTUAL  TITLE  TO   BE   ANNOUNCED   LATER 

Here  is  a  little  heart-touching  book  which  should  find  ready 
sale  among  the  thousands  of  mothers  in  the  same  circumstances 
of  the  author.  It  gives  evidence  of  a  deep  insight  into  motherly 
sympathy  and  should  appeal  strongly.     Price  50c. 

Maternity  Without  Suffering 

By  Mrs.  Emma  F.  A.  Drake,  M.D. 

The  most  wonderful  period  in  a  young  wife's  life  is  almost 
invariably  faced  with  dread.  This  book  in  thousands  of  cases 
has  dissipated  that  fear  and  has  saved  immeasurable  mental  and 
physical  pain.  Every  community  presents  large  opportunities 
for  steady,  continuous  sales  if  it  is  judiciously  handled.  Price  5Gc. 

Marvels  of  Our  Bodily  Dwelling 

By  Mrs.  Mary   Wood- Allen,   M.D. 

"Medical  science  and  physiology  made  simple  and  attrac- 
tive," one  appreciative  man,  who  read  it  to  his  children,  said 
of  this  book.  Let  your  customers  with  families  know  of  its  good 
points.     It  will  lead  to  good  business.     Price  $1.25. 

The  Self  and  Sex  Series 

Steady  sellers  these  because  ninety  out  of  the  hundred  who 
pass  your  store  are  prospective  customers.  Keep  them  in  sight 
and  let  people  know  what  they  are. 

FOUR     BOOKS      TO     MEN  By  Sylvanus  Stall,  D.D. 

WHAT  A  YOUNG  BOY  OUGHT  TO  KNOW 
WHAT  A  YOUNG  MAN  OUGHT  TO  KNOW 
WHAT  A  YOUNG  HUSBAND  OUGHT  TO  KNOW 
WHAT  A  MAN  OF  45  OUGHT  TO  KNOW 

FOUR  BOOKS  TO  WOMEN 

WHAT  A  YOUNG   GIRL   OUGHT  TO  KNOW 

By  Mrs.   Mary   Wood-Allen,   M.D. 

WHAT  A  YOUNG  WOMAN   OUGHT  TO   KNOW 

By   Mrs.    Mary   Wood- Allen,   M.D. 

WHAT  A  YOUNG  WIFE   OUGHT  TO   KNOW 

By  Mrs.   Emma  F.   A.   Drake,   M.D. 

WHAT  A  WOMAN   OF  45   OUGHT  TO   KNOW 

By  Mrs.   Emma  F.   A.   Dr&ke,   M.D. 

EACH  CLOTH,  $1.00  net  per  copy. 

WILLIAM  BRIGGS,   Publishers 

TORONTO,    CANADA 
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WAR  and  the 
FUTURE 

By  Sir  Robert  Borden 

CLOTH  $1.00 

A  narrative  compiled  from  speeches 
delivered  at  various  periods  of  the 
war,  in  Canada,  the  United  States 
and  Great  Britain,  with  an  intro- 
ductory letter  by  Sir  Robert  Borden 
to    the    compiler,    Percy    Hurd. 

HA  VE  YOU  READ 


ALBERT 

-FOURTH    EARL    GREY 

—A  Last  Word 

By  Harold  Begbie 

CLOTH  75c. 

Earl  Grey  thought  that  "A  voice 
from  the  grave  often  gets  a  hear- 
ing," but  his  last  words  are  far 
more  important  than  this  modest 
opinion  suggests,  for  the  honoured 
career  in  various  capacities  and 
countries  gives  his  utterances  a  de- 
served   weight. 


THE  PRIME 
MINISTER 

An  Authoritative  Biography 

By  Harold  Spender 

CLOTH  $1.50 

Mr.  Spender  gives  to  the  world  in 
this  biography  a  very  full  and 
authoritative  account  of  Mr.  Lloyd 
George's  early  origins  and  strivings, 
also  a  full  account  of  Mr.  Lloyd 
George's  attitude  towards  the  war 
and  the  conduct  of  the  war  in  its 
inner   councils. 


"ROUGH  RHYMES  OF  A  PADRE"?  CLOTH  $1.00 

Outstanding  New  Books  Affecting  the  Great  War 


JACK  CORNWELL, 
V.  C. 

J.  E.  Hodder  Williams,  50c. 

The  life-story  of  Jack  Cumuli,  V.C. 
the  famous  "Hoy,  1st  Class"  of  th  • 
Battle  of  Jutland.  We  need  hardly  re- 
mind our  readers  of  the  words  in  Sir 
David  Beatty's  despatch:  ".Mortally 
Wounded  early  in  the  action,  he,  never- 
theless, remained  standing  alone,  at  a 
most  exposed  post,  quietly  awaiting  or- 
ders, till  the  end  of  the  action,  with 
ilie  gun's  crew  dead  and  wounded,  all 
round  him.  His  age  was  under  lb'4 
years." 

ONE  YOUNG  MAN 

A  True  Story- 
Edited  by  J.  E.  Hodder 
Williams,  50c. 

"Have  unfortunately  fallen  victim  to 
the  Hun  shell  in  the  last  attack,"  wrote 
this  young  man  to  his  Chief.  "I  am 
not  sure  to  what  extent  I  am  damaged. 
The  wounds  arc  the  right  eye,  side  of 
face,  and  left.  hand.  They  hope  to  save 
the  eye,  and  I  have  lost  ONLY  ONE 
FINOBU  ON  HAND.  I  will  write  you 
again,  sir.  when  1  arrive  in  England." 
Whoever  reads  about  this  "One  Young 
Man"  must  thrill  with  a  sense  of  pride 
that.  Britain  has  produced  so  many 
millions   like   him    in    her  hour   of   need. 


CANADA  IN  FLANDERS 

Major  Chas.  G.  D.  Roberts 

Cloth  50c. 

r*Majoi  Oharlea  Roberts  continues  in 
Volume  III.  of  "Canada  in  France  and 
Flandcr.s"^for  France  has  now  given  us 
the  names  of  the  Homme  and  of  Vimy 
—the  story  of  the  Autumn  Campaign  at 
1916.  In  his  record  of  the  great  deeds 
of  the  Canadian  'Corps  on  'the  Somme 
we  shall  find  combined  the  two  quali- 
ties which  make  letters  last,  the  imag- 
ination which  can  convey  to  the  future 
the  agonies  and  heroisms  of  the  past, 
an  1  the  chiselled  style  shaking  the 
rough  outlines  of  the  records  into  a 
clean-cut  and  enduring  narrative."— 
From    Lord    Beavei'brook's    preface. 

THE 

BRITISH   CAMPAIGN 

In  France  and  Flanders.  Vol.  3 

By  Sir  Arthur  Conan  Doyle 

Cloth  $2.00 

Tliis  will  undoubtedly  be  the  most  im- 
portant volume  yet  published.  Contain- 
ing an  authentic  account  of  'the  gallant 
fighting  of  the  British  Forces  during  the 
third  year  of  War.  Sir  Arthur  Conan 
Doyle  has  taken  enormous  trouble  to 
disentangle  the  facts  of  the  various 
campaigns,  with  the  result  that  every- 
thing is  set  before  the  reader  in  the 
mn-Jt    clear    manner. 


SOULS  IN  KHAKI 

Arthur  E.   Copping 
Cloth   75c. 


This  volume  was  written  within  the 
sound  of  guns.  Tin-  author  went  to  the 
Front  with  the  intention  of  studying 
the  conflict,  no:  so  much  from  a  mili- 
!;li\  standpoint  as  from  its  human  side. 
Mv  found  that  the  tragedy  is  swallowed 
up  in  glory,  and  the  inspiring  facts 
here  recorded  cannot  fail  to  console  and 
strengthen  the  courage  of  those  whose 
dear  ones  have  gone  ito  the  War. 


TOMMY'S  TRIANGLE 

Arthur  E.  Copping 
Cloth  75c. 


This  story  is  almost  as  good  as  a  per- 
sonally conducted  tour  through  the 
wonderfully  organized  system  of  Y...M. 
C.A.  activities  at  the  Front.  Mr.  Cop- 
ping has  the  rare  faculty  that  enables 
him  to  select  the  material  that  give- 
vividness  to  his  story.  One  lays  aside 
his  book  with  little  idea  of  the  battle  - 
Bcenes  tluough  which  he  is  led,  but  with 
:i  pretty  accmate  knowledge  of  what 
the  Y.M.C.A.  is  doing  for  ithe  men  at 
the  Front,  and  of  their  appreciation 
r.f    it. 


HODDER   &  STOUGHTON 

i LONDON  TORONTO 

PUBLISHERS 


LIMITED 

NEW  YORKi 

TORONTOV 


BOOKSELLER    AND    STATIONER 


EJElNQ     THi;   AUTOblOiRAPH1 
DAVID     MUN'RO. 

si±h lieutenant.  a.N 

TAFFRAIL 

J-        i-ffl+MO.    or 


'PIMCHER  MARTIN. O.D' 


The  SUB 

By  Taffrail 
CLOTH  $1.25 

Having  just  read  the  proof 
sheets  of  THE  SUB  by  "Taf- 
frail," we  have  no  hesitation 
in  saying  that  the  book  is  a 
"Winner."  In  this  story  Taf- 
frail does  for  the  "Snotty" 
and  the  "Sub"  what  he  did 
so  admirably  for  the  Seaman 
in  "Pincher  Martin."  We  be- 
lieve it  will  be  one  of  the 
most  popular  of  all  books. 


INGING 

SANDS 


Singing  Sands 

By  C.  Fox  Smith 

CLOTH  $1.25 

A  Western  novel,  set  in  a 
region  practically  unknown 
to  fiction — the  Gulf  Islands 
of  British  Columbia.  The 
types  of  humanity  who  in- 
habit them,  and  the  lives 
they  live,  provide  the  ma- 
terial for  a  powerful  story  of 
love,  tragedy  and  intrigue  in 
a  striking  setting,  not  with- 
out frequent  flashes  of 
humour. 


MRLEWRACK 

written  Austin 


Battlewrack 

By  F.  Britten  Austin 

CLOTH  $1.25 

The  real  thing  —  a  man's 
book  that  is  real  and  inspir- 
ing, by  an  author  who  is,  of 
course,  a  soldier.  If  you  en- 
joy "Sapper's"  stories  you 
will  enjoy  "Battlewrack." 
Mr.  Britten  Austin's  stories 
and  studies  of  battle  inci- 
dents are— all  of  them — pic- 
turesque, dramatic  and  thrill- 
ing. 


We  will  gladly  send  you  a  copy'offour  72-page  Illustrated 
Spring  Catalogue  upon*application. 


Here  are  our  60c.  Novels — The  right  sort  to  send  to  soldiers 


GREENMANTLE 

By  John  Buchan 

HER  LONELY  SOLDIER 

By  Dorothy  Black 

THE  CAPTIVE  SINGER 

By  M.  J.  Petersen 

MICHAEL  CASSIDY,  Sergt. 

By  "Sapper" 

McGLUSKY'S    GREAT   AD- 
VENTURE 

By  A.  G.  Hales 

GINGER   AND    McGLUSKY 
By  A.  G.  Hales 


HODDER 

i  LONDON 

PUBLISHERS 


THE  FUR  BRINGERS 

By  Hulbert  Footner 

THE  FIVE  BARRED  GATE 

By  E.  Temple  Thurston 

THE  CASTAWAYS 

By  W.  W.  Jacobs 

NIGHT  WATCHES 

By  W.  W.  Jacobs 

SHIP'S  COMPANY 

By  W.  W.  Jacobs 

CAPTAIN  CALAMITY 

By  Rolf  Bennett 


&  STOUGHTON 

TORONTO 


IT  IS  FOR  ENGLAND! 

By  Laurence  Cowen 

COURTSHIP   OF    CAPT. 
SILAS  PORTER 

By  Rolf  Bennett 


THE  WEB 


By  Rolf  Bennett 


THE  OAKLEYITES 

By  E.  F.  Benson 

DAVID  BLAIZE 

By  E.  F.  Benson 


ARUNDEL 


By  E.  F.  Benson 


LIMITED 

NEW  YORK 

TORONTO^ 
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Helen  R.  Martin's  New  Novel 

GERTIE  SWARTZ 

FANATIC  OR  CHRISTIAN 

Is  it  Christian  to  provide  proper  housing:  and 
working  conditions  for  factory  employees  and 
their  families — or  is  it  mere  fanaticism  ? 

That  is  the  question  answered  by  the  children 
and  widow  of  a  Pennsylvania  Dutch  capitalist. 
The  family  is  one  of  contrasting;  types,  the 
children  modern  and  college-bred,  the  mother 
plain  and  common 

The  mother  is  pure  Dutch  and  loves  the  simple 
life,  her  chief  joy  is  the  making  of  $3.00  a  week 
sewing  on  overall  buttons  for  the  factory  though 
worth  hundreds  of  thousands.  Her  sister,  who 
is  "plain,"  a  Mennonite,  with  a  gift  for  expres- 
sion  in   her  involved   speech,  is  a  delight. 

This  is  a  story  of  deep  interest,  that  is  whet- 
ted  by   the   humorous   localisms   of   speech. 

This  is  the  sort  of  novel  that  the  bookseller 
can  recommend  in  the  safe  assurance  that  it  will 
please   every   reader. 

Other  Books  by  this  Author:  — 
Those  Fitzenbergers 
Martha  of  the  Mennonite  Country 
Her  Husband's  Purse 


CLEEK 

THE  MASTER  DETECTIVE 

by   Thos.  W.   Hanshew 

There's  mystery  a-plenty  in  this  new  tale  of  Scotland 
Yard's   cleverest  detective. 

From  Ceylon  and  Patagonia,  Java  and  the  Orient  come 
threads  of  mystery  and  crime — how  the  spinning  of  a  gold 
piece  revealed  to  Cleek  the  mystery  of  the  Caliph's  daughter 
— how  the  wizard's  belt  gave  the  clue  to  the  "riddle  of  the 
slumbering  nymph" — the  skeleton  hand  with  the  extra  fin- 
ger dealing  slow  death  to  its  unsuspecting  victims — two 
men  killed,  a  third  paralyzed  while  guarding  the  steel  cage 
which  held  "Black  Riot,"  the  horse  that  was  to  win  the 
Derby. 

This   book   tells   first  of  Cleek  as  a  master  cracksmen   and 
then,    as   the  tide   turns,   as   the   world's   cleverest  detective. 

Booksellers   should    display   prominently   this   show-card: 

YOU  MUST  READ 

CLEEK 

THE  MASTER  DETECTIVE 


THOMAS  LANGTON 

PUBLISHER 

23  SCOTT  STREET  TORONTO 


NEW  PUBLICATIONS 

Just  Published. 

The  VISIONS  and  PROPHECIES  of  ZECHARIAH 

AN    EXPOSITION.      By    DAVID    BARON,    Author   of 

"The      Ancient     Scriptures     and     the     Modern     Jew," 

"Types,   Psalms  and   Prophecies,"   etc.      With   Foreword 

by   Prebendary  H.   E.   Fox.     Cloth,   lis.  net. 

"\W    commend    to    Bible    lovers    the    Interpretations    which    the 

author   has   given   of   prophetic  scrrpKuree,    loo   little   studied   at   the 

present    time,   and   yet  of  Increasing   importance   tor  all   who   would 

learn   the   purposes   of   God,   perhaps   very  soon   to  he  fulfilled.     We 

nope   thai  man;  will   stud?  them  carefully,  and  find  faith  and   hope 

Quickened     in     each    step    they    take    along    the    prophetic    path.'  — 

Extract   from   Foreword  by  I'reb.   11.    Iv    Fox. 

Just  Published. 

THE  PROPHETIC  OUTLOOK  TO-DAY 

WHERE    ARE    WE    NOW    IN    PROPHECY?      By    Rev. 

E.     P.     CACHEMAILLE,     M.A.       Illustrated.       Cloth, 

3s.  net. 
"There  i.s  a  wide  and  deepening  impression  on  Christian  people 
rh.it  we  iia\r  entered  upon  the  closing  scenes  of  this  dispensation, 
an  1  that  our  LokI'S  return  is  really  drawing  near.  .  .  .  Many. 
therefore,  are  turning  to  the  Word  of  Prophecy,  and  are  earnestly 
Searching  for  any  indications  it  may  give  as  to  the  course  "f  final 
events.  To  help  such  in  this  praiseworthy  effort  is  the  purpose 
t.f    thi.s    volume.  "—d'Yom    the    Author's    Foreword. 

Just  Published. 

.'  BEHOLD,  HE  COMETH!" 

A  SERIES  OF  ADDRESSES  ON  THE  SECOND 
COMING  OF  OUR  LORD.  By  Rev.  J.  STUART 
HOLDEN.    M.A..    D.D.      Cloth,    2s.   net. 

*'lt  is  impossible  to  take  up  the  Word  of  Gol  and  '.o  read 
it  with  unprejudiced  mind,  and  with  an  honest  determination  to 
know  the  tnith  and  to  obey  it.  without  realizing  that  here  is  a 
greal  expectation  baaed  ii|H>n  a  Divinely-given  certainty.  Whatever 
eNe  may  be  obscure  as  to  events  In  the  Divine  programme  for 
the  government  <<f  'he  universe,  this  is  certainly  clear,  that  Jesus 
Christ    our    Lord    Is    coming    back    again.  "^Extract. 

Just  Published. 

THE  LOVE  THAT  CEASES  TO  CALCULATE! 

By     Rev.     HARRINGTON     C.     LEES,    M.A.       Uniform 

with    "The   Sacrament   of   the   Washen    Face."      In    Art 

Covers.      9d.    net. 

"Simon   Peter  must  Deeds  try   to  estimate  what  his  gift  of  himself 

to   Christ    has  cost    him,    and   how   much    lie    i.s   entitled  ItO   in    return. 

And     Clui.st     surely     hints    beyond    arithmetic    in    His    reply.     'How 

much   shall   we   say!     'Tin   per   cent?'     'Excellent,'   says   Peter.     'A 

hundred    per    cent.?'     "Royal    giving,    indeed,'    cries   our    calculating 

Apostle.      'Then,'    says    the    Master,    'let     us    say    ten    thousand    pel 

cent,   an   hundredfold;  and  over  and  above   that  add   everlasting  life, 

and    see    how    much     it     all    comes    to.'      And    he    means    to    baffle 

Peter's  littleness   by  showing   him   that  love  is  too  big   to  calculate." 

—Extract. 

Just   Published. 

PONNAMAL:  Her  Story 

By  AMY  WILSON  CARMICHAEL.  Author  of  "Things 
as  They  Are,"  With  Photogravure,  "One  of  the 
Buds."  and  Foreword  by  the  Right  Rev.  HANDLEY 
MOULE,   Bishop   of   Durham.     Cloth,   4s.   net. 

Readers  of  Miss  iCarmichael's  "Lotus  Bude"  will  be  familiar 
with  the  authors  devoted  and  beloved  helper  PON'NAMAEL.  In 
hei  work  of  rescuing  children  devoted  to  the  service  of  'the  gods. 
Mi.ss  Carmichael  found  in  Ponnamal  a  woman  of  indomitatble 
courage,  implicit  faith  in  God,  and  fervent  love  to  the  Lord 
Jesus  Christ.  She  spared  no  pains,  endured  untold  trial  and  in- 
convenience, and  exercised  remarkable  patience  and  self-sacrifice 
in  the  noble  work  to  which  she  consecrated  herself  and  Iter  talent  s. 
The  Itory  of  her  career  is  related  in  the  author's  inimitaible  style, 
and    its    perusal    is    both    an    inspiration    and    a    means   of  grace. 

Just  Published. 

THE  GLORY  OF  THE  RISEN  LORD 

EASTER  MEDITATIONS.  By  E.  HERMAN,  Author 
of  ,:The  Meaning  and  Value  of  Mysticism,"  etc.  In 
Art  Covers   printed   in    Silver   and   Red.      Is.   4d.   net. 

"It  was  not  reasoning  that  brought  Hie  Easrer  faith  to  per- 
plexed minds,  and  filled  desolate  hearts  with  Easter  joy;  it  was 
the  touch  of  the  living  Christ.  Jesus  stood  once  more  among 
His  friends  in  all  the  convincing  and  subduing  power  of  His 
self -authenticating  life.  He  did  not  si*-ak  to  them  of  the  datk 
mysteries  of  His  dread  descent.  He  only  came  into  the  garden, 
and  the  winker  was  past  and  gone.  He  stood  among  the  lilies, 
and    it    was    springtime    in    the    soul. "— \Extract. 

Just  Published. 

THE  SECRET  OF  THE  ABIDING  PRESENCE 

A  New  Issue  in  the  "POCKET  COMPANION  SER- 
IES." By  Rev.  ANDREW  MURRAY,  D.D.  Paper 
Covers,  9d.  net. 

The  author  is  known  the  world  over  as  a  man  who,  like  the 
Psalmist,  ".set  the  Lord  alway  before  him,"  and  who  lived  con- 
stantly in  the  presence  of  his  Master.  Such  an  experienci  lias 
qualified  the  author  to  reveal  to  others  the  Secret:  of  the  Abiding 
Presence;  and  Dr.  Murray's  object,  in  writing  this  little  book  is 
that  others  might  know  the  joy  of  close  contad.  with  the  Lord, 
even    as    he    knew    it.  „...,. 

Just  Published. 

"  ONLY  FIVE  WORDS  " 

By    LETTICE    BELL,    Author    of    "Go-to-Bed    Stories," 

etc.      Uniform    with    the    "Pathfinder    Series"   of   Small 

Books.     2d.  net. 

The     thrilling    story    of    a    wounded    soldier    to    whom    the    five 

words,     "Christ    died     for    the    ungodly."     had    brought     pardon    and 

peaci  :   and    when   dying  in   his  mother's   arms,    and   failing  strength 

deprived   him    of   speech,    the   movement   of  his   five   fingers   spelled 

out    the   five    words   of    the    text   which   brought   rest   to   his   soul. 

MORGAN   &   SCOTT,  LIMITED 

12.  Paternoster  Building,  London.   E.C.4 
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BOOKSELLERS!  How  Many  People  in  YOUR 
Town  Will  Get  the  Garden  Fever  this  Spring? 

Estimate  liberally!  Consider  that,  stimulated  by  patriotic  impulses,  thousands  will  make  gardens 
this  spring.  Then  decide  to  have  for  them  the  most  helpful,  the  most  practical,  book  on  gardening 
of  the  season. 

No  matter  in  what  part  of  the  country  you  live,  this  book  will  serve  your  customers.     Special  refer- 
ences make  it  equally  useful  to  gardeners  in  all  sections. 
Here  is  one  of  a  series  of  our  newspaper  advertisements  that  will  help  you  sell  the  book. 


FOOD--F.O.B.  The  Kitchen  Door 

THE  boys  in  the  trenches  must  be  fed  as  well 
as  the  folks  at  home. 
Grow  your  ammunition  at  home  in  the  garden. 
In  this  book  every  step  of  the  road  to  big  re- 
turns is  made  clear  by  hundreds  of  "action" 
pictures  and  thirty-two  pages  of  color  illustra- 
tions. 

CANADIAN  HOME  VEGETABLE 

GARDENING 

FROM  A  TO  Z 

By  a  Staff  Editor  of  "The  Garden  Magazine" 

Facts  That  Make  Tlti*  New  Book  on  Vegetable  Gardening  Unlike  Any 

Other  on  the  Subject. 


LAST  spring  the  author,  who  is 
a  practical  gardener  (and  yet 
an  amateur),  of  many  years'  ex- 
perience, started  out  to 
write  this  book.  He  be- 
gan by  making  a  garden. 
He  dug  and  raked  and 
sowed  seeds,  and  between 
times  recorded  the  work 


with  a  camera. 

All  summer  long  he 
gardened  and  wrote  about 
it.  The  resulting  book 
has   the   broadest   appeal 

32     pages     in    four     colours,     and 

photographs.    $1.25  net  at  all  Booksellers  and  Department 


CANADIAN 

HOME  VEGETABLE 

GARDENING 

FROM  A  TO  Z 

BY   THE  EDITORS  OF 
THE  GARDEN  MAGAZINE 


of  any  book  on  the  subject.  The  ex- 
perienced gardener  will  want  it  as 
a  reference  guide;  patriotic  women 
gardeners  will  enjoy  read- 
ing about  the  simple,  easy 
methods.  Teachers  will 
find  it  indispensable,  espe- 
cially in  connection  with 
school  garden  work,  since 
it  takes  care  of  every  de- 
tail. Written  in  simple 
language  a  child  can  read, 
it  will  become  the  garden 
primer  of  Canada. 

hundreds     of     actual 


Stores;  or  direct  from  the  publishers  (postage  14c.  extra). 
Make  Your  Garden  Help  to   Win  the  War. 

THE   MUSSON   BOOK    COMPANY,   LIMITED 


Publishers 


Cor.  East  Dundas  and  Victoria  Streets 
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Editorial  Chronicle  and  Comment 


PROPOSED  BAN  ON  BOOKS 

OUITE  a  furore  was  caused  in  Britain  early  in 
March  by  the  rumor, that  the  government  in- 
tended to  prohibit  book  publication  for  tbe  remain- 
der of  the  war.  Cable  despatches  tell  of  aggressive 
objection  to  this  course  and  the  following  from  The 
New  Statesman  is  indicative  of  tbo  nature  of  the 
criticism : 

"No  nation  can  dispense  with  its  authors  and 
hold  up  its  head  in  the  world.  Literature  free  from 
the  chains  of  partdzanship  reminds  man  that  he  is 
something  more  than  a  voter.  Any  government  not 
recognizing  the  creative  importance  of  books  is  a 
government  fitter  for  rule  over  savages  than  over  civ- 
ilized men.  We  contend  that  there  never  was  a  time 
when  it  was  more,  important  that  the  intellectual 
energy  of  the  nation  should  be  maintained  at  full 
.swing.  That  nation  which  shall  he  best  prepared  to 
reconstruct  itself  out  of  the  ruins  of  war  will  he  the 
nation  which  has  been  able  to  retain  the  greatest 
energy  of  mind  and  character. 

"To  discourage  people  from  writing  books  would 
he  to  put  a  padlock  on  the  mind  of  a  nation.  It 
would  be  to  intern  thought  and  proclaim  to  the 
world  that  in  the  eves  of  English  statesmen  the 
eternal  verities  of  literature  are  of  less  importance 
than  the  daily  lies  of  the  gutter  press.  This  surely 
would  be  the  last  humiliation  to  be  left  a  country 
with  beer,  Sunday  papers  and  moving  pictures,  hut 
without  literature.  We  are  not  among  the  enemies 
of  beer,  but  all  beer  and  no  books  would  reduce  any 
nation  to  a  second-class  power." 


LONG  DISTANCE  LENDING  LIBRARIES 

IN  an  article  on  the  valuable  work  being  done  by 
the  Regina  Public  Library  towards  extending 
the  taste  for  reading  in  its  community,  mention  is 
made  of  the  "Vacation  Library,"  which  lends  books 
to  people  at  their  summer  residences.  On  this 
Bookseller  and  Stationer  has  something  to  say 
in  the  interests  of  the  business  it  represents. 

Development  of  the  taste  for  literature  through 
the  public  library  activity  of  any  city  is  a  stimulus 
to  the  bookselling  business  also,  for  while  it  may  be 
thought  that  the  existence  of  free  libraries  makes  the 
purchase  of  books  unnecessary,  the  fact  remains  that 
the  cities  with  the  best  free  libraries  have  also  the 
greatest  number  of  prosperous  bookselling  establish- 
ments.    Those  who  read  books  buy  books.     Amongst 
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the  regular  patrons  of  the  free  library  in  any  city 
are  the  Al  prospects  for  book  sales.  They  appreci- 
ate hooks  and  know  their  value. 

There  are  limits,  however,  to  public  library  en- 
terprise, and  beyond  those  limits  lies  the  fair  terri- 
tory of  the  bookselling  trade  on  which  the  public 
library  ought  not  to  trespass.  Within  any  city  limit- 
popular  opinion  and  the  l>est  instincts  of  the  book- 
selling trade  alike  would  probably  give  the  freest 
possible  field  to  the  public  'library  in  its  effort  to 
encourage  the  taste  for  reading  in  all  sections  of  the 
community. 

But  whatever  popular  opinion  may  have  to  say 
about  it.  BoOKSELLEB  AM)  Stationer  can  hardlv 
give  unqualified  approval  to  the  idea  of  the  "Vaca- 
tion Library"  by  which  dozen-  of  books — chiefly 
fiction  no  doubt — are  lent  freely  to  people  at  their 
summer  residences  outside  the  city  limits.  This 
sort  of  "hong  Distance"  library  enterprise  conflicts 
sharply  with  the  legitimate  business  of  selling  sum- 
mer reading  to  those  who  can  very  well  afford  to  buy 
instead  of  borrowing  books.  Were  works  of  fiction 
excluded  from  the  "Vacation  Library'"  more  might 

he  said  in  defence  of  the  idea,  and  BOOKSELLER  AND 

Stationer  might  he  able  to  appreciate  and  perhaps 
support  it  as  an  educational  idea  of  worth. 


GALLS  FOR  SCHOOL  BOOK  REFORMS 

BOOKSELLERS  of  Ontario  will,  as  a  rule,  approve 
of  the  sentiments  expressed  in  the  following 
remarks  by  Thomas  Marshall,  member  of  the  Legis- 
lature of  Ontario  for  Lincoln  County,  who  recently 
went  after  the  Ontario  Education  Department  with- 
out gloves  in  criticizing  the  educational  system  of 
this  province. 

On  the  subject  of  text  hooks  used  in  the  schools 
he  pointed  out  that  in  1898  only  IS  books  were 
required  and  now  44  are  authorized.  The  total  cost 
at  the  present  time  of  books  is  $13.44  as  against  $5.27 
in  1898.  Deduct  optional  books  and  you  have  a  cost 
of  $10.86  as  against  $4.22  before.  "I  don't  believe 
that  the  work  resulting  throughout  the  schools  of 
this  province  warrant  such  an  extra  expense  upon 
the  people."  said  Mr.  Marshall. 

Added  to  the  cost  of  text-books  is  the  cost  of  the 
Text-book  Committee.  Tn  1916  there  was  $22,000 
for  this  committee,  and  in  1917  $14,000.  or  $36,000 
in  two  years  spent  "in  juggling  these  text-books."  Tf 
these  books  have  been  satisfactorv  this  vear  and  other 


BOOKSELLER    AND    STATIONER 


years  why  should  they  be  changed  now?  He  fol- 
lowed the  course  of  the  Latin  primary,  pointing  out 
that  five  different  books  had  been  used  in  twenty 
years,  some  of  which  merely  bad  the  binding 
changed.  "We  arc  back  now  to  a  Latin  book  very 
similar  to  the  one  we  started  with,"  he  said.  He 
pointed  out  that  the  geography  being  used  to-day 
ciists  65  cents.  It  has  few  maps  and  an  atlas  has  to 
lie  bought,  too.  at  a  cost  of  50  cents.  This  year  the 
history  was  ordered  to  be  bound  in  "one  volume,  and 
next  year  there  will  be  a  new  book.  One  of  the  least 
things  that  can  be  said  is  that  such  conditions  cause 
''irritation  and  they  do  not  lead  to  bigger  and  better 
things." 

Mr.  Marshall  criticized  the  whole  system  as  being 
radically  wrong  and  argued  that  there  should  be 
something  broader  and  more  abreast  of  the 
times.  "The  reasonable  way  to  do  this  is  to  call  in  a 
committer  of  experts  as  they  have  in  England,"  con- 
cluded the  speaker. 

Mr.  Marshall  might  well  have  included  in  bis 
criticism  a  condemnation  of  the  unfair  treatment  of 
booksellers  initiated  and  perpetuated  by  the  presenl 
government  but  doubtless  considered  that  this  would 
be  superfluous,  assuming  that  the  calling  in  of  ex- 
perts would  naturally  result  in  a  square  deal  for  the 
retailers. 


ADVERTISING  IX   WAR  TIMES 

THAT  sellers  must  continue  to  advertise  during 
the  war  was  the  sound  advice  uiven  to  the  Sales 
Managers'  Association  at  its  regular  meeting  held 
recently  in  Philadelphia,  according  to  the  Public 
Ledger.  The  fact  that  these  men  may  have  no  goods 
to  sell  is  not  mentioned  in  this  connection  for  the 
good  reason  that  it  has  no  bearing  on  the  case.  Si. 
far  as  genuine,  first-class  advertising  is  concerned 
with  moving  goods  it  is  always  looking  to  the  future. 
To-day's  goods  are  sold  to  a  great  extent  on  last  year's 
advertising.  This  year's  advertising  is  to  sell  goods 
a  year  or  more  from  now. 

There  is  no  doubt  of  the  soundness  of  this  posi- 
tion. Successful  enterprises  have  recognized  and 
exploited  advertising  on  this  basis.  If  they  have  no 
good's  to  sell  at  the  moment  they  always  have  service 
to  offer  and  good-will  to  cultivate.  Some  of  the  best- 
known  lines  in  America  have  been  at  their  wits'  end 
to  supply  demand  ever  since  1915,  but  they  are  main- 
taining their  advertising  just  the  same. 

Among  business  men  it  is  no  secret  that  substan- 
tial European  interests  are  already  arranging  adver- 
tising campaigns  to  touch  the  vital  points  in 
America.  There  is  one  European  association  hand- 
ling a  commodity  which  has  not  been  sent  to  this 
country  in  anything  like  normal  amounts  since  the 
war  began,  and  which  will  not  be  sent  to  any  extent 
until  the  war  is  ended.  Rut  the  war  is  going  to  end 
some  time,  and  there  will  be  a  market  in  America 
when    it    doe.s   end.      Therefore     this   association    is 


right  now  arranging  for  a  drive  in  this  country    so 
that  no  time  will  be  lost  when  peace  comes. 

Advertising  is  a  continuous  thing,  just  as  busi- 
ness is  a  continuing  thing.  Rut  the  mere  existence 
of  war  is  no  argument  for  the  abandonment  of  ad- 
vertising any  more  than  it  is  an  argument  for 
abandoning  business. 


THE  JOBBER  AND  ENCLOSURES 

THE  complaint  has  been  beard  that  dealers  fre- 
quently abuse  the  privilege  of  shipping 
"enclosures"  with  goods  ordered  from  their  jobbers. 
A  case  is  cited  where  a  certain  stationer  ordered  goods 
from  his  jobber  weighing  70  lbs.  and  then  had  en- 
closures  weighing  170  lbs.  sent  to  the  jobber's  ware- 
bouse  to  be  shipped  on  with  the  original  order. 

The  retailer  has  a  similar  problem  to  face.  His 
own  customers  too  frequently  make  a  purchase  and 
then  leave  an  armful  of  parcels  to  be  sent  with  the 
order.  It  is  an  aggravating  practice  and  every  dealer 
has  bad  ample  reason  at  times  to  express  harsh 
opinions  on  the  thoughtlessness  and  presumption  of 
the  average  person.  It  will,  therefore,  be  readily 
understood  why  the  jobber  has  sometimes  found  the 
enclosure  system  a  great  hardship,  as  it  amounts  to 
pretty  much  the  same  thing. 

Manx  dealers  are  in  such  a  position,  however,  that 
they  require  a  certain  amount  of  assistance  from  the 
city  jobber  in  this  respect.  The  town  or  country 
merchant  would  find  it  a  great  hardship  if  he  had  to 
have  everything  ordered  in  the  city  sent  on  separ- 
ately. Therefore  the  practice  of  collecting  all  pur- 
chases at  the  jobber's  and  having  them  sent  on 
together  has  arisen.  The  jobber  has  always  been 
willing  to  oblige  in  tins  way.  But  the  practice  should 
not  be  carried  beyond  reasonable  bounds. 


A  BOOK  TRADE  TONIC 

ONTARIO'S  Organization  of  Resources  Commit- 
tee is  this  year  giving  widespread  circulation 
to  their  circulars  and  official  bulletins  dwelling  upon 
the  food  crisis  which  the  committee  describes  as 
being  more  serious  than  ever.  "The  world  food 
shortage  is  serious  beyond  telling,"  says  the  com- 
mittee's latest  bulletin.  "The  cause  that  Britain  and 
her  Allies  fight  for  hangs  in  the  balance  with  food. 
Ontario  must  produce  more  food  than  in  1917. 
Every  township,  village,  town  and  city  in  Ontario 
should  organize  its  food-producing  resources  to  the 
limit  for  the  1918  campaign.  Make  it  a  province- 
wide  effort." 

Booksellers  can  help  by  throwing  themselves  en- 
thusiastically into  pushing  the  sale  of  books  on 
gardening  and  farm  production.  Incidentally  they 
will  not  only  be  doing  a  profitable  book  business, 
but  they  will  be  building  up  a  book  trade  for  future 
years  as  well.  The  present  state  of  affairs  spells 
"opportunity"  for  the  bookseller  and  should  prove  a 
wonderful  tonic  for  the  Canadian  book  trade. 
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NEWS  OF  THE  TRADE 


H.  T.  Baker,  Bobcaygeon,  Ont.,  was 
among  the  February  buyers  in  Toronto 
wholesale  houses. 

A  new  stationery  store  in  Richmond, 
Quebec,  has  been  opened  by  Ernest  E. 
Fowler. 

A.  F.  Rutter,  of  Warwick  Bros.  & 
Rutter,  underwent  an  operation  for  ap- 
pendicitis last  month  and  his  many 
friends,  in  the  stationery  trade  will  be 
glad  to  know  that  the  operation  was 
quite  successful  and  that  Mr.  Rutter  is 
rapidly  regaining  his  wonted  robust 
health    and    spirits. 

Among  the  visiting  buyers  in  Toronto 
in  March  were:  Messrs.  Geo.  Sewell, 
of  Hudson's  Bay  Co.,  Vancouver;  Robin- 
son, Hudson's  Bay  Co.,  Edmonton;  Miss 
F.  B.  Thompson,  Hudson's  Bay  Co.,  Cal- 
gary; W.  J.  Scott,  T.  Eaton  Co.,  Winni- 
peg and  J.  A.  Cooper  of  Christie  Grant 
Co.,  Winnipeg. 

A.  E.  Eatwell,  who  has  had  a  number 
of  years'  experience  in  the  wholesale  news 
trade,  is  now  with  the  Imperial  News  Co.'s 
Toronto  office,  in  the  sales  department, 
succeeding  Mr.  Ritchie,  who  has  gone  to 
Everyivoman's  World,  in  charge  of  trade 
circulation. 

Charlotte  Boardman  Rogers,  for  many- 
years  advertising  representative  of  the 
"Bookseller,  Newsdealer  and  Stationer," 
of  New  York,  and  well  known  in  the  sta- 
tionery industry  through  her  attendance 
at  several  annual  conventions  of  the  Na- 
tional Association,  has  resigned  to  join 
the  staff  of  the  "Women's  Press,"  where 
she  will  act  as  promotion  secretary. 

DEATH  OF  PRESTON  BOOKSELLER 

The  death  occurred  in  Preston,  on 
March  18,  of  George  Skipton,  bookseller 
and  stationer,  who  had  been  in  business 
there  for  the  past  twelve  years.  He  was 
in  his  fiftieth  year. 

BIG   CHANGE   AT  EDMONTON 

After  having  conducted  a  book  and 
stationery  business  on  Jasper  avenue, 
Edmonton,  Alberta,  for  the  past  sixteen 
years,  H.  W.  B.  Douglas  announces  that 
he  has  disposed  of  the  office  stationery 
and  furniture  end  of  the  business  to  the 
Wilson  Stationery  Company  of  Winni- 
peg, who  are  continuing  this  business  in 
the  Jasper  avenue  store,  and  in  future 
Mr.  Douglas  means  to  confine  his  energy 
to  printing  and  manufacturing  station- 
ery. 

The  giving  up  of  the  Douglas  book 
store  is  a  serious  loss  to  book  lovers, 
for  Mr.  Douglas  carried  a  large  stock 
of  books — one  being  always  sure  of  find- 
ing the  latest  "Best  Sellers"  at  Doug- 
las's, says  the  Edmonton  "Bulletin." 


ENLARGE  THEIR  PREMISES 
Recently      Formed      Bell      Novelty      and 

Fancy     Goods     Co.     Increase     Their 

Floor   Space  for   Permanent 

Show  Room 

A  large  warehouse  has  been  taken 
over  by  the  recently  formed  company, 
the  Bell  Novelty  and  Fancy  Goods  Co., 
corner  Cumberland  Ave.  and  Hargrave 
St.,  Winnipeg.  A  start  was  made  by 
these  people  several  months  ago  as 
wholesalers  and  importers  of  stationery, 
fancy  goods,  toys,  dolls  and  novelties, 
but  within  a  short  time  their  business 
has  grown  sufficiently  to  warrant  them 
taking  almost  the  entire  floor,  which  will 
be  used  partly  as  a  permanent  showroom 
for  the  use  of  outside  customers  and 
partly  for  offices  and  warehouses.  It 
was  expected  by  some  that  they 
would  have  difficulty  securing  stock, 
opening  up  at  a  time  when  supplies  are 
so  hard  to  procure.  However,  they  have 
already  received  what  appears  to  be  a 
complete  line  of  Christmas  toys  and 
dolls,  which  are  being  displayed  in  their 
show  rooms. 

Among  the  members  of  this  new  firm 
is  one  of  the  best  known  business  men  in 
Western  Canada,  viz.,  W.  A.  Mitchell, 
president.  J.  W.  Bell,  another  member 
of  the  firm,  has  had  thirty-two  years' 
experience  in  the  stationery  and  fancy 
goods  business,  and  until  recently  was  in 
the  emnloy  of  the  Consolidated  Station- 
ery and  Fancy  Goods  Co.  W.  L.  Bell, 
general  manager,  is  another  well  known 
business  man.  W.  Van,  treasurer,  came 
to  this  concern  from  the  Consolidated 
Stationery  and  Fancy  Good-  Co.  He  ^as 
travelled  extensively  on  the  American 
continent    in   the    interests    of   stationery 


and  fancy  goods  concerns.  He  is  well 
known  in  North  Saskatchewan  territory. 
F.  J.  Cook  is  the  secretary. 

BANQUET  AT  BERTHIERVILLE 

The  Dominion  Blank  Book  Co.,  of 
Berthierville,  Quebec,  recently  gave  a 
banquet  to  the  firm's  employees,  at  which 
the  Mayor  and  other  civic  officials  and 
members  of  the  local  clergy  were  guests. 
Among  those  present  were:  Mr.  and  Mrs. 
George  Savoy,  Mr.  Savoy  being  treas- 
urer and  general  manager  of  the  com- 
pany; Homer  Gendron,  the  resident  man- 
ager, and  A.  J.  Theroux,  late  of  the  Na- 
tional Blank  Book  Co.'s  factory  at  Holy- 
oke,  Mass.,  who  is  now  superintendent  of 
this  new  Canadian  plant. 

FIRE  IN  MONCTON 

Miss  Hathe  Tweedie's  Bookstore, 
Moncton,  B.C.,  was  again  damaged  by 
fire  last  month.  On  the  night  of  the 
20th,  a  blaze  broke  out  in  the  cellar  of 
the  Moncton  Block  and  worked  its  way 
up  between  the  floors,  considerable  dam- 
age to  the  bookstore  being  done  because 
the  fireman  had  to  cut  through  to  the 
fire.  The  smoke  also  did  some  damage 
to  the  book  and  stationery  stock.  The 
cause  of  the  fire  is  unknown.  Miss 
Tweedie,  who  had  been  spending  the 
evening  with  friends,  happened  to  look 
into  the  store  before  going  home  and 
discovered  the  smoke.  But  for  this,  the 
fire  would  have  been  serious. 


It  is  impossible  to  be  deficient  in 
morality  and  yet  be  efficient  in  business. 
The  higher  plane  you  live  on,  the  high- 
er the  quality  of  your  ability. 


INDUSTRIAL    LEADERS    POINTING    TO 
CANADA'S  BIG  WAR  PROBLEM 


"It  is  only  by  exercising  the  greatest 
care  and  devoting  earnest  attention  to 
the  conservation  of  energy  and  materials 
in  the  employments  most  natural  to  Can- 
ada that  manufacturers  may  hope  to  sur- 
vive the  pressure  of  low  prices  from  for- 
eign sources  after  the  war.  If  labor  is 
suddenly  thrown  out  of  employment, 
with  their  sources  of  food  supplies  gradu 
ally  drying  up,  while  many  empty  chairs 
in  the  home  remind  them  of  their  sacri- 
fices and  losses,  it  will  make  a  very  seri- 
ous situation  in  the  country  for  manufac- 
turers and  Government." — Col.  David 
Carnegie,  Ordnance  Advisor  of  the  Muni- 
tions Board. 

"After  three  or  four  years  of  war  the 
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affairs  of  the  manufacturing  industries 
of  Canada  are  not  wholly  in  a  satisfac- 
tory condition.  We  already  find  the  Gov- 
ernments making  large  inroads  upon  the 
profits  of  manufacturers  through  addi- 
tional taxation.  With  labor  conditions 
still  very  acute,  we  must  bear  in  mind 
that  further  war  orders  will  soon  cease. 
It  is  now  time  to  make  immediate  pre- 
paration to  meet  conditions  after  the 
war.  This  and  other  problems  should  re- 
ceive the  attention  of  every  Board  of 
Trade,  manufacturers  and  corporations 
of  all  kinds,  in  order  that  they  may  not 
be  allowed  to  drift." — C.  A.  Bogart,  Pre- 
sident Toronto  Board  of  Trade. 


Leaves  from  the  Other   Fellow's  Book 

Business-getting  Ideas  Successfully  Put  Into  Practice  by  Alert  Canadian  Booksellers 

and  Stationers 


THE    REBUKE    COURTEOUS 

L.  M.  Cross  in  'Successful  Selling' 
comments  on  the  incivility  practised  by 
many  salesmen,  giving  the  following  re- 
cent experience: 

"We  purchased  a  couple  of  cigars  re- 
cently from  a  small  shop  that  we  hap- 
pened to  be  passing  at  the  time,  laid 
down  the  money  in  payment  for  them 
and  the  man  behind  the  counter  threw 
down  our  change  as  if  our  act  was  a 
shock  to  him.  'Thank  you!'  we  sweetly 
said.  'Why  thank  me?'  replied  the  man 
harshly.  'Because,'  we  answered,  'you 
allowed  us  to  purchase  the  cigars  and 
pay  you  the  money  for  them'." 

We  left  him  in  a  daze  and  a  kind- 
of-an-expression  that  you  might  notice 
on  a  calf's  head  in  a  butcher  shop." 

AN    OPPORTUNITY   IN    THE 
WEATHER 

The  weather  bureau  reports  present 
opportunities  for  advertising  which  are 
too  little  appreciated  by  most  merchants. 
It  is  possible  for  him,  with  very  little 
trouble  or  expense,  to  post  copies  of 
these  reports  as  soon  as  they  are  offi- 
cially received.  He  could,  of  ourse,  add 
to  each  report  a  line  or  two  of  his  ad- 
vertising. These  weather  forecasts  can 
be  obtained  from  the  local  agricultural 
department.  They  are,  as  a  rule,  free 
of  all  charge. 

In  this  connection  it  is  a  good  idea 
to  obtain  a  set  of  weather  flags,  which 
may  be  displayed  in  front  of  the  store 
at  the  proper  time.  If  this  is  done  it 
will  not  be  long  before  the  public  will 
get  the  habit  of  always  glancing  your 
way  for  the  purpose  of  finding  out  what 
is  about  to  happen  in  the  way  of  weather. 
In  connection  with  these  flags,  cards 
should  of  course  be  distributed  explain- 
ing their  meaninsr  and  bearing  a  reason- 
able amount  of  good  advertising  mat- 
ter.— Walden's. 

A  BOOKSELLING  SUGGESTION 

(This  might  easily  be  reproduced  on 
the  next  leaflet  issued  by  Booksellers.) 

Below  are  the  rules  for  playing  the 
greatest  indoor  game  ever  invented.  Per- 
sons of  either  sex  and  of  any  age,  from 
six  to  ninety,  may  engage  in  it  with 
slight  variations.  It  may  be  played  at 
any  hour  of  the  day  and  at  any  season 
of  the  year;  but  it  is  especially  appro- 
priate for  cold  and  stormy  wintry  even- 
ings. 

"The  player  first  removes  his  shoes  and 
puts  on  a  pair  of  loose  slippers.  He  then 
places  a  comfortable  chair  two  feet  and 
eight  inches  due  south  of  a  good  lamp. 
Next — if  a  gentleman — he  places  a  foot- 
stool or  smaller  chair  two  feet  and  three 
inches  due  east  of  the  first  chair.  He 
then  places  himself  in  the  larger  chair 
and  elevates  his  feet  to  the  smaller  one 


— or  the  footstool,  as  the  case  may  be. 
His  next  move — if  a  gentleman — is  to 
fill  a  good  briar  pipe  with  prime  to- 
bacco, apply  a  match,  and  draw  in  his 
He  then  takes  up  a  good  book,  settles 
himself  in  the  chair,  and  informs  any 
members  of  his  household  happening  to 
be  present  that  anybody  who  speaks  to 
him  or  otherwise  disturbs  him  before  11 
o'clock  will  be  hit.  Lady  players  and 
children  should  vary  the  above  rules  in 
detail,  according  to  taste  and  the  dic- 
tates of  their  elders.  The  joy  of  this 
game  will  be  sensibly  enhanced  by  a 
nice  open-grate  fire,  located  anywhere 
from  ten  to  fifteen  feet  north-west  of 
the  player. 

For  cold  winter  evenings  this  game — 
measured  by  the  yield  of  solid  satisfac- 
tion in  proportion  to  the  outlay  of  money 
and  effort  involved — beats  any  other  pas- 
time ever  invented  by  man.  If  you  arc 
not  already  addicted  to  it,  get  the  habit." 
—Book  Talk. 

NATURE  BOOKS  DISPLAY 

Spring  has  come  as  a  shock  to  most  of 
us,  after  having  patiently  set  ourselves 
to  endure  the  snows  of  winter  "until 
countermanded." 

The  nature  lover  has  therefore  had 
the  pageant  of  spring  sprung  upon  him 
with  a  suddenness  that  loosens  his  heart- 
strings, and  sends  him  plunging  enthu- 
siastically into  the  heart  of  nature.  Con- 
sequently, and  to  be  practical,  the  book- 
seller ought  to  take  time  by  the  forelock 
and  put  out  a  nature  book  window  dis- 
play at  once. — Book  Talk. 

IDEAS  FROM  COLLING  WOOD 

Brown's  Bookstore,  of  Collingwood,  is 
as  usual  to  the  fore  in  pushing  the  wall 
paper  department  and  does  not  belong  to 
the  pessimistic  school.  "Make  your 
shabby  looking  rooms  smile  again,"  is  the 
way  they  put  it  in  starting  off  a  recent: 
quarter-page  newspaper  advertisement. 
This  is  followed  by  reference  to  the  new 
ideas  embodied  in  the  1918  productions 
and  to  the  fact  that  there  has  been  no 
marked  increase  in  price.  Special  em- 
phasis was  laid  on  new  shades  of  oat- 
meal papers,  plain  effects  with  cut-out 
borders,  tapestries  and  grass  cloth,  blend- 
ed and  washable  papers. 

"Always  some  bargains  in  remnants, 
odd  lots  and  last  season's  goods,"  was 
another  prominent  feature  of  the  adver- 
tisement. 

Then  followed  attentions  to  window 
shades,  curtain  rods,  and  other  house- 
hold requisites  for  spring  cleaning,  in- 
cluding paints  and  varnishes. 

I.  E.  York  &  Co.,  Waterford,  Ont, 
have  been  advertising  the  new  wall- 
papers "from  the  best  Canadian  and 
American  factories,  in  liberal  newspaper 
space. 
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Make  Your 
Own  Ink 

We  now  have  Ink  Pellets.  All 
you  have  to  do  is  add  water  and 
you  have  a  fine  blue  black  ink. 
Fine  for  soldiers.  Can  be  carried 
in  vest  pocket  in  flat  tin  boxes  at 
15c  per  box. 

Currao's    Bookstore 


Here    is    a    striking    advertisement    which    affords 

an     example    that    other    stationers     may 

profitably   adopt. 

BOOK    ADVERTISING  IDEAS 

Have  you  a  good,  convenient  sized 
English  Dictionary  for  home  or  office 
use?  we  are  often  asked.    Well,  we  have 

the   Dictionary.     Good,   clear   type, 

well    bound    in    crimson    cloth,    published 
at  $1.50  net. 

WHO  WOULDN'T  SO  CELEBRATE? 

To  celebrate  the  fact  that  we  have  sold 
over  one  thousand  copies  of  Ralph  Con- 
nor's latest  book,  "The  Major,"  we  are 
going  to  place  on  sale  to-day  25  copies 
of  it  at  $1.00  per  copy.  (No  phone  or 
C.O.D.'s,  please.) — From  a  recent  adver- 
tisement of  the  Russell-Lang  Bookstore, 
Winnipeg. 

BOOKS   ON   SHIPBUILDING 

The  wonderful  commercial  develop- 
ment in  Canada  represented  by  the  ship- 
building industry  is  leading  to  a  decided 
call  for  books  on  this  and  kindred  sub- 
jects. Among  the  retail  bookstores  alive 
to  this  new  widened  scope  for  book- 
selling is  the  firm  of  McAinsh  &  Co., 
College  Street,  Toronto.  Here  is  one  of 
this  store's  recent  newspaper  advertise- 
ments: 


NEW   BOOKS   ON 
SHIP  BOILDING 

Naval     Architecture,     Attwood $  3.00 

Practical    Ship    Building,    Holms....      16.75 
Strength    of    Ships,    Murray 4.75 

On  Construction 

Steel     Construction,     Burt $  2.25 

Foundations  of  Bridges,   etc 5.00 

Modern    Road   Construction.   Byrne.  .        1.00 
New    Building   Estimator,    Arthur...        3.00 

Strength   of  Materials,    Morley 3.00 

Those  interested  in  engineering,  mechani- 
cal,   industrial,    architectural    and    scientific 
books   are   invited   to   visit  that   department 
and    examine   these    books    at    leisure. 
Open    Saturdays    Until    10    p.m. 

McAINSH  &  CO.,  Ltd. 

4  to  12  College  St.,  TORONTO 


BOOKSELLER    AND    STATIONER 


Georgetown  Stationer's  Strong  Views  on 
Window  Displays 

Kidicules  the  ''Freak"  Windows  and  the.  "Artistic   Master- 
pieces"— Window  Displays  Must  Demonstrate  People's 
Need  of  Goods  Shown  or  Create  Desire  of  Possession 
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HAT  is  your  idea  of  the  mis- 
sion of  the  show  window  in  a 
stationery  store?"  This  is  the 
question  that  BOOKSELLER  AND 
STATIONER  put  to  a  Georgetown 
stationer. 

"Well,"  said  he,  "I  think  a  window 
display  should  demonstrate  people's  need 
for  the  goods  shown  or  at  least  create  a 
desire  to  possess  them.  That  is  what 
creates  sales." 

This  retailer  hadn't  much  use  for 
what  he  called  "freak"  windows  or  dis- 
plays prepared  at  the  expense  of  a  great 
deal  of  time  not  to  mention  monetary 
cost,  even  though  they  did  become  the 
talk  of  the  town.  He  had  frequently 
observed  that  such  a  window  display 
rarely  sold  goods  but  merely  gratified 
the  vanity  of  the  proprietor  of  the  store 
in  the  praise  that  it  won.  This  was  just 
another  form  of  the  vain-glory  that  many 
people  sought  in  the  way  of  getting  their 
names  into  the  newspapers.  A  window 
may  be  so  arranged  that  it  is  a  veritable 
artistic  achievement  but  what  earthly 
use  is  it  to  a  retail  business  if  it  doesn't 
help  to  sell  goods? 

This  stationer  was  a  stickler  on  an- 
other point  too.  He  was  dead  against  the 
idea  of  a  crowded  window  of  the  sort  so 
frequently  seen,  especially  in  stationery 
stores.  "If  a  window  is  too  crowded  it 
scatters  attention,"  he  remarked.  "The 
thing  to  do  is  to  take  a  few  articles  and 
display  them  so  as  to  rivet  attention  and 
thus  actually  make  an  impression  on  the 
people  looking  into  the  window.  That's 
how  to  create  a  desire  to  buy." 

This  merchant  said  he  knew  he  was 
right  in  these  contentions  because  ex- 
perience had  taught  him  that  it  was  that 
sort  of  a  window  display  that  showed 
results.  His  windows  proved  good  busi- 
ness bringers.  Not  only  did  many  people 
step  right  into  the  store  at  the  time  of 
seeing  goods  in  the  window  but  very 
often  he  had  traced  sales  made  subse- 
quently to  impressions  made  by  the 
showing  of  the  goods  in  the  window. 
Some  of  this  was  "second-hand"  influ- 
ence. That  is,  people  enquired  for  goods 
on  the  strength  of  what  they  had  been 
told  by  others  who  had  seen  them  in 
the  window. 

He  was  satisfied  that  only  a  small 
measure  of  the  actual  influence  of  his 
window  displays  came  to  his  attention, 
but  he  felt  certain  that  they  had  a  great 
deal  to  do  with  the  growth  of  his  trade-. 

Another  point  he  scored  was  that  the 
windows  and  newspaper  advertising 
should  be  co-operative,  each  form  of 
publicity  helping  the  other.  A  certain 
line  of  goods  mie:ht  be  advertised  in  the 
newspaper  and  if  that  same  day  a  per- 
son reading  the  advertisements  in  the 
paper    sees    the    window    display    of   the 


same  goods,  the  impression  is  accentu- 
ated and  the  actuation  to  buy  is  so  much 
the  stronger. 

An  important  thing  to  keep  in  mind 
is  that  a  live  dealer,  by  having  inter- 
esting and  attractive  window  displays, 
can  get  the  regular  interest  of  people 
who  habitually  pass  his  store.  To  do 
this  the  windows  should  be  frequently 
changed.  It  is  not  an  exaggeration  to 
say  that  ninety  per  cent,  of  the  possible 
customers  of  the  average  store  pass  that 
particular  store  once,  or  oftener,  every 
week.  That  is  a  circumstance  that  can 
be  made  to  prove  truly  profitable  to  any 
merchant  who  keeps  alive  to  his  oppor- 
tunities and  uses  good  business  sense  in 
displaying  just  the  right  goods  in  proper 
season  in  his  windows. 

HALLETT'S   OF  OSHAWA 

Hallett's  Bookstore,  of  Oshawa,  recently 
opened  in  new  and  more  central  quarters 
in  the  heart  of  that  town.  "The  four  cor- 
ners" is  a  live  spot.  There  is  a  good  com- 
prehensive stock  of  the  regular  books  and 
stationery  lines  and  it  is  notable  that  good 
assortments  of  phonographs  with  a  big 
assortment  of  records  are  carried  here. 
Another  big  stock  is  that  of  cigars  and 
tobacco  and  smokers'  requirements.  Cam- 
eras and  photo  supplies,  leather  goods, 
and  wall  paper  constitute  other  depart- 
ments and  in  all  of  them  good  business  is 
done,  attributable  to  the  specialized  atten- 
tion each  of  these  branches  receives  in 
the  Hallett  store. 

Another  noticeable  feature  is  the  at- 
tractive manner  in  which  the  stock  maga- 
zines and  other  periodicals  are  displayed. 
The  business  axiom,  "Goods  well  shown 
are  half  sold,"  is  lived  up  to  admirably  in 
this  store. 

A  BOOK  ON  MERCHAHNDISING 

"Merchandising,"  by  Archer  Wall 
Douglas,  illustrates  every  phase  of  mer- 
chandising, with  numerous  actual  ex- 
periences and  studies.  It  is  a  record  of 
the  author's  experiences  of  over  40  years 
in  one  of  the  great  distributing  commer- 
cial houses  in  the  country,  and  as  such  it 
shows  merchandising  to  be  a  complicated 
affair  worthy  of  the  most  intelligent 
study  and  a  liberal  education  in  itself.  It 
treats  of  the  various  factors  of  mer- 
chandising in  the  order  of  their  applica- 
tion in  practical  use.  After  a  discussion 
of  buying,  follow  chapters  on  the  care 
and  turn  over  of  stock,  ordering,  selling, 
system  and  method  of  filling  orders.  The 
various  financial  factors  are  next  dis- 
cussed in  their  relation  to  merchanidse, 
and  these  are  succeeded  by  a  treatment 
of  distribution,  advertising,  and  finally 
the  part  which  the  human  equation  plays 
in  every  phase  of  commercial  life. 
Special  stress  is  laid  upon  the  value  of 
the  necessary  and  intelligent  training  of 
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employees.     The   treatment  of  the  gen- 
eral subject  matter  is  direct  and  simple. 

BUY-AT-HOME  MOVEMENT 

The  publishers  of  the  "Delineator"  an- 
nounced recently  that  all  mail  order  ad- 
vertising has  been  excluded  from  its 
columns,  and  that  this  is  the  first  step  in 
"The  Delineator  Buy-at-Home  Move- 
ment"— a  plan  whereby  the  power  and 
influence  of  the  publication  will  be  de- 
voted to  the  fostering  of  community 
development. 

One  fast  growing  mail  order  house 
claims  more  than  6,000,000  re-order  cus- 
tomers. More  than  $1,500,000  has  been 
taken  in  a  single  day  by  this  concern. 
With  the  help  of  magazine  advertising  it 
has  distributed  over  11,000,000  catalogues 
in  one  year.  The  sales  of  this  house  in 
1917  were  $178,268,223. 

A  NEW  BOOK  FOR  THE  ADVER- 
TISERS 

A  comprehensive  treatise  by  a  pub- 
licity man  of  long  experience: 

A  sensible  book  on  advertising  is  a 
thing  to  be  hailed  with  satisfaction. 
Such  a  book  is  "Advertising,"  by  E.  H. 
Kastor,  of  H.  W.  Kastor  &  Sons,  just 
published  by  the  LaSalle  Extension 
University,  Chicago.  The  author  has 
been  in  the  general  advertising  business 
for  twenty  years  and  has  been  in  turn 
copy  man,  layout  man,  idea  man,  plan 
man,  and  compaign  man.  It  is  not  sur- 
prising, in  view  of  all  this,  to  find  it  a 
mature,  comprehensive,  and  practical 
work.  This  book  has  been  in  prepara- 
tion for  three  years. 

Emphasis  is  laid  on  fundamental 
things — the  study  of  the  product,  the 
study  of  the  market,  the  mediums  and 
their  circulation,  the  psychology  of  the 
reader.  There  is  an  excellent  discussion 
of  advertisement  English.  The  less  im- 
portant advertising  methods  all  have 
careful  consideration.  It  is,  in  short,  a 
well-rounded  presentation  of  the  whole 
subject.  A  paragraph  from  the  chapter 
on  "Effective  Copy"  will  serve  to  show 
the  simple  but  effective  style  in  which 
the  book  is  written. 

"The  untrained  or  weak  copy-writer  is 
recognized  by  his  use  of  flat,  meaning- 
less words.  Their  use  leads  naturally 
to  verbosity,  a  condition  in  which  unin- 
teresting words  are  used  far  too  much 
and  far  too  often.  The  untrained  writer 
does  not  realize  fully  the  suggestive 
power  of  a  few  rightly  chosen  words 
allowed  to  stand  by  themselves  like 
beacon  lights." 

The  book  is  illustrated  with  examples 
lifted  right  out  of  the  experience  of 
modern  advertising  as  a  final  method  of 
tying  together  the  principles  presented. 
A  number  of  leading  advertisements 
from  typical  lines  are  analyzed  as  a 
whole,  showing  the  position  which  they 
occupied  in  the  campaign,  the  analysis 
which  preceded,  the  merits  of  the  copy, 
the  room  for  displays,  illustrations,  and 
type  used,  etc.  These  analyses  give  the 
inner  workings  of  campaigns  that  are 
seldom  opened  to  the  public.  "Adver- 
tising" is  a  handsome  volume  in  limp 
leather. 
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Whafs  New  in   Leather  Goods 

Something  About  the  Spring  Tendencies  in  Ladies'  Handbags 
and  Purses — A  Revival  in  Belts 


IN  leather  goods  the  spring  demand 
seems  strongly  to  be  for  flat  purses 
and  avenue  bags.  The  fashionable 
colors  are  such  as  can  be  matched  easily 
in  leather,  hence  many  purses  are  select- 
ed in  grey,  tan,  mastic,  putty,  etc.  Some 
blues  are  selling,  but  navy  in  leather 
goods  seems  to  have  less  demand  than 
usual,  possibly  because  this  year's  blues 
do  not  harmonize  with  navy,  and  the 
greys  and  tans  are  suitable  for  any  cos- 
tume. One  of  these  two  shades  is  usually 
found  somewhere  in  the  make-up  of  a 
costume,  hence  the  big  sale  of  these 
leathers  and  of  black,  of  course.  Some 
new  purses  have  a  loosely  pleated  panel 
in  the  flap,  which  provides  a  little  more 
dressy  finish  than  the  usual  plain  flat 
flap.  These  are  in  the  favorite  size,  6^4 
in.  x  2%  in. 

The  Knitting  Bag  Purse 
The  wide  acceptance  of  knitting  bags 
has  brought  about  a  demand  for  a  small 
purse  of  good  quality.  "Women  carry  a 
knitting  bag  and  do  not  want  to  be 
bothered  with  a  second  bag  for  car 
tickets,  change,  etc.,  and  yet  it  is  neces- 
sary to  have  some  handy  receptacle  for 
these  small  necessities,"  said  one  of  the 
leading  manufacturers.  "For  that  rea- 
son we  find  a  small  purse,  well  made  and 
of  good  materials,  is  very  popular."  This 
little  purse  is  lined  with  fancy  silk  and 
made  of  pin  seal  or  morocco,  and  retails 
at  $2  to  $2.50.  It  measures  2%  in.  by 
4  in. 

Recently  New  York  has  started  show- 
ing some  very  large  avenue  bags — that 
is,  flat  purses,  with  handles  and  several 
inner  compartments.  Some  of  these  are 
being  shown  here,  but  the  sale  will  not 
probably  be  large  this  season  because — 
so  say  the  makers — the  fine  leathers  are 
of  such  a  price  as  to  bring;  this  type  of 
bag  within  the  reach  of  only  a  few 
people.  If  produced  in  cheaper  materials 
it  would  be  much  less  attractive,  and  the 
tendency  at  present  among  the  majority 
of  customers  is  to  produce  a  smart  ar- 
ticle made  of  good  materials.  The  aver- 
age woman  would  rather  have  a  good 
small  purse  than  a  large  cheap  one,  and 
so  the  bulk  of  business  is  being  done  in 
the  high  grade  small  flat  purse. 

As  to  Leather  Belts 

"We  are  perhaps  the  biggest  manufac- 
turers of  belts  in  Canada  when  belts  are 
selling,  and  when  they  are  not  we  drop 
them  almost  entirely,"  said  a  Toronto 
manufacturer.  "There  is  at  present  just 
a  little  tendency  for  the  2-inch  patent 
leather  belt,"  he  added.  "It  is  for  wear- 
ing with  blouses,  smocks,  sport  coats, 
etc.,  and  a  narrower  width  for  children's 
dresses,  which  sells  steadily.  These  belts 
are  to  be  had  in  the  patent  leather  cloth 
and  also  in  a  nice  grade  of  real  patent 
leather  of  pliable  quality.  Black  glazed 
metal  buckles  are  usually  shown  with 
them.  A  few  novelties  are  visible,  usually 
in  white  or  grey  leather,  with  some 
scarlet,  green,  blue,  or  other  contrasting 
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NEW     PURSES 

Above:  Strap  handle  purse  in  soft  grey  leather 
with    novel    pleated    flap. 

Below :  The  new  pin  seal  purse,  silk  lined. 
Convenient  small  size  for  carrying  in  knitting 
bags. 

trimmings.  One  number  in  grey  had 
white  binding  and  white  patent  buttons; 
others  have  basket-woven  bands  in  black 
or  a  color  with  white,  which  are  striking 
and  smart  for  sport  wear." 

NEW  ITEMS  IN  JEWELRY 

Demand  for  earrings  keeps  on  increas- 
ing to  such  an  extent  that  manufacturers 
are  scarcely  able  to  make  them  up  fast 
enough.  The  favorite  type  just  now  has 
the  fancy  drops  of  delicately-colored 
pearls,  and  there  are  many  fancy  novel- 
ties in  brighter-colored  composition, 
black  and  white  effects,  jets  and  gold  fili- 
gree, all  of  which  seem  to  be  losing  more 
of  their  sale. 

Pearl  necklaces  continue  in  steady  de- 
mand, while  the  fancy  bead  novelties 
have  dropped  off  considerably  during  the 
past  few  months.  Imitation  jet  guards 
are  selling  briskly,  especially  the  small, 
dull-finished  numbers  worn  mostly  with 
mourning  costumes.  Mourning  pins  have 
fairly  steady  call. 

A  new  kind  of  popular-priced  jewelry 
has  but  recently  come  on  to  the  market. 
So  far  the  chief  form  of  it  is  the  jabot 
pin;  beauty  pins  to  match  accompany 
some  of  the  designs.  This  new  line  is 
made  of  "Persian"  ivory,  and  comes  with 
natural,  grey,  mottled  and  jet  finishes  set 
with  colored  stones  or  brilliants.  The 
black  pins  are  carved  showing  the  inner 
natural  color  ivory  in  dainty  effects. 

Metal  change  purses  seem  to  be  drop- 
ping off  considerably,  giving  place  to  the 
silk  bags  for  the  most  part.  Novelty 
gate  top  bags  with  a  "ruffle"  of  silver 
mesh  and  the  bag  proper  of  silk  are 
offered. 
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FRENCH    TOYS 

An  interesting  exhibit  of  toys  made  by 
the  French  wounded  soldiers  during  their 
convalescent  hours  were  on  view  at  Rob- 
erts' Art  Gallery,  Toronto,  last  month. 
The  exhibit  was  brought  to  Toronto  by 
the  French  Red  Cross  for  the  purpose  of 
securing  extra  funds  for  the  French  hos- 
pitals. The  toys  were  rapidly  disposed 
of,  many  of  them  displaying  considerable 
genius  and  were  fairly  well  executed. 
The  display  consisted  of  the  soldiers 
of  the  allies,  ambulance  with  moveable 
drivers,  and  other  designs  which  had  a 
bearing  on  the  war.  These  were  cut  out 
in  thin  wood.  Many  of  them  had  me- 
chanical legs,  arms  and  hat. 


There  is  a  good  deal  to  be  learned  be- 
fore a  man  can  step  behind  the  counter 
and  sell  a  customer  something  that  does 
not   suit   him    at    first   sight. 

Those  who  fail  have  wishes;  success- 
ful   men    have    wills. 

If  some  of  your  customers  drift  away 
to  other  stores,  make  up  your  mind  they 
didn't  drift  without  a  reason.  Find  out 
what   that   reason  was. 

If  you  want  to  know  the  man  who 
keeps  you  from  accomplishing  things,  if 
you  want  to  know  what  holds  you  back, 
if  you  want  to  know  where  to  fix  the 
blame,  get  a  looking-glass  and  look  in- 
to it  carefully. — A.  F.   Sheldon. 

The  really  wise  fellows  are,  first  the 
wise  man  who  hides  his  wisdom  and 
second  the  ignorant  man  who  hides  his 
ignorance.  Most  men  fear  greater  wis- 
dom and  an  ignorant  man  who  keeps  his 
mouth  closed  often  passes  for  a  heavy 
thinker. 


NEW    DESIGNS    IN    IVORY 
The    feature    of    these    1918    clocks    is    that    the 
faces    are    set    in    with    an    ivory    rim    so   that   no 
metal    shows. 


SOLDIER 
TRADE 


SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at  Home  For  Forwarding  to  Soldiers  at  the  Front,  in  Training 

and  in  the  Base  Hospitals 


WHAT  SOLDIERS  WANT 

John  G.  Wilson,  a  prominent  English 
bookseller  who  is  "somewhere  in 
France,"  wrote  to  the  editor  of  "Book 
Talk"  as  follows: 

"Books  here  are  plentiful  enough  in  a 
way,  and  I  keep  getting  them  and  losing 
them  by  lending.  Anything  I  recom- 
mend goes  steadily  round  the  battalion, 
and  I  hear  many  appreciative  remarks 
which  warm  the  heart  of  a  bookseller 
The  men  can  read  excellent  stuff  when 
it  is  put  before  them.  This  fact  en- 
courages in  me  a  belief  held  that  book- 
sellers function  truly  when  they  sell  the 
best  books  for  the  book's  sake.  I  have 
been  delighted  recently  with  a  local 
revival  of  interest  in  Shakespeare,  and 
have  watched  with  delight  the  progress 
of  a  Sergt.-Major  through  Hamlet — the 
wonder,  the  appreciation  of  something 
great.  The  officers  are  all  keen  on 
modern  stuff.  Among  them  I  have  lost 
a  Swinburne  and  a  Yeats,  and  have  per- 
suaded another  that  he  knows  little  of 
modern  fiction  if  he  has  not  read  Butler's 
'Way  of  all  Flesh.'  " 

My  own  experience  with  the  soldier 
friends  I  have  come  across  has  been  that 
they  are  only  too  anxious  to  find  worth- 
while books;  that  they  would  rather  find 
another  form  of  recreation  than  waste 
their  time  on  unsatisfying  literature.  In 
one  instance  where  I  had  handed  a  man 
a  copy  of  Arthur  C.  Benson's  works  I 
was  subsequently  asked  to  send  a  list 
of  essayists  who  were  worth  reading. 
The  soldier  was,  not  a  "high-brow,"  he 
was  of  the  non-reader  type  and  had  b.een 
a  carpenter  by  trade.  Evidently  what 
the  soldiers  want  most  of  all  is  a 
reader's  guide. 

SOLDIERS  LIKE  KIPLING 

Rudyard  Kipling  is  the  most  popular 
writer  among  the  American  soldiers  in 
France  according  to  Alfred  M.  Brace, 
supervisor  of  journalism  in  the  State 
University  of  Nebraska,  who  has  been 
"over  there"  making  a  study  of  the  sub- 
ject. 


SOLDIER  TRADE  GOODS 

In  soldier  trade  goods,  articles  that 
some  stationers  have  been  selling  in 
large  quantities  are  swagger  sticks,  steel 
mirrors,  button-cleaners  and  other  re- 
quirements for  soldiers  themselves, 
while  souvenir  badges,  military  badge 
brooches,  military  badge  hat  pins  and 
such  goods  as  pennants  and  cushions 
with  regimental  crests,  have  all  sold 
well  during  the  war  years.  There  are 
continually  appearing,  new  ideas  in  mil- 
itary specialties  both  for  soldiers  and  for 
the  friends  of  soldiers  who  remain  be- 
hind and  still  some  stationers  have  fail- 
ed to  take  up  this  trade  on  anything  like 
the  scale  upon  which  they  should  operate 
the  military  trade  sections  of  their 
stores. 

It  is  not  too  late  yet  to  get  into  this 
thing  in  the  right  way  and  even  those 
timid  ones  who  fear  that  they  might  be 
left  with  big  stocks  of  goods  by  the 
sudden  coming  of  peace  should  not 
allow  this  to  scare  them  off  because 
they  can  put  in  large  and  varied  stocks 
without  very  great  investments,  enabl- 
ing them  to  make  most  interesting  dis- 
plays that  will  pull  good  business. 

HEALTH  FOR  SOLDIER  AND  SAILOR 

"Health  of  the  Soldier  and  Sailor," 
by  Professor  Irving  Fisher  and  Dr.  Eu- 
gene Lyman  Fisk,  is  a  volume  on  how 
to  keep  them  "fit."  It  is  published  by 
Funk  &  Wagnalls  Co. 

Handily  bound  in  khaki  cloth,  pocket 
size,  it  is  packed  with  matter  of  vital 
importance  to  the  health  of  men  in 
camps,  on  shipboard,  and  on  the  firing 
line. 

It  shows  the  soldier  or  sailor  in  a 
clear,  con  ise  fashion  just  how  to  man- 
age himself  physically,  what  to  do  and 
what  not  to  do  in  order  to  keep  fit,  and 
how  to  protect  his  health  under  all  pos- 
sible conditions.  It  is  just  as  essential 
for  him  to  know  how  to  keep  at  the  top 
notch  of  efficiency  physically  as  it  is  for 
him  to  know  his  technical  military 
duties  and  he  can  in  this  way  doubly 
serve  himself,  his  family,  and  his  coun- 
try. 
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HOW  SOLDIER  TRADE  HELPS 

Writes  an  American  friend  of  book 
publishers: 

"We  sold  more  books  to  'the  trade  of 
the  United  States  both  in  volume  and 
quantity  than  we  ever  did  before  in  this 
good  old  land  of  ours  and  the  outlook 
for  this  year  is  bright.  The  people  will 
buy  the  books  that  are  worth  while — 
the  books  with  a  vital  uplifting  message. 
The  thoughts  of  all  are  directed  to  those 
boys  of  ours  in  the  training  camps  or 
across  the  seas  helping  to  establish  peace 
in    this    stricken    world." 

CAMERA   ALBUM   FOR  SOLDIERS 

A  new  specialty  put  out  by  W.  C. 
Horn  Bro.  &  Co.,  of  New  York,  is  a 
combination  camera  snap  shot  album 
and  file.  It  is  designed  to  accommodate 
unmounted  photographs  and  has  really 
been  especially  designed  for  the  use  of 
soldiers  in  camp  and  at  the  front  as  well 
as  for  the  use  of  mothers,  sweethearts 
and  friends;  many  other  practical  uses 
will  readily  suggest  themselves  to  deal- 
ers and  their  customers.  The  outside 
measurements  of  this  file  are  6%  x  9 
inches. 


CANADA    ATTRACTS    SOLDIERS 
Many  Veterans  of  the  European  Conflict 

Will    Cross    the    Seas    to    Share    in 

Development  of  the  Dominion, 

After   the   War 

"There  will  be  many  time-expired 
men  from  my  regiment  who  will  want 
to  come  to  Canada  when  the  war  is 
over"  writes  Major  D.  Hector  Pearson 
of  The  MacLean  Publishing  Company's 
staff,  who  is  now  a  prisoner  of  war  in 
Turkey.  Major  Pearson's  words  bear 
out  the  belief  which  gains  strength  from 
many  similar  indications  from  every 
camp  and  fighting  front  that  after  the 
war  the  hardy  men  who  have  held  the 
lines  against  the  Hun  will  still  want  to 
be  in  the  forefront  of  the  economic 
battle  called  after-war  trade.  Cana- 
da's place  in  that  fight,  as  in  this,  is 
over  the  top  every  time,  and  the  attrac- 
tions of  the  Dominion  for  the  soldier- 
spirit  are  immense.  Immigration  will 
certainly  result. 


BOOKSELLER    AND    STATIONER 


Invalided  Soldiers  and  the  Future 

Necessarily    Changed    Activities    Mean    Mental    and    Manual 

Training' — How  the  Book  and  Stationery 

Trade  is  Affected 


APPROXIMATELY    35,000    soldiers 
have    returned    to    Canada    from 
England  and  France  to  date. 
Of  these  20,458  have  been  transferred 
to   the    Invalided    Soldiers'    Commission 
Command   for  further  treatment. 

Records  completed  January  15  showed 
that  1,051  Canadian  soldiers  suffering 
from  amputations  had  been  returned  to 
Canada.  Of  these  266  had  been  dis- 
charged; others  were  still  being  cared  for 
in  the  military  convalescent  hospitals. 

A  classification  of  the  amputation 
cases  shows  that  328  men  have  lost  arms, 
of  whom  111  have  been  discharged.  The 
leg  amputation  cases  total  723,  of  whom 
568  are  still  in  hospitals.  Further  classi- 
fication shows  that  of  the  men  still  in 
hospital,  73  lost  arms  below  the  elbow 
and  144  arms  above  the  elbow.  The  nurm 
ber  of  men  still  in  hospital  who  lost  legs 
below  the  knee  is  194  and  the  number 
having  amputations  above  the  knee  is 
374. 

What  special  interest  has  this  for  the 
book  and  stationery  merchant  as  such  ? 

It  is  a  finger-post  pointing  to  new 
openings  for  business. 

Many  of  these  fighters  returned  from 
the  front,  with  many  more  to  come,  who 
will  be  partially  disabled,  will  be  obliged 
to  commence  life  anew,  and  education, 
both  mental  and  manual  training,  is  go- 
ing to  play  a  large  part  in  their  lives  in 
the  great  reconstruction  period.  Isn't 
that  going  to  create  a  greatly  increased 
demand  for  educational  and  technical 
books?  Necessarily  this  will  be  accom- 
panied by  a  corresponding  demand  for 
various  other  requirements  that  go  with 
the  pursuit  of  the  studies  represented  by 
these  books,  and  consequently  sales  for 
various  items  of  stationery  will  be  great- 
ly accelerated. 

This  is  a  branch  of  soldier  trade  that 
should  have  the  earnest  attention  of  all 
booksellers  and  stationers.  Duty  de- 
volves on  all  the  people  of  Canada  to  see 
that  these  soldiers  are  not  handicapped 
in  their  necessarily  changed  vocational 
pursuits.  This  means  that  practically  all 
the  people  are  prospective  customers  for 
the  booksellers  and  stationers  in  this 
particular  branch  of  soldier  trade,  in- 
cluding, of  course,  the  disabled  soldiers 
themselves. 

Here  are  some  interesting  statistics 
from  "Reconstruction,"  the  monthly 
periodical  published  by  the  Invalided  Sol- 
diers' Commission: 

The  vocational  training  branch  has 
3,143  returned  soldiers  under  instruction. 
Of  this  number  944  are  taking  vocational 
re-education  courses  because  of  disabili- 
ties which  prevent  them  from  resuming 
their  pre-war  occupations.  To  date  1,863 
courses  have  been  granted.  Of  these  133 
have  been  completed,  186  have  been  dis- 
continued or  rejected,  and  600  have  been 
deferred  until  the  completion  of  conval- 
escent treatment. 


There  are  2,199  men  taking  vocational 
courses  designed  to  be  of  therapeutic 
value  as  well  as  of  practical  use  upon 
their  return  to  civil  life. 

The  courses  offered  have  increased  in 
variety  from  37  to  97  during  the  past 
year.     The  instructor  staff  totals  259. 

Some  of  the  returned  soldiers  regain 
their  faculties  completely,  and  the  fol- 
lowing, also  from  "Reconstruction,"  re- 
veals their  spirit: 

"What  are  you  going  to  do  when  you 
are  discharged,"  a  middle-aged  patient  in 
cnes  of  Canada's  military  convalescent 
hospitals  was  asked.  "Do?"  he  echoed. 
"I'm  going  to  do  "what  any  sane  man  of 
my  age  would  do.  I'm  going  straight 
■back  to  work.  This  is  just  marking  time 
in  one's  life,  like  having  to  go  to  a  wed- 
ding on  one's  busiest  mail  day.  I'm  not 
going  to  exploit  the  war  as  a  means  of 
getting  a  living,  or  do  any  fool  thing 
like  that.  I  am  going  straight  back  to 
my  office,  I  am.  I  know  exactly  where  I 
turned  down  the  page  of  my  sales  book 
when  I  came  out — it  was  page  79 — and 
I'm  going  to  start  it  again  at  page  80." 

These  men  naturally  have  an  enlarged 
vision,  and  naturally  they  are  going  to 
be  better  customers  in  the  book  stores. 

A  British  Columbia  officer,  writing  to 
a  Western  paper,  dealing  with  this  phase 
of  the  war's  influence  on  Canada's  sol- 
diers, says:  "They  will  come  back  bigger 
men  with  larger  views.  Some  ideas  have 
been  scrapped,  but  new  ones  have  taken 
their  place.  Life  has  been  hard;  work 
has  been  dirty;  temptation  has  been  as 
never  before;  but  they  conquered  all  dif- 
ficulties and  withstood  most  of  the 
temptations. 

"They  do  not  want  petting  or  sym- 
pathy— it  would  seem  to  them  like  child- 
ishness if  it  were  displayed.  But  to  be 
genuinely  welcomed,  not  for  themselves 
but  for  the  work  they  have  tried  to  do, 
will  be  appreciated  by  the  most  modest 
man  amongst  them." 


MORE   ABOUT  SOLDIER  READING 

Light    on    the    Substantial    Character    of 

the    Reading    Some    Soldiers     Prefer 

— Good    Stirring    Fiction    Most 

Popular  of  All 

FURTHER  interesting  light  on  the 
substantial  character  of  the  books 
being  read  in  our  soldier  camps  is 
contained  in  the  following  paragraphs 
from  the  latest  "A.  L.  A.  War  Service 
Bulletin." 

"In  one  day's  issue  of  books  by  the 
American  Library  Association  camp 
library  at  Camp  Meade,  the  following 
subjects  were  reported:  French  history, 
mechanics,  topography,  and  strategy  in 
war,  self-propelled  vehicles,  hand  gren- 
ades, field  entrenchments,  bridges,  chem- 
istry, physics,  astronomy,  geology,  hy- 
draulics, electricity,  mediaeval  history, 
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calculus,  civil  engineering,  geography, 
Ameiican  history,  surveying,  materials 
of  construction,  general  history,  mason- 
ry, concrete.  About  three-quarters  of 
the  books  taken  out  were  non-fiction. 

"Titles  picked  at  random  from  one 
page  of  a  report  from  the  American 
Library  Association  camp  library  at 
Camp  Sherman  include:  George  Ade's 
'The  Girl  Proposition,'  Jack  London's 
'Burning  Daylight,'  Tolstoi's  'Anna 
Karenina,'  H.  G.  Wells'  'The  Soul  of  a 
Bishop,'  Ellis'  'Plattsburg  Manual,' 
Meadowcroft's  'A.  B.  C.  of  Electricity,' 
Zerbe's  'Aeroplanes,'  Havveis'  'Music  and 
Morals,'  Guizot's  'History  of  Civilization 
in  Europe,'  Carlyle's  'French  Revolution,' 
Wells'  'Italy,  France  and  Britain  at 
War,'  and  Gerard's  'My  Four  Years  in 
Germany.'  " 

On  the  other  hand,  Mr.  Burton  E. 
Stevenson,  in  charge  of  the  library  at 
Camp  Sherman,  Chill icothe,  Ohio,  writes 
in  a  recent  number  of  the  "Outlook": 

"Broadly  speaking,  of  course,  most  of 
the  men  read  fiction;  and  most  of  them 
prefer  exciting,  red-blooded  fiction — de- 
tective stores,  adventure  stories,  and  so 
on.  But  there  is  also  a  steady  demand 
for  Conrad  and  Wells  and  Hardy  and 
Meredith.  Poetry  is  also  in  demand,  and 
good  books  of  travel  go  well."  However, 
he  adds:  "We  have  had  requests  here 
for  every  sort  of  book  from  'some  books 
by  Gene  Stratton-Porter'  to  Boswell's 
'Life  of  Johnson'  and  Bergson's  'Creative 
Evolution.'  We  have  had  requests  for 
Ibsen's  plays,  for  books  on  the  valuation 
of  public  utilities,  on  conservation,  on 
sewage  disposal;  we  had  so  many  re- 
quests for  'A  Message  to  Garcia'  that  I 
had  a  supply  mimeographed.  In  one 
building  there  were  so  many  requests 
for  books  on  religion  and  ethics  that  we 
set  up  a  small  reference  collection  there." 
Mr.  Stevenson  recently  conducted  a 
test  to  determine  the  names  of  periodi- 
cals with  the  widest  popular  appeal  for 
the  soldiers.  He  posted  a  list  of  periodi- 
cals in  each  library  building  with  the  fol- 
lowing note  of  instruction:  "Place  one 
tally  after  those  you  would  like  to  have 
in  this  building.  Please  play  fair  and  do 
not  tally  more  than  twenty  magazines." 
Thirty-one  periodicals  under  this  test  re- 
ceived more  than  twenty-five  votes 
apiece.  Those  that  received  more  than 
forty  votes,  as  arranged  in  alphabetical 
order,  and  including  as  nearly  as  possible 
half  the  list,  are:  "American  Magazine," 
"Army  and  Navy  Journal,"  "Collier's 
Weekly,"  "Everybody's,"  "Judge."  "Les- 
lie's Weekly,"  "Life,"  Literary  Digest," 
"Metropolitan  Magazine,"  "Outlook," 
'^Physical  Culture,"  "Puck,"  "Review  of 
Reviews,"  "Saturday  Evening  Post," 
"Scientific  American,"  and  "World's 
Work."  The  three  receiving  the  most 
votes  were  "Life,"  "Saturday  Evening 
Post,"   and'  "Judge." 

A  writer  in  a  recent  number  of  the 
"Independent"  who  has  been  distributing 
books  behind  the  lines  in  France  bears 
further  witness  to  the  demands  of  the 
men  at  the  front: 

(Continued   on   page  66) 


Some  Retail  Advertising  a  Waste  of  Money 

How  Much  Should  Advertising  in  the  Local  Newspaper  Cost  in  Proportion  to  Sales  i 

— Opinion  of  a  Recent  Retailers'  Convention — Where  Even  Low  Cost  Newspaper 

Advertising-  is  Run  at  a  Loss — The  Only  Kind  of  Advertising  That  Pays 


AT  a  recent  convention  of  retail 
merchants  held  in  Hamilton,  Ont., 
this    question    was    asked: — 

"How  much  should  I  spend  in  adver- 
tising in  my  local  newspapers  ?  I  have 
not  used  them  before.  About  what  per- 
centage of  sales  should  my  advertising 
cost   me?" 

There  was  a  consensus  of  opinion  in 
favor  of  from  one  to  three  per  cent  on 
sales  as  the  practical  reply  to  the  ques- 
tion. 

This  would  mean  that  a  merchant 
whose  turnover  amounted  to  $30,000  a 
year  might  be  spending  from  $300  to 
$900  a  year  on  advertising  in  his  local 
press    with    profit. 

He  might  be  spending  less  than  that 
and  losing  by  it  without  knowing  of  his 
loss. 

More   Counts  Than  The  Cost 

In  advertising  to  bring  results  to  a  re- 
tail business  of  any  kind  more  than 
just  the  cost  counts.  A  retailer  may 
complacently  regard  a  turnover  of  $30,- 
000  per  year,  and  an  advertising  ex- 
penditure of  from  $300  to  $900  per  year 
and  say  to  himself  "I  am  keeping  with- 
in the  limits  set  at  that  convention  of 
retailers  in  Hamilton.  My  advertising 
is  not  costing  me  more  than  the  other 
fellow's.  I  am  all  right  as  regards  ad- 
vertising." 

And  yet  that  retailer  may  be  all 
wrong  as  regards  advertising.  Every 
cent  of  his  advertising  appropriation 
may  be  a  lazy  cent  only  half  or  one 
third,  or  one  quarter  employed.  Some 
of  his  cents  may  be  absolutely  idle,  ab- 
solutely wasted  in  valueless  advertis- 
ing. And  all  the  time  his  appropriation 
may  be  well  within  the  one  per  cent  or 
the  three  per  cent,  limit  on  sales.  He 
may  be  spending  only  one  tenth  of  one 
per  cent,  on  sales  and  still  losing  money 
on  advertising.  Very  often  the  man 
whose  advertising  appropriation  ex- 
ceeds the  one  to  three  per  cent,  limit  is 
losing  less  money  in  advertising  than 
the  man  who  is  timidly  spending  only 
a  tenth  of  one  per  cent. 

The  merchant  spending  the  larger 
percentage  on  advertising  may  be  adver- 
tising effectively  if  perhaps  extrava- 
gantly; the  merchant  spending  the  trifl- 
ing percentage  may  be  advertising  inef- 
fectively though,  he  may  think,  econ- 
omically. 

More  than  the  cost  counts  in  adver- 
tising. 

Almost  invariably  the  merchant  who 
is  a  grudging  spender  as  regards  local 
newspaper  advertising,  who  simply 
"sticks  in  an  advertisement,"  to  oblige 
the  newspaper  proprietor,  lets  it  stand 
unchanging  from  month  to  month  and 
grins  regretfully  or  groans  when  he  has 


to  pay  the  bill,  is  really  getting  hardly 
any  good  out  of  his  advertising  expendi- 
ture whether  it  be  one  per  cent,  or  one 
tenth  of  one  per  cent,  of  his  turnover 
This  sort  of  advertisement  is  a  fair 
sample  of  the  kind  of  advertisement 
referred    to. 

JOHN    SMITH 

Ladies'   &   Gents'   Outfitter 

Quality  and  Service. 

Come   in   and   see   our   Range. 

Beyond  the  fact  that  this  announce- 
ment keeps  the  public  informed  that 
John  Smith  is  a  ladies'  and  gents'  out- 
fitter, the  advertising  value  of  the  ex- 
penditure laid  out  on  it  is  practically 
nil.  The  fact  that  John  Smith  calls 
himself  a  "Gents'"  outfitter  throws 
doubt  in  the  minds  of  the  class  called 
"High  Class  Trade"  as  to  the  question 
of  "Quality  and  Service"  to  be  expected. 
The  fact  that  John  Smith  has  a  welcome 
for  those  who  would  like  to  see  his 
range  has  a  certain  kind  of  qual- 
ity about  it  which  may  bring  a 
quiet  humdrum  customer  in  once  in  a 
while,  but  as  advertising  it  is  not  near- 
ly informative  enough  to  spend  money 
on.  Now  if  John  Smith  happened  to  be 
a    hardwareman    and    had    said: 

"Come  in  and  see  our  ranges" 
his  advertisement  wouVl  have  been  quite 
noticeably  better  value  for  his  money 
Why?  In  the  reason  why  you  will  dis- 
cover a  sound  principle  of  remunerative 
newspaper  advertising  for  any  retail 
business. 

Fix   Peoples'   Minds' on    Facts 

In  connection  with  the  ladies'  and 
gents'  outfitting  business  the  word 
"range"  means  just  everything  and  just 
nothing  at  all  to  the  average  person's 
mind. 

In  the  word  "range"  as  applied  to  the 
hardware  business  there  is  a  definite 
picture  of  something  substantial,  an  ar- 
ray of  neat  nickelled  and  efficient  look- 
ing kitchen  ranges.  Any  man  and 
every  woman  reading  the  advertisement 
on  that  understanding  would  get  a  good 
clear  idea  that  John  Smith  was  in  busi- 
ness to  sell  ranges,  had  something  worth 
showing,  and  was  ready  to  welcome 
visitors  to  his  store.  This  is  an  idea 
always  worth  getting  into  possible  cus- 
tomers' heads  if  a  man  is  out  to  sell 
ranges,  and  it  is  worth  paying  a  little 
to  a  newspaper  to  convey  that  idea  to 
the  community  at  large.  But  merely 
to  go  that  far  is  not  by  any  means  ef- 
fective and  worth-while  advertising  up 
to  the  value  of  say  even  one  per  cent, 
of  turn-over. 
Your  Advertisement  Must  Work  for  You 

When  you  have  goods  to  sell,  and  go 
in    for    advertising    space    in    the      local 
paper  to  help  you   sell   them,  get  away 
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for  ever  from  the  idea  that  you  are 
conferring  a  favor  on  the  newspaper  by 
advertising.  If  the  proprietor  of  the 
local  paper  is  evidently  glad  to  have 
your  advertise  with  him,  you  may  like 
to  think  that  you  are  to  that  extent 
keeping  up  home  industry,  but  the  only 
way  your  advertising  can  ever  really 
benefit  your  local  paper  is  by  bringing 
you  results  in  good  profitable  business. 
To  make  it  do  that  is  very  much  your 
business.  The  local  paper  will  probably 
print  anything  you  write  down  for 
them  to  print,  and  you  may  even  find 
a  strong  disposition  on  the  part  of  the 
foreman  printer  to  want  you  to  run  an 
advertisement  which  needs  no  change  of 
type  from  week  to  week,  or  from  month 
to  month,  or  even  from  year  to  year. 

The  kind  of  advertisement  the  fore- 
man printer  on  some  local  newspapers 
really  delights  in  is  run  by  some  banks. 
It  comes  in  the  form  of  an  electro  cut 
with  just  the  name  of  the  bank,  and  of 
its  manager  set  forth  in  clear  type,  and 
a  few  figures  showing  assets,  and  a 
word  or  two  saying  that  savings  bank 
deposits  are  accepted  from  a  dollar  up, 
and  that  the  safest  way  to  send  money 
is  by  means  of  the  bank  money  orders 
of  that  particular  bank.  These  adver- 
tisements cannot  be  changed  even  if  the 
printer  wanted  to  change  them.  They 
run  the  same  week  after  week.  They 
may  do  for  banks.  They  won't  do  in 
retail    business. 

Make   Your   Words   Worth   While 

There  is  no  real  money  value  to  your 
business  in  an  advertisement  which  you 
never  change.  You  pay  for  space  in 
which  to  print  your  business  message. 
If  your  message  is  stale  and  flat  it 
will  also  be  unprofitable  to  you  and  to 
everybody  else.  Your  advertisement 
must  be  interesting,  new,  fresh,  bright, 
bringing  an  idea  of  benefit  to  its  read- 
ers, and  then  it  will  bring  profit  to  you. 
You  must  change  your  message  fre- 
quently, and  make  every  word  of  it 
count    as    a    sales-getter. 

Unless  you  are  to  get  business  from 
your  advertising,  and  steady  business, 
and  new  business,  and  plenty  of  busi- 
ness, you  may  just  as  well  give  the 
money  you  propose  to  spend  on  ad- 
vertising to  the  nearest  charity,  and 
don't  trouble  your  local  newspaper  to 
set  up  any  advertisement  for  you  at 
all.  It  won't  help  you  to  have  an  ad- 
vertisement inserted  that  is  just  going 
to  fill  space  (for  which  you  are  pay- 
ing) and  bring  you  no  results.  It  won't 
help  your  local  newspaper  to  have  that 
kind  of  advertisement  from  you  any 
more  than  it  would  help  your  business 
to  have  a  customer  buy  a  pair  of  boots 
from  you  that  she  never  could  possibly 
wear,  and  had  to  keep  them  in  the 
(Continued  on  page  68.) 


Is  This  the  Time  to  Stop  Advertising? 

From  an  Address  by  George  Frank  Lord,   Director  of  Advertising,  E.  I.  du  Pont  de 

Nemours  &  Co. 


THE  question  I  have  been  asked  to 
discuss  is  one  of  the  many  growing 
out  of  the  atmosphere  of  uncer- 
tainty that  permeates  the  business  world 
due  to  the  unprecedented  conditions  that 
now  exist. 

It  seems  to  me  that  this  question  and 
commercial  America's  answer  to  it  is  the 
crucial  test  of  the  progress  of  advertis- 
ing. 

If  advertising  is  the  power  advertis- 
ing men  claim,  there  should  be  no  doubt 
as  to  how  that  power  can  be  used  in  the 
present  emergency. 

My  observation  and  belief  is  that  the 
reason  for  the  existence  of  the  question 
is  that  we  advertising;  men  have  failed  to 
sell  advertising  properly  to  our  execu- 
tives, because  the  average  executive  in- 
sists upon  tying  each  ycir's  expenditures 
to  that  same  year's  sales  expectations. 
If  the  sales  outlook  is  poor  he  wants  to 
restrict  his  advertising,  if  good  he  is 
willing   to   increase  it. 

What  we  apparently  havi?  failed  to  do 
is  to  sell  the  reaily  grestest  power  of 
advert'sing,  and  tnat  is  its  ability  to 
stabilize  and  develop  the  business  adver- 
tized rather  than  the  particular  commo- 
dity chosen  for  merchandising. 

If  advertising  is  ephemeral,  living  or 
dying  with  the  daily,  monthly  or  yearly 
merchandising  campaign,  then  we  should 
surely  trim  our  sails  to  meet  the  current 
shifting  breezes. 

If,  on  the  other  hand,  advertising  is  a 
process  of  market  development  heading 
for  a  specific  goal,  we  will  push  on 
through  storm  or  calm,  with  or  against 
the  wind  or  current  until  that  goal  is 
reached. 

History  records  that  all  great  wars 
have  been  followed  soon  by  periods  of  in- 
tense reconstruction.  That  the  present 
war  surpasses  all  others  in  magnitude 
and  destructiveness  only  means  that  its 
sequel  of  reconstruction  will  a!.?o  sur- 
pass all  others  in  magnitude. 

What  shall  be  the  part  of  this  conti- 
nent in  the  post-bellum  reconstruction  of 
the  world  ? 

Unless  we  deride  differently  our  part 
will  be  chieflv  that  of  the  buyer  of  im- 
ports from  a  Europe  struggling  to  restore 
and   increase   its   commercial   facilities. 

All  the  European  belligerents  are 
bound  to  strain  every  resource  to  get  as 
large  a  share  as  possible  of  the  wealth 
that  has  been  poured  into  this  country 
since  the  war  began. 

"If  this  be  true,"  a  critic  may  remark, 
"how  can  we  hope  to  sell  in  a  larger 
way  to  countries  that  lack  the  money  to 
buy?"  The  answer  to  this  query  is,  in 
my  opinion,  that  our  export  customer 
countries  will  have  ample  means  or  credit 
left  to  buy  what  they  must  have  to  exist 
as  commercial  nations. 

Total  U.  S.  exports  in  1913  were  only 


$2,450,000,000— a  small  sum  compared 
with  the  combined  war  expenditures  of 
the  European  belligerents.  Their  needs 
will  be  so  urgent  that  it  would  not  be  sur- 
prising if  our  exports  in  the  year  follow- 
ing the  war  were  to  total  $5,000,000,000. 
As  to  the  capacity  of  Europe  to  buy  to 
that  extent  at  that  time,  consider  how 
quickly  France  paid  to  Germany  what 
was  expected  to  be  a  crippling  war  in- 
demnity after  the  Franco-Prussian  war. 
But,  in  my  opinion,  the  world  market  is 
not*  one  from  which  we  may  expect  our 
greatest  commercial  return.  The  greatest 
market  for  American  products  should  be 
America. 

We  imported  in  1913  goods  worth  in 
round  figures  $1,800,000,000,  equivalent 
now  at  the  current  purchasing  power  of 
our  money  to  nearly  twice  that  sum. 

For  more  than  three  years  we  have  been 
obliged  to  produce  in  this  country  much  of 
what  was  formerly  imported,  and  with  our 
war-born  facilities  we  are  going  to  be  still 
less  dependent  on  our  imports  than  ever 
before. 

In  this  period  normal  construction  has 
been  largely  stopped  in  this  country,  par- 
ticularly in  that  forerunner  of  trade — 
railroad  construction. 

With  the  major  portion  of  the  world's 
cash  in  American  hands,  can  there  be  any 
doubt  that  in  this  country  construction  of 
railroads,  homes,  factories,  and  utilities 
and  luxuries  of  every  kind  will  leap  for- 
ward at  an  unprecedented  pace? 

The  demand  for  everything  of  use  or 
beauty  is  bound  to  be  tremendous.  Those 
who  have  stopped  the  purchase  of  utilities 
or  luxuries,  either  because  not  obtainable 
during  the  war  or  because  their  purchase 
price  had  been  diverted  to  war  expendi- 
tures, will  want  to  make  their  deferred 
purchases  as  soon  as  the  glad  tidings  of 
peace  burst  upon  the  world. 

If  America  is  unprepared  for  this  busi- 
ness, our  European  trade  rivals  will  be 
auick  to  take  the  fullest  possible  advan- 
tage of  the  free-for-all  market. 

Shall  America  let  her  dazzling  wealth  of 
to-day  slip  away  to  more  enterprising  na- 
tions that  before  the  war  and  in  the  midst 
of  war  had  ever  before  them  gigantic 
world-wide  plans  of  commercial  conquest? 
Shall  we  not  rather  start  now  to  en- 
trench American  business  against  foreign 
attack  and  preserve  for  America  the  tre- 
mendous financial  and  commercial  advan- 
tages a  world  revolution  has  thrust  upon 
her? 

Remember  there  will  be  no  sentiment 
of  human  lives  or  liberty  actuating  any 
nation  or  individual  in  the  vast  commer- 
cial war  to  follow  the  war  of  arms.  The 
bars  will  be  down  and  only  commercial  ef- 
ficiency will  count. 

The  war  has  taught  us  that  preoared- 
ness  is  really  the  longest  word  in  the  dic- 
tionary and  also  the  strongest.     We  can- 
not start  preparing  for  big  business  on 
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the  day  peace  is  declared  any  better  than 
we  started  preparing  for  war  on  the  day 
we  declared  war.  We  did  not  like  to  pre- 
pare for  war  because  we  did  not  want  war. 

But  this  does  apply  about  preparing  for 
business,  because  our  worst  enemies  never 
accused  us  of  not  wanting  business. 

Most  emphatically  I  believe  that  now  is 
not  the  time  to  stop  advertising.  On  the 
contrary,  it  is  the  time  to  start  more  and 
better  advertising  than  we  have  ever 
done   before. 

It  takes  fully  as  much  time  to  bring  an 
advertising  campaign  into  full  action  as 
a  military  campaign.  We  do  not  know 
how  much  or  how  little  time  we  have  to 
sell  the  Made-in-America  idea  to  America 
and  to  the  world  at  large. 

We  do  know  that  we  have  right  now  all 
the  resources  necessary  to  make  this  coun- 
try the  most  prosperous  manufacturer  in 
the  world,  as  soon  as  we  are  able  to  turn 
our  capital,  facilities  and  organizations 
loose  on  peace  products. 

Why  should  we  hesitate  to  show  our 
faith  in  the  future  of  America  by  building 
for  that  future? 


MORE  ABOUT  SOLDIER  READING 

(Continued  from  page  64.) 

"Light  literature  was  certainly  popu- 
lar. Sensational  novels  and  books  with 
deathbed  endings  were  not  in  demand, 
but  Oppenheim  and  Lincoln  may  feel 
they  have  not  lived  in  vain." 

This  writer  adds,  however,  that  there 
had  also  been  a  demand  for  "a  life  of 
Gordon,  Tennyson's  poems,  a  work  on 
elementary  law,  one  on  electrical  en- 
gineering. Paris  was  scraped  for  Eng- 
lish dictionaries,  French-English  diction- 
aries, for  atlases,  for  travel,  for  Kipling 
and  Seeger  and  Service  and  Wells,  for 
'everything  on  the  Battle  of  the  Marne 
and  on  international  relations.' "  Fre- 
quent calls  for  "a  whole  Bible"  are 
among  the  requests,  and  more  than  all 
else  song  books,  hymn  books,  opera  scores, 
any  sort  of  music  which  can  be  sung  or 
played  on  the  varied  instruments  that 
are  to  be  found  in  trench  huts.  And  the 
stalest  Yankee  vaudeville  songs,  if 
scarned  by  the  Americans,  are  hailed 
with  delight  by  the  French  "poilus." 


Technical  terms  and  phrases  in  selling 
or  advertising  are  apt  to  fall  upon  deaf 
ears.  The  average  man  is  annoyed 
rather  than  impressed — he  feels  that 
the  seller  is  trying  to  impress  him  with 
his  wisdom  and  to  show  up  his  lack  of 
knowledge.  Talk  the  language  that 
your  customer  can  understand. 


If   you   don't   care  how   you    do  your 

work    you    cannot    fool      anybody  into 

thinking  you   do  care.     The   work  itself 
shows. 


Wallpapers  for  Season  of  1918 

While  the  High-class  Taste  Will  Have  Chintzes,  Tapestries  and  Shadow-cloth  Effects, 

Stripes  Will  go  Strong  in  Popular  Priced  Papers — All-over 

Patterns  Not  so  Strong 


WALLPAPERS  for  1918  are  strong 
on  stripes.  In  all  the  more  popu- 
lar showings  striped  effects  are 
likely  to  predominate.  There  are  some 
bold  striped  effects  amongst  the  1918 
styles,  and  many  lighter  stripes.  Silvery 
stripes  varied  with  blue  and  pink  tinted 
stripes  are  being  used  in  popular  priced 
wall  papers.  In  association  with  the 
stripes  there  will  be  found  floral  motifs, 
in  some  cases  very  tiny.  Roses  are  still, 
as  ever,  the  most  popular  decorative  flow- 
er, and  will  be  found  developed  in  all  the 
usual  colors  from  the  natural  pinks  and 
reds  to  the  conventional  blues,  greens, 
and  browns.  Sprays  of  roses  with  leaves 
appear  between  stripes,  and  in  some 
cases  are  worked  into  the  broader  stripes 
themselves. 

Black  Stripes 

There  are  some  black  stripes  on  cream 
or  white  ground.  These  are  shown  in 
both  broad  and  narrow  stripe.  It  is  ad- 
mitted that  no  very  great  demand  exists 
for  black  and  white  effects  now,  but  there 
was  for  a  short  period  a  fashion,  or  fad, 
for  these  and  a  few  will  probably  be  sold 
here  and  there  throughout  Canada  still. 

In  some  of  the  newest  floral  friezes, 
however,  traces  of  the  black  and  white 
stripe  idea  are  found  very  effective.  The 
stripes  come  in  above  the  main  floral 
work  of  the  frieze  contrasting  sharply 
with  the  colors  of  the  flowers.  The  main 
paper  of  the  room  using  such  frieze.= 
would  be  a  simple  stripe  effect,  broad 
light  toned  brown  bands  or  stripes  varied 
with  equal  width  white  stripes.  In  the 
trimmer  for  this  scheme  of  striped  paper 
and  frieze  the  black  stripes  will  also  ap- 
pear just  visibly  and  no  more,  at  the  low- 
er edge  below  the  flowers  of  the  trimmer. 

An  interesting  point  about  the  use  of 
black  and  white  in  wall  papers  is  that  the 
taste  for  the  pronounced  black  and  white 
effects  first  seen  developed  from  movie 
picture  scenic  effects.  Because  of  their 
photographic  qualities  probably  bold 
black  and  white  decorations  were  used  in 
many  movie  scenes,  and  the  public  "took 
hold." 

Florals    for    Bedrooms 

While  what  are  known  as  "all-over" 
patterns  are  not  exactly  in  the  lead  ai 
present,  and  are  in  fact  away  behind 
stripes  in  popularity,  there  are  still  some 
showings  of  these,  and  they  will  be  used 
to  a  certain  extent.  Floral  designs  will 
be  used  mostly  in  bedrooms.  Foliage  and 
conventional  wall-papers  will  be  found 
chosen  mostly  for  living  rooms,  halls,  and 
dining  rooms.  The  exclusive  taste  in 
Canada  is  going  in  for  chintz  papers  for 
bedrooms  and  imported  tapestry  effects 
in  imitation  shadow-cloth  style  with  a 
white  over-print  in  some  cases.  For  the 
most  exclusive  taste  very  high-priced 
Papers,   reproductions   of  famous    tapes- 


tries in  France,  are  being  shown.  Metal- 
lic effects,  old  silver,  and  blue  are  found 
amongst  the  high-priced  papers,  but 
silvery  metallic  effects  and  gold  effects 
are  being  shown  also  quite  considerably 
in  the  medium-priced  papers. 

In  some  of  the  handsome  tapestry  ef- 
fects heavily  massed  trees  with  glimpses 
of  scenery  showing  shadowy  houses,  and 
the  suggestion  of  rivers  and  mountains 
may  be  found.  Large  ferns  in  a  broad 
bold  all-over  pattern  appear  in  other 
showings,  printed  on  a  ground  repre- 
senting woven  material,  and  carried  out 
in  dark  blue,  brown,  and  metallic  reliev- 
ing touches. 

The    Enemy    Circumvented 

Amongst  the  tapestry  effects  are  the 
"Soirettes"  in  soft  grays  and  rose  colors 
L-hadowed  delicately.  These  were  form- 
erly imported  from  Germany;  now  they 
are  being  made   in   Canada. 

Leaves  are  having  their  share  of  popu- 
larity. Some  fine  designs  in  conventional 
leafage  are  being  shown  for  1918.  One 
of  these  representative  of  the  style  is  in 
two-tone  effect,  the  leaf — a  sort  of  maple 
leaf,  though  conventionalized  —  being 
carried  in  all-over  pattern  picked  out 
in  gold,  and  shadowed  in  bold  masses 
which  develop  to  the  eye  at  a  distance. 
The  frieze  to  go  with  this  paper  is  a 
larger  rendering  of  the  same  leaf  and 
done  in  colors.  Good  strong  browns, 
blues,  reds  and  greens  are  used.  Or  the 
design  may  be  in  lighter  toned  hues  in 
which  case  the  pinks  come  into  play. 
Pink  in  wall-papers  invariably  makes  for 
popularity. 

The  Color  Situation 

It  is  difficult,  since  the  war  began,  by 
the  way,  to  get  the  best  pinks  and  rose 
shades  in  wall-paper.  These  were  ob- 
tained in  their  best  purity  from  the 
eocene  dyes  which  came  from  Germany. 
So  far  outstanding  success  in  the  manu- 
facture of  these  has  not  attended  the 
efforts  made  in  the  United  States  to  pro- 
duce them.  Pinks,  rose  tints,  and  the 
kindred  hues  are  obtained  from  Para  reds 
now.  They  lack  something  of  the  quali- 
ties of  the  other  kinds,  but  possess  rea- 
sonably good  qualities  as  substitutes, 
and  only  the  expert  in  colors  could  de- 
tect the  difference. 

Colors  of  all  kinds,  more  or  less,  and 
the  bronzes  have  advanced  considerably 
since  the  war  as  is  well  known.  In  the 
wall-paper  manufacturing  business  the 
bronzes  are  fully  350  per  cent,  more  cost- 
ly now.  The  colors  average  about  200 
per  cent,  higher  in  price.  Greens  are 
more,  yellows  less  affected,  pinks  as  stat- 
ed previously. 

There  have  been  oriental  influences  at 
work  on  the  mind  of  Dame  Fashion  in 
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wearing  apparel,  and  in  wall  papers 
these  have  found  a  faint  reflection.  Some 
Chinese  pattern  wall  papers,  not  pro- 
nouncedly Chinese,  but  containing  unmis- 
takably the  Oriental  idea,  have  been 
found  going  fairly  well. 

Then  as  a  surprise  to  the  manufac- 
turers, an  Indian  effect,  embodying 
bright  vivacious  coloring  in  bold  flat 
geometrically  shaped  patternings  was 
found  to  succeed  well  in  point  of  selling 
power.  This  is  a  novelty  in  its  way,  and 
novelties  since  the  war  have  been  ex 
tremely  reluctant  to  appear  on  the  Can- 
adian market  for  wall  papers. 

In  association  with  this  Eastern  in- 
fluence may  be  mentioned  the  favor  in 
fairly  exclusive  circles  which  is  found 
for  Japanese  grass-cloth  papers,  the  im- 
itations or  reproductions  in  paper  of  the 
high-priced  wall  coverings  fashionable 
in  America  and  elsewhere.  These,  with 
frieze  border  and  trimmer  in  plain  severe 
line  and  mass  patterns  and  carried  out 
in  soft  browns  and  yellows,  are  hand- 
some wall  coverings.  They  possess  a 
curious  opening  for  objection  on  the  part 
of  the  user.  That  is  that  the  joining.- 
of  them  when  the  paper  is  up  are 
apt  to  show  a  little  decidedly.  Now,  al- 
though these  joinings  show  infinitely  less 
positively  than  do  the  joinings  of  the  ac- 
tual Japanese  grass-cloths  costing  dol- 
lars a  yard,  yet  it  is  hard  to  convince  or- 
dinary customers  who  raise  this  objec- 
tion and  consequently  these  Japanese 
grass-cloth  imitations  are  likely  to  be 
amongst  the  exclusive  idea  papers. 

"Life"  and  a  Little  Flitter 
Canadian  customers  for  wall  paper  are 
always  apt  to  demand  in  the  wall  papers 
they  fancy,  the  quality  which  manufac- 
turers call  "life."  A  touch  of  good  red 
makes  for  decision  in  the  buying  of  wall 
papers.  Flowers  must  have  the  right 
degree  of  brisk  lively  realism  about 
them  if  in  natural  tints,  and  must  some- 
how convey  thte  same  impression  of  life 
and  vigor  even  if  conventional.  Bright- 
ness and  refreshing  effect  on  the  eye  go 
towards  giving  this  quality  of  life  which 
is  sought  for  in  wall  papers  that  are  to 
sell.  The  1918  showings  possess  in 
many  cases  this  quality  to  a  high  de- 
gree. 

There  is  something  known  as  "a  little 
flitter"  which  helps  a  wall  paper  im- 
mensely in  effect.  A  bold  leaf  frieze  in 
handsome  ruddy  brown  hues  with  the 
leaves  outlined  in  gold,  and  "a  little 
flitter" — scintillating  frost  stuff  dusted 
on  where  the  lights  shin  up  in  the  de- 
sign— makes  a  fine  wall  paper.  The 
frieze  above  a  plain  oatmeal  paper  with 
a  small  leaf  trimmer  along  the  base  is 
one  of  the   1918  showings. 
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Bathroom  papers  present  the 
usual  refreshing  cleanliness  of 
appearance  for  the  incoming- 
season,  and  sanotiles  in  various 
patterns,  washable  though  with 
matt  surface,  are  shown.  A 
bold  design  for  bathroom  paper 
represents  a  huge  sea-green 
wave  curling  over  beneath  a  sky 
with  white  clouds.  This  is  a 
very  refreshing  effect,  and  with 
it  goes  another  with  smaller 
waves  and  sea-gulls  flying  airily 
amongst  them.  Birds,  by  the 
way,  have  had  a  certain  vogue 
in  the  United  States  in  all 
kinds  of  wall-papers  but  are  not 
likely  to  find  any  remarkable 
favor  in  Canada  at  present. 
Marble  effects  for  bathroom 
papers  continue  popular,  and  a 
tiled  effect  known  as  a  plain 
"butcHer"  paper  worked  out  in 
simple  blue  and  green  for  varn- 
ishing has  been  a  successful  line 
it  is  said. 

Nursery    Papers 

Nursery  papers  are  prettier 
than  ever  for  the  1919  season. 
They  embody  the  nursery 
rhyme  papers  showing  the 
whole  story  of  a  nursery  rhyme 
in  a  frieze,  also  cat  and  dog- 
frolics,  and  the  doings  of  dolls, 
Dutch  and  otherwise.  A  dainty 
nursery  effect  is  produced  in 
clear  cream  colored  paper  with 
characters  from  the  fairy  tales 
placed  as  cut-outs  upon  the  sur- 
face at  regular  intervals.  The 
colorings  are  strong  and  bright. 
The  result  is  a  fascinating 
nursery  paper. 


The  Corinthian 


A  '  unique  rug  effect  which  comes  in  appropriate 
colorings,  enhanced  hy  a  ready-cut  border  and  bands 
of   strapping.      From    the   Staunton    line   for    1918. 


GOOD  WALLPAPER  ADVERTISING 

Brown's  Book  and  Wallpaper  Store, 
Collingwood,  Ont.,  had  a  wallpaper  ad- 
vertisement recently  under  the  heading: 
"Here  They  Are — All  the  Latest  effect? 
in   Wallpaper" 

Then  followed  this  matter  in  12-point 
bold  type: 

Plain  and  Printed  Oatmeals,  Imitation 
Leathers,  Washable  Varnished  Tiles, 
Japanese  Grass  ClotK  Metallized  Tiffany 
Effects,  Floral,  Fruit  and  Foliage  De- 
signs. Grapes,  Chambray  and  Stripes. 
Cut  Out  Borders,  Ribbons,  and  Binders, 
Independent   Ceilings,   Tapestries. 

Strictly  New  Spring  Papers,  8%  cts. 
up. 

This  advertisement  was  good  in  that 
the  mention  of  these  different  specialties 
awakens  curiosity,  making  people  desire 
to  see  them.  If  advertising  gets  people 
into  the  store  it  has  accomplished  its 
purpose,  the  ri«rht  goods  and  good  sales- 
manship should  do  the  res*. 


"It  does  a  perfect  job,  makes  no  muss, 
and  can  be  used  any  time  you  see  fit, 
thus  avoiding  the  long  waits  for  the 
paper  hanger.  The  machine  complete 
costs  but  $7.50  and  will  therefore  pay 
for  itself  by  papering  a  couple  of  rooms. 
We  are  sole  agents  for  this  district. 
Come  in   and  let  us  explain  its  merits." 


PAPER-HANGING  MACHINE 

C.  A.  Hiles,  stationer,  Ridgetown, 
Ont.,  has  a  wallpaper  department  and 
has  been  advertising  a  paper-hanging 
machine.  Here's  what  one  of  his  recent 
advertisements  savs  about  it: 


SOME  RETAIL  ADVERTISING   A 
WASTE 

(Continued  from  page  65.) 
parlor  for  her  lady  friends  to  look  at. 
There  are  four  essential  things  that 
your  advertisement  must  do  and  do 
every  day  if  it  is  to  bring  you  busi- 
ness, and  earn  its  right  to  appear  in 
the  local'  newspaper. 

1.  It  must  arouse  the  interest  of  all 
who  see  it.  If  you  use  the  same  old 
copy  day  after  day  and  week  after  week 
your  advertisement  will  certainly  not 
arouse   any  interest  in  anybody. 

2.  It  must  hold  the  interest  steadily. 
Again  if  you  use  old  stale  copy  left 
in  the  paper  for  a  long  time  your  ad- 
vertisement cannot  hope  to  hold  in- 
terest. 

3.  It  must  arouse  in  the  readers 
whom  it  interests  the  desire  to  possess 
the    goods   advertised. 
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Once  again,  old  stale  copy 
will  not  do  this  unless  you  are 
willing  to  run  steadily  over 
your  firm  name  an  announce- 
ment  like   this: — 

"Five  Dollar  Gold  Pieces  on 
Sale  Daily  for  Four  Dollars." 
Even  if  you  did  that,  the 
chances  are  the  desire  to  pos- 
sess the  gods  advertised  would 
be  overcome  by  doubts  as  to 
the  truth  of  the  advertisement 
and  you'd  not  only  lose  on 
sale,  but  you'd  lose  on  every 
doubt  that  arose  that  which  is 
worth  more  to  you  than  money, 
namely  the  reputation  of  your 
store. 

4.  Your  advertisement  must 
awake  action  in  the  mind  of 
every  reader.  It  mst  tell  them 
what  to  do  and  whuere  to  go 
to  get  hold  of  the  goods  they 
desire  to  possess. 

People  buy  newspapers  to  get 
news,  and  you  can  make  the 
news  about  your  goods  so  inter- 
esting and  so  attractive  to 
them  if  you  choose  to  take  the 
trouble  that  they  will  never 
overlook  your  advertisement 
any  more  than  they  overlook 
the  local  news  items,  births, 
and     marriages. 

SITTING  ON  THE  EVI- 
DENCE 

It  was  the  rush  hour  in  once 
of  those  quick  lunch  places 
where  you  help  yourself  and 
use  them  of  your  chair  as  a 
table.  A  Toronto  book  traveller 
called  for  a  piece  of  pie,  and 
chose  a  chair,  then,  remember- 
ing that  he  wanted  coffee,  he  dashed 
over  to  the  service  counter.  When  he 
returned  with  his  coffee  his  chair  was 
occupied  by  another  hurry-up  diner. 

"Excuse  me,"  said  the  first  man,  "but 
that    is    my    chair." 

"How  do  you  know  it  is  your  chair?" 
demanded  the  occupant,  in  a  surly  tone. 
"Because   I   can    prove   it,"   stated   the 
first   man. 

"How    can    you    prove    it?"   asked    the 
occupant. 

"By    your    trousers,"    was    the 
"You   are   sitting  on   my  pie." 


reply. 


DOMESTIC  TOYS  GREATLY 
IMPROVED 

"It  was  a  real  sorrow  when  I  first 
had  to  buy  American  and  Canadian  toys. 
I  mean  they  were  such  sad-looking  toys. 
But  now  it  is  a  real  joy,"  said  Miss  E. 
M.  Richardson,  speaking  on  "Resource- 
fulness in  Buying,"  before  the  Canadian 
Business  Women's  Club  in  the  clubrooms 
at  99  Yonge  street,  Toronto.  She  told 
how,  when  the  European  markets  were 
closed  by  the  war,  American  and  Cana- 
dian markets  rose  to  the  occasion. 

Canadians,  she  said,  are  very  apt  not 
to  want  Canadian  goods,  though  a  little 
less  so  since  the  war. 


Regina  Library  Stimulates  Public  Desire  for  Books 

Reading  Appetite  of  the  Publie  Encouraged    From    Infancy  to  Age  by  Specialized 

Departments  Under  Chief  Librarian  J.  R.  C.  Honeyman — Reference  Library  in 

Charge  of  F.  Laubach  Much  Batronizeed  —  Special   Lending   Arrangements 


FROM  6,073  books  read  by  52,672 
people  in  1911  Regina  Public  Lib- 
rary has  progressed  to  18,517 
books  and  106,191  readers  in  1917.  This 
growth  has  been  fostered  under  the  di- 
rection of  J.  R.  C.  Honeyman,  chief  lib- 
rarian, and  secretary-treasurer  of  the 
Regina  Public  Library  Board. 

The  genesis  of  the  Regina  Public  Lib- 
rary is  found  in  the  columns  of  the 
Regina  "Standard."  The  editor  of  that 
paper  then — Mr.  J.  F.  B.  Livesay — awoke 
public  interest  in  the  idea.  On  October 
15th,  1907,  in  response  to  a  petition  head- 
ed by  Hon.  Walter  Scott  and  presented 
to  the  City  Council,  a  by-law  fathered  by 
Aid.  Thos.  Wilkinson  was  put  through, 
submitted  to  the  ratepayers  and  carried. 
On  February  17th,  1908,  a  library  board 
was  appointed  by  the  council  under  the 
Public  Libraries  Act.  The  board  held  its 
first  meeting  on  March  27th,  1908,  and 
the  City  Council  voted  a  grant  of  $8,000 
for  books,  fixtures  and  furnishings,  and 
set  apart  in  the  City  Hall  three  large 
rooms,  which  were  altered  a  little  to  suit 
them  to  library  purposes.  The  accom- 
modation was  too  small  for  the  "open 
shelf"  system.  Books  were  selected  by 
patrons  from  a  catalogue,  and  handed 
over  the  counter.  These  were  the  con- 
ditions of  the  library  when  Mr.  Honey- 
man took  charge  on  August  1st,  1908. 

New  Building  Takes  Shape 

The  need  for  a  new  building  was  most 
pressing,  and  Mr.  Honeyman  soon  in- 
terested the  support  of  the  board  and 
City  Council  in  the  matter,  so  that  a  site 
on  Lome  Street,  opposite  Victoria 
Square,  was  secured  at  a  cost  of  $12,500. 
Correspondence  was  opened  with  Andrew 
Carnegie,  a  sum  of  $50,000  was  granted 
by  him  towards  the  cost  of  a  building, 
and  local  architects  competed  to  furnish 
designs.  Messrs.  Storey  &  Van  Egmond 
were  successful.  The  building  is  shown 
in  the  accompanying  illustration.  The 
cornice  was  made  in  cut  stone  as  an  ex- 
tra over  original  contract  price  of  $44,- 
350,  the  structure  being  of  brick  and  re- 
inforced concrete.  It  was  opened  to  the 
public  on  May  11th,  1912. 

Stood  the  Whirlwind 

On  June  20th  the  librarian  left  for  Ot- 
tawa to  attend  the  annual  conference  of 
the  American  Library  Association,  held 
that  year  for  the  first  time  in  Canada. 
Books  for  the  library  had  been  selected 
from  the  American  Library  Association 
catalogue  of  1904;  a  list  of  5,000  of  the 
best  books,  with  compact  notes  indicating 
scope,  character  and  value,  and  proceed- 
ings of  the  A.  L.  A.,  were,  of  course,  of 
interest  and  value  to  the  Regina  Library 
Board. 

In  the  absence  of  the  librarian  the 
cyclone    of    1912    smote    Regina.      Mr. 


Honeyman  was  recalled  from  Ottawa  on 
June  30th,  the  date  of  the  disaster,  and 
returned  to  find  the  new  library  building 
badly  wrecked.  Fortunately,  owing  to 
prompt  action  of  the  members  of  the 
board,  the  books,  which  had  escaped  seri- 
ous damage  in  the  stock  room,  were 
saved  from  exposure  in  the  roofless 
building  by  being  hurried  to  the  base- 
ment. It  cost  $10,000  to  repair  the  build- 
ing, and  Mr.  Carnegie  came  to  the  rescue 
with  the  amount.  On  September  24th 
the  library  was  reopened  in  shape  to 
show  no  traces  of  the  disaster.  The  build- 
ins;  is  exceptionally  substantial  through- 
out, being   built    of  reinforced    concrete 


J.    R.    C.    HONEYMAN 
Librarian,    Regina    Public    Library 

with  interior  walls  of  solid  brick.  The 
main  stock  room,  when  completely  equip- 
ped with  metal  stacks,  is  capable  of  ac- 
commodating about  45,000  volumes. 
There  is  a  large  general  reading  room 
alonn  the  whole  front  of  the  building  and 
a  separate  room  for  a  ladies'  reading 
room. 

The   Reference   Department 

As  originally  arranged,  a  room  was 
provided  on  the  first  floor  for  reference 
purposes,  while  a  lecture  room  was 
placed  on  the  ground  floor. 

The  reference  department  is  under 
charge  of  Mr.  F.  Laubach,  and  such  is  its 
success  that  it  was  soon  found  that  the 
accommodation  for  this  department  was 
entirely  inadequate,  and  as  a  conse- 
quence the  lecture  room  was  used  for 
this  purpose  and  the  upstairs  room  made 
into  an  additional  reading  room.  In  ad- 
dition to  the  reference  room  on  the 
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ground  floor  there  is  a  large  children's 
room,  repair  and  receiving  room,  public 
toilets,  heating  plant,  and  janitor's  quar- 
ters. All  parts  of  the  building  are  well 
lighted  and  the  artificial  light  is  now 
on  the  semi-indirect  principle  which  has 
been  found  very  satisfactory. 

The  Children's   Department 

Just  to  the  left  of  the  steps  in  the 
central  library  is  found  the  children's  de- 
partment. Here  are  books  to  suit  the 
most  exacting  juvenile  mind.  In  the  cir- 
culation department  alone  there  are  over 
three  thousand  books,  and  the  popularity 
of  these  is  shown  by  the  fact  that  over 
seven  hundred  are  issued  weekly.  These 
are  classed  under  the  following  headings: 
Fiction,  literature,  history,  travel,  art, 
science,  mythology,  ■  natural  history, 
games  and  amusements,  'occupation, 
poems,  books  of  song;  while  the  tiny  tots 
are  by  no  means  forgotten,  and  the 
stacks  are  well  filled  with  fairy  tales  and 
picture  books  for  the  little  folk.  The 
great  favorites  with  the  latter  are  the  Oz 
books. 

The  Staff  and  Their  Work 

The  staff  of  the  library  at  present  i.s 
as  follows:  One  chief  librarian,  who  is 
also  secretary-treasurer  of  the  library 
board,  one  chief  assistant,  three  desk  as- 
sistants, the  children's  librarian,  refer- 
ence librarian,  assistant  reference  lib- 
rarian, one  stenographer  and  accountant, 
and  one  janitor.  One  of  the  desk  assist- 
ants also  takes  charge  of  the  repair  de- 
partment. 

Good  Technical  Department 

Towards  the  close  of  1914  a  special  ef- 
fort was  made  to  improve  the  technical 
section  of  the  library,  and  an  invitation 
was  extended  to  the  mechanics  of  the 
city,  through  the  Regina  Trades  and 
Labor  Council,  to  co-operate  with  the 
library  authorities  in  the  selection  of 
books  relating  to  their  particular  trades. 

Keeping  Up  With  the  War 

Since  the  war  broke  out  special  ar- 
rangements have  been  made  to  get  to- 
gether material  likely  to  be  of  permanent 
value,  relating  to  this  most  important 
event  of  human  history.  Among  other 
things  there  has  been  kept  a  complete 
newspaper  clipping  history  of  the  war 
which  will  be  found  embodied  up  to  date, 
in  over  thirty-five  large  scrap  books. 

Widening  Demand  for  Books 

The  library  has  provided  books  and 
papers  in  the  leading  foreign  languages, 
and  the  result  has  been  that  many,  who 
at  first  read  only  such  books  as  were 
printed  in  their  native  tongue,  have  been 
led  by  degrees  to  read  books  in  the  Eng- 
lish language. 

Another   excellent   feature   of   the   lib- 
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rary  consists  of  an  extensive  collection 
of  representative  works — both  vocal  and 
instrumental — of  the  principal  com- 
posers, and  appears  to  be  much  appre- 
ciated by  the  public. 

School  and  Vacation  Libraries 

Last  year  a  further  attempt  to  extend 
the  library  service  was  made  by  placing 
libraries  in  schools  where  books  could  be 
issued  to  the  pupils  under  the  super- 
vision of  their  teacher. 

A  privilege  that  is  much  appreciated 
by  the  citizens  of  Regina  is  the  arrange- 
ment by  which  a  family,  on  leaving  the 
city  for  one  of  the  summer  resorts  in  the 
province,  may  take  with  them  a  small 
library  of  not  more  than  twelve  books 
selected  by  themselves  from  the  library 
shelves  for  summer  reading. 

Each  of  these  libraries  is  put  up  in  a 
convenient  carrying  case,  and  can  be  sent 
in  for  exchange  at  any  time.  Books  may 
be  kept  out  under  this  scheme  for  any 
time  from  June  15th  to  October  1st,  but 
the  library  must  be  returned  by  the  lat- 
ter date.  Fifty-seven  of  these  libraries 
were  sent  out  last  summer,  and  most  of 
them  were  exchanged  several  times  dur- 
ing the  season. 

The  library  has  two  branches,  each  of 
which,  under  the  central  direction  of  the 
chief  librarian,  shares  in  the  work  of  ex- 
tending public  taste  for  literature  as  in- 
dicated. 


Miss  Jarvis  of  the  reference  depart- 
ment of  the  Central  Public  Library,  To- 
ronto, has  been  commissioned  to  organ- 
ize a  reference  department  on  garden- 
ing, and  is  sending  to  about  a  hundred 
firms  in  Canada  and  the  U.  S.  for  cata- 
logues and  booklets. 


It  takes  two  to  make  a  quarrel,  and 
your  most  disagreeable  customer  can- 
not  start   anything   without   your   help. 


REGINA    PUBLIC    LIBRARY 
Central   Building   which   braved   the   cycione  of    1912   after   having  been  opened   for  only   a    few   weeks 


THE   CHILDREN'S    READING    ROOM 
This    important   branch    of   library    work    is   ably   conducted    at   Regina.      The   children 
of   to-day   are   the   potential    book   buyers   of   to-morrow. 


The    Albert    Branch    of    the    Regina    Public    Library. 

70 


ABOUT  GARDEN  LITERATURE 

It  is  a  growing  literature  in  this  coun- 
try, that  of  the  garden,  as  it  has  long 
been  growing  remarkably  abroad.  Its 
growth  bids  fair  to  increase  rapidly 
among  our  people,  both  as  to  produce 
that  can  avail  for  table  uses  in  these 
times  of  food  conservation,  and  as  to 
flowers  that  will  beautify  tables  and 
homes.  English  gardeners  have  long 
held  the  highest  rank  in  their  line  of  pro- 
ductivity; and  gardeners  in  Canada  look 
to  England,  naturally,  for  advice  and 
suggestion,  for  precept  and  example, 
when  gardening  time  comes.  Probably 
the  most  prolific  writer  on  gardening,  in 
any  country,  is  H.  H.  Thomas,  who,  with 
able  collaborators,  has  produced  a  long 
list  of  books  covering  garden  work  and 
results  of  every  kind.  He  edits  "The 
Gardener,"  published  in  London,  and 
twenty-three  volumes  with  his  name  upon 
their  title-pages  have  been  catalogued. 
His  latest  being  "Rockeries  and  How  to 
Plant  Them,"  which  admirably  supple- 
ments his  larger  book  "Rock  Gardening 
for  Amateurs." 

EDWARD  HOWARD  GRIGGS 

Considering  the  wide  reputation  of  Ed- 
ward Howard  Griggs  and  the  frequent 
visits  he  has  made  to  different  Canadian 
cities  as  a  lecturer,  booksellers  should 
be  able  to  interest  many  customers  in  his 
new  book,  "The*  Soul  of  Democracy" 
which  is  a  trenchant  study  of  the  conflict 
of  ideas  and  social  systems  in  the  world 
war  with  the  program  of  reconstruction 
which  democracy  must  achieve  to  be  pre- 
pared for  the  new  world  that  is  being 
born  through  struggle  and  pain. 

Dr.  Griggs  holds  that  as  the  conflict 
of  the  few  Greek  cities  with  the  over- 
whelming hordes  of  Asia,  at  Marathon 
and  Salamis,  saved  democracy  for  Eu- 
rope and  made  possible  the  civilization 
of  the  Occident,  so  this  war  is  the  same 
struggle,  multiplied  a  thousand  times  in 
men  and  munitions — the  conflict  that  will 
determine  the  future  of  democracy  and 
civilization  for  centuries  to  come,  per- 
haps for  all  time. 

"CAROLYN  OF  THE  CORNERS" 

THE  "Look  Up"  book  is  what  "Carolyn 
of  the  Corners"  is  called.  Ruth  Belmore 
Endicott  seeks  to  present  her  story  as 
an  incentive  to  see  the  sunshine  and  the 
blue  sky  instead  of  confining  one's  vision 
to  the  workaday  world.  "Breathe 
happiness  and  grow  younger,"  is  what 
she  preaches. 


From  the  Cambridge  University  edi- 
torial offices  comes  a  copy  of  a  new  book 
entitled  "Groundwork  of  Logic"  by  J. 
Welton,  D.  Lit.,  M.A.,  published  by  the 
University  Tutioral  Press,  London.  The 
first  principle  underlying  this  book  is 
that  sound  theoretical  knowledge  is  the 
outcome  of  reflexion  on  practical  doing, 
so  that,  in  a  sense,  every  time  student 
makes  his  science  for  himself.  Follow- 
ing that  is  developed  the  principle  that 
logic  is  an  organic  whole. 

MAKING   AMATEUR  PHOTOGRAPHY 
PAY 

"Cash  With  a  Kodak  or  Lessons  in 
Magazine  Photography"  published  by  W. 
Clement  Moore,  New  York,  N.J.,  is  the 
title  of  a  very  practical  booklet  con- 
taining twelve  comprehensive  lessons  in 
the  new  profession  of  photographic 
journalism.  Instructions  are  given  in 
the  art  of  preparing  prints  for  publica- 
tion and  how,  when  and  where  to  sell 
them.  It  is  believed  to  be  the  first  set  of 
lessons  ever  published  on  the  subject. 
The  work  is  valuable  to  both  amateur 
and  professional  photographers. 

"COMRADES  IN  COURAGE" 

"Comrades  in  Courage"  by  Lt.  Antoine 
Redier,  translated  by  Mrs.  Philip  Dun- 
can Wilson,  has  been  brought  out  in  a 
Canadian  edition  by  William  Briggs. 

It  is  to  be  classed  among  the  truly 
great  books  that  the  war  has  brought 
forth  in  France  both  as  a  literary 
achievement  and  as  a  popular  success. 

Heroism  and  adventure  are  here,  but 
greater  still  is  the  unfolding  of  the  soul 
of  a  nation  through  the  reactions  of  a 
cultivated  French  officer  as  he  views  the 
horrors  of  world  conflict.  His  noble 
faith  in  ultimate  victory,  his  passionate 
devotion  to  France,  are  an  inspiration  to 
all  and  especially  the  new  Canadian  sol- 
diers soon  to  undergo  the  baptism  of  fire. 
It  is  a  book  that  may  be  most  profitably 
placed  in  the  hands  of  these  men. 

THE  SECRET  OF  PERSONALITY 

George  Trumbull  Ladd's  new  book  pub- 
lished by  Longmans,  Green  &  Co.,  is 
"The  Secret  of  Personality. 

This  volume  is  designed  to  supplement 
the  four  books  already  published  [What 
Can  I  Know?  What  Ought  I  to 
Do?  What  Should  I  Believe?  What  May 
I  Hope?]  by  carrying  the  discussion 
more  fully  over  into  the  domain  of  re- 
ligious faith  of  the  essentially  christian 
type.  The  author  has  aimed  through- 
out to  make  it  especially  adaptable  to 
the  present  time  which  is  testing  so 
severely  the  faith  of  men  the  world  over. 
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U.    P.    Trail.      Grey 

Dwelling    Place   of   Light.      Churchill 
Extricating     Obadiah.        Lincoln.... 

100th    Chance.      Dell 

Anne's     House    of    Dreams.       Mont- 
gomery       

War    Books 

My  Four  Years  in   Germany.    Gerard 
-Over    the    Top.      Empey .  . 
All    In    It.      Beith 

Private    Peat.       Peat... 
Carry    On.      Dawson...    . 

Under   Fire.      Barbuse 

ERNEST  POOLE 

"His  Second  Wife"  by  Ernest  Poole  is 
a  book  which  compels  interest  as  great- 
ly as  did  the  same  author's  "His  Family." 
Mr.  Poole's  central  theme  this  time  is  the 
struggle  between  two  wives,  one  of 
them  living,  the  other  dead,  but  still 
strongly  making  her  presence  felt  and 
the  author  works  out  to  a  climax  which 
for  sheer  force  and  originality  excels 
anything  this  author  has  previously  done. 

EDGAR  LEE  MASTERS 

"Towards  the  Gulf"  by  Edgar  Lee 
Masters  is  in  a  way,  a  sequel  of  this 
American  poet's  first  great  success,  "The 
Spoon  River  Anthology."  Once  more  Mr. 
Masters  analyzes  grimly  but  truly  the 
motive  of  human  conduct,  and  skilfully 
portrays  in  verse  form  the  life  and 
thoughts  and  ambitions  of  average  folk. 

ART   OF    PHOTO-PLAY    MAKING 

Victor  0.  Freeburg's  "The  Art  of 
Photo-Play  Making"  is  intended  for 
those  who  write  moving  picture  scenarios 
as  well  as  for  those  who  are  interested 
in  the  moving  picture  only  from  the 
point  of  view  of  spectator.  The  tech- 
nique of  the  subject  and  its  broad,  gen- 
eral aspects  are  therefore  alike  included. 
Mr.  Freeburg  analyzes  the  moving  pic- 
ture, shows  its  points  of  likeness  and 
unlikeness  with  the  spoken  drama,  dis- 
cusses the  psychology  of  the  cinema 
audience,  and  deals  with  the  delineation 
of  character  and  the  structure  of  plots. 
The  volume  is  interestingly  illustrated. 

IN  THE  HEART  OF  A   FOOL 

William  Allen  White,  author  of  "A 
Certain  Rich  Man,"  has  a  new  novel  just 
out  called  "In  the  Heart  of  a  Fool." 
The  former  book  was  written  nine  years 
ago  and  many  of  the  people  who  read  it 
have  been  looking  for  its  successor  which 
has  at  last  come  as  the  gratifying  res- 
ponse to  this  long  expressed  demand. 


BOOKSELLER    AND    STATIONER 


BRIEF  NOTES  ABOUT  BOOKS 

Among:  the  season's  new  fiction  is 
"Comrades,"  by  Mary  Dillon,  author  of 
"Rose  of  Old  St.  Louis."  It  is  a  love 
story,  with  the  great  war  as  background. 

"Trueheart  Margery,"  by  Nonna 
Bright  Carson,  editor  of  the  "Book  News 
Monthly,"  is  this  author's  first  full 
length  novel,  and  it  is  a  good  one,  a  story 
of  a  selfishness  conquered  by  love  and 
paid  for  in  sacrifice. 

"The  Boardman  Family"  is  the  title  of 
a  new  novel,  just  ready,  the  work  of 
Mary  Watts,  author  of  "Nathan  Burke." 

"The  Chronicles  of  St.  Tid"  a  novel  by 
Eden  Phillpotts,  was  among  last  month's 
issues. 

A  new  work  by  Sir  Arthur  Quiller  Couch 
is  "Foe  Farrell,"  which  may  almost  be 
characterized  as  a  modern  "Arabian 
Nights,"  in  that  it  is  related  night  by- 
night  in  a  dug-out  in  the  present  war  by 
a    colonel    to    his    young    officers. 

Alice  Brown,  author  of  "The  Prisoner," 
has.  a  new  book  this  season,  published 
last  month,  entitled  "The  Flying  Teuton," 
which  in  a  series  of  short  stories  looks 
into  the  future  picturing  some  after-ef- 
fects  of  the   great   war. 

New  Tagore  volumes  are  "Moshi  and 
Other  Stories"  and  "Lover's  Gift  and 
Crossing,"   his   latest   poems. 

A  new  volume  by  the  poet  Maseficld 
came  last  month.  Its  title  is  "Rosas," 
a  long  poem   of  seventy  pages. 

"Where  Do  You  Stand?"  a  book  by 
Hermann  Hagedorn  is  a  fervent  appeal 
to  Americans  of  German  origin  to  Ger- 
man-Americans to  come  out  squarely 
and  enthusiastically  for  the  United 
States  against  Germany. 

Under  the  title  of  "The  Enlisting 
Wife"  Grace  S.  Richmond  has  written  a 
companion  piece  to  her  popular  story  of 
"The   Whistling  Mother." 

A  book  to  come  soon  is  entitled  "Labor 
and  Capital  After  the  War"  which  aims 
at  meeting  and  settling  some  of  those 
questions  that  are  sure  to  arise  when  the 
present  great  conflict  is  ended.  The 
urgent  importance  of  such  endeavors  on 
the  part  of  students  of  social  and  econ- 
omic politics  is  unquestioned,  and  it  is 
believed  that  this  work,  which  is  by 
various  writers,  is  edited  by  Professor  S. 
J.  Chapman,  C.B.E.  and  has  an  introduc- 
tion by  the  Rt.  Hon.  J.  H.  Whitley,  M.P., 
will  be  of  exceptional  value. 

"Merry  Andrew"  is  what  the  name  of 
Mary  Ann  Drew  became  for  her  friends, 
and  that  is  the  title  of  a  new  novel  by  F. 
Roney  Weir.  It  is  one  of  those  tales 
having  an  all-round  appeal  eciually  in- 
teresting to  grown-ups  and  children. 

The  fifth  annual  "Anthology  of  Maga- 
zine Verse."  edited  by  William  Stanley 
Braithwaite,  has  appeared,  and  because 
of  the  past  year's  remarkable  poetical 
achievements  is  the  best  of  the  series. 

"Miss  Amerikana,"  by  Olive  Gill- 
breath."  is  the  romance  of  an  Ameri- 
can girl  in  Russia  in  the  early  part  of 
the  present  war.  As  a  charming  book 
of  foreign  setting  it  is  classed  with 
"My  Lady  of  the  Decoration"  for  genu- 
ine merit. 


"Worrying  Won't  Win"  is  a  war-time 
Potash  and  Perlmutter  story  by  Mon- 
tague Glass,  in  which  the  inimitable  Abe 
and  Mawruss  create  a  further  fund  of 
fun. 

"A'iens,"  by  William  McFee,  whose 
"Casuals  of  the  Sea"  made  such  a  big 
hit  in  1916,  is  a  tale  of  two  Carville 
brothers  as  they  react  upon  a  quiet  New 
Jersey  household.  The  author  himself 
describes  it  as  a  study  in  human  folly; 
the  essence  of  it  is  the  way  the  cruel 
and  unprincipled  personality  of  the 
younger  brother  reaches  even  across  the 
sea  in  its  attempt  to  disrupt  a  happy 
family. 

A  new  book  by  Rider  Haggard  will 
be  entitled  "Love  Eternal."  The  scenes 
are  laid  in  England  and  the  book  has 
but    slight   reference    to   the   war. 

Arnold  Bennett's  new  book,  "The 
Pretty  Lady,"  is  to  come  soon. 

"The  Men  in  Grey"  is  the  title  of  the 
Baroness  Orczy's  new  novel. 

Fannie  Hurst  is  an  American  writer 
of  short  stories  who  is  rapidly  coming 
to  the  fore  and  her  new  book,  "Gas- 
light Sonatas,"  certainly  adds  to  her 
laurels.  It  has  been  brought  out  in  a 
khaki-bound    edition. 

David  Grayson  this  year  gives  us 
"Great  Possessions,"  which  is  a  volume 
uniform  with  his  "Adventures  in  Friend- 
ship," "Adventures  in  Contentment," 
"The    Friendly    Road"   and    "Hampfield." 

Humor  and  seafare  are  again  com- 
bined to  make  in  Holman  Day's  new 
book,  "Where  Your  Treasure  Lies,"  a 
most    readable   tale. 

Have  you  anything  new  that's  good 
and  amusing?  When  the  bookseller  is 
plied  with  this  familiar  question  he  can 
safely  take  down  H.  B.  Creswell's  new 
book,  "Thomas,"  because  the  reader  is 
goinT  to  enjoy  it.  It's  "great  fun," 
according  to  that  qualified  critic,  Cle- 
ment  Shorter. 

"Lauehing  Bill  Hvde"  is  another  tri- 
umph of  a  book  by  Rex  Beach.  It's  an- 
other book  of  strong  human  interest  with 
a  touch  of  this  author's  familiar  Alaska, 
something  of  business,  good  sport  and 
a  flash  of  Oriental  realism,  by  which  one 
may  understand  that  the  hero  had  varied 
experiences. 

To  the  general  reader  the  mechanics  of 
the  short  story  are  not  apparent,  but  to 
the  able  writer  the  principles  of  structure 
and  development  are  essential.  "A  Hand- 
book on  Story  Writing"  by  Blanche  Colton 
Williams,  outlines  the  principles,  detai's 
the  instructions  for  observing  the  prin- 
ciples'and  suggests  the  means  for  fur- 
ther study. 

Anyone  desiring  knowledge  as  to  know 
how  to  use  to  the  best  advantage  books 
available  in  the  nearest  library  may  read 
to  advantage  "John  Adams  Lowe's 
Books  and  Libraries." 

'"Canadian  Home  Vegetable  Gardening 
From  A  to  Z,"  by  the  editors  of  "The 
Garden  Magazine,"  is  a  book  that  tells 
how  to  raise  32  classes  of  vegetables 
from  asparagus  to  turnips,  and  there 
are  full  color  plates  of  these  different 
varieties  of  garden  produce.  With  gar- 
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dening  a  patriotic  duty,  booksellers  will 
wisely  exploit  books  on  gardening  this 
Spring1. 

THE  BOOK  THAT  SINGS 

"The  Bubble  Book"  is  described  as 
"the  book  that  sings."  It  is  for  the 
younger  folks,  the  first  of  a  series,  be- 
ing stories  told  on -phonograph  records, 
these  records  being  enclosed  between 
the  leaves  of  the  book,  to  be  taken  out 
and  played  on  the  phonograph  so 
that  the  children  can  sing  the  stories 
of  "Tom,  Tom,  the  Piper's  Son,"  "Jack 
and  Jill,"  etc.  The  book  itself  is  illus- 
trated in  color  by  Rhoda  Chase.  The 
text  is  by  Ralph  Mayhew  and  Burges 
Johnson. 

NEW  CANADIAN  AUTHOR 

A  new  tale  of  the  Canadian  North- 
West  is  "The  Road  That  Led  to  Home," 
by  Will  H.  Ingersoll.  This  author  is 
new  to  the  literary  world  but  this  book 
of  his  indicates  that  his  name  will  soon 
be  a  familiar  one  to  many  readers  to 
enjoy  good,  wholesome,  well-balanced 
natural    tales. 

A    GRIPPING  TALE  OF  TUNIS 

"Maktoub,"  by  Matthew  Craig,  a  Put- 
nam publication  this  spring,  is  a  tale 
of  Tunis,  at  the  time  of  Italy's  war  on 
Tripoli.  A  story  full  of  local  color  and 
glowing  description,  giving  a  remarkable 
picture  of  Mohammedan  life  with  its  thin 
superstructure  of  Europeanism.  An  ar- 
resting plot,  involving  the  dangerous 
fascination  of  a  native  Kadhi  for  a  Cau- 
casian woman.  The  story  also  contains 
a  vivid  portrayal  of  an  uprising  of  the 
fanatical  fellahin. 

VEGETABLES   AND   SMALL   FRUITS 

"Home  Vegetables  and  Small  Fruits," 
by  Frances  Duncan,  just  published  by 
McClelland,  Goodchild  and  Stewart, 
comes  well  before  the  soil  can  be  worked 
for  the  reason  that  it  has  many  valuable 
suggestions  concerning  preliminary 
plans  and  preparation  which  may  be 
made  during  the  winter.  It  is  similar  in 
treatment  and  form  to  the  author's 
book  on  flower  gardens,  "Tne  Joyous 
Art  of  Gardening,"  and  is  an  equally 
attractive  and  valuable  working  book  for 
the  prospective  vegetable  gardener. 

The  book  is  planned  for  the  owner  of 
the  small  place  or  of  a  backyard  garden 
who  wishes  to  try  growing  his  own 
vegetables  and  small  fruits.  It  gives  all 
necessary  information  about  the  pre- 
paration of  the  soil  and  planting,  and 
complete  cultural  directions  for  the 
growing  of  all  the  home  vegetables, 
herbs,  and  small  fruits.  It  includes  also 
directions  for  their  storing  and  preser- 
vation by  drying  and  other  various 
economical  methods. 


You  mustn't  judge  by  appearances 
but  rest  assured  the  world  will  judge 
you  by  them. 

In  April  or  May  a  new  book  by  Frank 
Packard  is  to  come.  It  will  be  called 
"The   Wire  Devils." 
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If  I   Were  a  Retail  Bookseller" 


George  Stewart  on  Selling  Canadian  Biographies — First  of  a  Series  of  Interviews  With 

Prominent   Men    of  the   Wholesale  Trade 
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F  I  were  a  retail  bookseller  I 
think  I  would  feel  a  greater  re- 
•  sponsibility  as  regards  the  appear- 
ance of  an  important  biography  than 
in  the  case  of  other  books  for  which 
there  is  a  much  greater  natural  de- 
mand." 

This  was  a  remark  made  by  Mr.  Stew- 
art, of  McClelland,  Goodchild  and   Stew- 
art, in  the  course  of  an  interview  with 
the  editor  of  BOOKSELLER  AND  STA-  j 
TIONER. 

This  subject  of  selling  biographtes 
came  up  in  connection  with  BOOK- 
SELLER &  STATIONER'S  decision  to 
have  something  special  to  say  about 
this  branch  of  bookselling,  having  in 
mind  the  -successful  manner  in  which 
the  "Life  of  John  Morley,"  a  $7.50  set, 
has  sold  in  Canada  since  its  appearance 
in  the  Autumn.  Why  shouldn't  such 
important  biographical  works  as  "The 
Life  of  James  J.  Hill"  and  "Lord  Strath- 
eona"  sell  even  bigger  than  that  of 
Morley?  This  applies  to  other  Canadian 
biographies  and  autobiographies  as  well 
and  also  books  such  as  last  year's  sev- 
eral important  ones  on  the  subject  of 
Canadian  confederation. 

"How  would  you  go  about  accomplish- 
ing this  purpose?"  Mr.  Stewart  was 
asked. 

"Well,  in  the  first  place  I'd  go  to  work 
systematically  and  classify  lists  of  most 
likely  prospects  for  the  sale  of  such 
books.  One  list  that  suggests  itself 
immediately  is  the  membership  roll  of 
the  local  Canadian  Club.  That'  would 
provide  most  excellent  ground  for  good 
sales  efforts  and  so  would  historical  and 
patriotic  societies  and  debating  clubs, 
and  I  should  canvass  all  school  teachers, 
every  prominent  educationalist  and  the 
men  and  women  in  public  life." 

"Why  shouldn't  Canadian  biographies 
be    pood    sellers?      For   boys    and    girls, 


GEORGE     STEWART 

it  is  more  advisable  that  they  should 
have  the  examples  of  the  lives  of  great 
Canadians  before  them  rather  than  the 
great  ones"  of  other  lands.  The  book- 
seller should  play  up  this  phase  of  the 
question  in  a  strong  way  in  his  adver- 
tising and  in  the  personal  solicitation 
of  orders  by  himself  and  assistants,  with 
the  end  in  view  of  getting  a  copy  of 
each  important  Canadian  biography  into 
every  one  of  the  best  homes  of  the  com- 
munity." 

"How    would    this     policy     affect     the 
standard    biographies    in    cheap    editions 


which  have  so  long  been  classed  among 
the  bread-and-butter  lines  in  the  book- 
seller's stock — for  instance,  "From  Log 
Cabin  to  White  House?" 

"They  would  sell  better  than  ever," 
was  Mr.  Stewart's  opinion.  To  promote 
interest  in  a  big  way  in  the  lives  of 
prominent  Canadians  would  not  make 
people  narrow.  It  would  broaden  them 
because  they  were  big,  broad  men  or 
they  would  not  have  risen  to  the  height 
of  big  achievement,  consequently  the 
the  broadening  influence  of  these  "Lives" 
would  decidedly  widen  the  scope  of  book- 
selling, having  in  mind  the  whole  branch 
,of  biographical  publications  in  the  book 
trade." 

I  The  whole  effect  would  be  to  add 
prestige  to  every  bookstore  in  which 
this  method  of  developing  business  be- 
came a  definite  policy. 

RISING  JAPAN 

Jabez  Sunderland,  D.D.,  has  given  us 
an  important  book  published  by  Put- 
nam's, entitled  "Rising  Japan."  The 
author  asks:  "Is  she  a  menace  or  a  com- 
rade to  be  welcomed  in  the  fraternity 
of  nations?" 

Those  who  desire  to  obtain  trust- 
worthy information  regarding  Japan  at 
this  time,  when  her  relations  with  other 
nations  of  the  Western  World  are  so 
intimate  and  in  some  respects  so  criti- 
cal, will  do  well  to  read  this  exceed- 
ingly timely  book.  It  gives  a  just, 
fair,  and  reliable,  and  at  the  same  time 
the  most  illuminative  portrayal  of  the 
true  character  of  the  Japanese  people, 
of  the  leading  features  of  their  civili- 
zation as  compared  with  our  own,  and 
of  the  real  aims  and  ideals  that  as  a 
nation  they  have  set  before  themselves 
for    realization. 


LIST  OF  GOOD  BOOKS  ON  GARDENING 


Following  is  an  advance  copy,  kindly 
furnished  to  the  editor  of  BOOKSELL- 
ER AND  STATIONER,  by  Dr.  Locke, 
chief  librarian  of  the  Toronto  Public 
Libraries,  of  the  special  list  of  books  on 
gardening  designed  to  help  people  to  a 
knowledge  of  books  that  are  available 
dealing  with  this  subject  so  in  keeping 
with  the  spirit  of  the  times  and  the 
thrift  and  greater  production  campaign 
of  the  Government.  Incidentally  the 
list  includes  books  on  flower  gardens. 
Garden  Books 

Those  which  include  both  vegetable 
and  flower  growing: 

Albaugh,  Benjamin  F.,  The  Gardenette 
or  City  Backyard  Gardening  by  the 
"Sandwich  System." 


By  use  of  the  Sandwich  System  the 
author  says  "finest  vegetables  can  be 
grown  in  backyards,  even  on  made  soils 
consisting  chiefly  of  brickbats  and  old 
wallplaster,"  for  the  system  means  beds 
built  on  top  of  this  unpromising  founda- 
tion. 

Wright,  The  Garden  Week  by  Week. 
Books  on   Vegetable   Growing 

Duncan,  Francis.  Home  Vegetables 
and  Small  Fruits,  Their  Culture  and 
Preservation,  illustrated,  $1.35. 

A  new  book  thoroughly  practical  and 
understandable.  Includes  chapters  on 
war-time  gardens,  cold  frames  and  hot 
beds,  transplanting,  storing  of  vege- 
tables, drying,  canning  and  preserving. 
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Corbett,  L.  C.  (U.  S.  Dept.  of  Agri- 
culture),  Garden    Farming. 

Benson  Betts,  Agriculture.  Much  more 
advanced  and  intended  for  people  who 
wish  to  farm  large  gardens  in  a  scien- 
tific way. 

French,  Alen,  How  to  Grow  Vegetables. 
A    standard    book. 

Books  on  Flower  Gardens 

Rexford,  E.  E.,  Amateur  Garden  Craft. 

House  and  Garden  Making  Series — 
Making  a  Garden  of  Perennials;  Making 
a  Garden  to  Bloom  This  Year;  Making 
a  Rose  Garden,  Making  a  Rock  Garden; 
Making  a  Water  Garden.     50c  each. 

Robinson,  Principles  and  Practice  of 
Poultry  Culture.    Best  Book  on  Poultry. 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in  Canada 


THOMAS    ALLEN 
Fiction 

Impossible  People,  Mary  C.  E.  We- 
myss,  cloth,  $1.50;  The  Finding  of 
Norah,  Eugenia  B.  Frothingham,  cloth, 
90c. 

Non- Fiction 

The  Door  of  Dreams,  Jessie  B.  Rit- 
tenhouse,  cloth,  $1.00;  Trapped  in  Black 
Russia,  Ruth  Pierce,  cloth,  $1.25;  Lincoln 
in  Illinois,  Octavia  Roberts,  cloth,  $5.00; 
Companions  of  the  Way,  Edward  M. 
Chapman,    cloth,    $1.25. 

THE  CARS  WELL  CO. 
Non-Fiction 

Canadian  Income  War  Tax  Act  and 
Table  of  Tax  Payable  by  Individuals  and 
Companies,  Fully  Indexed  by  Bryan  Pon- 
tifex,  chartered  accountant  ;strong 
paper    cover,    $1.00. 

S.  B.  GUNDY 
Fiction 

The  Best  of  Life,  Muriel  Hine,  cloth, 
$1.50;  Coelebs,  F.  E.  Mills-Young,  cloth, 
$1.40;  Mistress  of  Men,  F.  A.  Steel,  cloth, 
$1.50;  The  Mystery  of  the  Downs,  J.  R. 
Watson  and  A.  J.  Rees,  cloth,  $1.40. 
Non-Fiction 

The  Glory  of  the  Trenches,  Coningsby 
Dawson,  cloth,  $1.00;  War  Poems  and 
Other  Verses,  R.  E.  Vernede,  cloth,  $1.25; 
The  Father  of  a  Soli'ier,  W.  J.  Dawson, 
cloth,    $1.00. 

THOMAS  LANGTON 
Fiction 

Merry    Andrew,    by    F.    Roney    Weir, 
cloth,   $1.35;    Gertie    Swartz,   Fanatic    or 
Christian,  Helen  R.  Martin,  $1.40. 
Non-Fiction 

Covered  With  Mud  and  Glory,  by 
Georges  Lafond,  $1.50;  Long  Live  the 
Kaiser — !,  by  American  Press  Humor- 
ists, 50c. 

GEO.    J.    McLEOD,    LTD. 
Fiction 

Salt  of  the  Earth,  Mrs.   Alfred   Sidg- 
wick,  cloth,  $1.40;  The  Girl  from  Kellers, 
Harold  Bindloss,  cloth,  $1.40;  The  Earth- 
quake, Arthur  Train,   cloth,   $1.50. 
Non-Fiction 

Under  Four  Flags  for  France,  George 
C.   Musgrave,   cloth,  -$2.00. 

McClelland,  goodchild  & 

STEWART 
Fiction 

The  Ne'er-Do-Much,  Eleanor  Hallo- 
well  Abbott,  $1.00;  The  Pawns  Count, 
E.  Phillips  Oppenheim,  $1.50;  The  Pass- 
port Invisible,  Purley  Poore  Sheehan, 
$1.00;  The  Enlisting  Wife,  Grace  S. 
Richmond,  50c;  Howard  Chase,  Red  Hill, 
Kansas,  Charles  M.  Sheldon,  $1.25;  The 
Apple-Tree  Girl,  George  Weston,  $1.00. 
Juvenile 

The  Adventures  of  Bobby  Coon, 
Thornton   W.   Burgess,  50c;  The  Adven- 


ture*   of    Jimmy    Skunk,    Thornton    W. 
Burgess,   50c. 

Non- Fiction 

Deductions  from  the  World  War, 
Lieut. -General  Von  Freytag-Loringho- 
ven,  $1.25;  Out  There,  Charles  W.  White- 
hair,  $1.50;  The  Escape  of  a  Princess 
Pat,  George  Pearson,  $1.40;  French 
Windows,  John  Ayscough,  $1.60;  Cap- 
tured, Lieut.  J.  Harvey  Douglas,  $1.40; 
Naval  Power  in  the  War,  Lieut. -Com- 
mander C.  C.  Gill,  $1.35;  The  Wonders 
of  War  in  the  Air,  Francis  Rolt-Wheel- 
er,  N$1.50;  Sea-Dogs  and  Men-at-Arms, 
J.  E.  -Middleton,  $1.35;  Trench  Pictures 
from  France,  Major  W.  P.  Redmond, 
M.P.,  $1.25;  The  Adventure  Beautiful, 
Lilian  Whiting,  $1.35;  Over  the  Hills  of 
Home  and  Other  Poems,  Lilian  Lever- 
idge,  $1.00;  Sonnets  of  Sorrow  and  Tri- 
umph, Ella  Wheeler  Wilcox,  $1.25;  Prac- 
tical Gardening,  Hugh  Findlay,  $2.00; 
Home  Vegetables  and  Small  Fruits, 
Frances  Duncan,  $1.35. 


ELEANOR    H.    PORTER 

A    new   photograph    of   this   popular   author   whose 

"Oh,     Money,     Money"     is     being     received     with 

acclaim. 

A  GOLF  NOVEL 

Charles  E.  Van  Loan  in  his  new  novel 

"Fore,"  as  the  title  indicates,  makes  the 

"Royal    Game"    the    background    of    his 

story  and  to  do  this  as  he  has  done  it  is 
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a  real  achievement  because  to  write 
about  golf  so  as  to  command  the  spiritu- 
al regard  of  a  confirmed  golfer  is  like 
walking  a  high  tight  wire! 

There  are  plenty  of  people  who  for  a 
change  like  to  get  away  from  novels 
dealing  with  the  feverish  life  of  civiliza- 
tion and  also  books  about  the  great 
cataclysm  that  so  belies  our  boasted 
civilization.  These  people  will  welcome 
"Gaston  Olaf,"  by  Henry  Oyen,  a  novel 
of  big  men  in  the  big  woods.  It  is  a 
strong  tale  of  big  events  and  big  souls. 

The  audacious  ingeniousness  charac- 
teristic of  "Molly  Make-Believe"  is  again 
exemplified  in  Eleanor  Hallowell's  new 
novel,  "The  Ne'er-do-Much,".  in  which  a 
South  American  millionaire  starts 
things  by  holding  a  dinner  for  only  the 
celebrities  he  wished  to  know,  ignoring 
completely  all  the  people  he  really  did 
know.  It  was  the  greatest  dinner  party 
ever  known  in  Gotham. 

Mary  Roberts  Rinehart's  story  "The 
Amazing  Interlude,"  is  being  brought 
out  in  book  form  this  spring. 

A  fine  novel  of  the  lines  is  Perley 
Moore  Sheehan's  "The  Passport  Invis- 
ible," a  story  of  suspense  and  mystery, 
filled  with  the  exaltation  of  patriotism 
which  recognizes  in  the  White  House  to- 
day a  spirit  comparable  in  lonely  great- 
ness to  that  of  the  president  of  1863. 

THE   BOOKSTORE  AND  ITS 
INFLUENCE 

Every  retail  book  and  stationery 
merchant  in  Canada  should  exert  a  great 
influence  throughout  the  district  in 
which  his   store  is  located. 

Hundreds  of  these  merchants  have 
been  in  business  for  many  years — they 
are  reputable  merchants  who  have 
built  up  their  business  on  sound  busi- 
ness principles,  and  they  endeavor  to 
supply  their  customers  with  goods  which 
will  give  satisfaction.  Is  it  any  wonder 
that,  when  customers  visit  a  well-estab- 
lished book  and  stationery  store,  they 
consider  the  merchant  and  his  clerks  as 
authorities  on  lines   offered  for  sale? 

The  general  tendency  in  the  Canadian 
stationery  store  to-day  is  towards  sell- 
ing better  books  and  higher  grade  sta- 
tionery lines.  There  never  was  a  time, 
in  the  history  of  the  trade,  when  all 
branches  of  this  Canadian  trade  were 
more  interested  in  securing  all  possible 
information  regarding  products  they 
can  recommend  and  guarantee  to  their 
customers.  Quality  and  service  are  the 
watch   words. 

BOOKSELLER  AND  STATIONER 
Service  Department  is  at  the  disposal  of 
all  subscribers  free  of  charge.  In  what 
capacity  can  we  help  you  ? 


LITERATURE  OF  THE  WAR 
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BEST  0'  LUCK 

Alexander  McClintock,  D.C.M.,  late 
sergeant  87th  Battalion  Canadian  Grena- 
dier Guards,  wrote  a  war  book  and  gave 
it  the  title  of  "Best  0'  Luck."  It  is  a 
most  interesting  volume  describing  in 
detail  the  newest  features,  systems,  and 
methods  of  present-day  warfare;  and 
presses  many  points  upon  the  officers  of 
our  new  army.  It  is  also  an  account  of 
how  .this  fighting  Canadian  won  the 
thanks  of  Britain's  King.  There  is  a 
stunnningly  vivid  picture  of  shrapnel 
corner.  The  Distinguished  Conduct 
Medal  was  awarded  to  Sergeant  Mc- 
Clintock for  conspicuous  gallantry  in  ac- 
tion. He  displayed  great  courage  and 
determination  during  a  raid  against  the 
enemy's  trenches.  Later  he  rescued 
several  wounded  men  at  great  personal 
risk. 

This  book  has  been  published  by 
McClelland,  Goodchild  &  Stewart  in  a 
$1.00  edition. 

CAPTURED 

Lieutenant  J.  Harvey  Douglas  has 
written  his  war  experiences  in  a  book  en-  . 
titled  "captured,"  published  by  McClel- 
land, Goodchild  &  Stewart,  No  word  came 
through  from  this  captured  soldier  for 
months.  When  the  curtain  of  long  sil- 
ence falls  between  home  and  the  loved 
ones  over  there,  where  are  they  and  how 
do  they  fare?  The  life  of  the  trenches 
we  now  well  know.  Here  is  a  true,  vivid 
and  valuable  account  of  what  our  "miss- 
ing" soldiers  face  in  the  hands  of  the 
Huns. 

The  author — severely  wounded  and 
taken  prisoner  at  the  Battle  of  Sanctuary 
Wood,  one  of  the  biggest  "shows"  of 
the  war — was  the  first  soldier  from 
America  to  be  repatriated  under  the  new 
scheme  arranged  at  The  Hague  last 
spring. 

He  describes,  in  no  flattering  way,  the 
bill  of  fare  in  German  prison  camps;  pic- 
tures prisoners  booed  and  hissed  by  the 
people;  tells  the  things  a  prisoner  needs 
and  how  to  send  them;  gives  the  experi- 
ence of  prisoners,  amusing  and  other- 
wise, and  an  account  of  the  morale  of  the 
German  people. 

THE  TRIANGLE  OF  TERROR 

In  "The  Triangle  of  Terror."  bv  Ma- 
jor-General  Sir  George  Aston,  K.C.B., 
the  author's  purpose  has  been,  not  so 
much  to;  describe  the  individual  inci- 
dents of  horror  perpetrated  by  the  Ger- 
mans in  Belgium  and  other  countries,  but 
to  show  "the  deliberate  strategic  pur- 
pose   underlying    the    policy   of   cruelty, 


arson,  murder  and  torture,  rather  than 
again  to  describe  the  individual  incidents 
which  resulted  from  that  purpose."  This 
book  should  be  a  valuable  addition  to 
those  already  circulated  for  propaganda 
purposes. 

Sir  John  Dexter  Fraser  has  been  in  the 
United  States  for  some  weeks,  preparing 
material  for  a  new  book  to  be  called 
"America  in  Arms." 

GUNNER    DEPEW'S    BOOK 

Gunner  Depew,  whose  picture  is  given 
here,  crowded  a  lifetime  of  experience 
in  his  two  and  a  half  years  of  war  in 
which  he  saw  fighting  on  the  firing 
line  at  Dixmude;  on  the  French  war- 
ship "Cassard"  as  a  gunner;  at  Gal- 
lipoli,  where  he  won  the  Croix  de  Guerre. 


HERE'S    GUNNER    DEPEW 
who    has    written    an    amazinu    story    of    the    war. 

To  mention  a  few  experiences:  He  was 
captured  by  the  German  raider  "Moewe" 
and  was  starved  arid  tortured  in  German 
prison  camps.  Is  it  any  wonder  that 
he  has  been  able  to  produce  an  amaz- 
ing   book  ? 

THE  MODERN  ARMY 

"The  Making  of  a  Modern  Army"  is 
the  title  of  a  book  just  published  by 
Putnam's,  the  work  of  Rene  Radignet, 
a  divisional  general  of  the  French  army. 
It  tells  of  operations  in  the  field  and  is 
based  on  three  years'  experience  on  the 
French  front,  1914  to  1917. 

The  old  text-books  must  be  put  to 
one  side.  The  methods  of  organization 
and  the  methods  of  fighting  have  aUke 
changed.  It  is  only  those  who  have 
had  responsibilities  as  leaders  in  the 
present  war  whose  instructions  can  be 
accepted  as  authoritative. 
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A  CANADIAN  BOOK  OF  WAR  SONGS 

J.  E.  Middleton,  a  Canadian  journal- 
ist and  poet,  has  a  new  book  of  war 
verse  just  published  by  Putnam's.  Its 
title  is  "Sea  Dogs  and  Men-at-Arms." 
The  volume  contains  stirring,  martial 
verse,  ringing  with  the  glory  of  Eng- 
lish achievement  by  land,  sea,  and  air, 
and  is  particularly  attentive  to  the  vali- 
ant spirit   and  shining  deeds  of  Canada. 

"MIDDLE  EUROPE" 

In  his  introduction  to  "Germany  at 
Bay"  by  Major  Haldane  Macfall,  Field- 
Marshal  Viscount  French  states:  "No 
man  of  any  common  sense  should  remain 
ignorant  of  the  fact  that  if  Middle  Eu- 
rope .comes  out  of  the  war  a  German  Em- 
pire, the  war  has  been  fought  in  vain." 

It  is  to  convince  the  man  in  the  street 
(whose  future  and  whose  children's  fu- 
ture are  in  his  hands  to-day)  of  this 
perilous  truth  that  Major  Macfall  has 
written  "Germany  at  Bay,"  in  course  of 
which  he  interprets  German  psychology 
and  intentions.  Robert  Blatchford  de- 
scribes the  book  as  "the  perfect  and 
much-needed  tonic  for  pessimism  and 
war-weariness  and  pacifism  and  senti- 
mentality. It  is  as  fascinating  as  a 
first-class  novel.  And  it  is  so  plain  and 
workmanlike  and  straightforward  that 
a  child  could  understand  it.  As  an  eye- 
onener,  as  a  tonic,  as  a  cure  for  the 
dumps,  and  as  a  grateful  and  stimulating 
tribute  to  the  splendid  genius  and  cour- 
age of  the  French,  Russian  and  British 
generals  and  soldiers  it  is  beyond  all 
praise.  Its  great  merit  is  that  it  gives 
a  view  of  the  war  and  of  the  causes 
and  aims  of  the  war  as  a  whole — a  merit 
which  no  other  book  on  the  war  contains 
so  far  as  my  knowledge  goes.  It  ought 
to  be  made  a  text-book  in  the  army." 

BISHOP'S  BOOK  ON  AIR  FIGHTING 

A  notable  new  Canadian  war  book  is 
that  of  Major  Bishop,  the  king  of  air 
fighters,  being  his  own  account  of  the 
forty-seven  victories  which  won  the 
M.C.,  D.S.O.,  and  V.C.  The  title  is 
"Winged  Warfare." 

Major  Bishop,  who  crossed  to  England 
with  a  Canadian  cavalry  regiment,  was 
impelled  to  join  the  air  service  by  a  de- 
sire to  get  above  the  rain  and  mud  into 
the  sunshine.  Within  two  months  of  his 
landing  in  France  he  had  become  an 
"ace,"  entitled  to  special  marking  for 
having  sent  down  five  hostile  machines. 

The  story  of  this  meteoric  career  has 
a  quality-  of  exhilaration  entirely  want- 
ing in  previous  war  books.    Here  is  none 
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of  the  grim  tragedy  of  the  trenches, 
none  of  the  sights  and  smells,  none  of 
the  brutality.  "In  the  air  one  did  not 
altogether  feel  the  human  side  of  it — 
it  was  not  like  killing  a  man  so  much  as 
just  bringing  down  a  bird  in  sport. 

A  NEW  COMER  IN  FICTION 

A  new  romance  of  British  Columbia 
by  a  new  Canadian  writer  is  "Keith 
Leicester,"  by  Robert  A.  Hood.  The  story 
is  full  of  action  and  breathes  the  very 
atmosphere  of  the  hills,  and  withal  there 
is  a  strong  current  of  humor. 

A   NOVEL  OF  MARNE  WEEK 

"The  Secret  of  the  Marne — How 
Sergeant  Fritsch  Saved  France"  is  the 
title  of  a  new  story  by  Marcel  and 
Maude  Berger.  The  authors  build  then- 
story  around  that  glorious  Marne  week, 
when  von  Kluck  and  his  cohorts  wendeJ 
their  march  to  the  south-east  instead  of 
rushing  on  Paris.  Why  did  he  make  this 
initial  mistake  that  resulted  in  the  Vic- 
tory of  the  Marne  ?  There  was  a  young 
French  sergeant  who  knew,  a  witty, 
daringly  brave  young  man,  a  magnifi- 
cent linguist,  and  expert  tactician — and 
his  lady-love,  the  beautiful  Marie-Anne, 
daughter  of  the  stern  old  Marquis  do 
Serazereux,  knew  too. 

AIRFARE 

"Airfare"  by  Edgar  C.  Middleton 
comes  from  Constable's.  It  deals  with 
present  and  future  aircraft  develop- 
ments. The  influence  of  war  in  the  pro- 
gress made  is  created  with  anticipating 
ordinary  developments  by  twenty  years. 
Much  technical  information  is  presented 
particularly  in  respect  to  the  use  of  air- 
ships in  the  prosecution  of  the  war  with 
interesting  data  showing  the  relative  ad- 
vances made  by  the  different  powers. 
Germany,  starting  with  a  good  handi- 
cap is  now  being  far  surpassed  both 
numerically  and  in  fighting  efficiency  by 
the  air  forces  of  the  Allies.  Besides 
aeroplanes,  attention  is  devoted  to  the 
Zeppelins. 

CANADIANS   AT   YPRES 

A  big  story  of  war  is  contained  in  a 
little  book  called  "In  the  Ypres  Salient," 
being  the  tale  of  a  fortnight's  Canadian 
fighting  by  the  Canadian  war  correspon- 
dent Willison.  This  book  will  be  a  com- 
fort and  a  pride  to  many  Canadian  fami- 
lies who  have  won  the  best  right  to  read 
such    a    tribute. 

THE  DARK  PEOPLE 

A  March  issue  was  "The  Dark  People, 
Russia's  Crisis,"  by  Ernest  Poole,  re- 
cently returned  from  that  land  of  too 
much  trouble.  He  reviews  events  since 
the  revolution  and  the  Kerensky  gov- 
ernment's rule. 

THE  NAVY  IN  MESOPOTAMIA 

"The  Navy  in  Mesopotamia  1914  to 
1917"  is  the  title  of  a  book  by  "Conrad 
Cato"  published  by  Constable's. 

The  author  has  seen  long  and  arduous 
service  with  the  naval  forces  on  the 
Tigris.  His  book  is  not  only  a  record 
of  the  great,  though  little  known  work 
of     the    Navy     in     connection    with     the 


Mesopotamia  campaign,  but  is  also  a 
contribution  to  our  general  knowledge  of 
the  life  of  those  who  are  engaged  in 
amphibious  warfare.  The  humours  and 
hardships  of  naval  life  are  set  forth  in 
a   series   of  stories  founded   upon  fact. 

WAR  AND  PEACE 

"The  World  War  and  the  Road  to 
Peace"  by  T.  B.  McLeod,  is  an  arraign- 
ment of  pacifists  and  pacifism.  "Througn 
War  to  Peace"  by  Albert  G.  Keller,  pro- 
fessor of  the  Science  of  Society,  Yale 
University,  discusses  the  present  war 
from  the  standpoint  of  the  sociological. 
He  shows  how  Germany  has  been  out  of 
tune    with    world-development. 


Capt.     ALAN     nOTT    "CONTACT," 
Author    of    "Cavalry    of    the    Clouds." 


POLAND   AND  ALSACE-LORAINE 

Timely  issues  in  the  "Peeps  at  Many 
Lands"  series  include  a  volume  dealing 
with  Poland  by  Monica  M.  Garland, 
author  of  "Poland:  a  Study  in  National 
Idealism;"  a  volume  on  "Alsace-Lor- 
raine," by  A.  W.  Holland,  author  of 
"Germany." 

LLOYD  GEORGE'S  WORK 

Another  book  on  Britain's  great 
premier  is  "Lloyd  George  and  His 
Work,"  by  an  Independent  Liberal.  The 
sub-title  is  "The  Personal  History  of  His 
Part  in  Armageddon." 
EMPEY'S  NEW  BOOK 

Arthur  Guy  Empey's  new  war  book, 
"First  Call,"  published  in  Canada  by 
Briggs,  is  full  of  good,  sound  advice  for 
the  new  soldier  and  as  such  is  equally 
as  appropriate  for  Canada  as  for  the 
United  States,  where  the  draft  of  United 
States  soldiers  for  the  war  against  Ger- 
many has  been  the  inspiration  for  this 
new  book.  Empey  tells  the  new  sol- 
dier wThat  confronts  him  all  the  way 
from  training  camp  to  trench.  He  shows 
the  mother,  the  father,  what  their  boy 
is  doing  each  day;  what  they,  what 
everybody  can  do  to  help  him. 
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HUMORISTS    AND    THE    KAISER 

Verses  and  drawings  by  the  American 
press  humorists  are  given  in  a  book  en- 
titled "Long  Live  the  Kaiser" — !  It  is 
published  by  Thomas  Langton,  Toronto. 
While  many  of  the  contributions  are  hu- 
morous, and  this  is  particularly  true  of 
the  numerous  drawings,  there  is  a  de- 
cided strain  of  righteous  indignation  in 
most  of  the  verses  that  will  strike  a 
responsive  chord  in  most  readers,  as  for 
instance,  this  one  by  Henry  Edward 
Warner    : 

HOCH  DER  KAISER! 

Your  health,  0  Monarch!  With  this  cup 
I  drink 

Long  life  to  you — until  upon  the  brink 

Of  that  last  leap  you  pause  to  look  behind 

And  shudder  at  the  faces  in  the  wind; 

Grim  faces,  faces  gaunt  and  pale— and 
then 

From  out  the  wreckage  you  have  made  of 
men 

Stands  one,  stern,  frowning,  and  a  finger 
raised 

Points  you  your  course,  red  as  when  Bel- 
gium blazed. 

Live    you,    O    King— thou    Hohenzollern 

Hog- 
Writing  each  day  in  blood  upon  the  log 
Of  your  foul  ship  that  ploughs  through 

human  seas, 
Boasting  your  murders,  tho'  aquake  your 

knees! — 
These  you  have  slain — live  long  and  in 

your  sleep 
Start   in   alarm   where   memories   sentry 

keep 
Till  at  the  iast,  long  life  comes  to  its  end, 
Monarch    of   worms,    without    a     human 

friend ! 

COVERED  WITH  MUD  AND  GLORY 

"Sergeant-Major  Lafond's  book,  en- 
titled 'Covered  With  Mud  and  Glory,' " 
writes  the  distinguished  French  acade- 
mician who  contributes  the  introduction, 
"lays  no  claim  to  literary  pretensions, 
but  is  simply  a  collection  of  actual  occur- 
rences. It  is  a  series  of  short  narratives 
which  give  the  life  of  a  company  of  ma- 
chine gunners  from  the  day  of  its  forma- 
tion to  the  hour  when  it  was  decimated, 
so  that  it  had  to  be  reorganized  with  men 
from  other  corps. 

"What  pictures  the  following  call  to 
mind:  'A  Reconnaissance  in  the  Fog,' 
'The  Aeroplane,'  'With  Music,'  'We  Have 
Taken  a  Picket  Post,'  'The  Attack,'  'The 
Echelon,'  'Our  First  Engagement,'  'A 
Water  Patrol!'  No  man  who  has  lived  at 
the  front  and  has  taken  part  in  an  at- 
tack will  fail  to  recognize  the  accuracy 
of  this  narrative  and  to  experience  emo- 
tion, enthusiasm,  and  pride  in  having 
been  among  'those  who  were  there.' 

"Sergeant-Major  Lafond's  narrative 
was  very  successful  when  it  appeared  in 
the  'Petit  Parisien,'  and  I  feel  sure  that 
it  will  be  as  successful  in  book  form.  I 
beg  Sergeant-Major  Georges  Lafond  to 
accept  my  hearty  congratulations  on  his 
fine  talent  and  his  bravery." 

It  has  been  brought  out  in  a  Canadian 
edition  by  Thomas  Langton,  Toronto. 


BOOKSELLER    AND    STATIONER 


A    CREDITABLE    EXHIBITION 

New    Goods    Shown    in   the    Annual    Dis- 
play  of  Holiday   Goods 

New  goods  observed  in  the  fine  exhi- 
bition of  holiday  goods,  an  annual  event 
at  the  Copp,  Clark  Co's.  warehouse,  in- 
cluded some  new  goods  that  have  elicited 
the  keen  interest  of  visiting  buyers.  One 
remarkable  little  item,  is  a  black-board 
for  children's  use  in  the  home,  to  retail 
at  25c,  an  affair  on  a  stand  with  the 
regulation  designs  as  models  at  the  top 
for  ambitious  little  artists  to  copy.  Both 
sides  may  be  used,  the  black-board  being 
reversible. 

Drawing  slates  have  been  scarce  in 
the  trade  but  an  assortment  was  shown 
here.  In  Christmas  goods  were 
novelties  in  sewing  sets  for  little  girls, 
also  embroidery  and  needle-work  sets. 
Chess  sets  were  in  evidence,  also  sets  of 
poker  and  spot  dice  of  celluloid  in  differ- 
ent colors.  Another  new  line  comprised 
poker  sets,  with  stands  to  hold  the  chips 
and  cards,  while  others  hold  the  chips 
only. 

The  holiday  papeteries  shown  this  year 
contain  a  far  greater  proportion  of  the 
firm's  own  goods  in  boxes  of  higher 
crade  than  heretofore  made  by  them. 
Imported  boxes  are  shown  as  usual  but 
the  Canadian  products  show  up  most 
favorably   in   comparison. 

In  games  the  variety  of  the  firm's  own 
productions  is  wider  than  ever,  with 
checker  boards  of  pasteboard  in  a  varie- 
ty of  sizes.  Something  altogether  new 
is  a  checkerboard  of  cloth  that  rolls  up 
to  fit  the  pocket,  there  being  receptacles 
to  hold  the  checkers.  Two  gr^les  of 
cloth  are  used,  one  being  waterproof. 

In  books  and  pictures,  art  calendars, 
etc.,  the  showing  is  in  keeping  with  the 
high  standard  established  in  previous 
years  by  this  firm,  the  books  including 
gift  volumes  of  all  grades  from  chil- 
dren's toy  books  up  to  de  luxe  volumes 
in  color.  Besides  this  there  was  a  spe- 
cial display  of  the  firm's  goodly  list  of 
spring   fiction   and    war   books. 


AN  EXPLANATION 

The  advertisement  of  "The  False 
Faces"  in  the  March  issue,  according  to 
the  wishes  of  the  publishers,  was  to  have 
had  an  introduction  presenting  the  com- 
ment of  one  of  the  first  readers  in  Can- 
ada to  get  a  copy  of  the  book.  His  re- 
mark, after  having  gone  through  the 
book  at  one  sitting,  staying  up  until  3 
o'clock  in  the  morning  to  do  so,  was: 
"That's  the  best  book  I've  ever  read!" 
To  the  disappointment  of  the  publishers, 
the  advertisement  appeared  without  that 
special  feature.  This  is  accounted  for  by 
the  fact  that  it  was  in  the  nature  of  a 
revision  written  on  a  separate  sheet  of 
paper.  This  was  lost  and  consequently 
never  reached  the  compositor  who  made 
the  other  correction*  marked  in  the 
proof.  This  explanation  is  being  printed 
in  justice  to  McClelland,  Goodchild  & 
Stewart  because  of  what  happened.  The 
advertisement  was  to  have  prominently 
characterized  "The  False  Faces"  as  the 
"Midnight"  novel. 


GREAT   GHOST    STORIES 

Thrilling  adventures  in  the  realm  of 
the  supernatural  is  the  theme  of  James 
G.  Hyslop's  new  book,  "Great  Ghost 
Stories."  The  author  is  secretary  of 
the  American  Society  for  Psychical  Re- 
search. 

OPPENHEIM'S  LATEST 

A  new  story  by  Oppenheim,  "The 
Pawns  Count"  is  another  tale  of  inter- 
national intrigue  in  which  the  ma- 
chinations of  pro-German  plotters  in 
the  United  States  are  unveiled. 

BIRMINGHAM 

Birmingham,  of  "Spanish  Gold"  fame, 
is  represented  in  the  season's  new  fiction 
with  "Psalissa:  the  Island  Mystery." 
This  island  in  Cyrenian  sea  is  the  pawn 
of  European  nations,  with  German  as- 
pirations looming  large.  It  is  an  excit- 
ing and  a   highly  amusing  romance. 

THEORIES   OF   ENERGY 

The  subject  of  energy  is  the  great 
underlying  subject  of  the  physical  sci- 
ences, and  it  is  a  live  subject  in  the 
scientific  world.  For  that  reason  Hor- 
ace Perry's  book,  "Theories  of  Energy," 
a  recent  Putnam  issue,  is  of  particular 
importance. 

Since  the  time  of  Faraday,  who  first 
advanced  the  opinion,  it  has  been  the 
belief  of  some  of  the  most  eminent  sci- 
entists that  all  forms  of  energy  are 
essentially  the  same,  but  every  effort 
to  harmonize  them  upon  a  common  basis 
has  failed.  The  author  achieves  this 
harmony  by  the  theory  of  the  energetic 
atom   and  the   theory  of  energizemer.t. 

The  theory  of  color  advanced  by  the 
author  is  new,  and  by  it  many  things 
become  clear  which  have  not  previously 
been    understood   at   all. 

TALE  OF    \   FRENCH  ROYALIST 

"Sir  Isumbras  at  the  Ford"  is  the  title 
of  a  novel  by  D.  K.  Brosker  telling  of 
the  exploits  of  a  French  royalist  leader; 
of  his  quixotism  to  a  child  and  a  woman 
and  of  the  expedition  in  1795 — as  in  1914 
— which  left  Southampton  to  fight  in 
France. 

BOXES    OF    PAPETERIE    TO    RETAIL 
AS  HIGH  AS  $20  EACH 

Distinctively  new  ideas  are  embroider- 
ed in  the  new  goods  in  the  new  Eaton, 
Crane,  Pike  &  Co.'s  papeteries  for  next 
season's  holiday  trade.  For  the  first 
time  there  are  novelty  packages  in  the 
lowest  priced  papeteries  specially  design- 
ed as  Christmas  gifts.  In  the  way  of 
decoration,  a  new  idea  is  the  double 
border,  the  notepaper  having  this  double 
edging  in  combinations  of  different  deli- 
cate shades. 

The  predominant  cover  for  the  boxes 
is  a  paper  called  "Linear"  with  three 
different  tint  effects,  blue,  green  and 
rose,  brought  out  in  irregular  stripes 
with  artistic  effect. 

As  indicating  the  continually  enhanced 
prestige  of  papeteries  as  holiday  gifts, 
come  a  series  of  boxes  of  such  high- 
grade  woods  as  Circassian  walnut,  ma- 
hogany and  oak,  encasing  goodly  nuan- 
tities  of  high-grade  paner  and  envelopes 
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and  correspondence  cards.  These  are 
designed  to  retail  at  from  $12  to  $20 
each. 

HISTORY  OF  THE  UNION  JACK 

A  new  edition  of  Barlow  Cumberland's 
"History  of  the  Union  Jack"  is  to  come 
soon.  It  has  been  out  of  print  for  some 
time. 

LISTS  RECEIVED 

"The  Farm  and  Garden  Calendar" 
comes  from  Macmillan's.  It  is  a  booklet 
which  augments  the  calendar  feature  by 
giving  good  advice  on  farming  and  gar- 
dening in  the  way  of  condensed  advice 
covering  each  week,  month  by  month. 
For  April,  for  instance,  these  terse  para- 
graphs are: 

First  Week. — Keep  an  eye  out  for  tent 
caterpillars  on  your  apple  trees.  The 
eggs  hatch  as  soon  as  the  foliage  is  out. 
O'Kane's  "Injurious  Insects"  describes 
the    best    method    of   extermination. 

Second  Week. — Honey  is  an  excellent 
substitute  for  sugar.  Why  not  keep  bees 
and  raise  your  own  honey?  In  Lyon's 
"How  to  Keep  Bees  for  Profit"  you  are 
given  full  directions  for  bee-keeping 
and    honey-raising. 

Third  Week. — Plan  to  grow  celery  by 
the  new  method.  You  will  find  it  de- 
scribed and  explained  in  Bailey's  "Prin- 
ciples   of   Vegetable    Growing." 

Fourth  Week. — Weeds  usually  come  up 
thickly  in  newly  sown  lawns.  If  you 
don't  know  how  to  prevent  this,  consult 
Bailey's  "The  Farm  and  Garden  Rule 
Book." 

On  the  back  jacket  of  Richard  Morse's 
"Fear    God    in    Your    Own    Village"    ap- 
pears the  following: 
Turn  to: 

What   was    the    matter    with    Hill- 
dale,    p.       4 

Recreation,  and  the  village  band,  p.     34 
The   "Statement   of  Purpose",  .pp.  44-52 

The    "Sinners'   Service,"    p.     57 

The  house-warming p.     98 

The  answer  to  Socialism    p.   108 

"The  Morals  of  the  Movies," p.  134 

The  front  jacket  bears,  in  addition  to 
title  and  author,  a  brief  quotation  from 
the  preface.  This  simple  arrangement 
for  helping  the  prospective  book-buyer  to 
find  out  for  himself  with  the  minimum 
expenditure  of  time  and  effort  just  what 
the  book  in  hand  is  about  is  not  new,  but 
it  is  so  effective  in, this  case  that  it  in- 
vites question  as  to  why  this  plan  is  not 
followed  more  often,  instead  of  the  com- 
mon practices  of  either  leaving  jackets 
blank  or  covering  them  with  notices  of 
every  other  book  on  the  publisher's  list 
but  the  particular  one  the  prospective 
purchaser  is  trying  to  make  up  his  mind 
to  buy. — Publishers'  Weekly. 

CONVENTION  OF  LIBRARIANS 

Two  hundred  delegates  representing 
ovr  sixty  public  libraries  attended  the 
18th  annual  meeting  of  the  Ontario 
Library  Association  in  Toronto  on  April 
1  and  following  days.  This  was  too  late 
to  have  an  extended  report  appear  in  this 
issue  of  BOOKSELLER  AND  STA- 
TIONER, but  this  will  be  given  in  the 
Mav  number. 


How  to   Keep    Up   With    Rising   Costs 

Deliveries  Cut  Down  From  Three  to  Two  Without  Loss   of  Business — -Big  Savings 
Resulted — More  Economical  Use  of  Advertising — Smaller  Staff  Sold  Double 

the  Merchandise — Practical  Results 

By  W.  O.  Munro,  Iferohandise  Manatjer,  Almu'n.  Limited,  Montrealo 


I  DON'T  know  of  any  problem  that 
merchants  have  to  face  to-day 
which  presents  so  many  difficulties 
as  "How  to  keep  up  with  rising  costs," 
and  when  I  tell  you  that  our  yearly  oper- 
ating expenses  have  reached  a  point 
where  we  have  to  talk  in  millions  you 
will  realize  that  it  is  a  subject  of  con- 
siderable   importance   to   ourselves. 

What  shall  we  do  when  steam  coal, 
which  cost  in  normal  times  about  five' 
dollars  a  ton,  has  now  reached  twelve 
dollars  and  one  dealer  even  asked  four- 
teen dollars  and  fifty  cents  a  ton,  and 
we  have  about  three  million  cubic  feet 
to  heat? 

Wrapping  paper,  which  cost  in  1915 
3%c  a  pound,  now  costs  ten  cents  a 
pound,  and  we  expect  to  wrap  up,  this 
year,  five  million  parcels. 

Oats,  which  in  1915  cost  95c  a  bag, 
are  now  $2. .SO  a  bag,  and  we  have  about 
fifty  delivery  horses  to  feed. 

Advertising  rates  have  increased  from 
10  to  20  per  cent. 

The  cost  of  labor,  which  is  probably 
the  most  important  item  of  all,  has  in- 
creased enormously. 

In  dealing  with  this  subject  I  thought 
perhaps  a  brief  outline  of  how  we  have 
tried  to  offset  these  rising  costs  since  we 
opened  up  for  business  in  Montreal 
three  years  ago  might  be  interesting  to 
you. 
Payroll,   Rent,   Advertising   and   Delivery 

The  four  big  expense  accounts  in  a  de- 
partment store — I  name  them  in  order 
of  their    importance — are: 

Payroll; 

Kent; 

Advertising; 

Delivery. 

I  will  deal  with  delivery  first. 

Cutting 

It  has  been  the  custom  for  most  de- 
partment stores  to  make  three  de- 
liveries daily  within  the  city  limits.  We 
started  off  by  doing  the  same  thing.  We 
felt  that  competition  would  compel  us 
to  do  this  and  the  cost  of  doing  so  at 
the  beginning  of  1915  was  not  abnormal, 
but  when  feed  bills  began  to  mount  up; 
horses  for  which  we  paid  $200.00  went 
up  as  high  as  $375.00 — the  average 
working  life  of  a  delivery  horse  in  Mon- 
treal is  only  about  six  years;  in  Toronto 
and  other  cities  it  is  about  ten  years, 
but  the  hills  and  bad  roads  in  Montreal 
soon  wear  out  horses — with  these  ex- 
penses going  up,  we  realized  that  we 
had  either  to  charge  more  for  our  mer- 
chandise or  cut  down  the  number  of  de- 
liveries per  day. 

After  a  careful  survey  of  the  situation 
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we  decided  to  cut  down  the  number  of 
deliveries  from  three  times  to  twice 
daily.  We  did  this  in  fear  and  trembl- 
ing, because  our  competitors  were  still 
making  three  deliveries;  one  of  them,  in 
fact,  was  making  five  deliveries  within 
the  central  district.  What  was  the  re- 
sult? Our  business  kept  on  increasing 
and  we  had  not  one  serious  complaint 
from  our  customers.  We  were  able  to 
decrease  the  number  of  horses  from  65 
tr>  less  than  50;  our  feed  bills  were  re- 
duced almost  a  third.  The  services  of 
about  eight  drivers  were  dispensed  with; 
several  of  whom  enlisted  immediately.  I 
understand  the  Government  is  now  con- 
sidering a  regulation  which  will  compel 
stores  to  economize  along  these  lines. 
I'sing  Too  Much  Space 
We  now  come  to  the  advertising.  In 
Montreal  with  eight  big  department 
stores,  competition  is  naturally  very  keen 
This  competition  takes  many  forms,  but 
probably  in  no  way  was  it  as  strong  in 
1915  as  in  advertising.  Every  store 
seemed  to  be  trying  to  outdo  the  other 
in  the  amount  of  newspaper  space  used, 
and  I  am  willing  to  admit  in  the  begin- 
ning we  entered  into  the  competition, 
heart  and  soul,  but  we  soon  realized  that 
the  results  we  were  getting  were  not  in 
keeping  with  the  amount  spent.  What 
should  we  do?  We  did  not  want  to  ap- 
pear smaller  in  the  eyes  of  the  public, 
than  our  competitors;  on  the  other  hand 
we  wanted  to  remain  in  business.  We 
appointed  a  committee  to  study  the  ques- 
tion. A  careful  record  was  kept  of  the 
results  obtained  from  every  item  in- 
serted in  our  advertisement  together 
with  the  results  of  one  day's  advertising 
as  compared  with  another  ,and  this  was 
the  result: 

Not  Good  Results  Sometimes 

We  were  then  using  nearly  a  page  a 
day  in  the  two  leading  papers.  We  found 
that  on  Monday,  Friday  and  Saturday, 
we  were  getting  reasonable  results  from 
this  amount  of  space.  On  Tuesday, 
Wednesday  and  Thursday  we  were  not 
getting  the  same  results. 

Next  we  found  that  certain  merchan- 
dise pulled  better  when  advertise;!  on 
certain  days;  for  instance,  silks  and 
dress  goods  brought  good  results  when 
advertised  for  Monday  and  Thursday, 
but  the  same  departments  advertised 
Tuesdays  and  Wednesdays  and  Satur- 
days brought  very  poor  results.  Ready- 
to-wear  advertised  for  Monday  was  like 
throwing  money  in  the  river,  and  so  on. 

Cut  Space  Some  Days 

After   six    months    of   experiment,    we 
decided  to  cut  the  space  used  on  Monday, 
Tuesday,    Wednesday    and    Thursday    al- 
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most  in  half  and  from  a  schedule  pre- 
pared we  were  able  to  advertise  mer- 
chandise on  the  days  it  brought  the  best 
results,  so  that  during  the  year  1917,  al- 
though our  business  was  just  about 
double  what  it  was  in  1915,  we  actually 
spent  less  for  advertising. 

In  passing  I  would  like  to  say  a  word 
in  connection  with  direct  advertising. 
Handling  so  many  different  lines  of  mer- 
chandise, we  naturally  receive  •  a  great 
amount  of  direct  advertising.  To  us  this 
advertising  always  seems  a  great  waste 
of  money  on  the  part  of  the  advertiser. 
I  don't  think  that  one  half  of  one  per 
cent,  of  what  we  receive,  benefits  either 
the   sender   or   ourselves. 

Arriving  Too  Late 

If  you  ask  me  why,  I  would  say,  the 
main  reason  is  because  most  of  it  arrives 
too  late.  Why,  for  instance,  send  circu- 
lars to  a  department  store,  advertising 
panama  hats  in  June  when  our  stock  is 
usually  brought  in  the  preceding 
December? 

As  an  example  of  this,  I  will  tell  you 
of  a  recent  occurrence.  You  all  know 
that  the  Automobile  Show  was  held  in 
our  building  in  January.  About  a  week 
after  it  was  all  over  we  received  a  cir- 
cular letter  from  a  local  dealer  telling 
us  that  the  auto  show  was  being  held  in 
Almv's  Building  and  asking  us  to  in- 
spect his  line  of  trucks.  This  of  course 
was  rather  amusing  and  more  so  when 
nearly  a  week  later  we  received  another 
of  the  same  letters.  Imagine  our  surprise 
when  still  a  week  later  we  received  an- 
other of  the  same  letters  from  the  same 
man  to  the  same  effect.  If  his  truck  was 
as  obsolete  as  his  advertising,  it  would 
not  have  been  of  much  use  to  us. 

I  hope,  however,  that  no  one  will  stop 
sending  this  advertising  literature^  be- 
cause we  receive  many  tons  of  it  in  a 
year,  all  of  which  is  promptly  baled  and 
sold  for  a  considerable  sum,  thus  helping 
us  to  keep  up  with  rising  costs. 

Fewer  Employees;   Double  Business 

We  now  come  to  the  question  of  the 
payroll.  The  cost  of  labor  began  to  rise 
in  1915.  The  only  way  we  could  offset 
this  rising  cost  seemed  to  be  by  increas- 
ing the  efficiency  of  our  employees,  and 
the  elimination  of  lost  motion.  We 
found  many  ways  of  eliminating 
this  lost  motion.  Take  for  in- 
stance the  sales  check  book.  We  were 
writing  the  customers'  name  and  ad- 
dress three  times  on  each  check.  •  The 
date  was  written  three  times,  and  the 
salesclerk's  number  was  written  no  less 
than  four  times.  Many  stores  are  still 
doing  this. 
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Writing    Information    Too    Often 

We  established  this  principle  through- 
out our  establishment  that  we  would 
not,  where  information  had  already  been 
written  once,  write  it  a  second  time.  We 
have  carried  this  principle  into  jevery 
corner  of  our  institution  ,and  in  so  do- 
ing have  saved  many  thousand  dollars. 
As  to  the  increase  in  efficiency,  most  of 
our  employees,  as  you  know,  are  young 
women. 

New  Dresses  Helped 

The  first  thing  we  did  was  to  supply 
them  all  with  new  dresses;  smart  tailor- 
ed dresses  at  a  cost  which  they  could 
well  afford,  but  which  they  would  not 
have  been  able  to  pay  for  had  they  been 
charged  the  full  price.  It  was  wonderful 
to  see  the  stimulating  effect*  of  good 
clothes  on  these  young  women. 

Training  in   Store  School 

We  next  established  a  school  in  which 
we  planned  to-  educate  our  employees. 
We  procured  the  best  teachers  for  this 
school  that  money  could  obtain.  Our 
employees  are  taught  salesmanship, 
stock  keeping,  in  fact,  every  one  of  them 
has  to  take  a  full  course  in  all  the  de- 
tails of  a  department  store  before  he 
or  she  is  considered  a  full-fledged  mem- 
ber of  the  staff. 

We  next  established  a  commission 
plan  for  salespeople.  At  first,  in  only  a 
few  departments,  but  gradually  adding 
departments  until  we  will  eventually 
have  them  throughout  the  entire  store. 

We  have  found  that  this  plan  increases 
the  selling  efficiency  of  most  salesclerks. 
When  they  find  that  their  wages  fluctu- 
ate with  their  ability  to  sell,  they  are  a 
great  deal  more  eager  to  learn  in  our 
school  how  to  sell. 

Unfortunately  time  will  not  permit  me 
to  go  further  into  the  details  of  our  edu- 
cational system.  I  don't  want  you  to 
think  that  we  consider  we  have  reached 
a  state  of  perfection,  in  fact  we  still 
have  a  long  way  to  go,  but  I  will  say  this 
to  prove  that  our  efforts  to  increase  the 
efficiency  of  our  employees  have  been 
more  or  less  successful. 

Paying  60  Per  Cent.  More  to  Each 

In  1917  our  business  was  almost  double 
that  of  1915.  It  would  be  reasonable 
under  ordinary  circumstances  for  us  to 
have  increased  our  staff  in  nearly  the 
same  proportion,  but  what  do  we  find  ? 
Not  only  has  our  staff  of  employees  not 
increased,  but  we  have  actually  5  per 
cent.  less.  While  this  has  worked  out 
greatly  to  our  advantage,  it  has  also 
worked  to  the  advantage  of  our  em- 
ployees, although,  as  I  say,  our  staff  has 
not  increased,  our  payroll  has  increased 
60  per  cent.,  so  that  the  average  em- 
ployee in  our  store  to-day  is  receiving 
60  per  cent,  more  than  he  or  she  re- 
ceived in  1915. 

How  Merchants  Can  Co-operate 

There  are  many  ways  in  which  the 
merchants  of  Montreal  could  economize 
by  co-operating. 

For  instance:  A  credit  bureau  of  in- 
formation could  be  established  where  a 
black   list   of   people    who    will    not   pay 


their  accounts  could  be  kept.  There  are 
a  number  of  people  in  Montreal  who 
seem  to  make  a  hobby  of  beating  the 
department  stores.  They  start  at  one 
end  of  St.  Catherine  Street  and  open  an 
account;  buy  all  they  can  and  stall  off 
the  payment.  When  this  store  shuts 
down  on  them,  they  travel  on  to  the 
next.  Most  of  these  people  are  well  able 
to  pay  if  they  would,  but  the  fact  that 
the  merchants  have  no  organization 
which  compels  them  to  pay    before  they 


can  get  merchandise    at    another    store, 
encourages  them  to  continue. 

I  know  of  a  city  where  the  merchants 
within  a  certain  district  have  combined 
thei  advertising  and  send  out  weekly  or 
daily  a  circular  to  every  home  in  the 
city,  in  which  all  of  their  advertisements 
appear.  By  doing  this  they  have  re- 
duced the  cost  of  advertising  and  have 
made  the  district  in  which  they  are 
located  the  central  shopping  district  of 
the  city. 


Developing  Sporting  Goods  Trade 

Other  Stationers-May  Profitably  Adopt  Suggestions  Afforded 

by  the  Methods  Pursued  by  a  Live 

Oshawa  Firm 


In  considering  the  possibilities  of  sport- 
ing goods  trade,  other  stationers  may  well 
take  a  leaf  from  the  experiences  of  Hen- 
derson Bros.,  of  Oshawa.  They  are  both 
members  of  the  Golf  Club  there  and  as  a 
result  they  do  a  remarkably  good  busi- 
ness in  golfers'  requirements,  which  are 
numerous  and  yield  good  prices  with  very 
satisfactory  profits.  The  Hendersons 
take  an  active  interest  in  the  progress  and 
well-being  of  other  sporting  organizations 
as  well,  and  as  a  result  of  this  same  policy 
they  do  a  remarkably  fine  business  in  the 
various  branches  of  sporting  goods  trade 
and  get  a  lot  of  good  fun  and  enjoyable 
association  with  the  young  people  of  the 
town  in  their  ventures  afield  and  their 
deeds  of  prowess  which  are  keeping  that 
good  little  city  well  to  the  fore  in  the 
athletic  world,  as  for  instance,  Oshawa's 
recent  participation  in  Ontario  Hockey 
Association  championship  finals,  losing 
out  only  after  a  drawn  score  in  the  two 


Oshawa.  At  this  point  it  is  well  to  say 
something  about  the  suitability  of  the  sta- 
tionery stores  in  the  towns  for  selling 
sporting  goods.  The  hardware  stores  are 
making  a  big  bid  for  sporting  goods  trade 
in  some  towns,  but  is  this  line  any  more 
suitable  for  hardware  store's  than  for  sta- 
tionery stores?  In  some  quarters  there 
is  a  tendency  to  ridicule  the  practice  of 
handling  goods  other  than  books  and  sta- 
tionery in  a  bookstore,  and  that  attitude 
may,  possibly,  be  the  right  one  to  assume 
as  regards  bookstores  in  cities.  But  in 
towns,  the  small  towns  especially,  it  is 
necessary  for  the  merchant  selling  books 
and  stationery  to  sell  other  lines  as  well 
in  order  to  make  a  living  and  it  is  a  good 
thing  for  any  town  to  have  a  bookstore, 
even  though  it  does  carry  innumerable 
items  besides  books,  rather  than  to  have 
the  book  and  stationery  requirements  of 
the  populace  cared  for  as  an  adjunct  of 
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Suggestion  for  a  Baseball  Window 


final  home-and-home  games,  played  with 
the  redoubtable  Collingwood  puck  chas- 
ers. 

What  Henderson  Bros,  do,  any    other 
sporting  goods  dealer  can  do,  circumscrib- 
ed only  by  the  smaller  scope  available  to 
those   in   towns  of  less   population   than 
79 


a  general  store  with  all  that  that  implies. 
So  the  advocacy  of  such  departments  as 
sporting  goods  is  indulged  in  by  the  writer 
as  being  ".good  business"  and  the  thing 
to  be  desired  is  that  this  branch  of  the 
business  may  be  more  aggressively  and 
more  efficiently  developed. 
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Post  Cards  .nrt  Cards 


Calendars 
arixl  Gift  Novelties ' 


PICTURE  "HITS" 

Picture  "hits"  are  not  always  unfore- 
seen or  unexpected  developments.  An 
instance  of  confidence  in  a  subject  be- 
fore publication  is  the  picture  entitled 
"Her  Gift"  published  about  five  years 
ago.  The  publishers  of  this  subject  con- 
fidently felt  that  they  had  a  picture 
which  would  prove  to  be  a  very  large 
seller  and  how  well  that  confidence  was 
placed  is  attested  by  the  fact  that  this 
subject  proved  to  be  one  of  the  best  sell- 
ing pictures  ever  published. 

Another  instance  of  the  ability  on  the 
part  of  the  publisher  to  accurately  judge 
of  the  selling  qualities  of  a  subject  be- 
fore placing  it  on  the  market  is  the  re- 
cent publication  by  a  New  York  publish- 
ing house  of  the  subject  entitled  "A 
Little  Heaven  on  Earth."  In  an  in- 
terview they  state  that  an  infinite  amount 
of  time  was  devoted  to  the  painting  of 
this  subject  and  as  much  thought  was 
given  to  the  selection  of  the  title.  The 
publishers  state  that  they  spared  neither 
time  nor  effort  in  the  reproduction  of  the 
original  and  as  many  as  four  engrav- 
ings were  produced  before  the  final  sel- 
ection was  made. 

NEW  GREETING  CARDS 

"Broderie  D'Art"  is  the  name  given 
to  a  new  series  of  greeting  cards  intro- 
duced in  the  Raphael  Tuck  line  as  being 
shown  by  Richard  Wellard  who  was  in 
Toronto  at  the  King  Edward  last  month. 
These  new  art  embroidery  cards  make 
a  very  pleasing  appearance  and  are  a 
novel  departure  from  the  familiar 
"straights"  in  greeting  cards.  The  same 
may  be  said  of  the  "Arabesque"  New 
Year's  greeting  series  and  the  Pot  Pourri 
screens,  which  combine  the  art  embroid- 
ery effect,  a  calendar  and  a  greeting  in 
pleasing   verse. 

Other  features  in  the  line  are  the 
hand  colored  gravure  reproductions  of 
old  paintings,  oil  "fac-sims"  and  a  de- 
licately beautiful  series  known  as  the 
"India  Print"  greeting  cards.  Patriotic 
cards  of  course  are  quite  prominent 
and  outstanding  numbers  are  greeting 
cards  with  miniature  reproductions  of 
the  famous  war  picture  "The  Consoler." 

TRADE  NEWS 

"Zag-zaw"  puzzle  pictures  are  being 
produced  in  augmented  numbers  and 
sizes.  These  by  the  way,  are  having  a 
great  call  for  sending  to  convalescent 
soldiers  in  hospitals. 

A   WORD  ABOUT  PRINTS 

The  supremacy  of  the  oil  painting  as 
a  form  of  art  has  vanished  and  to-day 
it  must  hold  its  own  with  other  expres- 
sons  of  artistic  creation,  among  which 
the  print — whether  it  be  etching,  en- 
graving, mezzotint,  lithograph  or  the 
colored  wood  engravings  of  Japan — holds 


an  important  place.  The  present  popu- 
larity of  Japanese  prints  is  far  in  ex- 
cess of  their  appeal  when  produced,  and 
is  almost  without  precedent.  Their  ori- 
ginal use,  as  advertisements,  fashion 
plates,  fire  screens  or  colored  broad 
sheets,  was  most  plebeian;  and  the 
themes  portrayed,  whether  popular  act- 
ors, fashionable  courtesans,  landscapes 
of  great  highroads  of  national  travel  or 
the  famous  spots  of  popular  recreation, 
were  most  familiar.  But  the  Japanese 
are  so  artistic  a  people  that  those  things 
which  to  them  were  commonplace  they 
have  immortalized  among  the  most 
beautiful  things  of  all  time.     We  remain 


cold  before  everyday  scenes  painted  by 
our  own  artists,  but  a  similar  scene  with 
the  atmosphere  and  peculiar  customs  of 
another  country  appeals  to  us  for  its  ab- 
stract beauty,  which,  in  the  case  of  the 
Japanese,  is  rhythm  of  line  and  color. 
Many  who  at  first  buy  Japanese  prints 
merely  for  their  decorative  value  in  fur- 
nishing the  home,  or  for  a  casual  liking 
for  a  certain  type  of  landscape,  come  "in 
the  course  of  years  to  an  unmeasured 
delight  in  the  whole  body  of  prints  and 
eventually  find  in  them  a  unique  source 
of  repose  and  exaltation." — Chicago 
"News." 


How  to  Speed  Up  Gift  Sales 

Every  Day  is  Somebody's  Birthday — Effective  Suggestion  Will 

( 'rente  New  Business 


WHILE  next  Christmas  trade  is 
what  the  merchant  has  chiefly 
in  mind  in  the  buying  he  is  doing 
to-day,  he  should  not  overlook  the 
"every  day"  element  in  gift-giving.  For 
instance,  every  day  is  somebody's  birth- 
clay,  and  it  doesn't  always  need  the  in- 
spiration of  a  natal  celebration  to  inspire 
a  person  to  make  a  presentation  to  a 
relative,  friend  or  sweetheart. 

The  dealer  can  speed  up  sales  by 
keeping  this  gift-giving  idea  before  the 
public  in  the  form  of  suggestions.  Here 
for  instance  is  a  table  that  will  be  found 
to  be  a  good  business-bringer  if  effec- 
tively used  as  a  display  card  in  the  show 
window,  inside  the  store,  in  newspaper 
advertising  and  as  an  enclosure  going 
out  with  letters: 

GUTS    FOR    HER 
Writing     Folios  Jewel    Cases 

Sewing     Cases  French    Ivory 


Purses 

Traveling     Bags 
Overnight   Bates 
Stationery 
Tourist    ('. 
Candlesticks 
Pottery 

Electric    Lamps 
Carafes 

Knitting     Hags 
Putf  Cases 
Glassware 
Address    Books 


Manicure    Sets 
Wicker   Baskets 
Boudoir    Slippers 
Candy  Box  and   Urni 
Incense    Burners 
Pictures 
Bud    Vases 
Japanese    Trays 
Bird   Cages 
Fancy    Cake   Boxes 
Desk    Sets 
Wardrobe    Trunks 
Music    Cases 


GIFTS    FOR   HIM 


Toilet    Cases 

Traveling    Bags 

Collar    Bags 

Belts 

Bill    Books 

Suit    Cases 

Poker    Sets 

Cigar   Cases 

Pullman    Slippers 

Cigar   and    Ash   Trays 

Desk   Sets 

Eversharp    Pencils 

Military     Brushes 

Folding    Mirrors 

Card    Sets 


Pass    Cases 
Cigarette    Cases 
Portfolios 
Shine     Boxes 
Manicure   Sets 
Wardrobe    Trunks 
Flasks 
Tool    Kits 
Umbrellas 
Automobile    TCobes 
Humidors 
Handy    Boxes 
Wallets 
Restaurant    Kits 


Ladies'  Purses  for  Senators 

Auditor  Asks  Why? 


w; 


'HY  shouldn't  the  local  dealers  in 
each  constituency  have  the  oppor- 
tunity of  getting  in  on  the  busi- 
ness of  selling  ladies'  handbags  to  Sena- 
tors? 

Newspaper  despatches  tell  of  Auditor- 
General  Fraser's  report  containing  one 
item  relating  to  stationery  supplies  for 
the  Senate,  including  100  ladies'  hand- 
bags at  $8  each  and  40  ladies'  purses  at 
$5.50  each. 

Mr.  Fraser  wrote  to  the  Clerk  of  the 
Senate,    asking    for    what    purpose   these 


The  Only  Way 

THE  way  to  increase  the  busi- 
ness in  Pictures  and  Frames 
is  to  increase  the  public  interest 
in  Pictures.  It  is  up  to  the  manu- 
facturer and  wholesale  and  retail 
dealer  to  keep  pictures  before  the 
public  that  they  influence. 


were  ordered,  and  to  whom  they  were 
supplied — "these  articles  appear  to  be 
out  of  the  ordinary  run  of  stationery 
supplied    for    Government   purposes." 

To  this  pertinent  request  from  the 
"watchdog  of  the  Treasury,"  the  Deputy 
Clerk  of  the  Senate  replied  that  "the 
articles  referred  to  were  purchased  and 
distributed  on  the  authority  of  the  Sen- 
ate," and  that  "the  matter  of  the  distri- 
bution of  supplies  is  purely  within  the 
economy  of  the  Senate,  and  subject  to  its 
control  only." 

In  other  words,  the  Auditor-General 
was  told  politely  but  firmly  not  to  butt 
in,  and  that  the  upper  wing  of  Parlia- 
ment ran   its  own  show. 

Just  to  what  State  use  the  Senators — 
especially  the  bachelor  ones — put  the 
$800  worth  of  ladies'  bags  and  the  $200 
worth  of  ladies'  purses  must  be  left  to 
the  imagination  of  the  war-time  taxpay- 
ers. 


80 


$9,000  Worth  of  Business  on  Dollar  Day 

Merchants   of  Lindsay  Pleased  With   Results  of  Activity  of  One  Day — Twenty  Prizes 
Given — Stirs  Up  Trade  in  an  Otherwise  Quiet  Period 


THE  value  of  Dollar  Day  as  a 
method  of  injecting  new  life  into 
the  buying  section  of  the  local  com- 
munity has  long  since  been  proved  in 
Ontario  cities  and  towns.  Perhaps  in 
none  of  these  has  it  more  firmly  rooted 
itself  as  an  effective  attraction  of  busi- 
ness than  in  the  town  of  Lindsay,  Ont. 
Merchants  of  this  town  realize  that  some- 
thing is  necessary  to  arouse  people  from 
the  state  of  mental  inertia  into  which 
they  unconsciously  fall  during  the  winter 
months,  and  they  therefore  do  their 
utmost  to  reach  everyone  in  the  district 
with  news  of  special  bargains  on  Dollar 
Day. 

This  day  is  an  annual  event  in  Lind- 
say and  is  generally  held  at  the  first 
sign  of  approaching  Spring.  For  this 
reason  it  is  possible  for  dealers  to  make 
a  good  start  on  their  new  spring  and 
summer  stocks. 

How  the  Plan  Works  Out 

As  worked  out,  the  plan  is  this:  On 
Dollar  Day  each  purchaser  of  a  dollar's 
worth  of  merchandise  in  any  store  in  the 
campaign  secures  a  coupon.  These  cou- 
pons are  all  turned  in  to  the  local  news- 
paper office,  where  they  are  shaken  up 
and  draws  made  by  a  certain  assigned 
individual.  The  holders  of  the  lucky 
coupons  receive  the  prizes,  of  which 
there  are  thirty-nine.  The  prizes  are  all 
given  in  money,  the  highest  individual 
award  being  $20. 

In  addition  to  this  prize  there  is  a 
further  award  of  $10  in  cash  to  the  per- 
son who  identifies  the  Dollar  Man  in  a 
local  store.  This  elusive  personage  is  a 
stranger  to  the  townspeople  and  spends 
the  day  among  the  local  stores.  Mr. 
Dollar  is  claimed  to  be  absolutely  hon- 
est and  will  therefore  admit  his  identity 
provided  he  is  properly  approached. 

The  whole  inspiration  of  the  move- 
ment is  to  draw  trade  to  the  town  for 
the  day  and  also  to  encourage  the  pur- 
chase of  articles  in  stores  of  each  class. 
A  list  of  stores  appearing  in  the  local 
daily  newspaper  tells  which  merchants 
are  giving  their  support  to  the  move- 
ment. This  gives  local  dealers  some 
publicity  among  the  townspeople  in  addi- 
tion to  any  increased  revenue  derived 
from  the  business  transacted  on  the  day. 

The  town  of  Lindsay  is  a  recognized 
agricultural  centre,  located  in  a  rich 
farming  district.  For  this  reason  hard- 
ware dealers  make  a  special  feature  of 
lines  required  by  this  class  of  trade. 
Horse  clippers,  blankets  and  other  stable 
requirements  are  generally  foremost 
lines. 

Bargain  Prices  Quoted  Through  Press 

In  order  to  cover  the  widely  distributed 
district  with  news  of  the  bargains  offered 
for  Dollar  Day,  it  is   necessary  for  the 


Sample  of  attractive  price    card  used  by  Edwards  <£- 

Rose  in  furthering  their  Dollar  Day  sales.     The  card 

was  printed  in  red  and  blade.      Price  cards  were  an 

important  feature  in  placing   the  wares   before   the 

customers   on   that    occasion. 


FOR 
$1.00 
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town  merchants  to  do  considerable  adver- 
tising in  the  local  papers.  These  ads. 
offer  real  bargains,  which  secure  a  tre- 
mendous day's  business  for  Dollar  Day. 
Customers  are  induced  by  the  bargain 
prices  to  stock  up  on  such  lines  as  are 
featured,  for  the  prices  allow  of  buying 
close.  A  big  array  of  bargain  articles 
are  enumerated  in  the  ad.  at  prices  much 
below  the  regular  quotations. 

Value  of  Dollar  Day 

The  chief  benefit  accruing  to  the  Lind- 
say hardware  dealers  from  Dollar  Day 
lies  in  bringing  large  numbers  of  custom- 
ers to  the  stores  from  the  district  sur- 
rounding the  town.  The  sale  is  of  little 
monetary  value,  for  the  bargains  offered 
represent  real  price  reductions.  The 
town  dealers  state  that  in  a  sale  such  as 
that  of  Dollar  Day  good  value  has  to  be 
given.  No  attempt  is  made  to  cut  prices 
on  certain  articles  in  order  to  draw  trade 
for  other  lines  on  which  a  good  profit  can 
be  realized.  In  addition,  all  the  articles 
figuring  in  the  sale  are  of  a  useful  char- 
acter. In  their  purchase  each  customer  is 
saved  a  little  money  by  purchasing  on 
DoHar  Day.  The  increased  amount  of 
business  transacted  compensates  the 
dealer  for  the  slightly  better  prices  of- 
fered and  the  stores  are  brought  into 
closer  contact  with  those  from  whom  they 
have  to  look  for  future  trade. 

The  chief  benefit  from  Dollar  Day  sale 
is  in  setting  apart  one  day  on  which 
townspeople  and  those  from  the  outlying- 
districts  will  be  impelled  to  come  to  town 
to  take  advantage  of  the  bargain  prices 
and  play  a  part  in  the  general  enthusiasm 
which  pervades  every  individual  and 
every  merchant  on  the  big  day  of  the 
year. 

Evidence  of  the  interest  taken  in  the 
sale  is  found  in  the  fact  that  of  13.000 
coupons  issued  to  the  merchants  of  the 
town,  9,000  were  turned  in  to  the  local 
newspaper  office  where  they  were  well 
shuffled  and  the  lucky  coupons  drawn 
foi-th.  On  the  basis  that  each  coupon 
represented  $1  purchase  this  result  would 
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justify  the  most  sanguine  expectations 
for  the  Dollar  Day  sale,  representing  as 
it  does  that  purchases  of  $9v000  or  more, 
were  made  among  the. local  dealers  in  one 
day  of  business.  This  is  indeed  a  record 
for  a  town  of  the  proportions  of  Lindsay 
and  indicates  that  in  this  instance  Dollar 
Day  is  an  event  of  great  importance  to 
the  local  merchants. 


AS  THE  LAWYERS  EXPRESS  IT 

If  a  man  were  to  give  another  an 
orange  he  would  simply  say,  "I  give  you 
this  orange";  but  when  the  transaction 
is  entrusted  to  a  lawyer  to  put  in  writing 
he  adopts  this  form:  "I  hereby  give  and 
convey  to  you,  all  and  singular,  my  estate 
and  interests,  right,  title,  claim  and  ad- 
vantages of  and  in  said  orange,  together 
with  all  its  rind,  juice,  pulp  and  pits,  and 
all  rights  and  advantages  therein,  with 
full  power  to  bite,  cut,  suck  and  other- 
wise eat  the  same,  or  give  the  same 
away  with  or  without  the  rind,  skin, 
juice,  pulp  or  pits,  anything  hereinbefore 
or  hereinafter  or  in  any  other  deed,  or 
deeds,  instrument  or  instruments  of 
whatever  nature  or  kind  so  ever  to  the 
-ontrary  in  any  wise  notwithstanding." 

LISTS  RECEIVED 

From  Boorum  &  Pease  Co.,  New  York, 
come  two  pamphlets,  showing  additions 
affecting  the  firm's  retail  price  list  of 
blank  books  and  the  abridged  catalogue 
No.  6,  the  other  being  a  dealer's  net 
price  list  on  handbill  pads,  steno- 
graphers' note  books-  and  bank  pass 
books. 

Owing  to  changing  conditions  rela- 
tive to  book  production  a  constant  re- 
vision of  catalogues  as  regards  prices, 
cancellations,  etc.,  becomes  necessary.  In 
keeping  with  this  Cassel  &  Co.  have 
issued  a  complete  new  catalogue  of  136 
pages,  including  a  splendid  new  list  of 
spring  publications  for  the  present  year. 


Price  Cards  Help  the  Salesmen 

Salesmen's  Work  More  Effective  With  Less  Effort  if  Goods  Are  Priced  —  Increase 
Value  of  Window  Display— Inquiry  Reveals  This  Fact— 5  and  10  Cent 
Tables  Examples  of  Success  of  Use  of  Price  Cards 


WHY  do  many  booksellers  to 
the  detriment  of  their  own  trade 
neglect  or  refuse  to  place  price 
cards  on  the  articles  they  display  in 
their  stores  and  windows  ?  Can  it  be 
that  they  are  not  convinced  of  the  fact 
that  their  chances  of  making  a  sale  of 
a  priced  article  are,  to  put  it  moder- 
ately, at  least  twice  as  great  as  with 
the  same  article  on  which  no  price  ia 
shown  ?  Do  they  imagine  that  by  not 
exhibiting  a  price  they  will  induce  the 
prospective  customer  to  come  in  and 
make  the  enquiry  and  that  they  will 
then  have  a  better  opportunity  of  mak- 
ing a  sale?  Or  do  they  believe  that 
the  average  customer  objects  to  the 
general  public  being  made  familiar  with 
the  price  of  the  article  he  is  purchas- 
ing? Taking  the  latter  idea  first,  there 
is  this  much  to  be  said  for  it,  that  in 
the  case  of  a  dry  goods  merchant  sell- 
ing ready-to-wear  clothing  or  millinery 
it  might  have  some  show  of  reason. 
Mrs.  Jones  may  object  to  be  seen  in  a 
costume  which  all  her  friends  will  rec- 
ognize having  seen  in  Messrs.  Togem- 
up's  ticketed  at  $24.95.  Or  Mrs.  Brown 
may  feel  some  diffidence  in  showing  off 
an  article  of  headgear  which  the  femi- 
nine portion  of  the  community  will  at 
once  remember  as  an  attractive  display 
feature  of  Messrs.  Chapeau's  recent 
spring   millinery  show  marked   at  $6.98. 

Exceptional  Cases  Are  Outlined. 

It  is  not  our  purpose  here  to  pause 
and  enquire  whether  these  ladies'  aver- 
sion to  publicity  in  the  matter  is  due 
to  the  fact  that  they  may  have  consid- 
ered the  articles  referred  to  a  bargain  at 
the  price  and  would  have  liked  them  to 
pass  for  having  cost  more  than  they 
really  did,  or  whether  their  reluctance 
to  wearing  priced  goods  would  have 
been  equally  strong  had  those  prices 
been  far  beyond  what  any  of  their 
friends  would  have  been  able  to  pay. 
Suffice  it  to  say  that  in  such  cases  there 
would  be  some  justification  for  the  dry 
goods  merchant  refraining  from  publicly 
marking  the  price  of  his  wares. 

In  the  case  of  the  bookseller,  how- 
ever, this  argument  will  not  apply.  His 
goods  are  not  articles  of  apparel  but 
are  as  a  general  rule  articles  which  are 
used  in  or  about  the  home,  and  except' 
possibly  in  the  case  of  such  articles  as 
might  be  purchased  to  give  away  as 
presents  no  objection  to  the  price  being 
known  could  possibly  arise. 

Goods  Not  Marked  to  Bring  in  Cus- 
tomers. 

Let  us  then  take  the  other  sugges- 
tion— that  the  article  not  being  priced 
may  lead  the  customer  to  come  in  and 
enquire  the  price.     This  may  be  true  of 


the  man  who  has  practically  decided  to 
purchase  and  who  would  have  come  in 
in  any  case  whether  the  article  were 
ticketed  or  not,  but  this  is  not  the  man 
you  wish  to  get  by  your  window  dis- 
play. The  man  you  wish  to  secure  as 
a  customer  is  the  man  who  when  he 
started  out  had  no  intention  of  pur- 
chasing, but  who,  on  seeing  the  article 
displayed,  recognized  his  need  of  it  or 
his  ability  to  make  use  of  it  and,  find- 
ing the  price  within  his  means  and  rea- 
sonable, decides  then  and  there  to  buy. 
.How  many  men  thus  situated  would 
take  the  trouble  to  enter  and  make  an 
enquiry  as  to  price?  Is  it  not  natural 
for  a  man  to  feel  that  the  price  may 
possibly  be  higher  than  he  expected,  in 
which  case  he  would  have  to  leave  with- 
out making  the  purchase.  It  is  an  un- 
doubted fact  that  many  men,  and  women 
too,  feel  that  way  in  asking  the  price 
of  an  article.  They  feel  that  the  fact 
of  their  not  purchasing  is  equivalent 
to  an  expression  of  opinion  that  the 
price  is  too  high.  In  actual  experience 
it  frequently  happens,  however,  that  the 
price  is  actually  less  than  they  expect- 
ed and  less  than  they  are  willing  to  pay. 

Lack  of   Price  Cards  Delayed  This 
Purchase. 

The  writer  has  in  mind  a  case  in  point 
in  which  a  hardware  store  was  making 
in  one  window  a  feature  of  children's 
toys.  For  several  months  a  nearby  resi- 
dent was  continually  passing  the  store 
with  his  little  girl,  to  whom  the  window- 
display  was  a  source  of  great  attraction, 
and  she  frequently  asked  for  one  par- 
ticular toy.  As  no  price  was  shown, 
however,  and  as  her  father  was  under 
the  impression  that  the  toys  were  some- 
what expensive,  it  was  some  time  before 
her  persistency  gained  the  day  and  an 
enquiry  was  made  as  to  prices.  Much 
to  his  astonishment,  the  father  found 
that  the  cost  of  the  various  toys  was 
not  much  more  than  half  what  he  ex- 
pected they  would  be,  with  the  result 
that  the  child  was  made  happy  forth- 
with, and  since  then  has  been  a  regular 
recipient  of  toys  from  the  store.  In  this 
case  the  eventual  result  was  satisfactory 
to  the  bookseller,  but  how  many 
sales  may  he  not  have  missed  by  people 
who  might  have  bought  had  they  known 
the  prices,  but  who  would  not  go  out 
of  their  way  to  enquire. 

Increasing  Effectiveness  of.  Window 
Display. 

Of  course  a  store's  regular  custom- 
ers would  show  no  diffidence  in  asking 
prices,  and  to  the  merchant  who  is  con- 
tent with  the  customers  he  already  has 
and  has  no  wish  to  extend  his  trade  it 
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may  not  be  so  necessary  to  price  goods 
as  it  is  for  the  go-ahead  man  who  is 
desirous  of  adding  to  his  clientele.  But 
the  show  window  should  be  one  of  the 
bookseller's  chief  agents  in  securing 
fresh  customers  and  if  he  exhibits  goods 
therein  without  showing  any  prices  he 
is  neglecting  to  make  full  use  of  it  to 
that  end.  For  every  one  person  who 
will  enter  to  enquire  the  price  of  an 
unmarked  article  there  will  be  at  least 
five  persons  who  would  feel  interested 
to  know  the  price  but  who  will  not  take 
the  trouble  to  enter  the  store  specially 
to  find  out  what  it  is;  and  the  mer- 
chant thus  misses  five  chancer  of  secur- 
ing a  fresh  customer  for  every  one 
chance  secured  through  not  marking  the 
price. 

Statement  Based  on  Inquiry. 

This  may  seem  an  arbitrary  statement 
but  it  is  based  upon  enquiry  made  of 
25  different  people  as  to  their  attitude 
in  such  a  matter. 

The  question  put  to  these  25  persons 
was:  "Supposing  you  saw  in  a  store 
window  an  article  of  which  you  were 
not  in  actual  need  but  which  you  would 
like  to  have,  and  no  price  were  marked 
on  it,  would  you  go  in  to  enquire  the 
price?"  Of  the  25  replies  only  two 
were  a  direct  "yes";  four  were  doubt- 
ful and  the  remainder,  variously  ex- 
pressed, amounted  to  a  negative.  Ex- 
tended enquiry  would  no  doubt  produce 
replies  to  the  same  effect  in  about  the 
same    proportion. 

5c,  10c,  15c  Tables  Examples  of  Success 
of  Price  Cards. 

A  lesson  may  well  be  learned  from 
the  department  stores  in  this  respect. 
Consider  the  number  of  small  articles 
usually  sold  in  bookstores  at  any  price 
from  5c  to  25c.  In  the  department 
stores  they  are  displayed  on  tables  and 
ticketed  5c,  10c,  15c,  or  whatever  the 
price  is,  and  any  woman  walking 
through  the  department  will  invariably 
notice  at  least  two  or  three  articles 
which  she  needs,  and  in  the  majority  of 
cases  will  stop  to  purchase  them.  But 
suppose  they  were  not  price-ticketed  and 
it  were  necessary  for  her  to  enquire 
the  price,  the  chances  are  that  she 
would  pass  them  by.  And  the  point 
for  the  bookseller  to  notice  in  this 
connection  is  that  he  can  sell  all  these 
utensils  at  the  same  price  as  the  de- 
partment store  and  make  a  good  profit 
out  of  them.  Occasionally  the  depart- 
ment store  may  mark  one  particular 
article  down  to  draw  attention,  out  this 
is  quite  exceptional.  The  great  majority 
of  articles  of  this  nature  sold  bear  their 
full  margin  of  profit. 


Something  New  for  the  Cardwriter 

A  Series  That  Will  Give  Ideas  and  Instructions  for  the  Cardwriter  Who  Has  Already 

Mastered  the  Rudiments  of  the  Work. 


By  Robt.  T.  W.  Edwards 


OUR  last  lesson  was  the  first  of  a 
series  of  show  card  lessons  which 
is  being  published  for  the  sole  pur- 
pose of  showing  our  readers  just  what 
Toronto  cardwriters  are  doing.  As  we 
stated  then  in  the  last  year  the  card- 
writers  of  this  city  have  struck  a  new 
note  in  the  various  designs  and  styles 
of  letter  formation  used.  The  latter  is 
the  more  noticeable  and  it  is  to  this 
branch  that  we  are  paying  the  most  at- 
tention. It  is  necessary  that  cardwriters 
should  change  their  style  of  letter  for- 
mation from  time  to  time  in  order  to 
prevent  their  cards  from  becoming  stale. 
You  must  abstain  from  ordinary  t\pe 
formations  or  your  work  will  be  merely 
commonplace.  This,  at  least,  appears 
to  be  the  idea  of  the  "new  blood"  card- 
writers  who  have  come  to  Toronto,  men 
whose  methods  the  Toronto  merchants 
have  taken  to  very  readily,  with  the  re- 
sult that  their  work  is  seen  up  and  down 
our  main  thoroughfares  and  in  the  win- 
dows of  our  most  up-to-date  stores. 

There  is  a  large  variety  of  styles  both 
of  single  stroke  and  outline  letter  for- 
mation, all  of  which  have  that  little 
touch  of  originality  which  adds  life  to 
the  show  card. 

Last  month  we  illustrated  a  double 
stroke  or  outline  letter  on  which  were 
used  various  forms  of  shading  and  high- 
lighting. This  month,  however,  we  are 
featuring  a  very  neat  single  stroke  letter 
which  will  be  a  valuable  addition  to  our 
alphabet  collection. 

This    alphabet   is    of   a      thin      stroke 


Practice   Chart  — 


formation  and  yet  is  more  legible  than 
many  letters  of  much  heavier  stroke.  Of 
course  this  type  is  not  used  for  large 
cards  but  should  be  kept  for  the  better 
grade  of  show  card  which  might  be  used 
for  fashion  displays  or  showings  of  new 
spring  goods. 

The  biggest  feature  about  this  alpha- 
bet is  the  variety  of  forms  you  can 
change  the  letters  into  without  losing 
the  character  of  the  lettering;  a  few  of 
these  instances  can  be  seen  if  you  com- 
pare the  chart  with  the  three  completed 
cards.  Take  for  instance,  "F"  in  the 
lower  case  card.  Compare  that  letter 
with  the  F  appearing  on  the  spring 
wear  card.  Here  is  shown  the  letter  on 
the  slant  to  the  right  and  the  cross  bar 
or  stroke  3  parallel  with  the  guide  line. 
Or  for  another  instance  take  the  F  of 
the  vegetable  card.  Here  you  have  the 
letter  made  in  the  upright  form  but 
stroke  3  crosses  stroke  1  at  an  angle. 

The  G  also  of  the  lower  case  can  be 
made  in  many  styles  without  losing  the 


character  of  the  letter.  Compare  the 
various  styles  used  on  the  three  cards 
with  the  one  shown  on  the  chart  and  you 
have  only  a  few  of  the  many  that  can  be 
made. 

The  next  one  to  mentipn  and  one  which 
is  played  upon  a  great  deal  is  the  letter 
S.  This  letter,  when  worked  up  on  a 
show  card  can  be  formed  in  a  variety  of 
ways  and  these  forms  all  depend  upon 
what  the  letters  next  to  them  will  allow. 
As  you  see,  the  chart  only  shows 
an  evenly  balanced  letter,  but  a 
study  of  the  three  show  cards  gives 
you  many  ideas  of  how  to  work  in  this 
letter.  For  instance  the  "vegetable" 
card  in  two  instances  shows  how  the 
lower  section  of  this  letter  can  be 
brought  below  the  lower  guide  line  and 
underneath  the  letter  to  its  left — all 
without  changing  its  individuality.  The 
two  "S's"  on  the  housecleaning  card 
show  the  top  of  this  letter  or  stroke  1 
extending:  much  to  the  right  of  the  rest 
of  the   letter. 
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B  (>  ()  K  S  E  L  L  E  R    AND    S  T  A  T  I  ()  N  K  R 


I IOUSG 

Cleaning 


These  are  only  three  of  the  letters 
which,  upon  practice,  you  will  find  can 
be  made  in  other  forms  that  are  shown 
here.  Of  course  if  you  are  a  beginner 
it  will  be  advisable  for  you  to  keep  to 
the  chart  formations  for  a  Ion?  time 
because  when  you  have  mastered  them 
you  will  have  done  a  big  work.  If  you 
have  been  a  follower  of  these  lessons 
for  some  time  back  you  will  remember 
what  was  advised  in  regard  to  the 
method  of  handling  the  brush.  However, 
for  this  lesson  at  least  we  are  goin<i  to 
make  a  slight  change  in  this  method. 
Previously  we  advised  you  to  hold  your 
brush  at  a  writing  angle,  but  for  this  wv 
shall  ask  you  to  hold  the  brush  at  right 
angles  with  the  card  you  are  working 
on.     The  reason  for  this  is  it  gives  you 


a  better  control  of  the  brush  for  making 
this  type  of  lettering.  You  must  get 
right  up  on  the  end  of  the  brush  and 
keep  the  brush  well  filled  with  color, 
which  should  be  slightly  thicker  than 
what  is  commonly  used.  Work  with  a 
free  arm  movement  and  don't  cramp 
your  fingers  up. 

When  you  have  mastered  the  method 
of  formation  and  the  handling  of  the 
brush  then  it  only  remains  for  you  to 
practise  and  of  this  you  cannot  do  too 
much,  providing  always  that  you  arc 
working  in  the  right  direction. 

For  practice  work   rule   out   a     blank 
card   with   the   guide   lines   as   shown    in 
the   practice   chart   and      select     various 
strokes   or  combinations   of  stroke*   an 
practice  them  until  each  is  perfect.    You 


ooyles 
Corre,ck 


vJ 


Our  , 

Car\ned  Uoogf 
ej~e  very  r\ice 


v 


irVi\\( 
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c:m  go  all  over  each  letter  in  this  way 
and  you  will  find   it  very  helpful. 

The  upper  case  of  the  'chart  shows  a 
great  many  plain  lines  which  it  should 
not  be  hard  to  master.  Balance  up  each 
letter  properly  and  don't  forget  that  all 
strokes  should  be  the  same  width. 

A  feature  of  this  alphabet  is  that  the 
corners,  as  you  will  notice,  are  all  cut 
off  with  a  little  angle  stroke,  which  is 
very  effective  when  they  are  joined  up 
on  a  completed  show  card  as  you  will 
notice.  Care  should  be  taken  not  to 
spread  the  lettering  too  much  over  the 
surface  of  the  cards,  and  above  all  re- 
member to  show  plenty  of  white  back- 
ground to  make  the  lettering  stand  out 


SALESMANSHIP   AND   TURNOVER 

The  editor  of  Printer  and  Publisher 
makes  the  folowing  comments  on  the 
status  in  salesmanship  of  the  general 
run  of  Canadian  business  men: 

"Printers,  publishers,  manufacturers, 
retailers,  everywhere  in  Canada,  and  in 
multitudinous  numbers,  are  poor,  poor 
salesmen.  Their  failure  to  be  merchants 
like  Wanamaker  and  Timothy  Eaton  is 
due  in  part  to  a  lack  of  perception,  in 
part  to  the  common  or  garden  variety  of 
laziness,  and  in  part  to  a  keen  dislike  to 
separate  themselves  for  a  few  minutes, 
hours,  days,  months,  or  years,  from  the 
bawbees  they  have  extracted  from  their 
customers.  Canada,     and     the     whole 

world,  needs  to  be  taught  salesmanship, 
to  be  taught  that  it  is  turnover,  with  an 
adequate  net  profit  in  every  sale,  that 
makes  men  prosperous,  rich,  independent 
and  powerful. 

"The  world  is  ready  to  pay  prices  in 
which  there  is  an  adequate  net  profit  to 
all  who  serve  it.  The  world  wants  its 
servants  to  be  prosperous.  It  dislikes  to 
do  business  with  those  too  poor  to  give  a 
good  service.  This  truth,  applied  to  the 
printing  business,  means  that  the  world 
will   pay  printers  right  prices  for  print- 


ing, but  for  right  prices  paid  it  wants 
right  work  and  right  service.  The  printer 
who  demands  and  accepts  the  prices  of 
good  work  and  service  and  who  fails  to 
deliver' either  or  both  has  some  bumps 
coming  to  him.  Luring  the  horse  with  an 
empty  fieve  may  catch  him  once,  but  not 
always." 


DISPLAYING  RECORDS 

A  method  of  drawing  attention  to 
records  described  by  a  music  trade 
journal  is  to  hang  on  the  wall  of  the 
store  racks  containing  the  newest 
records.  Each  rack  holds  fifteen  records, 
five  in  a  row,  and  is  of  mahogany  trellis 
style.  The  chief  object  is  to  give  people 
an  opportunity  of  handling  records  be- 
fore they  are  demonstrated. 

"Somehow  or  other,  people  like  to 
examine  what  they  buy,  and  the  talking 
machine  record  is  no  exception  to  the 
rule,"  commented  the  dealer  who  has  in- 
troduced this  system.  "Under  this  rack 
plan,  it  will  be  possible  for  the  purchaser 
to  go  to  the  rack,  make  a  selection, 
examine  the  record,  and  then  ask  to  have 
it  played.  I  believe  the  possibility  for 
breakage  is  nil,  for  every  one  who  owns 
a  talking  machine  naturally  takes  great 
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care  in  handling  the  records.  The  same 
will  be  true  in  the  store  here.  By  bring- 
ing the  best  numbers  before  the  musical 
public,  interest  is  expected  to  be  aroused 
in  other  lines  of  records.  To  make  these 
racks  most  effective  we  will  place  them 
near  the  door  on  both  sides  of  the  walls. 
If  by  any  chance  a  customer  has  not  seen 
the  racks  on  entering,  and  is  leaving  with 
a  newly  purchased  record,  the  racks 
will  have  the  effect  of  drawing  attention 
to  the  newest  pieces  just  the  same,  and, 
we  hope,  will  result  in  additional  sales." 
The  same  idea  can  be  carried  out  in 
placing  one  of  these  racks  right  up 
against  the  display  window,  so  close  that 
passers  by  can  read  the  titles. 


"Three  of  the  best  illustrated  British 
magazines  are  received  here  regularly. 
They  contain  the  latest  war  pictures. 
You  are  welcome  to  drop  in  and  look 
through  them — no  charge,  and  no  at- 
tempt to  persuade  you  to  buy  anything." 
That  is  the  sign  prominently  displayed 
in  a  retailer's  window,  and  he  says  it  is 
responsible  for  bringing  a  lot  of  people 
into  his  store. 


Ad  Writing  and  Designing  Not  Difficult 

Illustrations  Very  Valuable  to  Tell  a  Story — Put  News  Into  Your  Advertisements- 
Study  of  Few  Type  Faces  Will  Help— Should  Learn  to  Prepare  "Dummy"  or 
"Layout" — Number  of  Words  to  Square  Inch — Advertising  a  Big  Subject 


By    John    C.    Kirkwood 


THE  average  retailer  isn't  very 
strong  on  advertisement-writing. 
This  isn't  his  line.  And  so  the  re- 
tailer dodges  the  preparation  of  adver- 
tisements. Some  retailers,  on  the  other 
hand,  take  keen  pleasure  in  the  pre- 
paration of  advertisements.  Both  the 
man  who  dislikes  and  the  man  who  likes 
preparing  an  advertisement  are  advised 
to  use  illustrations  to  take  the  place  of 
words. 

Illustrations  attract  the  eye.  By  their 
contrast  with  reading  matter  they  pull 
the  eye  to  them.  So  from  hi*-  point 
of  view  they  have  a  very  real  value. 
But  the  right  kind  of  illustrations  are 
suggestive  of  merchandise. 

Avoid   Foolish   Illustrations 

It  may  be  a  hammer  that  is  shown, 
or  a  lantern,  or  a  brush,  or  a  piece  of 
fur,  or  a  hand  bag,  or  a  man  wearing 
a  flaring  necktie.  Whatever  the  illus- 
tration may  be,  it  probably  speaks 
swiftly  to  many  persons  and  gets  their 
attention. 

Just  here  it  is  to  be  said  that  foolish 
illustrations  in  an  advertisement  distract 
the  attention,  and  so  defeat  the  purpose 
they  are  intended  to  serve.  One  fre- 
quently sees  humorous  illustrations  in 
country  weekly  newspapers,  used  by 
jewellers,  boot  and  shoe  dealers,  hard- 
ware dealers,  and  other  classes  of  re- 
tailers. Looked  at  ;  ritically  they  are 
really  out  of  joint  as  a  rule,  with  the 
text  or  message  of  the  advertisement. 
The  effort  to  relate  text  and  illustra- 
tion is  clearly  a  forced  and  unhappy  one. 
Illustrations  of  this  oort  can  be  left 
alone  with  advantage. 

Illustrations  Are  Easy  to  Get 

Illustrations  of  the  right  kind  can  be 
had  very  often  for  nothing — from  manu- 
facturers. The  great  majority  of  manu- 
facturers delight  to  supply  retailers  with 
electros.  Not  always,  however,  do  manu- 
facturers provide  retailers  with  the  elec- 
tros of  desired  size  and  character.  But 
if  the  retailer  puts  up  to  the  manufac- 
turer the  right  kind  of  request,  for  the 
right  thing,  the  manufacturer  will  prob- 
ably meet  the  retailer's  wishes. 

News  Advertisements  Kecjmmended 

The  best  type  of  advertisement  for 
the  hardware  dealer  is  a  straight  news 
advertisement — one  that  gives  leal  news 
about  goods  and  the  store's  service.  This 
is    the    simplest    and    easiest    advertise- 


ment to  write.  Readers — that  is  pros- 
pective buyers — want  just  plain  news, 
as  a  rule.  Very  few  readers  want  or 
will  give  time  to  fancy  writing,  or  to 
empty  gush,  or  to  bald  generalities.  Nor 
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do  they  want  to  be  entertained.  On 
the  contrary,  they  want  the  advertise- 
ments they  read  and  to  which  their  at- 
tention is  invited  to  be  simple,  straight- 
forward statements  of  fact — -descriptions 
of  or  particulars  about  the  goods,  or 
their  uses  or  value. 

The  average  reader  of  a  newspaper 
reads  it  in  more  or  less  of  a  hurry, 
because  there  is  something  else  waiting 
to  be  done.  For  this  reason,  it  is  wise 
to  make  advertisements  meaty  and -crisp 
— this  by  giving  real  and  desired  infor- 
mation about  goods  advertised.  This 
information  should  if  possible  be  re- 
lated to  an  illustration. 

Study  Mail-Order  Catalogues 

If  one  wants  to  know  what  to  say 
about  goods,  one  will  find  an  admirable 
aid  in  the  mail-order  catalogues  of  the 
big  department  stores.  In  these  cata- 
logues descriptions  of  goods  are  terse, 
adequate  and  without  any  superlatives. 
The  aim  is  to  economize  words.  Every 
word  means  space  and  cost.  So  there 
is  an  object  in  cutting  down  descrip- 
tions of  goods  to  the  brevity  of  tele- 
grams. Now,  if  the  retailer  will  let 
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himself  be  guided,  in  the  preparation  of 
his  advertising  by  the  mail-order  cata- 
logues he  will  be  producing  good  adver- 
tisements. 

Typography  Is  Important 

The  advertisements  of  the  big  depart- 
ment stores  which  appear  in  metropoli- 
tan dailies  can  very  profitably  be  stud- 
ied not  only  for  their  style  and  language, 
but  for  their  "display"  or  composition. 
The  retailer  can  be  sure  of  this  fact: 
Good  ad-compositors  and  good  ad-design- 
ers are  responsible  for  the  superior  ad- 
setting  of  department  store  announce- 
ments. 

Here  is  a  practical  suggestion:  When 
you  see  in  an  Eaton,  or  Simpson,  or 
Hudson  Bay  Company,  or  Goodwin  ai- 
vertisement  a  style  of  setting  pleasing 
to  you,  cut  out  the  particular  part  you 
like,  and  give  it  to  your  printer — the 
man  who  will  set  up  your  advertisement 
— and  ask  him  to  follow  as  faithfully  as 
possible  the  style  of  the  clipping  given 
him.  Thus  you  will  be  getting  nearer 
and  nearer  all  the  time  to  better  typo- 
graphical effects.  And  your  local  com- 
positor, when  it  is  put  up  to  him  to  re- 
produce as  faithfully  as  possible  good, 
well-designed,  and  well-set  compositions, 
will  himself  go  to  school,  as  it  were, 
and  -will  eventually  give  you  something 
quite  fit  to  be  placed  alongside  the  ad- 
compositions  one  sees  in  the  metropoli- 
tan dailies. 

Many  retailers  do  not  know  much  about 
the  designing  of  advertisements  or  good 
ad.  composition.  This  is  something,  often 
beyond  their  comprehension.  One  rea- 
son for  this  lack  of  knowledge  is  that 
their  attention  is  never  or  but  rarely 
directed  to  this  aspect  of  advertising. 
Another  reason  is  that  their  printer — 
the  man  who  sets  up  the  advertisements 
— is  often  quite  as  lacking  in  a  knowl- 
edge of  what  constitutes  good  typography 
as  is  the  retailer.  Yet  well-set  adver- 
tisements go  far  towards  making  adver- 
tising resultful;  and  since  this  is  so, 
it  is  clearly  a  matter  that  should  con- 
cern the  retailer  who  buys  newspaper 
space  to  point  therein  his  business  news. 
Some  Revealing  Re-set  Advertisements 

These  observations  will  be  made  clear- 
er by  a  study  of  the  re-set  example* 
in  the  engraving  accompanying.  A  close 
examination  of  the  original  setting  and 
the  re-set  advertisement  will  surely  show 
the  retailer  how  much  better  the  re-set 
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For  $4.75  we  offer  one  with  a 
heavy  strong  iron  wheel. 

Legs  all   braced,  frame  made 
of   Hardwood  with    remove- 
able    sides. 

Splendid  value   and  made  to 
last.     Investigate. 
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Something   New       Something   Different 
Something   Better 


If  you  don't  lire  It  don't  keep  It  The 
tub  Is  Made  of  the  very  best  material* 
strong  bound  with  heavy  hoops  and  w 
thoroughly   water  tight 

It  eurely  la  a  great  favorite  and  only 
$15.00.    Let  us  tell  you  all  about  It 

W*  also  have  a  new  stock  of  Wrin- 
gers. One.  two  and  three  years  guar- 
anteed. 
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This  advertisement  of  Taylor  Bros.,  Ltd.,  Carleton  Place,  Ont.,  is  reproduced  to  show  hou-  this  firm  uses  illustrations  to  give 
attractiveness,  -punch  and  persuasion  to  its  advertising.      The  copy  or  text  of  some  portions  of  this  advertisement  is  de- 
ficient in  news  material.      At  the  same   time  the  advertisement  as  a  whole  is  commendable. 


compositions  are  than  the  originals.  The 
original  compositions  are  what  one  very 
often  sees  in  country  newspapers.  There 
is  a  disposition  to  use  fancy  and  many 
display  faces,  and  sometimes  ornaments, 
and  to  do  freak  composition.   By  contrast 

the    re-set    advertisements    are       

the  acme  of  simplicity  and 
chastity,  and  have  an  attrac- 
tiveness, pleasingness  and  per- 
suasiveness not  possessed  by 
originals.  These  examples,  and 
the  notice  pertaining  to  them 
(found  on  the  engraving),  merit 
very  close  study. 


ment  is  to  occupy.  Then  both  you  and 
the  printer  will  be  able  to  see  just  what 
your  desire  is  in  the  matter  of  disposition 
of  copy,  size  of  "body"  and  "display" 
type,  white  space  effects,  and  so  on. 


of  type 
It   may 


Preparing  the  Dummy  or   Lay- 
out 

Another  engraving  is  shown 
to  illustrate  how  to  "lay  out" 
or  design  an  advertisement  for 
sending  to  the  printer.  A  little 
practice  and  study  will  soon  en- 
able any  intelligent  man  to  do 
very  good  work.  Just  here  it 
is  to  be  said  that  many  ad- 
writers  write  or  print,  in  small 
type,  the  text  or  "copy"  of  the 
advertisement — this  is  their  de- 
sign. Far  simpler,  better  and 
kinder  is  it  to  write  out  the  text 
or  copy  of  the  advertisement 
separately,  with  typewriter  or 
in  long  hand,  and  to  mark  its 
various  divisions  "a,"  "b,"  "c," 
etc.,  to  correspond  with  the  divi- 
sions of  the  "layout."  Then  pin 
layout  and  copy  together,  and 
send  to  the  printer.  The  printer 
can  see  at  a  glance  just  how 
you  want  your  advertisement  to 
appear,  and  he  can  calculate  the 
size  of  type  to  use  from  the 
number  of  words  in  your  copy, 
and  the  space  you  have  assign- 
ed them  in  your  "dummy"  or 
"layout."  Memo:  Make  your 
layout  or  "dummy"  the  exact 
size  of  the  space  your  advertise- 


Catchy  Head  Line 
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The  engraving  is  provided  to  show  how  to  lay  out  or  design 
an  advertisement  for  sending  to  the  printer.  In  this  "lay- 
out" or  "dummy"  no  provision  is  made  for  the  inclusion  of 
"cuts"  or  illustrations.  The  idea  is  to  indicate  to  the  un- 
tutored ad-writer  a  better  way  of  preparing  his  dummy  or 
design  than  the  way  practised  by  some,  which  is  to  write  or 
print  in,  on  the  dummy,  the  text  or  copy  of  the  advertise- 
ment.   See  note  on  this  subject  in  the  accompanying  article. 
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About  Type  and  Its  Sizes 

It  is  to  be  remembered  that  type  is 
rigid,  not  elastic.  Which  means  that 
just  so  many  words  of  a  certain  size 
can  be  put  into  a  square  inch, 
interest  some  ad-writers  in  re- 
tail stores  to  know  how  the 
printer  "sizes  up"  the  ad- 
writer's  copy — to  know  what 
size  of  type  to  use  for  setting  it 
up. 

The  ad-compositor  measures 
the  space  in  the  dummy  or  lay- 
out which  the  ad-writer  has  in- 
dicated "a,"  "b,"  "c,"  etc.,  cor- 
responding to  similarly-marked 
sections  of  the  "copy"  or  text 
of  the  advertisement.  Then  he 
counts  the  words  in  the  "copy." 
Then  he  makes  his  calculation, 
thus  ascertaining  that  the  copy 
will  require  to  go  in  6  point,  8- 
point,  10-point.  12-point,  18- 
point,  etc.  With  this  knowledge 
possessed,  the  printer  can  go 
ahead  safely — that  is,  if  the'ad- 
writer  has  been  reasonably  pre- 
cise in  measuring  his  copy  and 
the  divisions  of  his  layout. 

By  6-point,  8-point,  etc.,  as 
applied  to  type  is  meant  the 
number  of  lines  that  make  an 
inch  in  depth.  There  are  72 
points  in  an  inch.  So  copy  set 
in  6-point  will  have  12  count- 
lines  to  the  inch.  To  get  an  in- 
teresting illustration  of  what  is 
signified  by  points,  go  to  your 
Bell  Telephone  book.  There  the 
numbers  and  names  are  set  in 
6-point  black  face  (12  lines  to 
the  inch);  and  residence  or  oc- 
cupation, and  street  address,  in 
6-point  light  face  type.  Off- 
hand, one  would  say  that  the 
black  face  type  is  the  larger. 
Technically  it  is  identical  in 
size  with  the  light  face  type — 
both  are  6-point. 
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Words  in  Square  Inch 

Now,  with  this  understanding  of  how 
type  sizes  are  indicated,  the  following 
calculations  will  be  interesting  to  the 
untutored  ad-writer. 


WORDS    TO    THE    SQUARE    INCH 


Square 
inches 

1  ... 

2  ... 
6    ... 


— Sizes  of    Type — 

6-point     8-point  10-point     12-poin* 

.      47                32  21                14 

.      94               64  42               28 

.    282              192  126                84 

The  ad-writer  himself  should  be  care- 
ful to  provide  approximately  the  right 
number  of  words  to  occupy  the  space 
allowed  in  his  dummy  or  layout  in  the 
desired  size  of  type  face. 

The  foregoing  is  semi-technical,  yet 
it  is  something  that  the  ad-writer  who 
is  trying  to  do  good  work  should  know. 
If  any  man  wants  to  know  more  about 
this  and  other  phases  of  advertisement 
construction  he  can  buy  books  on  the 
subject. 

Summing  It  All  Up 

This  contribution  to  BOOKSELLER 
AND  STATIONER  started  out  with  the 
suggestion  that  illustrations  be  used  to 
make  advertisements  more  attractive  and 
interesting  and  to  give  them  added  sell- 
ing value. 

Then  it  went  on  to  state  that  simple 
news  about  goods  or  service  makes  the 


best-liked  kind  of  advertising.  Then  fol- 
lowed something  about  advertisement- 
composition.  The  thought  is:  The  pre- 
paration of  advertising  is  a  simple 
enough  thing.  No  mystery  or  difficul- 
ties surround  the  writing  and  designing 
of  an  advertisement.  There  are  some — 
nay,  many — things  to  be  learned,  and  as 
one  goes  far  in  his  studies  and  prac- 
tice, one  will  be  acquiring  new  and  high- 
ly interesting  and  useful  knowledge 
about  advertisement  writing  and  design- 
ing, and  about  the  functions  of  adver- 
tising. Just  now,  however',  we  are  con- 
cerned with  some  basic,  ABC  things, 
readily  comprehensible  and  really  very 
useful.  One  must  always  begin  at  the 
beginning — build  on  foundations  or 
bases,  and  it  may  be  that  for  some  read- 
ers of  BOOKSELLER  AND  STA- 
TIONER what  has  here  been  written  and 
presented  will  be  of  the  nature  of  useful 
and  desired  basic  material. 


WHAT  ARE  YOUR  PROBLEMS? 

The  service  which  we  are  anxious  to 
render  our  readers  does  not  end  with  the 
issuance  of  a  live,  informative,  helpful 
trade  paper  once  every  month. 

BOOKSELLER  AND  STATIONER  is 
ready  at  all  times  to  render  any  special 
service  to  our  subscribers  that  lies  with- 


in our  power.  Write  us  about  your  in- 
dividual problems — if  we  cannot  give  the 
information  or  advice  for  which  you  ask 
we  will  obtain  it  for  you.  We  will  tell 
you  where  any  line  of  goods  you  may  be 
interested  in  can  be  obtained. 

We  ask  your  co-operation  also.  We 
invite  letters  or  articles  on  subjects  of 
interest  to  the  trade,  and  items  of  news 
interest.  We  welcome  also  particulars 
of  any  ideas  that  you  have  found  of 
value  and  that  may  help  other  book- 
sellers and  stationers.  These  will  be 
published  in  our  department  "Leaves 
From  the  Other  Fellows'  Book."  Of 
course,  if  it  should  happen  that  you  have 
not  already  done  so,  we  invite  you  to 
begin  this  mutual  co-operation  by  send- 
ing in  your  subscription — it  would  be  a 
good  plan  to  do  it  right  now. 


The  English  barber  was  finishing 
lathering  a  customer  and  was  talking 
volubly  as  usual. 

"Yes,  sir,"  he  said,  "we  have  to  mind 
what  we're  about  here.  Every  time  we 
cut  a  customer's  face  we  are  fined  a 
'tanner,'  and  an  ugly  gash  costs  us  a 
'bob!'" 

Then,  picking  up  and  brandishing  a 
razor,  he  added:  "But  I  don't  care  a 
hang  to-day,  I've  just  won  a  pound." 


Great 
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TheModt 


The  Metropolitan 


BANK 


1  ■  DOB  BOO  00 


Head  Office  -  TORONTO 

DIRECTORS 

S    J.   MOORC.  Pr*«.  D    E    THOMSON.   H  C.  V.t»P'«*. 

SIR    W     MORTIMER    CLARK.    KC 

JOHN    flRSTBROOK.  JAMES    RVRIE. 

W    O    ROSS. 

w   o  ross  ftananl  MwwfM 

Branches  Throughout  Canada 

C !••••>   B»««ch««  M  TatmU 

Savings    Department   ot    Evory  Branch 


Great  July 

Clearance 
Sale 

Come  and  see 
where  you  save 
the  most  money 
before  you  buy 

The  Model 


The 

Metropolitan 

Bank 


Capital  Paid  Up  -  $1,000,000.00 
Reserve  Fund  -  -  1.250.000  00 
U nd iv ,ded  Profits-     -    181.547.61 


Head  Office 


TORONTO 


DIRECTORS 
S.  J.  Moose.  D.  E  Thompson.  KC. 

Pro.  Vu+Ptu 

Sir  W.  Mortimer  Clark.  KC. 

John  Firstbrook  James  Ryrie 

W.  D  Ross 

W.  D.  Ross,  Cenctol  Monagir 

BRANCHES  THROUGHOUT  CANADA 

Eleven  Branches  in  Toronto 

Savings  Department  at  every  Branch 


The  accompanying  reproductions  are  trom  different  sources.  Nos.  1,  2  and  .1  are 
magazine  advertisements,  and  No.  4  is  a  booklet  title  page.  No.  1  is  a  most  atro- 
cious abortion;  lack  of  margins  and  abuse  of  white  space  mar  No.  2;  No  i  has 
sacrificed  display  for  unattractive  "  effort."  and  the  renaisiance  period  decoration 
has  no  affinity  with  either  type  or  subject  in   No.  4 


All  good  advertisers  and  typographers  today  use  one  face  of  type  or.  if  emphasn 
is  required,  one  family  of  type  face  in  their  advertisements  or  brochures.     A  well- 
balanced,  even-toned  page  holds  the  reader's  attention  belter  than  does  a  flagrant 
display  of  some  portions  at  the  expense  of  others,  and  is  more  restful  to  the  eye- 


W.  F.  Ha  the  way 
Company,  Limited 


WHOLESALE 


TEAS,  FLOUR,  ETC. 


RED  ROSE 

Manitoba     Patent     Flour 


16  Ward  St.  St.  John,  N.E. 


•THE  COAL  YOU  WILL. 
EVCNTUALLY  BURN" 


J.  G.  Butterworth  Co. 


Wholesale 
Teas,  Flour,  etc. 

"RED  ROSE" 

Manitoba 
Patent  Flour 


W.F.  Hatheway 

Company,  Limited 

16  WARD  STREET 
ST   JOHN,  N.B 


SCRANTON 
COAL 

"The  Coal  you  will 
eventually  burn" 

J.  G.  Butterworth 

Co.  Limited 

86  SPARKS  ST.,  OTTAWA 

Phone  Qu£en  666 


The  above  examples  of  reset  advertisements  illustrate  how  much  better  simple  plain    composition   is    than   fussy,    ornate, 
freaky  treatments.      The  resets  are  by  one  of  Canada's  best  typographers,  Joe  W.  Short,  with  the  Mortimer  Company, 

Ottawa.     Read  his  notes  on  the  engraved  plate. 
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New  Goods  Described  and  Illustrated 


BOOSTS  BLOTTING  PAPER  SALES 

A  display  case  for  blotting  paper  in 
sheets  is  a  recent  introduction  by  the 
Standard  Paper  Mfg.  Co.,  of  Richmond, 
Va.  This  silent  salesman  is  a  de  luxe 
fixture.  The  Standard  people  are  frank 
enough  to  say  that  while  they  are  sup- 
plying these  to  dealers  at  practically 
no  profit,  they  are  doing  so  with  the 
selfish  purpose  of  selling  more  blotting- 
paper  and  helping  the  dealers  to  do  the 
same.  These  cabinets  may  be  had  in 
light  or  dark  oak  finish,  mahogany  or 
cherry.  In  size  the  strand  is  large 
enough  to  accommodate  2,200  sheets  of 
blotting  paper.  Another,  selling  help  is  ' 
a  booklet  in  which  prospective  profit  in* 
using  this  silent  salesman  is  detailed,  a 
supply  of  blotting  paper  samples  going 
with  it. 
NEW  INK   PRODUCTS 

The  Royal  Ink  Co.  has  put  out  a  good 
trade  help  in  the  way  of  a  show  card 
which  displays  their  ink  powders  in  vials 
showing  the  size  required  for  quarts  and 
pints  arid  half-pints  of  blue  black  ink 
and  half-pints  of  red  ink.  A  new  pro- 
duct of  this  company  is  a  "graphic  ink" 
for  use  with  graphic  meters.  Another 
of  their  new  products  is  an  ink  for 
marking  linen  besides  which  this  firm  is 
now  producing  stamping  ink  of  the  dif- 
ferent standard  colors. 

NEW    PROCESS   ENGRAVERS'   GLUE 

On  account  of  the  scarcity  and  high 
price  of  the  American  fish  slue,  due  to 
war  conditions,  endeavors  have  been 
made  to  provide  an  efficient  British  sub- 
stitute. These  efforts  have  up  till  quite 
recently  failed  to  produce  a  material  ac- 
ceptable to  the  trade.  What  is  claimed 
to  be  an  absolutely  satisfactory  and  in 
every  way  efficient  photo-engravers'  glut- 


has  been  exclusively  perfected  by  an 
eminent  firm  of  long  experience  in  glue 
manufacture,  and  after  careful  trial  it  is 
being  marketed  to  the  trade  with  entire 
confidence  that  it  will  be  found  thor- 
oughly reliable  in  every  respect.  This 
new  produce  has  been  named  "Chan- 
ticleer" process  glue.  It  is  made  by  J.  <v 
G.  Cox,  Ltd.,  of  Edinburgh,  but  the 
London  wholesale  distributing  house  of 
A.  W.  Penrose  Co.  are  marketing  it. 

GUMMED  STUB  FILE 

A  gummed  stub  file  recently  put  out 
by  W.  C.  Horn  &  Bro.,  of  New  York,  has 
100  stubs.  The  file  is  of  the  proper  size 
to  accommodate  two  postcards  for  each 
gummed  stub.  It  is  similarly  useful  for 
filing  correspondence  paper  and  other 
samples.  An  obvious  advantage  is 
that  either  side  of  the  samples  is 
equally   accessible   at   all    times. 

This  file  is  useful  for  preservation  of 
correspondence  and  other  data  from  the 
soldiers  at  the  front  and  of  the  fighting 
boys  and  to  keep  snap  shots.  The  book  has 
fifty  leaves  of  heavy  stock  laced  to- 
gether with  strings  through  metal  ports. 
These  albums  are  7  x  10  inches  in  size. 
It  is  khaki  bound. 

THE  HOUSEHOLD  DOCTOR 

A  new  arrival  in  the  card  index  family 
is  "The  Household  Doctor,"  as  illustrated 
herewith.  It  comes  from  the  Evelow 
Manufacturing  Co.  "The  Household 
Doctor"  consists  of  a  desk  size  card  in- 
dex cabinet,  containing  prescriptions  and 
first-aid  instructions  for  a  number  of  ail- 


ments. The  index  contains  such  head- 
ings as  asthma,  catarrh,  colds,  constipa- 
tion, earache,  neuralgia,  indigestion, 
:.prains,  etc.  Under  each  heading  is  a 
prescription  compiled  from  the  United 
States  Pharmacopeia  and  consisting  of  a 
tested  compound.  The  prescriptions  were 
compiled  under  the  direction  of  two  well 
known  physicians  and  can  be  filled  by 
any  druggist. 

There  is  also  a  section  devoted  to  ac- 
cidents, in  which  are  such  headings  as 
burns,  fainting,  poisoning,  etc.,  under 
which  will  be  found  first-aid  instruction. 
The  prescriptions  and  instructions  are 
for  use  in  minor  ailments  in  which  it  is 
not  necessary  to  call  in  a  doctor,  but 
when  a  proper  medicine  is  required. 

In  addition  to  the  prescriptions  fur- 
nished in  "The  Household  Doctor,"  the 
new  article  includes  blank  cards  upon 
which  favorite  home  remedies  can  be 
entered. 

CARDS  FOR  THE  BLIND 

The  "Popular  Science  Monthly,"  in  a 
recent  issue,  contains  the  following: 
"Cards  that  have  recently  been  devised 
for  the  blind  have  raised  letters  in  the 
top  and  bottom  corners  that  reveal  their 
identity.  By  placing  the  thumb  over  the 
letters  the  blind  man  can  tell  what  cards 
he  holds  nearly  as  quickly  as  the  ordin- 
ary person.  Dots  form  the  letters.  'Two 
D.'  means  that  the  card  is  the  two  of 
diamonds.  'J.  H.'  means  the  jack  of 
hearts,  and  so  on.  At  first  the  blind  ex- 
perience a  little  difficulty  in  reading  the 
cards  readily,  but  they  soon  become  pro- 
ficient." 


•'THE    HOUSEHOLD   DOCTOR" 

3,>ne    of    the    newest    developments    of    the    Filing    Cabinet 

Family. 


One    of    the    new    scribbler    covers    in    the    Buntin-Gillies    line. 
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rf O O  K  S E L  L  E R    AND    ST  A TIONER 


WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


Weldon  Roberts  Rubber  Co.    Newark,New  jersey,  U.S.A. 


Royal     Ink     Powder 

ONE  LITTLE  25c.  VIAL  MAKES 

Half  Pint  Best  Blue-black  Ink 

SEND  ONE  TO   BOYS 

OVERSEAS 


RO/dLlNKC? 

53YONCE    ST.. 

TORONTO.  Can. 


I         1         I         g 
I         |         |  g 

Send  For  A  Card  As  Above. 


Quick  Sellers 


GOOD 
PROFIT. 


The  ideal  ink  for 
the  men  overseas 

Royal  Ink  Powder  solves  the 
"ink  for  soldiers"  problem  and 
solves   it  right. 

Ink  in  powder  form!  Proof 
■.gainst  freezing  or  breakage! 
Addition  of  clean  water  makes 
i  free  flowing  non-corrosive  ink 
— grand    for    fountain    pens. 

Feature  Royal  Ink  Powder  in 
your  displays.  It's  a  good  pro- 
lit    maker. 

ROYAL  INK  CO. 

53  Yonge  St.      -      Toronto 


I 


What  About  Flags? 

We  offer  the 

UNION   JACK 

or 

DOMINION   ENSIGN 

made  of  a  high  grade  English  wool  bunting  in 

3,  4i  6.  71  9,  10£,  12,  15.  IS  feet  lengths. 
The  best  quality  that  money  can  buy.  Special 
discounts  to  the  trade. 

We   offer   for    immediate   shipment    from    stock 

Plasticine  Colored  Sticks 

Raphia,  Natural  Counting  Blocks 

Raphia,  Colored  Weaving  Mats 

Reeds  Weaving  Needles 

The  GEO.  M.  HENDRY  CO.,  LTD. 

School  Equipment  of  all  Kinds 
215  Victoria  St.  TORONTO 


I 


J 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington'  Wavelet 

Matrix  and  Filter  Papers  , 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


89 


BOOKSELLER  AND  STATIONER. 


Cox's  Calculated  Tonnage  Rates  Book 

320,000  CALCULATIONS.  Invoices,  freight  bills,  coal 
bills,  etc.  One  hundredweight  to  one  thousand  tons.  Rates 
every  five  cents  advance.  Tells  amount  at  a  glance.  Weights 
given   in  tons  and  hundredweights.    Extensions  Gross  or  Net. 

Issued  in  three  volumes :  lc.  to  $6.00  ;  $6.00  to  $8.00 ;  lc. 
to   $8.00. 

Cox's  Tariff,  Tonnage  and  Price  Extensions 

The  Gross  Ton  Book 

220  pages,  176,000  calculations.  Weights  given  every 
hundred  pounds,  100  to  160,000.  Extensions,  at  rates  per 
Gross   ton,   5c.   to   $5.50. 

Can  be  used  to  reckon  payrolls,  miners'  wages,  etc. 
Plain,  practical,  accurate.  Save  time,  labor,  money,  brains. 
Railroad  companies  and  large  shippers  use  them.  Sent  on 
approval. 

CHARTER   PUBLISHING   CO.,   Harrisburg,   Pa. 


Payson's  Indelible    Ink 


for  marking  clothing, 
linen,  etc.  Ready  for 
use  with  a  common 
pen.  Always  in  red 
and  yellow  wrappers. 
Established  over 
eighty   years. 

Sold  by  all  drug- 
gists and  station- 
ers in  the  Domin- 
ion. 


Paysons ' 
preparedness 


'-,*■ 


■a  : 


HENRY  WOLFF  &  CO. 

Prop'r  Henry  Wolff,  British  (Origin.  U.S.A.) 

13  Bunhill  Row,  London,  E.C.  1 

Candle,  Lamp,  Gas  and 
Electric     Light    Shades 

In  Linen,  Silk,  Cretonne,  etc. 

Decorative  Paper  Goods, 
Garlands,  Festoons,   etc.,   etc. 


HOLD  THE  LINE 


(Registered) 


London  ( Eng, ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
tale 
houses   in 
Toronto 

and 
Montreal 


WHEN  IN  DOUBT  AS  TO  WHEN 
OR  WHERE  TO  BUY  ANYTHING 

CONSULT 

Bookseller  and  Stationer 


SPECIAL  SERVICE  DEPT. 
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BOOKSELLER    AND    STATIONER 


You  Need  Your  Spring  Goods  Now 


Express  Wagons,  Steel  Wagons,  Marbles, 
Kiddies'  Cars,  Wheelbarrows,  Rubber  Balls, 
Toy  Tennis  Rackets,  Alleys,  Water  Wings, 
Children's  Garden  Sets,  Bathing  Caps,  Sand 
Pails  and  Shovels,  Kites,  Pipes  and  Smokers 
Sundries. 


ORDER  TO-DAY,  AND  WE'LL  SHIP  TO-DAY 


Christmas 
Goods 

Bell  Novelty  &  Fancy  Goods  Co.,  Limited 


Our  line  of  Christmas  toys  and  dolls  is  now  complete.  We  want  you  to 
call  at  our  permanent  sample  rooms  and  see  the  largest  display  of  this 
class  of  merchandise  in  Western  Canada. 

Our  travellers  are  on  the  road.  Mail  your  order  now  for  goods  wanted 
immediately. 


Phone  Garry  3514 

Wholesalers  and  Importers  of  Stationery  Cor.  Cumberland 

Fancy  Goods,  Toys,  Dolls  and  Novelties 


or.  Cumberland    ll/*         •__-. 
and  Hargrave         Winnipeg 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &SON   C° 
est'd.  1842.  Montreal:. 


Get  Ready  for 
Spring  House-Cleaning 

Put  this  attractive  cabinet 
on  your  counter;  it  will  earn 
dividends.      Retails.    $18.00. 

Costs  $12.50 

From    Your    Jobber 

Shipments  are  greatly  de- 
layed. Send  your  order  in 
early  to  insure  goods  arriving 
on    time. 


The  Hanger 


Moore  Push-Pins 
Moore  Push-less  Hangers 

Note   the   Superior  Quality   of  their   fine 

Tool-tempered    Steel    Points 

Send    for    Free    Samples    and    Dealers' 

Discounts 


Glass  Head 


with  the  Twi^t  Moore  push-PinCo..  117  Berkley  St., Philadelphia,  Pa.  steei  Point 


RELIANCE 
INKS 

MANUFACTURERS    OF 


Ink  Paste 

Grip         Seals 
Sealing  Wax 
Embossing  Powder 


Mucilage 
Liquid  Glue 
Water  Glass 
China  Cement 


Reliance  Ink  Co.,  Ltd. 


WINNIPEG,   MAN. 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
di  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 
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B  0  0  K  S  E  L  L  E  R    AN  D    S  T  A  T  1  0  N  E  R 


Over  the  Topy^r  1*)16 


m 


■■■■ 


REG   US  PAT  OFF. 


THE  TOY  LIKE  STRUCTURAL  STEEL" 


Erector  is  probably  the  best  known  toy  in  the 
world  for  since  its  inception  "in  1913,  it  has  been 
nationally  advertised  in  a  large  way.  Its  suc- 
cess is  due  to  the  fact  that  it  is  actually  'dike 
structural  steel. ''  It  is  a  real  steel  building 
material  although  in  miniature,  and  boys  ap- 
preciate the  real  thing. 

Every  year  improvements  have  been  made — our 
newest  set,  The  Master  Engineer  Outfit — a  set 
for  the  boy  who  already  owns  a  regular  Erector 
Set,  forms  a  strong  addition  to  the  line  with  its 
big  gear  wheel,  combination  crown  pulley,  new 
girder,  etc. 

New  Gilbert  Diving  Submarine 

Another  War  Toy  for  which  there  is  a  great  demand 
at  this  time.  This  year  we  have  made  a  number  of 
improvements.  The  hull  is  of  steel  and  much  more 
realistic  in  appearance.  Finished  in  battleship  gray 
with  its  periscope,  tower,  propeller,  torpedo,  etc.,  it 
is  one  of  the  most  attractive  toys  made.  It  will  ride 
on  the  surface  or  dive  and  run  under  water  identic- 
ally like  a  real  submarine — is  non-sinkable,  always 
rising  to  the  surface  at  the  end  of  its  voyage. 
Comes  in  brightly  lithographed  board  box. 
Retail  Price  $2.25  each  (Canada). 


<BANK  'oiviNG  PLANt 


SJOJtO  ' —   POCOCLU8 


A  postal  will  bring  our  new  catalogue. 

The  A.    C.    Gilbert-Menzies    Co.,    Limited 

439   West   King  Street  Canadian  branch  of  Toronto,  Ont. 

The  A.  C.  GILBERT  COMPANY,  New  Haven,  Conn.,  U.S.A. 

PHONO-SETS,     TELEGRAPH   SETS,    PUZZLES,    MECHANICAL     TOYS 
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BOOKSELLER    AND    STATIONER 


Over  theTopyS**  1*)1& 


Detachable  Magazine 
for   12  cartridges 
Steel  Barrel 

Stock 
Firing  Crank 


Automatic  Traverse 

Elevation 

Elevating  Crank 

Full  Circle  Swivel 

Forelegs 

Trail 


MACHINE  GUNS 

For  SUMMER  BUSINESS 

PRICE  $4.50  RETAIL  (Canada) 

Here's  the  biggest  opportunity 
you  ever  had  to  do  a  profitable 
summer  business  on  toys.  Boys 
everywhere  want  practical  toys 
with  which  they  can  play  war. 

And  the  Gilbert  Machine  Guns  meet  this  demand.  Your  customers  are 
going  to  want  them  this  summer. 

We  have  improved  and  perfected  the  Gilbert  Machine  Gun.  It  repre- 
sents the  best  value  possible — It  is  genuine  in  its  realistic  uses — and  is  an 
ideal  toy  for  summer  play. 

We  have  planned  an  advertising  campaign  in  the  boys'  publications  to 
appear  during  June  and  July,  and  have  a  particularly  attractive  proposi- 
tion to  offer  you  in  conjunction  with  it.  It  is  a  new  idea  in  Toy  marketing 
and  will  enable  you  to  make  your  Toy  Department  pay  you  a  profit  dur- 
ing its  usually  dull  season. 

Our  representatives  are  now  on  the  road  and  will  be  glad  to  call  on  you — 
or  we  will  give  you  complete  information  direct. 

THE   A.  C  GILBERT-MENZIES   CO.,  LIMITED 

439  WEST  KING  STREET,  TORONTO,  ONT. 
Canadian  Branch  of 

THE  A.  C.  GILBERT  COMPANY,  NEW  HAVEN,  CONN.,  U.S.A. 


BELL  TOYS,  MAGIC, 


REG  US  PAT  OFF 


WIRELESS  SETS,  ELECTRICAL  SETS 
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BOOKS  E  L  I.  E  R    A  N  I)    STATIONER 


INCREASE  YOUR  ERASER  TRADE 


BY  HANDLING  THE 


f 
Wet 


BRITISH    MADE    ERASERS 

Their  Superior  Quality  Guarantees  Eraser  Perfection. 


PENCIL 


*?■ 


ERASER 


MADE     IN     BRITAIN 


"Colonel" 

Pencil 

Erasers 

For  general  office  use 

The     Square     White 

(No.    1220) 

The     Square     Green 

(No.    1200J 

Made   in   various  sizes 
are    in    great  demand. 


"COLONEL"  TYPEWRITER  ERASERS 

•     •      ~  J        Bevel  Shape,  No.   1320  • 

COLONEL"  ~~~~ 

ype  Wr/ter   Eraser 


Also   made   in   circular  shape.   No.    1322   and 
Hexagon    shape,    No.     1330. 

COMBINE  THE  BEST  IN  TYPEWRITER  ERASERS 

Ask     for    samples    and    prices    of    all    the    "Colonel"     Brands 
from     our    distributors     for    Canada 

Menzies   &  Co.,    Ltd.,    139   King   St.    W.,    Toronto 

Sole    Manufacturers 
ST.    Ml'KGO    MFG.    COY.,    LTD.,    GLASGOW,    SCOTLAND 


Mr.  Dealer  !  Here's  a  new  source  of 
profit  for  you.     Go  after  orders  for 

The  Silent 
Sanitary 
School  Desk 

You'll  be  surprised  how 
easily  you  can  work  up 
a  good,  remunerative 
demand  for  this  neatly 
designed,  well-con- 
structed sanitary 
school  desk. 
These  desks  are  absolutely  noiseless  and 
will  not  loosen  or  rattle  after  years  of  use. 
Backs  and  seats  are  shaped  to  ensure  com- 
fort and  a  correct  position  for  the  body  of 
the  pupil.  Woods  being  coated  with  mois- 
ture-proof varnish,  will  not  warp,  crack  or 
check.  Tops  finished  in  rich  mahogany  color, 
preventing  light  reflection  and  giving  the 
desk  a  fine,  rich  appearance. 
We  allow  representatives  a  very  handsome 
discount  or  commission  and  suggest  your 
writing  now  for  full  particulars  of  the  Desk 
and  the  Proposition. 

Just  a  postcard. 

Made   in    Canada   by 

Canada    Foundries    &    Forgings,    Limited 

Jas.  Smart   Manufacturing   Co.  Plant 
Winnipeg.  Manitoba  Brockville,  Ontario 


THE  WASHBURNE  "O.K."         I  THE  RIES '  O.K.  *  LETTER  (TENER 
PAPER  FASTENERS     75#  Time  Ss**~  K"**'  -  c -«r  »<>  *V'» a  ■ 

THREE  No  Adjustments  —  Always  £i  Or\\r 

Guaranteed  Two  Yeai  1 
Hand  ana  J~7ecfrfc  /Wen  A  oer  Ma<.nin  > 


SIZES 


N°2B 

The  Washburne  "O.K.''  Paper  Fasteners  are 
easily  put  on  or  taken  off  with  the  thumb  and 
finger;  can  be  used  repeatedly  and  "they  always 
work-  "  Brass  in  brass  boxes  of  100  fasteners  each. 
Holds  with  a  Sleeve  Protected  Point  that  Pierces 
Attract  ve.  Compact,  Strong,  no  slipping  —  never  1 1 
On  in  a  flash  —  "Bull  Dog"  grip 


it:  sanitary  "o.k."  erasers 

Th.  to   -t  F..    Seal  Erasers  for  Everybody 


Model  B, 


The  Ries  '  '0.  K. "  Letter  Opener  has  the  advan- 
tage of  few  parts.  It  removes  only  ten  one  thou- 
sandths of  an  inch  from  the  envelope,  therefore, 
the  liability  of  cutting  enclosures  is  virtually  impos- 
sible. Made  in  3  sizes,  each  size  adapted  to  easy 
handling  for  desk  use,  average  weight  6  lbs. 


The  Sanitary  '  '0.  K. "  Eraser  includes  an  Adjust- 
able Metal  Holder  which  keeps  Rubber  Clean,  Finn 
and  Keen-edged;  works  better  and  lasts  longer. 
Two  Rubbers  are  made.one  for  Typewriter  and  Ink, 
one  for  Pencil.  By  slight  pressure  clean  Rubber  is 
fed  down  until  used;  its  narrow  edge  allows  a  letter 
or  a  line  to  be  erased  without  injuring  another. 


GOLD  MEDAL  AWARDS!     PANAMA-PACIFIC    INTERNATIONAL    EXPOSITION 

These  products  wherever  shown,  receive  the  highest  endorsement  whether  at  expositions  or  in  the  offices  of  business  men, 
"O.K."  Products  are  high  grade  and  universal  sellers— We  control  all  patent  rights.    ^    0JC 

Full  particulars,  illustrative  and  descriptive  literature  on  request.     Liberal  Discounts 

THE  O.  K.  MFG.  CO.,  SYRACUSE,  N.Y.,  U.S.A.    sole  makers 


Advertising  makes  for  a  better  product — 

Not  only  does  advertising  create  a  good  impression  regarding  the 
product  advertised  but  it  makes  for  a  better  product.  There  are 
added  responsibility  and  written-printed  claims  to  substantiate. 


BOOKSELLER    AND    STATIONER 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


It  pays  to 
sell  quality 

Dealers  who  sell  and  recom- 
mend Caribonum  Ribbons 
and  Carbons  are  winning  the 
increased  confidence  of  their 
trade. 


Because 

CARIBONUM 

RIBBONS  and 

CARBONS 

arc  made  riplit  —  made 
to  sell  and  to  satisfy, 
and  they  do  both  in 
large    measure. 

Are  von  selling  the 
<  !aribonum  lines?  If  yon 
have  yet  to  begin,  do  so 
immediately. 

Oaribonum  Ribbons  ami 
1  arbons  are  good  profit- 
main  rs. 


TRADE  MARK 


Caribonum  Company, 

Limited, 
54  Wellington  St.  E.,  Toronto 


INDEX     TO     AD  V  ERT1SERS 


A 

Albertype    Co.,    The    23 

Albemarle    Paper   Mfg.    Co 23 

Allen.    Thomas    48-49 

American    Lead    Pencil    Co 7 

B 

Bell  Novelty  and   Fancy   Goods   Co..    Ltd...  91 

Binney   &    Smith    Co 23 

Blackie   &   Son.    Limited    29 

Blake,    Arthur   J 30 

Boorum   &   Pease    19-25 

Boston    Line.   The    1 

Bowater   &    Co..    Ltd 27 

Bradford,    John    27 

Briggs,    Wm 50-51 

Brown   Bros.,    Limited    2 

Buntin,    Gillies   &   Co Back   cover 

C 

Cambridge      University      Press 41 

Canada    Foundries    &    Forcings.    Ltd 94 

Cane    &    Sons,    Limited.    Wm 20 

Capital   Supply   Co 30 

Caribonum   Co.,   Limited    95 

Carter's  Ink    Co 25 

Chambers,    Ltd.,    W.    &    R 28-30 

Charter  Publishing   Co 90 

Cassell,    House   of    47 

Climax   Baler   Co 26 

Commercial   Laboratories,   Inc 22 

Copp,    Clark    Co.,    Ltd 10-11-26 

Cortina    Academy   of   Languages    28 

D 

Dawson,    Ltd.,    W.    V 4 

Dent  &   Sons,    Ltd..   J.   N 46 

Dominion    Blank    Book    Co 14 

Dodge   Publishing   Co 42 

E 

Eaton.   Crane   &    Pike   Co 22 

Eaton-Dikeman    Co 89 

Elbe  File  &  Binder  Co 27 

Esterbrook   Pen  Mfg.   Co 9 

Enlow    &    Co 16 

F 

Faber,    Eberhard      15 

Financial   Post  of   Canada    24 


Florentine   Art    Plaster   Co 


Globe    Wernicke    Co., 

Gale   &   Polden    

Gilbert     Co..     A.      C. 


G 

Ltd. 


18 
.  28 
.92-93 


II 


Hartfield.    John    W 28 

Heath,  John,   &  Sons    90 

Hendry   Co.,    Ltd.,    Geo.   M 89 

Higgins   &  Co..   Chas.   M 13 

Hinks,    Wells    &    Co 22 

Hoshino    &    Co.,    S.    K 22 

Hurst,     Aubrey     0 1 

Hodc'er   &    Stoughton.   Ltd 52-53 

Hogg,   John    18-44 


I 

Ltd Il-i:. 

27 

I".!!!!!'.!!'."!!!".!!!    "3 

K 

Keating    Co 19 


Imperial    News    Co., 

Irish,    G.   L 

Irving-Pitt    Mfg.    Co. 


Langton.    Thomas    54 

28 

26 

17 


Life    Publishing    Co. 

Londsdale    &    Bartholomew.    Ltd. 

Luckett    Loose-Leaf   Co..    Ltd.    .  .  . 


M 

Mabie,   Tod    &   Co Front   cover 

MacDougall    &    Co..    Ltd..    A.    R 6 

MacLean's   Magazine R 

Marshall   &   Co.,   Percival    30 

McClelland,    Goodchild    &    Stewart,    Limited 

28-33-34-35-36-37-38-39-40-41 

McCready    Publishing    Co 22 

McFarlane,   Son   &   Hodgson,   Ltd 27 

McKinley    Music   Co Inside   back   cover 

Meyers,    Fred   J.,    Mfg.    Co 27 

Mittag   &   Volger,  Inc Inside  back  cover 

Modern    Pen    Co 23 

Monarch    Paper  Co.,    Limited    26 

Morgan   &  Scott,  Limited   54 

Moore   Push    Pin   Co 91 

Morton,    Phillips   &   Co -.26 

Musson    Book    Co..    Limited     43-56 


Wycil    &    Co. 


28 


National    Blank    Book    Co.    .  .  . 
National    Cash    Register   Co. 


O.K.    Mfg.    Co. 


Packard    Bros 2« 

Payson's    Indelible    Ink     90 

Philco   Publishing   Co 20 

Pietz,    Adam    27 

Polar   Mfg.    Co 20 

Presto    Chemical    Co 13 

R 

Ramsay   &    Son    Co.,    A ill 

Reliance  Ink  Co 91 

Robinson   Mfg.   Co 15 

Rockhill  &   Vietor   91 

Royal  Ink  Co 89 

Rolland    Paper    Co 96 

Rumsey    &    Co.,    Ltd 25 


Scarborough    Co.    of    Canada    27 

Simpkin,    Marshall,    Hamilton.     Kent 

Smith.    Wade    C 32 

Sinclair  &   Sons,    Ltd..    Wm 18-27 

Solidhead   Tack    Co 60 

Staford,    S.  S.,    Inc 9-'> 

Standard   Paper   Mfg.   Co Inside   hac';    cover 

Stationers'   Loose   Leaf   Co 26 

St.    Mung    Mfg.    Co 90-91 


Terry.    Herbert.    &    Sons,    Ltd. 
Torcan   Fancy  Goods  Co..   Ltd. 


Up-to-Date   Advertising  Co 

Valentine    &    Sons    United    Publishing    Co 


Warwick    Bros. 


W 
&    Rutter, 


Ltd 

Inside    front    cover 

Waterston    &   Sons.    Ltd.,    Geo 16-26 

Weeks   Mfg.   Co.,    Frank    18 

Westall    &    Co.,    Ltd 30 

Weldon   Roberts   Rubber   Co 89 

Wolff  &  Co.,  Henry    90 


95 


BOOKS E LLER    AND    STATIONER 


For  the  customer  who  wants 
a  writing  paper  of  refinement 


Look  for  this  Watermark- 
It  is  our  Guarantee  of 
Quality. 


Have  you  sometimes 
found  it  difficult  to 
satisfy  a  particularly 
hard -to -please  cus- 
tomer in  the  matter  of 
correspondence  paper? 


Superfine  Linen  Record 
Note  Paper  and    Envelopes 

are  made  to  satisfy  just  such  discriminat- 
ing people. 

Here  is  a  paper  of  quality,  a  paper  of 
strength  and  good  taste — the  very  acme  of 
all  that  is  customer-pleasing  in  corres- 
pondence papers. 

Superfine  Linen  Record  is  put  up  in  boxes 
of  quarter  reams  and  boxes  of  one  hun- 
dred envelopes  to  match. 

Your  wholesaler  will  quote  you  prices. 

'Phone  him  now. 


The  Rolland  Paper  Company,  Limited 


General  Offices  ; 

14?  St.  Paul  St.  W. 

Montreal,  P.Q. 


High-Grade  Paper  Makers 


Mills  at  St.  Jerome 
and 

Mont-Rolland.  P.Q. 


96 


BOOKSELLER    AND    STATIONER 


=  You  should  emphasize 
=  the  reliability  of 

|  M.  &  V. 

1  TYPEWRITER  RIBBONS  &  CARBONS 


ft 


Pi»««IO 


Kinsman  •  i  ■«»—*• 


=         V 


The  Acme  of  Perfect  on  in 
regulation    weight  carbons 


The  purchaser  of  typewriter  supplies  must  needs  look 
in  the  quality  of  the  goods  which  is  of  pararhounl 
importance. 

The  quality  of  M  &  V  Typewriter  Ribbons  and  Carbons 
is  beyond  question.  Modern  methods  of  manufacture 
combined  with  the  scientific  use  of  the  best  ingredients 
have  made  M  0c  A'  Products  reliable,  permanent  and 
economical. 

Recommend  the  M  A:  V  lines  to  every  customer.  Results 
will  count  in  your  favor. 

MITTAG  &  VOLGER,  Inc. 

Principal  Of f ice  and  Factory:  Park  Ridge,  N.J.,  U.S.A. 
Agencies  all  over  the  world. 


The  McKinley  Edition  of 
Ten-Cent  Music 

will  always  hold  first  place  as  an  Edition  of 
Standard,  Classic  and  Teaching  Music. 

An  established  demand  for  this  line  of  music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Stu 
dent  and  the  Accomplished  Musician. 

It  has  proved  itself,  to  thousands  of  dealers,  to 
be  the  best  foundation  for  a  sheet  music  de- 
partment. 

Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150%  to  the  dealer. 

The  McKinley  Edition  (Revised  for  our  Can- 
adian Trade)  conforms  in  every  detail  with 
Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealers' 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  Samples  and  Particulars  to-day. 
Also  we   want  you   to  know  our  Jobbing  De- 
partment is  one  of  the  largest  and  most  complete 
in  the  country.    We  can  take  care  of  your  wants 
for  anything  in  Sheet  Music. 

McKINLEY  MUSIC  COMPANY 

The  Largest  "Exclusively  Sheet  Music  House" 

in  the  World. 

CHICAGO:     1501-15    EAST    FIFTY-FIFTH    STREET 


The  rapid  sales  of 

STANDARD  BRAND 
BLOTTINGS 


is   particular  proof  that  the  super-quality  of  these 
lines     appeal     to     people     who     buy     quality     first. 

Every  good  dealer  should   convince  himself  of  this 
fact  by   displaying   Standard   Blottings   continually. 

The    following    are   good    sellers   and    always    worth 
pushing. 

"Standard,"    "Sterling."    "Curi-Curl."    "Prismatic," 
"Royal   Worcester"   and   "Defender"    (enameled). 


Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


B 0 0 K S E L L E R    AND    S T A  T10NER 


es  &Co. 


HAMILTON 


LIMITS   D 


CANADA 


o^ 


Scribbler  Designs  That  Grip 

You  have  found  from  experience  that  School  Blanks 
with  attractive  covers  are  half  sold.  We  are  justly 
proud  of  our  large  range  of  designs.  In  the  "Sea- 
son's" series  we  are  offering  you  four  subjects  that 
touch  the  scholar's  dearest  characteristic — his  love 
of  outdoor  sport.  Before  placing  your  orders  for 
School  Opening  let  us  send  you  samples.  We  want 
you  to  share  our  enthusiasm. 


fiantl 


46d    WT  VsU 


HAMILTON 


LlMITE    D 


CANADA 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


PUBLICATION     OFFICE:     TORONTO,      MAY,      1918 


VOL.  XXXIV. 


No.  5 


SLUCKETT'S     ^m 
TERLINpi 
LINE U 


Made-in-Canada 
Loose-Leaf  Devices 

As  good  as  the  Best  and 
better  than  Most. 


*v 


We  offer  you  a  complete 
line  of 

Canadian-Made 
Loose- Leaf  Devices 

SOLD  ONLY  THROUGH  THE  TRADE 

A  line  embracing  all  the  Canadian  and  American 
standard  styles  and  sizes  at  fair  prices.  Our  pro- 
duct embodies  the  most  improved  Loose-Leaf  prin- 
ciples and  workmanship  that  insure  complete  satis- 
faction to  your  customers.  We  sell  only  through  the 
Trade,  and  our  terms  are  liberal. 
Our  trade-mark  is  your  protection  as  well  as  that  of 
your  customers.  Every  book  bearing  this  mark  is 
covered  by  our  unconditional  guarantee  of  mechani- 
cal perfection  and  correct  workmanship. 

Our  lines  include  Ledgers,  Memo  Books,  Price  Books,  Ring  Books,  Large 
Ring  Books,  Note  Books,  Post  Price  Books,  Sectional  Post  Binders,  Post 
Binders,  Holders,  Diaries,  Recipe  Books,  Desk  Pads,  Punches,  Leather 
Goods,  Etc. 

The  only  COMPLETE  LOOSE-LEAF  Line  Made  in  Canada  by  a  strictly 

Canadian  Company. 

Luckett  Loose  Leaf,  Limited 


539-543  King  Street  West 


Toronto,  Canada 


BOOKSELLER    AND    STATIONER 


The  only  sure  way  to  increase 
your  volume  of  business  is  to 
handle  the  line  that  makes 
many  new  friends  and  holds 
y  o  u  r  o  1  d  ones.  The  Imperial 
Series  meets  these  require- 
ments. Furthermore,  our  indi- 
vidual dealer  helps  co-operation 
and  makes  selling  easy.  In- 
creased production,  with  wider 
distribution  of  first  costs  and 
larger  buying  power,  has  made 
it  possible  to  offer  you  bigger 
value  than  could  otherwise  be 
thought  of.  Always  value,  al- 
ways quality,  and  always  the 
most  attractive. 


BACKED   BY  A    REPUTATION 


Imperial  Series 

of 

School 

Practice 

Books 

for 

School 

Opening 


WARWICK  BROS.  &  RUTTER,  LIMITED 

TORONTO 
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BOOKSELLER    AND    STATIONER 
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Favorites   with    Card    lovers   everywhere 

GOODALL'S 

ENGLISH 

PLAYING  CARDS 

Every  dealer's  stock  should  include  a  representative   assortment   of  these   beautifully 

designed  quality  playing  cards. 

The  name  Goodall  has  long  heen  recognized  as  a  guarantee  of  goodness  and  customer  sat- 
isfaction in  the  playing  card  world. 

Our  new  assortments  live  up  to  our  previous  quality  re- 
cords. In  beauty  of  design  and  correctness  of  finish  these 
(ioodall  Playing  Cards  are  ahead  of  all. 

Particularly  do  we  call  your  attention  to  the  unusual 
opportunity  of  selling  more  playing  cards  to  soldier  trade. 
The  (Ioodall  Lards  will  appeal  to  this  trade — the  designs 
are  especially  suited  for  selling  to  soldiers. 


A  particularly  suit- 
able line  for  the 
military  trade. 


Note  particularly  the  "Royal  Flying  Corps" 
design.  Every  dealer  should  be  wel!  stocked 
with  this  big  seller.  Feature  it  and  the  other 
Goodall  lines,  including: 

IMPERIAL  CLUB— Whist. 

COLONIALS— Gold  Edges. 

LINETTES— Both   Standard   and   Whist  Sizes. 

SALONS.  Society,  Sultan,  Bairnsfather  and 

PATRIOTIC  Series. 


^t&> 


Aubrey  O.  Hurst,  Representative 

32   FRONT  STREET  WEST  TORONTO 
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BOOKSELLER    AND    STATIONER 


CANADIAN 

ACCOUNT  BOOKS 


We  Make  and  Keep  Full  Stock 

of  Every  Description 

Size  and  Style 


Ledgers,  Journals,  Cash  Books, 

Loose-Leaf  Ledgers, 
Binders  and  Specialties 

Memorandum  Books 
Loose-Leaf  Photo  Albums, 

Column  Books,  Balance  Books, 
Invoice  Books. 

Letter,  Minute,  Bill,  Time,  Price, 
Scrap  Books,  Etc. 

Publishers  Canadian  Diaries. 

™  BROWN  BROTHERS 

LIMITED 
100  Simcoe  Street,  TORONTO 


ENUS 
PENCILS 


— none  better, 
none  as  good ! 


They  are  the 
world's      standard 

of  pencil  perfec- 
tion and  are  un- 
equalled  for 
smoothness  even- 
ness,  ease  of 
marking,  and  non- 
smudging  and 
n  o  n  -  crumbling 
characteristics. 


VENUS  Pencils  with  ERASER 
TIPS  are  available  and  are 
extremely  popular. 

17  black  degrees 

<;B  soffit  to  oil  hardest 

a  nil  hard  and  medium  copying 

— all  peerless! 

American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 

and   Clapton,    London,   England 


BOOKSELLER    AND    STATIONER 


NEW    MODEL 

I  loose!  T-PCHEF] 


The  LEDGER  FOR  EFFICIENCY 

Rapid  Opening  —  Rapid  Closing      Dependable  Mechanism 

—  Unexcelled   Workmanship  —  Highest    Grade    Materials 

—  Automatic  Locking  —  Powerful  Roller  Clutch  —  Per- 
manently Enclosed  Mechanism  —  Full  Double    Expansion 

—  Smooth  Steel  Posts  —  Pressed  Steel  Locking  Case  — 
Electrically  Welded  —  No  Lost  Motion  — Firm,  Flat 
Writing  Surface  —  Correctly  Rounded  Back  —  Curved 
Hinges  —  Standard  Binding  in  Best  Quality  Red  Cowhide 
and  Corduroy  —  Binder's  Board  Specially  Made  and 
Rigidly  Inspected.  :-:  :-:  :-:  :-:  :-:  :-: 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Irving-Pitt  Manufacturing  Company 

=====      LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS      ===== 


Kansas  City      noosH  I-PittaF!     M  i 

NEW  YORK  A    X 


i ssour i 

NEW  YORK  "  A    A       ~~ -~ ~"  CHICAGO 


Canadian  Agents  -THE  BROWN   BROTHERS,   LIMITED,^TORONTO 


BOOKSELLER    AND    STATIONER 


Here  we  show  you  the  Adco 
Flexion   Expansion  Binder 

— a  perfected  and  practical  binder  for  every  known  record, 
a  binder  representing  the  practical  efficiency  made  possible 
through  years  of  experienced  "loose  leaf"  thought  and  a 
generous  expenditure  of  time,  labor  and  money. 

The  Adco  Flexion  Expansion  Binder  holds  one  or  a  thou- 
sand leaves.  It  is  a  marvel  in  mechanical  construction. 
Every  objectionable  feature  of  the  old-style  binder  has  been 
eliminated. 

'  All  the  parts  of  the  mechanism  are  within  the  two  small 
steel  tubes,  with  no  parts  whatever  in  the  covers;  and  as 
the  binder  holds  one  leaf,  a  few  leaves  or  one  thousand 
leaves  with  600  pounds  pressure,  the  leaves  are,  therefore, 
held  in  alignment. 

In  a  word,  the  Adco  is  a  Practical,  Efficient,  Economical 
Binder  that's  needed  in  every  aggressive,  up-to-date  office. 
Every  dealer  should  handle  this.     Its  superiority  is  so  ap- 
parent that  it  sells  easily  and  we  help  you  sell  it. 
Let  us  tell  you  how. 


MANUFACTURED 


IN    CANADA    BY 
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MONTREAL     AND     TORONTO 


BOOKSELLER   AND    STATIONER 


Timely   Suggestions   for   June   Weddings 

Our  $25.00  Assortment 

1  only  Oval  Serving  Tray  to  sell  at  $  3.50 
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Casserole  with  Metal  Stand  to  sell  at 
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Pie  Plate 
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5.00 
3.00 
3.50 
2.50 
2.25 
3.50 
3.25 
2.00 
2.50 
2.00 
2.00 
2.00 
4.00 


$41.00 


"  Vase 

"  Mustard 

"  Condiment  Set  with  Metal  Stand  to  sell  at. 

"  Water  Set 

Total  retail  value  

Price  per  case,  $25.00  net. 
No  charge  for  packing. 

Our  $15.00  Assortment 

only  Oval  Serving  Tray  to  sell  at $  3.50 

a  a  a  a         a        a        a  o  ojr 

"  Square    "  "      "     "     "  ZZZZZ"'ZZZ.  3*00 

"  Casserole  with  Metal  Stand  to  sell  at 3.50 

"  Pie  Plate     "         "  "        "     "     "  2.75 

"  Vase  "        "  "       "     "     "  2.00 

"  Condiment  Set  with  Metal  Stand  to  sell  at 2.00 

"  Mustard  "        "  "       "     "     "  2.00 

"  Water  4.00 


Total  retail  value  $26.00 

Price  per  case,  $15.00  net. 
No  charge  for  packing. 

As  the  supply  of  these  assortments  is  limited,  we  would  ask  you  to  send  in 
your  order  early.      Orders  will  be  filled  in  order  received. 

Torcan  Fancy  Goods  Co.,  Limited 

THE  HOUSE   OF  SERVICE 
77    Bay   Street,  -  TORONTO 
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War  conditions  make   accurate 
information  very  necessary 


Canadian  merchants  are  now  troubled 
with  new  war-time  conditions  that  require 
special  attention. 

(1)  Turnovers  are  greater,  but  with  less 
profit.  (2)  Clerks  are  scarcer,  more  costly 
and  less  efficient.  (3)  Overhead  has  in- 
creased out  of  proportion  to  profits. 

To  meet  these  conditions  and  maintain  a 
normal  percentage  of  profit,  it  is  essential 
for  the  merchant  to  get  his  business  figures 
promptly  and  accurately  every  day. 

A  National  Cash  Register  will  give  you 


just  the  figures  you  most  need  to  obtain 
complete  control  of  your  business. 

With  an  N.C.R.  System  you  can  tell  whe- 
ther your  turnovers  and  overhead  are  in 
proper  proportion  to  your  profits. 

It  will  tell  you  whether  you  are  getting 
all  your  profits — and  enable  you  to  know 
that  the  money  is  actually  in  the  bank. 

It  will  show  which  clerks  are  efficient, 
how  many  sales  each  is  making,  how  much 
they  amount  to  separately  and  together, 
and  what  kind  of  transactions  they  are.  It 
will  show  which  clerks  are  accurate,  and 
which  are  making  costly  mistakes. 


A  National  Cash  Register  will  stop 
the  guesswork  and  the  losses 

-For  further  information,  fill  out  this  coupon  and  mail  it  to-day———  —  —  — 


Department  No.  C-13 

The  National  Cash  Register  Company 

of  Canada,  Limited,  Toronto,  Ont. 


Please  give  me  full  particulars  about  the 
way  an  N.  C.  R.  System  will  stop  guesswork 
and  losses. 


Name  Business 

Address  


BOOKSELLER    AND    STATIONER 


DOMINION 

BLANK  BOOKS 

A    complete    Canadian-made    line    of 
School   and   College   Exercise   Books, 
Memos    and    3,    6    and    7-ring  Loose 
Leaf  Books. 

Our  equipment  is  being  constantly 
increased  and  the  range  of  our  pro- 
ducts expanded. 

We  can  give  the  Canadian  stationery 
trade  prompt  and  satisfactory  service 
on  the  above  mentioned  items. 


Our  new 
cat  alogue 
is    now    o  n 

the  press. 
Send  in 
your  re- 
quest for  a 
copy. 


Dominion    Blank 
Book  Co.,  Limited 

Berthierville,  Que. 


NATIONAL 


BLANK  BOOKS 


Due  Ledger 

Convenient  and  accurate  records  are 
easily  obtained  with  the  use  of  these 
books.  For  instalment  house  cashiers, 
society  secretaries,  and  similar  pur- 
poses. There  are  sizes  to  accommo- 
date 700,  1,000,  1,400  and  2,000  ac- 
counts in  weekly  or  monthly  collec- 
tions. These  are  attractive  books, 
substantially  bound  with  American 
Russia  back  and  corners  and  black 
cloth  sides.. 

If  you  are  not  familiar  with  this  line 
let  us  send  you  samples  and  prices. 


NATIONAL 
BLANK  BOOK  CO. 

HOLYOKE,  MASS,  U.S.A. 


BOOKSELLER    AND    STATIONER 


iBt^^mM^S 


PACKAGES 

That  are  

Well  Built  —  Attractive  —  Nicely  Labelled 

Send   Us  Samples  of  Your   Manufacturing   Requirements 
Quotations  Cheerfully   Given  and   No   Delay  in  Production 

CLARK     BROS.     &     CO.    LIMITED 


Wholesale 
Winnipeg, 


STATIONERS 


Manufacturing 

Edmonton 


BOOKSELLER    A  N  I)    S  TATIONER 


Esterbrook  Counter  Display  Cases 

Make  it  Easier  for  the  Customer  to  buy — Make  the  Pen  Department  More  Profitable. 


You  tie  up   less   Money  in  Stock. 
Get  Maximum  Display. 


Save  Counter  Space. 

Offer  the  Most  Complete  Assortment. 


These  cases  are  graded  in  size  according  to  the  number  of    pens  each  holds.     The  Dealer  can  select  frcm  there  the  one  that 
best  suits  the  amount  of  Pen  Bu;iness  he  does,  and  so  carry  as  complete  an  assortment  as  his  business  warrants. 


ESTERBROOK  PEN  MFG.  CO. 

18-70  Cooper    Street,  -  CAMDEN,    N.J.,    UiS.A. 

Four  of  the  most  popular  sizes    are  illustrated  here. 

Case    No.    1. 

Size  13"  x  14".  Oak 
or        Cherry.  Glass 

covered,  with  12  com- 
partments, each  hold- 
ing a  gross  of  pens. 
Rear  drawer  for 
extra  stock.  When 
furnished  complete 
contains  one  gross 
each  of  12  best 
sellers. 

Case   No.    16. 

Size  13"  x  14".  Oak 
or        Cherry.  Glass 

covered,  with  16  com- 
partments, each  hold- 
ing a  gross  of  pens. 
Rear  drawer  for 
extra  stock.  When 
furnished  complete 

contains  one  gross 
.each  of  16  best 
sellers. 


Case    No.    32. 

Size  13"  x  14'  .  Golden 
Oak.  Glass  cover"  ' 
with  16  compartments 
on  display  and  16 
compartments  in  rear 
drawer.  When  fur- 
nished complete  con- 
tains one  gross  each 
of  32   best  sellers. 


Case    No.    56. 

Size  21"  x  24".  Quar- 
tered Oak.  Doors 
open  from  centre  out. 
5  6  compartments. 

each  holding  a  gross 
of  pens,  all  on  dis- 
play. "Rear  drawer 
for    extra    stock. 


BOOKSELLER    AND    STATIONER 
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Smile— Smile— Smile 


Pack  up  Your  Troubles  in  Your  Old  Kit  Bag,  and 
SMILE,  SMILE,  SMILE ! 


fUST  such  relief  as  is  needed  these  serious  days  is  afforded 
*^  by  this  "Smile"  Picture,  by  Bessie  Pease  Gutmann.  We 
must  cultivate  cheerfulness  as  well  as  determination  and 
confidence. 

[TS  popularity  is  already  assured.  It  was  voted  a  prize  of 
-*-  $500.00  by  the  subscribers  of  the  "Pictorial  Review"  and 
the  fact  is  worth  of  note,  that  there  were  eleven  other  con- 
testants of  high  rank  in  the  competition  for  which  the  first 
prize  was- awarded  to  "Smile,  Smile,  Smile." 

Hand-colored  Photogravures  Q  x  13  ,  retail 
price  $2.00.    Write  for  discounts. 


A.  R.  MacDougall  &  Co.,  Limited 

468  King  Street  West,  Toronto 
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SELLING  DIRECT  FROM  FACTORIES- 


>OUGALL&£p/ 


TORONTO 


AROAYAC 

'   ,         i_i  rvjcs       , 


SUNDRIES 


Smooth, 

Strong, 

Long- Wearing 

Leads 


For  Engineers, 

Architects, 

Draughtsmen, 

Artists 


Sengbusch    rf*1?"     Inkstands 


School  Crayons,  for  all  grades,  including 
No.  3  Crayon,  the  best  moulded  crayon 
obtainable,  and  No.  19  Crest  Light, 
which  has  proved  its  superiority  for 
brilliant  colors  and  non-smearing  quali- 
ties. 

Commercial     Crayons,     for     checking, 
marking  bundles,   leather,   etc.,   etc. 
China    Marker,    for    glass,    tin    and    all 
smooth  surfaces. 

Wax  Lumber  Crayons,  in  all  colors  and 
sizes. 

School  Chalk,  Standard .  White  and 
Enameled,  Omega  Dustless,  Colored 
Chalk  Crayons. 

Textile  Mill  Crayons,  used  by  leading 
mills,  and  are  growing  in  demand. 


Many  dealers  are  placing  gross  orders, 
and  large  offices  are  installing  them  for 
every  clerk.  Sengbusch  Inkstands  save 
ink,  supply  clean,  fresh  ink  always,  re- 
quire filling  rarely,  and  are  a  great  con- 
venience on  a  desk.  They  are  equally 
satisfactory  with  red  and  copying  ink. 

Sengbusch  Mucilage  Applier 

solves  an  eternal  office  worry  and  sells 
quickly.  It  is  always  ready,  always 
clean,  always  fresh,  self-closing,  and 
never  mussy. 

Idea!  Sanitary  Moistener 

Clean,   odor- 
less, durable. 


Sell  your  cus- 
tomers one  and 
save  his  time, 
eliminate 
s  p  o  n  ges  and 
soiled  fingers. 


A.  R.  MacDougall  &  Co.,  Ltd., 


Canadian  Representatives 
468  King  Street  West,  Toronto 
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EBERHARD  FABER 

NEW  YORK 

RUBY  RUBBER  BANDS 

IN  ENVELOPES 

METAL  CABINET 

Handsomely  Lithographed  in 
Colors.  There  are  six  compart- 
ments each  containing  1  dozen 
envelopes  of  five  popular  sizes 
and  one  of  assorted  sizes  of 
RUBY  BANDS. 

Seventy-two  envelopes  of  the 
famous,  brilliant  red  RUBY 
RUBBER  BANDS. 

Saves  time  and  trouble  in  selling. 
Does  away  with  counting  and  weigh- 
ing. Just  hand  the  customer  an 
envelope  of  the  size  selected  from 
illustrations  on  front  of  cabinet. 


KEATING  m  KARDS 

For  all  occasions. 

Steel  engraved  throughout. 

Cheerful  in  color  and  sentiment. 

Known  for  quality  and  beauty  of  design. 

Send  for  samples  of  our  new  Birthday,  Congratulation 
and  Wedding  Anniversary  Line.  A  bright  Birthday 
card  means  a  lot  to  folks  just  now. 

THE  KEATING  COMPANY 

Manufacturing  Engravers 

PHILADELPHIA,  U.S.A. 
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Loose  Leaf  Columnar  Books 


Most  business  houses  desire  records 
of  itemized  expenses  and  records  of 
different  departments.  The  use  of 
the  columnar  ruled  sheets  illus- 
trated is  an  extremely  efficient  way 
of  carrying  these  records.  The  size 
is  a  very  convenient  one,  being 
12"  x  9y2". 

The  binder  for  this  outfit  is  made 
in  black  fabrishote  back  and  corn- 
ers, with  black  cloth  sides,  nicely 
finished. 

Special  attention  is  called  to  form 
called  "Recapitulation  Form."  This 
is  laid  out  for  twelve  columns,  in 
which  monthly  reports  are  entered 
and  a  separate  column  for  the 
totals  for  the  twelve  months.  It  is 
-  "o  m  which  will  be  found  particu- 
larly advantageous  for  sales 
records,  purchase  records,  factory 
records,  etc. 

Another  good  form  is  the  "4 
Column  Reverse"  illustrated  above, 
which  can  be  advantageously  used 
for  cash  receipt  and  disbursement 
records. 


Boorum  &  Pease  Loose  Leaf  Book  Co. 


Makers  of  "Standard"  Loose  Leaf  Devices 


Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 


109-111    Leonard  St..   New  York 


Salesrooms : 

Republic  Bldg..  Chicago.  III. 

4000  Laclede  Ave..  St.  Louis.  Mo. 


Old  South  Bldg..  Boston.  Mass. 


Each    Memo    on    a   Perforated    Coupon 


Tear  it  out  when  attended  to. 

No  lost  data,  no  searching  through  obsolete  notes. 
Therefore,  no  excuse  for  forgetting.  Without 
doubt  the  handiest  memo-book  made.  Everybody 
needs  it.  High  officials,  superintendents,  pur- 
chasing agents,  department  managers — also  all 
other  business  men  and  women,  society  women, 
shoppers,  clergy,  faculty,  students. 

Easy  to  Sell  -  Good  Profit 

Reminder  with  extra  filler  and  handy  pocket  in 
cover. 


SELLING  PRICES  IN  U.S.A.  3  x5 

Handsome    Black    Leather    $1.00 

Seal  Grain  Cowhide  or  India  Calf.  .      1.50 

Genuine  Seal  or  Morocco   2.00 

Ladies'    Shopping    Reminder,   2%    x 
3%,  with  pencil  and  extra  filler.  . 


3'/2"x7" 
$1.25 
1.75 
2.50 


1.00 


A  1  ways — 
live  notes 
for  quick 
reference. 


ViUBaLyf'  .:.,,.,i . 


Introduce  it 
NOW 


EXTRA  FILLERS 


Size  3"x5     (4  coupons  to  a  page) 70c  per  dozen 

Size  3'/2  "x7"  (6  coupons  to  a  page)  .  .  .  .90c  per  dozen 
Size  2%"x3%"  (3  coupons  to  a  page).  .60c  per  dozen 
Name  in  gold  on  cover    25c  extra 


Dealers. — We  have  a  very  inviting  discount  to  offer  you  on  the  above  retail  prices. 

Write  for  it. 


ROBINSON  REMINDER 


Nationally  Advertised  in 
Canada 


ROBINSON  MFG.  CO.,  74  ELM  STREET,  WESTFIELD,  MASS. 
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This  is  the 
best  way  to 
display 
Cane's= 


Canadian- 
made  Pencils 

Here  is  a  dandy  counter 
display,  well  designed  and 
neatly  colored  —  one  that 
will  pull  the  customers' 
attention  every  time,  and 
make  pencil  sales  easy  and  profitable. 

The  stand  contains  half  a  gross  of  Cane's  pencils,  tipped  and  finished  in  six  different  colors.     One  half 
of  these  pencils  sticks  up  as  shown.    Your  customers  can't  miss  them. 

Ask  your  wholesaler  to  supply  you  with  one  of  these  displays. 

The  Wm.  Cane  &  Sons  Company,  Limited 

Newmarket,  Ontario,  Canada 


W1 


<W» 


Rare  \  beauty  and  exquisite 
richness  are  given  full  expres- 
sion in 


(B 


ranes 


(THE  CORRECT  WRITING  PAPER] 

One  quality  only — but  offering 
a  wondrous  selection  in  styles, 
finishes  and  tints  approved  by 
Fashion's  latest   mandates. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,  Massachusetts 

Toronto  Office :  266-268  King  Street  West 


Are  You 

Profiting 


by  the  big  demand  for  Ink  Tablets?-  Thousands  now 
l>eing  sold  to  Army  and  Navy  in  addition  to  regular 
demand  from  business  men,  travelers,  etc. 

EKONOMY 
INK  WAFERS 

are  guaranteed  highest  quality  blue-black  or  red.  For 
fountain  pen  or  general  use.  Free  from  "filler."  Dissolve- 
instantly  and  completely.  Make  more  than  rated  capacity. 
Packed  under  dealer's  label  or  in  bulk,  if  desired. 

FOUR  SIZES 
No.  1 — For  Fountain  Pens  No.  3 — Makes  1  oz.  ink 

No.  2 — Makes  '/i  oz.  ink  No.  4 — Makes  2  oz.  ink 

Samples  Free  to  Reliable   Concerns 

Commercial    Laboratories, 

INC. 
Newark  Dept.  10  New  York 
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Order  Now-and-ENSURE  Supply 


Battle  in  the  Clouds. 


His     Bit. 


The   Pirate's   Finish. 


British    Tank    in    Action. 


Illustrations  shown  here  indicate  some    of   the    artistic  covers  on  our 
Scribblers  and  Exercise  Books. 

War  Stirring  Scenes  captivate  the  School  Children — see  that  you  order 
freely  on  these  lines. 

Scribblers  and  Exercise  Books  from  $i. 80  a  gross  for  2c  lines  to  $4.8(0 
a  gross  for  the  best  5c  lines  and  $9.00  a  gross  for  10c  lines. 

STUDENTS  NOTE  BOOKS 

Tarn  O'Shanter,  32  leaves,  per  gross $2 .  75 

Midget,                 40  leaves,  per  gross 325 

Union  Jack,         32  leaves,  per  gross 2.75 

Classic,                  32  leaves,  per  gross 4.80 

Library,                32  leaves,  per  gross 4.80 

Collegiate,            56  leaves,  per  gross 9.60 

EXAMINATION]  PADS 

Peerless,  20  sheets,  per  100 $6.  io1 

Meteor  (lighter  paper),  20  sheets,  per  100 5. 70 

Progress,  30  sheets,  per  100 7. 90 

Matchless  (lighter  paper),  30  sheets,  per  100.  ...  7.30 

Paragon,  40  sheets,  per  100 8 .  90 

No  Cover,  10  sheets,  per  100 2 .  85 

No  Cover,  25  sheets,  per  100 5  .  25 , 

Order  early  as  there  is  a  shortage  in  many   articles.      Following  are  lines  of  which 
there  is  a  great  scarcity  and  prices  advancing. 

Set  Squares,  Nickel,  $9.00  a  gross. 

Protractors,  Nickel,  75c  a  dozen;  boxwood,  $3.25  dozen. 

Compasses,  75c,  #1.35,  #1.80,  $3.60  dozen. 

Mathematical  Sets,  #1.35,  #2.25,  $4.80,  $5.40  dozen. 

Camel  Hair  Brushes,  sizes  4  to  8,  $3.60  to  $4.80  a  gross. 

5c  and  ioc  Wax  Crayons  in  large  variety. 

Microscopes,  $2,  $3.60,  $4.80  per  dozen.     Next  lot  will  be  advanced. 

Plasticine,  Gold  Medal,  35c  lb.;  SSS,  30c  lb. 

Pencil  Boxes,  45c  dozen  to  $1.50  dozen. 

Soap  Erasers  at  the  old  prices. 

We  specialize  in  Drawing  Pins,  Maps  and  Globes 

THE  COPP,  CLARK  COMPANY,  LIMITED 

517  WELLINGTON   ST.  WEST,  TORONTO 


Special 
quotations 
on  500 
and  1000. 
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PICTURE  POSTCARDS 

A   unique  collection  to  sail  all  tastes 

Birthdays     Easters     Comics       Heather      Relatives 

Xmas  and  New  Year     Studies     Greeting 

Lovers     Lucky   Black   Cats 

St.   Patrick's  Dav 


Specialty:  Local  View  Printing  from 
customers'  originals. 


New   Collection   of 

CHRISTMAS  FOLDING  CARDS 

$1.00   to  $7.00  per  gross. 

now  ready  ^WONDERFUL  VALUE!!! 


Writing   Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cahinets 

Birthday  Fold  ng  Cards 


Terms:     Goods  shipped   through  London    Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 

The 

"PHILCO" 


Holborn  Place 


m 

111! 


HlMG 


PUBLISHING 
Co 

London,  W.C.  1 .   Eng. 


Cable  Address:  Philcoco,"  London 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  t lie  famous 


"Rob  Roy 
Pen 


?> 


It    is 

made 

of     fine    steel, 

\\  rites     easily 

and   smoothly   and 

suits     almost     any 

hand.  "Rob   Roy"  l'ens 

are    made    In    one    of    the 

best     equipped      factories     in 

Birmingham,    Eng. — the    home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing  pen 


Manufactured  by  the  proprietors  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and   Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:     26-27  Ivy  Lane.  Paternoster  Row.  E.C.  4 


Technical  Handbooks 
at  Popular  Prices 

We  have  a  line  of  quick-selling  books 
on  all  Mechanical  and  Electrical 
subjects. 

The  titles  include  Engines,  Electric 
Dynamos  and  Motors,  Batteries,  Tele- 
phones, X-rays,  Wireless  Telegraphy, 
Lathe  work,  Tools,  Model  making. 
Windmills,  Locomotives,  Motor- 
cycles. Aeroplanes,  Carpentry.  Book- 
binding. Microscopes,  Motor  Boats,. 
Scientific  Experiments  and  Metal 
Working. 

Prices  from  sixpence  upwards. 
The  coming  industrial  development 
of  Canada  will  call  for  practical 
handbooks  for  the  workers;  get  your 
supplies  in  hand.  Our  list  will  help 
you.  Mailed  free  on  request,  with 
pleasure. 

Percival  Marshall  &  Co. 

66  FARRINGDON  STREET 
LONDON,  E.C.  4,  ENGLAND 
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The  most  notable  novel 
of  the  year — 


66 


WILLOW,  the  WISP" 

By  Archie  P.  McKishnie 


ARCHIE  P    McKISHNIE 


A  real  story  this,  Vital,  Virile,  Heart- 
throbbing.  It  is  McKishnie  at  his 
best,  and  McKishnie  at  his  best  is 
really  GREAT. 

"WILLOW,  THE  WISP"  is  certainly 
a  book  to  recommend.  It  is  safe  to 
say  that  its  selling  potentialities  are 
unusually  good,  and  that  a  little  dis- 
play will  earn  quick,  profitable  re- 
sults. 

Hear  what  a  New  York  critic  has  to 
say  of  McKishnie's  newest  novel : 

"  'WILLOW,  THE  WISP,'  is 
a  big  story  in  every  way.  To 
'the  Boy  in  France'  it  will 
carry  a  breath  of  the  forest 
lands  of  his  own  beloved 
country. 

"In  this  strong  story,  glow- 
ing with  life  and  color,  re- 
plete with  mystery  and 
human  interest,  Mr.  McKish- 
nie has  done  for  Canada 
what  the  stories  of  Raine 
and  Knibbs  have  done  for 
Western  America." 

McKishnie's  books  are  sellers.  Be  as- 
sured, "WILLOW,  THE  WISP"  is 
no  exception.    Order  now. 


THOMAS  ALLEN 

PUBLISHER 
TORONTO,  CANADA 
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The  Womans  Press 


Publishers  of  Books  for  Thinking  People 

Announce 

To  the  Booksellers  and  Stationers 
•  of  Canada 


The  Appointment  of 

Messrs.  J.  M.  Dent  &  Sons 

Limited 
27  MELINDA  ST.,  TORONTO,  CANADA 

As    Trade   Representatives 

THE  WOMANS  PRESS 


National 
Board 


Youiik 

Womens 

Christian 

Associations 


600    Lexington    Avenue,    New    York    City,    U.S.A. 


What's  Wanted 


Almost  every  week  you  want  some- 
thing which  you  could  quite  easily 
secure  by  consulting  with  your  fel- 
low Grocers. 

Perhaps  you  need  a  clerk.  The  best 
of  them  read  Canadian  Grocer  and 
watch  the  "Wanted"  page  for  new 
opportunities. 

Possibly  you  want  to  buy  or  sell  a 
grocery  business.  Canadian  Grocer's 
subscribers  are  the  best  prospects  in 
Canada.  Talk  to  them  through  our 
columns  with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange 
some  surplus  stock1?  Here  again  the 
Want  Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  in- 
sertion; 1  cent  per  word  for  subse- 
quent insertions  of  the  same  ad.  Box 
Number  5  cents  extra. 


This  is  the  Canadian 
Service  Flag 

Ever  since  the  war  began  there  has  been  an 
insistent  demand  for  a  recognized  emblem, 
which  one  might  wear  or  display  to  show  how 
many  dear  ones  they  have  on  active  service. 
The  Canadian  Service  Flag  Design  consists  of 
a  reel  border  with  a  sufficient  number  of  blue 
maple  leaves  on  the  white  centre  panel  to  in- 
dicate how  many  loved  ones  have  gone  from 
the  home  in  which  it  is  displayed. 

This  is  the  recognized  service  flag  for  Canada, 
being  registered  at  Ottawa.  It  is  made  in  various 
sizes  and  qualities  to  retail  at  from  10c  up. 

Canadian  Service  Flags  have  also  been  designed  in  the  form  of  a 
beautifully  enameled  gold  pin  or  button,  in  order  that  each  person 
may,  by  wearing  this  pin,  show  that  either  a  father,  son,  brother, 
sister  or  husband  is  on  active  service. 

These  pins  are  made  with  one,  two,  three  or  four  maple  leaves. 
A  postal  card  will  bring  you  full  particulars. 


*1  EI  P 


THE  TORONTO  TROPHY  CRAFT  CO. 

1710  ROYAL  BANK  BUILDING.  TORONTO 
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Hodder  &  Stoughton's 

ANNOUNCEMENTS 

U  HODDER  &  STOUGHTON  have  pleasure  in  announcing  that  they 
will  publish  this  Spring  the  following  important  works. 


SIR  J.  M.  BARRIE 

THE  PLAYS  OF  J.  M.  BARRIE.  A  uniform 
Edition  of  the  Plays  of  J.  M.  Barrie,  in  separate 
volumes. 

The  Professor's  Love  Story, 

Quality  Street,  The  Admirable  Crichton, 

Little  Mary,  Alice  Sit-by-the-Fire, 

What  Every  Woman  Knows, 

A  Kiss  for  Cinderella, 

Dear  Brutus,  Peter  Pan, 

The  Old  Lady  Shows  Her  Medals, 

Seven  Women, 

The  Twelve  Pound  Look,  &c.       $1.00  per  vol. 


LEONARD  MERRICK 

THE    WORKS    OF    LEONARD    MERRICK.      A 

uniform  edition  of  the  works  of  one  of  the  great- 
est living"  masters  of  fiction,  with  introductions 
by  the  most  famous  writers  of  the  day. 

$1.50  per  vol. 
"While  Paris  Laughed."  The  New  book  by 
Leonard  Merrick. 

"Conrad  in  Quest  of  His  Youth."  With  an 
Introduction  by  Sir  J.  M.  Barrie. 
"The  Position  of  Peggy  Harper."  With  an 
Introduction  by  Sir  Arthur  Pinero. 
"The  Man  Who  Understood  Women,"  and 
other  Stories.  With  an  Introduction  by 
W.  J.  Locke. 

"When  Love  Flies  Out  o'  the  Window."  With 
an  Introduction  by  Sir  William  Robertson 
Nicoll. 

"The  Worldlings."  With  an  Introduction  by 
Neil  Munro. 

"The  Actor-Manager."  With  an  Introduction 
by  W.  D.  Howells. 

"Cynthia."  With  an  Introduction  by  Maurice 
Hewlett. 

"The  Quaint  Companions."  With  an  Introduc- 
tion by  H.  G.  Wells. 

"One  Man's  View."  With  an  Introduction  by 
Granville  Barker. 

"The  Man  Who  Was  Good."     With  an  Intro- 
duction by  J.  K.  Prothero. 
"A  Chair  on  the  Boulevard."    With  an  Intro- 
duction by  A.  Neil  Lyons. 
"The  House  of  Lynch."    With  an  Introduction 
by  G.  K.  Chesterton. 


SIR  ARTHUR  CONAN  DOYLE 


THE  NEW  REVELATION. 
Dovle. 


By  Sir  Arthur  Conan 
$1.25 


G.  A.  BIRMINGHAM 

A  PADRE  IN  FRANCE.    By  George  A.  Birming- 
ham, Author  of  "General  John"  Regan."  $1.50 


LAWRENCE  BINYON 

For  Dauntless  France.    By  Laurence  Binyon.  $1.50 
Also  "For  the  Fallen,"  Poems  by  Laurence  Binyon. 

Illustrated  and  Decorated  Edition.  $1.50 


SIR  ARTHUR  CONAN  DOYLE'S 
HISTORY  OF  THE  WAR 

THE  BRITISH  CAMPAIGN  IN  FRANCE  AND 
FLANDERS,  Vol.  III.,  1916,  in  which  Sir  Arthur 
Conan  Doyle  gives  the  first  detailed  account  of  the 
gigantic  Battle  of  the  Some.  Uniform  with  above: 
"The  British  Campaign  in  France  and  Flanders, 
Vol.  I.,  1914"  (Third  Edition)— "The  British  Cam- 
paign in  France  and  Flanders,  Vol.  II.,  1915" 
(Second  Edition).  With  Maps,  Plans,  and  Dia- 
grams. $2.00  per  vol. 


CANADA  IN  FLANDERS,  VOL.  III. 

CANADA  IN  FLANDERS.  The  Official  Story  of 
the  Canadian  Expeditionary  Force,  Vol.  III.  By 
Major  Charles  G.  D.  Roberts.  With  an  Introduc- 
tion by  Lord  Beaverbrook.     With  Maps.  50c 


'BARTIMEUS" 


THE  NAVY  ETERNAL. 

meus." 


A  new  book  by  "Barti- 
$1.25 


THE  AUTHOR  OF  "IN  THE 
NORTHERN  MISTS" 

NAVAL  INTELLIGENCE.  A  new  book  by  the 
Author  of  "In  the  Northern  Mists"  (New  Edition, 
$1.25)  and  "Grand  Fleet  Days"  (New  Edition, 
$1.25). 


HODDER   &  STOUGHTON    LIMITED/ 

NEW  YORK/ 


.LONDON 

PUBLISHERS 


TORONTO 


TORONTO\ 
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Preliminary  Notice  of  Publication 

You  owe  it  to  your  country  to  see  that  a  copy  is  placed  in 
the  hands  of  every  man  or  woman  entering  your  store. 

PRINCE  LICHNOWSKY'S  REVELATIONS 

First  complete  publication  of  suppressed  memorandum  in  which  Kaiser's 
former  ambassador  at  London  acquits  England  of  wanting  war. 

100,000  copies  in  English  50,000  copies  in  French 

To  be  published  in  Canada 

Should  be  read  by  every  man  and  woman 

in  the  Empire 

The  war  has  produced  few  human  documents  of  tht  importance 
of  Prince  Lichnowsky's  "Memorandum."  It  throws  a  flood  of  light 
upon  the  diplomatic  correspondence  published  by  the  belligerent 
chancelleries  in  the  opening  month*  of  the  war,  particularly  upon 
the  German  White  Paper,  whose  reservations  it  exposes,  whose  enig- 
mas it  untangles,  whose  lies  it  lays-bare. 

It  is  the  diplomatic  story  of  the  Prince's  A  mbassadorship  at  Lon- 
don, from  1912  until  the  war  drove  him  home  to  Berlin  in  August, 
19J//,  when  he  was  deprived  of  rank  and  distinctions. 

It  was  written  at  his  country  seat,  Kuchelna,  in  the  Summer  of 
1916,  and  finished  in  A  ugust.  He  says  that  he  wrote  it  for  his  family 
archives  and  that  these  "purely  private  notes  found  their  way  into 
wider  circles  by  an  unprecedented  breach  of  confidence." 

Be  that  as  it  may,  one  copy  reached  the  Wilhelmstrasse,  where  it 
evented  ii  (/rent  scandal;  another  fell  into  the  hands  of  some  members 
of  the  Minority  Socialist  Party,  end  another  reached  the  office  of  the 
Politiken  of  Stockholm,  organ  of  the  Extreme  Left  of  the  Swedish 
Socialist  Party,  which  began  to  publish  it  on  March  15,  and  was  then 
stopped  by  the  Government. 

The  next  day  there  was  a  furious  debate  in  the  Main  Committee 
of  the  German  Heiehstae/.  lien'  eon  Payer,  Vice  Chancellor  of  the 
German  Empire,  n„d  Under  Secretary  eon  Stumm,  of  the  Foreign 
Office,  sought  to  explain  to  representatives  of  the  German  people  the 
diplomatic  catastrophe  of  which  the  Kaiser's  Government  was  the 
victim.  Herr  eon  Jagow,  who  had  hern  Germany's  Foreign  Secretary 
during  the  closing  days  of  Prince  Lichnowsky's  career  at  London, 
was  assigned  to  reply  to  the  famous  memorandum  which  the  author 
had  entitled  "My  London  Mission,  1912-1914.." 

Meanwhile,  the  German  Socialist  organ,  Vorwaerts,  hadpublished 
what  if  eal/ed  "decisive  chapters"  of  the  memorandum — the  diplo- 
matic passages  which  pointed  out  Germany 's  criminality  and  foretold 
the  result  of  this  criminality  in  history.  The  Muenchener  Neueste 
Noxhrichten  then  gave  its  readers  the  chapters  dealing  with  the 
African  and  Bagdad  treaties  negotiated  by  the  Prince,  and  on  March 
26  the  Politiken  renewed  publication  of  the  Lichnowsky  writings. 

60  pages,  Stiff  Covers 

15c.  per  copy 

Trade  price,  10c. 

All  unsold  copies  returnable 

BIG  WINDOW  DISPLAY  POSTER  SUPPLIED 

THE   HOUSE  OF   CASSELL 


Toronto 


London 


New  York 


Melbourne 
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He  Won't  Stand  For  It 


The  news  dealer  today  wants  a  square  deal,  and  we'll  see  that  he 
gets  it.  Our  magazines  are  shipped  on  publication  dates  at  prices 
in  many  cases  two  cents  cheaper,  and  in  all  cases  one  cent 
cheaper  than  other  houses. 


FULLY    RETURNABLE 

Pictorial    Review    lie 

Collier's     Weekly     7c 

Canada    Weekly     3c 

Parisienne    lie 

Saucy  Stories    lie 

Smart    Set     19c 

Field   and  Stream    15c 

Fascinating   Fiction    18c 

Clever    Stories     18c 

Motion   Picture  Magazine   15c 


AMERICAN  PERIODICALS 

FULLY    RETURNABLE 

Motion   Picture   Classic    15c 

IV,     RETURNABLE 

Country     Gentleman      3c 

Railroad   Magazine    8c 

Argosy    Magazine    8c 

Munsey    Magazine     20c 

All   Story   Magazine    8c 

10';    RETURNABLE 

Metropolitan      15c 

Ladies'    Home    Journal     14c 


NON-RETURNABLE 

Saturday    Evening    Post    3Vic 

MacLean's     15c 

Photo-Play    World    19c 

Jack     Canuck      

Puck   (American)    lie 

Motor    19c 

Motor    Boating     lie 

Cosmopolitan    Magazine    15c 

Hearst's    Magazine    15c 

Harper's     Bazaar     19c 

Good    Housekeeping     lie 

Literary     Digest      8c 


Imperial  News  Co.,  Ltd.,  Winnipeg 


WE    HAVE    MOVED 

Our  New  Address  Is 

348  St.  James  Street,  Montreal 


More  Space,  Better  Facilities  and  to  You 

IMPROVED    SERVICE 

ON 

BRITISH   and    AMERICAN    MAGAZINES 


LINE    UP   NOW  AND   SAVE   MONEY 
LISTS    ON  APPLICATION 


Imperial    News    Company,    Limited 


MONTREAL 


21 


BOOKSELLER  AND  STATIONER 


J 


une 


M 


L 


acLean s 


mm 


"The  Annihilation  of  The  Princess  Pats" 

By  GEORGE   PEARSON 
Author  of  "Englander  Schwein" 

The  second  of  his  series  of  articles  for  MACLEAN'S  in  which  this 
graphic  writer  tells  from  first-hand  knowledge  how  a  regiment  behaved 
in  the  front  line  trenches  under  the  terrific  bombardment  preceding 
an  assault  in  force.  It  is  a  terrific  picture  of  war,  and  perhaps  the 
strongest  thing  that  he  has  written. 


A  Sensational  Article 
By  Wells 

An  outstanding  feature  of  the  June  number  will  be  a 
striking  article  by  H.  G.  Wells,  which  will  probably  ap- 
pear under  the  heading  "Must  All  Nations  Merge  After 
the  War?"  He  presents  the  view  that  it  is  Koing  to  be 
necessary  for  the  British  Empire  as  well  as  all  other 
empires  and  nations  to  give  up  separate  existence  and 
pool  its  interests  and  its  possessions  in  a  world-wide 
league  of  nations.  He  expresses  the  view  that  this 
will  be  necessary  in  order  to  avoid  future  wars  which 
would  mean  the  annihilation  of  nations.  It  is  a  tremen- 
dous article  and  will  create  a  great  deal  of  discussion. 


The  Big  Fraser  Serial 
Starts 

The  second  outstanding  feature  in  the  number  will  be 
the  start  of  the  new  serial  by  W.  A.  Fraser,  "The  Three 
Sapphires."  It  is  a  story  laid  in  India — a  story  of 
mystery  and  intrigue  with  a  background  of  animal  lore 
for  which  Fraser  is  especially  noted.  It  is  in  some  re- 
spects a  better  story  than  the  Oppenheim  serial  and  is 
going  to  grip  the  readers  of  MACLEAN'S  as  no  other 
serial  has  perhaps  previously  done.  It  has  this  added 
advantage  that  is  by  a  well  known  Canadian  author. 


Other  Feature  Articles  in  this  Number 


"The  Ginger  Group"  is  an  article  on  the  political  situa- 
tion in  Canada  with  special  reference  to  the  group  of 
members  at  Ottawa  who  are  standing  out  for  drastic 
measures  and  "ginger"  in  the  handling  of  war  prob- 
lems. 


"June"  by  Stephen  Leacock.  This  is  the  second  article 
in  his  new  series  and  is  bright  and  readable  and  Cana- 
dian in  tone. 


Fiction  In  the  June  Number 


"The  Strange  Adventure  of  the  Stolen  Wheel-Code"  by 
Arthur  Stringer,  illustrated  by  H.  Weston  Taylor.  This 
is  the  third  story  in  the  new  series  of  mystery  stories 
by  Arthur  Stringer. 


The  last  instalment  of  "The  Pawns  Count,"  by  E.  Phil- 
lips Oppenheim. 

A   long  instalment  of  "The   Magic   Makers,"  by   Alan 
Sullivan. 


A  Ballad  of  the  War 


Robert  W.  Service  contributes  one  of  the  best  things  he 
has  done  so  far  for  MACLEAN'S,  a  long  ballad  of  the 
war,  entitled  "Kelly  of  the  Legion." 


There  will  be  in  addition  all  the  usual  departments — 
the  Business  Outlook,  the  Investment  Review,  the  Best 
Books,  Women  and  their  Work  and  an  especially  big 
section  of  Review  of  Reviews. 


The  cover  will  be  a  handsome  painting  illustrating  a  dramatic  part 
in  the  new  Fraser  serial. 


Booksellers  of  Canada— Give  MACLEAN'S  a  Good  show.     It  is  a  good,  steady  seller, 

and  every  copy  sold  puts  something  in  the  till. 
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When  Asked  to  Suggest  Good  Books   to   Send  to   Soldiers 

Why  not  recommend  stories  that  get  away  from  the  war  altogether?     The  boys  "over 

there"  will  appreciate  getting  a  "recess"  from  the  great  war  by  reading  such  a  good, 

wholesome   tale   of  American   life   altogether   apart   from   Europe,   such    as   Helen   R. 

Martin's  latest  novel  of  a  Pennsylvania  Dutch  family,  or  Hanshew's  new  mystery  story 

of  "Cleek,"  as  the  cleverest  detective  of  Scotland  Yard. 

People  will  want  to  read  these  books  themselves  before  sending  them  away  to  the  boys 

"over  there."     That  makes  them  all  the  easier  to  sell. 

SHOW  THEM  BOOST  THEM  SELL  THEM 


GERTIE  SWARTZ 

FANATIC   OR   CHRISTIAN 
by 

HELEN  R.  MARTIN 


2LANGT0N 
LEADERS 


CLEEK 

THE  MASTER  DETECTIVE 
by 

THOMAS  W.  HANSHEW 


The  author  of  "Tillie,  a  Mennonite  Maid," 
"Those  Fitzenbergers,"  "Martha  of  the 
Mennonite  Country,"  etc.,  has  duplicated 
her  previous  successes  in  this  new  story  of 
the  Pennsylvania  Dutch. 
This  story  deals  with  the  life  of  a  wealthy 
family  of  contrasting  types.  The  heroine 
is  a  most  lovable  character. 
$1.40. 
EXTRA 


The  cleverest  detective  of  Scotland  Yard 
experiences  most  exciting  adventure  in 
this  new  mystery  tale.  The  action  ranges 
over  all  the  continents,  with  Ceylon,  Java, 
the  Orient  and  Patagonia  providing-  clues 
to  guide  the  master  detective  in  his  work. 
A  most  readable  book. 


$1.40. 
To  come  soon— a  new  book  by  GENE  STRATTON  PORTER 

GARDEN  CITY,  N.Y. — DOUBLEDAY,  PAGE  &  CO. 

Toronto  :     THOMAS  LANGTON,  23  Scott  St.,  Publisher 


TOY  PROFIT 


There  is  good  profit  in  a  Hue  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,   where    to   buy   stock,   etc. 


"PLAYTHINGS" 


each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAR  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 


McCREADY  PUBLISHING  CO., 


18  East  12th  Street 
NEW  YORK 


HOLD  THE  LINE 


{Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold- 
John  Heath's  Telephone 
Pen.  You  will  not  hold  it 
long  because  it  sells  so 
quickly.  There's  quality 
about  it.  It  writes 
smoothly,  never  corrodes, 
and  lasts  long.  Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
sale 
houses  in 
Toronto 

and 
Montreal 


How's  your  stock  of 

rive  Thousand  Facts  about 

CANADA? 

1918  Edition  Now   Ready 

Larger  and  Better  than  Ever, 
revealing  Canada's  wonder- 
ful story  in  a  striking  way. 

Compiled  by  Frank  Yeigh, 
author  of  ''Through  the 
Heart  of  Canada." 


Sells  well  wherever 
given  a  chance. 


Order  from  your  news  company,  or 

The  Canadian  Facts  Pub.  Co. 

588  Huron  Street,  Toronto. 
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X  HUTCHINSON  &  CO.'S 


Announcement 
for   the   Spring 


MY   AMERICAN    VISIT 

H.v  the  Rt.  Hon.  Sir  F.  E.  SMITH,  Bart.,  K.C.,  M.P.,  His  Majesty's 
Attorney-General.       With     16     illustrations.       Cloth,     6/-     net. 

The  speech  which  was  delivered  before  the  New  York  State  Bar 
Association,    which    aroused    so    much    controversy,    is    also    included. 

In  view  o£  the  difficulties  in  connection  with  production  and  the 
bie  demand,  to  secure  delivery  an  order  should  be  placed  with  your 
bookseller    immediately.      All    author's    profits    go    to    Red    Cross    funds. 

NOTES   OF   A  NOMAD 
By    LADY   JEPHSON 

With    16    full-page    illustrations    on    art    paper,    from    drawings    by    the 
Authoress.      16  -    net. 

THE    COMING    ECONOMIC    CRISIS 

By    H.    J.   JENNINGS 

An    explanation    of    the    thorough    and    immediate    preparation    that    is 
required    for   our  economic   defence.      5  -    net. 


JAPANESE    MEMORIES 
By    ETHEL    HOWARD 

A  charming  account  of  Japanese  life,  written  by  a  lady  who  spent 
several  happy  years  amongst  the  nobility,  and  describes  her  novel 
experiences  with  delightful  candor  and  simplicity.  There  are  42 
excellent     photographs.        With     attractive     colored     jacket.       12  6     net. 


MEMORIES     OF    AN     ETONIAN 
By    GEORGE    GREVILLE 

With    numerous    illustrations.      10 '6    net.       Eton    fifty    years    ago;    and_ 

many    anecdotes    of    society    during    the     latter    half    of    the    reign    of" 

Queen    Victoria. 


THE    YEAR'S    ART,    1918 
By  A.  C.  R.  CARTER 

The   reference   book    for  all    who   are   interested    in   matters   appertaining 

to    art. 


HUTCHINSON'S  new  6/-  Novels 


A  KING  IN  BABYLON 

SANDS  OF  GOLD 

LADY    MARY'S    MONEY 

THE    LYNDWOOD    AFFAIR 

L    2002  .... 

TUMULT  .... 

IN    OUR    STREET 

THE    MAN    WHO    LOST    HIMSELF 


Kathlyn     Rhodes 

G.    B.    Burgis 

Una     L.    Silberrad 

Edgar    Jepson 

Gabrielle    Vallings 

Peggy    Webling 

de    Vere    Stacpoole 


SERGEANT    SPUD    TAMSON,    V.C.  -  -  R.    W.    Campbell 

CHILDREN   OF   EVE Isabel  C.  Clark 

THE  NARROW  STRAIT W.  E.  Norris 

MISS   PIM'S   CAMOUFLAGE  ....  Lady   Stanley 

IP    AND    DOWN F.    E.    Benson 

WINGS   TRIUMPHANT Cecilia   Hill 

BRIDGET B.   M.   Croker 

AN    ARMED    PROTEST F.    Bancroft 

THE   MAN    FROM   TRINIDAD,    By  the   Author   of  "The  Pointing  Man" 
■^ —  — — ^M 


HUTCHINSON  &  CO.,  PATERNOSTER  ROW,  LONDON 
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HURST    &    BLACKETTS  Announcements    for    the  Sprin 


MEMOIRS  OF  WILLIAM  HICKEY, 

1775  to  1782 

Edited  by  ALFRED  SPENCER 

Illustrated    by   portraits    from    the    oil    paintings    by    Sir 
Joshua  Reynolds  and  Angelica  Kauffman.     12/6  net. 
This  is  the  second  volume  of  these  Memoirs;  the  first 

volume  covering  the  period  from  1749  to  1775,  may  still  be 

obtained. 

The   Memoirs   are   an   authentic   record   of  people   and 

places  in  England,   China,  India,  Jamaica,   South   Africa, 

and  elsewhere  in  the  eighteenth  century. 

DO  WE  NEED  A  NEW  IDEA  OF  GOD? 
By  EDMUND  H.  REEMAN 

A  basis  for  a   reverent,  rational   and   inspiring  religious 
faith.     3/6  net. 


DOCTOR  JAMESON 
By  G.  SEYMOUR  FORT 

One  of  Africa's  Big  Empire  Builders.  New  and  enlarged 
edition  brought  down  to  the  death  of  the  great  adminis- 
trator. Illustrated.  10/6  net. 
Friend  and  fellow-worker  with  Rhodes,  Dr  Jameson's 
life  was  so  crowded  with  epoch-making  events  that  this 
book  should  find  a  place  in  every  library. 

THE  SORROWS  OF  EPIRUS 
By  RENE  PUAUX 

Illustrated.     3/6  net.     Greece  and  the  peoples  it  has  ab- 
sorbed as  seen  in  the  War  by  the  adventurous  correspond- 
ent of  Le  Temps. 


WILLIAM   HOHENZOLLERN  &   CO. 
By  EDWARD  LYELL  FOX 

Intimate  vivid  details  of  the  Kaiser  as  Emperor,  General, 
Diplomat,  Politician  and  Man.     6/-  net. 


NATIONAL  RECONSTRUCTION:  A 

Study  in  Practical  Politics 

By  J.  J.  ROBINSON 

An  able  review  of  politics  as  they  are  and  as  they  might 
be.     Democratic  but  not  socialistic.     2/6  net. 


HURST  &  BLACKETT'S  new 


SCANDAL  By  Cosmo  Hamilton 

THE  LONG  LANE'S  TURNING         Hallie  Erminie  Rives 
LARK'S  GATE  Rachel  Swete  Macnamara 

HEART  OF  ICE  Fergus  Hume 

THE  PATHETIC  SNOBS  Dolf  Wyllarde 

LOVE'S  BURDEN  Margaret  Peterson 


LADY  ELEANOR,  PRIVATE  SIMMONDS  and  OTHERS 

By  Lord  Frederic  Hamilton 
LOVE  MAGGY  The  Countess  Barcynska 

LOVE  AND  SACRIFICE  Beatrice  Baskerville 

WOMAN'S  GREAT  ADVENTURE  Arabella  Kenealy 

THE  ELUSIVE  LADY  Amelie  Rives 

(Princess  Troubetzkoy) 


LONDON:  HURST  &  BLACKETT,  PATERNOSTER  HOUSE,  E.C. 
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BOOKSELLERS 


This  advertisement  is  one  of  a  series  appearing  in 
the  leading  American  magazines  and  papers. 
Link  up  with  this  publicity  by  featuring  the  book 
in  all  your  displays. 


Th 


Huns 

couldn't  hold  him  ! 


FROM  8,000  feet  in  the  air  he  had  swirled  down  into  their  camp, 
wounded,  helpless.   They  thought  him  dead— but  they  little  knew 
the  indomitable  soul  that  lived  in  this  Irish-American — the  soul 
that  laughed  at  things  that  would  have  killed  another  man. 


I^HEIR  train  was  rushing  him  to  the  prison 
camp  at  35  miles  an  hour.  He  was  wounded, 
shaky;  sick.  The  German  guard  sat  beside  him 
with  gun  loaded  and  ready  to  shoot.  And  from 
this  he  escaped. 

It  was  72  days  before  he  was  safe — 72  days 
of  crawling  and  slipping  by  night  and  hiding  by 
day — bleeding,  wounded  —  passing  sentries 
boldly — fighting  peasants — winding  up  in  that 
di-amatic  crossing  of  the  barbed  wire  fence 
that  Germany  considers  so  sure  a  boundary 
line. 


"VJO  wonder  he  was  received  with  joy  by  the 
^  ^  English  public — no  wonder  audiences  listen 
breathlessly  to  his  story  all  over  the  United 
States.  YOU  can  read  it  now,  for  he  has  told 
it  in  his  new  book. 

This  long-limbed,  hawk-faced,  dare-devil  son 
of  Chicago — they  could  not  keep  him  out  of  the 
war — they  could  not  kill  him — they  could  not 
hold  him!  Read  this  story  at  once.  Get  his 
book  at  your  bookseller's.  It  is  a  great  story 
of  that  indomitable  spirit  that  makes  the  Allies 
unconquerable,  invincible. 


OUTWITTING  THE  HUN 

By  Lt.  PAT  O'BRIEN,  Royal  Flying  Corps 

A  Glorious  Tale  of  72  Days'  Escaping  from  Germany. 

THE    MUSSON    BOOK    COMPANY,    LIMITED 

PUBLISHERS  Cor.  East  Dundas  and  Victoria  Streets  TORONTO 
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Editorial  Chronicle  and  Comment 


SCHOOL  CONTRACTS 

SCHOOL  Boards  will  soon  be  calling  for  tenders 
for  this  year's  contracts  to  supply  scribblers, 
exercise  books  and  other  supplies..  If  the  conditions 
in  a  town  have  been  such  that  the  rival  stationers 
have  so  undercut  each  other  from  year  to  year  as  to 
bring  the  probable  net  profit  down  below  a  margin 
of  ten  per  cent.,  it  is  time  to  call  a  halt.  No  tender 
should  be  made  on  figures  as  low  as  that.  The  exist- 
ence of  a.  system  that  encourages  such  unbusinesslike 
practices  is  all  wrong  and  not  at  all  in  keeping  with 
the  spirit  of  the  times.  It  should  he  possible  for 
rival  stationers  to  co-operate,  not  against  the  School 
Boards  to  extort  higher  price-,  hut  to  act  with  such 
bodies  in  such  a  manner  as  bo  assure  a  just  profit  to 
the  respective  stationers  supplying  the  goods. 


THE  DEMANDS  UPON  THE  STORE 

THE  recent  more  stringent  enactment  in  regard 
to  the  Military  Service  Act  i-  going  to  make 
still  more  serious  demands  upon  the  store,  and  will 
increase  the  difficulties  of  carrying  on  business.  This 
is  not  a  thing  over  which  the  merchant  will  grumble. 
The  need  is  serious  and  the  demand  is  just.  Their 
will  unquestionably,  in  many  quarters,  devolve  upon 
the  merchant  a  still  larger  part  in  the  actual  service 
of  the  store  than  he  has  been  accustomed  to  take  in 
the  past.  That  is  essential  if  tlu?  quality  of  the  ser- 
vice is  to  be  maintained.  There  is  a  danger  in  this 
that  some  other  things  may  suffer.  In  the  sties-  of 
(hi-  possible  added  work  there  should  be  no  slacken- 
ing in  the  attention  paid  to  the  matter  of  accounts  or 
of  stocks.  These  two  elements  are  where  the  point 
of  danger  lies.  Some  day,  it  may  be  a  month  from 
now  or  a  year,  but  some  day  a  readjustment  is  going 
to  come,  and  to  the  merchant  who  has  been  slack 
with  his  accounts,  or  who  has  let  his  stock  run  wild, 
these  days  may  be  disastrous. 


ASK  THE  TRAVELER 

STATIONERS  should  ever  keep  in  mind  that  the 
traveling  salesmen  are  well  equipped  by  reason 
of  their  calling  to  offer  good  suggestions  to  them, 
based  on  observations  made  in  the  stores  of  dealers  in 
the  other  towns  which  they  visit  regularly.  ■ 

AVhen  placing  this  year's  orders  for  school  sup- 


plies, merchants  should  at  the  same  time  get  sugges- 
tions from  the  travelers  to  show  how  they  may  sell 
more  of  the  higher  grade  goods  instead  of  the  cheaper 
lines,  thus  materially  enhancing  the  profits  to  be 
made  in  the  September  school  opening  trade. 

Such  discussion  with  the  traveler  will  be  profit- 
able to  both  the  retailer  himself  and  to  the  whole- 
sale house  the  traveler  represents  and  the  talk  will 
naturally  have  the  effect  of  bringing  to  the  traveler's 
mind  experiences  of  other  dealers,  which  experiences 
would  not  otherwise  at  that  time  suggest  themselves. 

This  is  a  case  wherein  it  may  be  .said  that  it  is  a 
good  thing  for  the  retailer  that  "talk  is  cheap."  Talks 
of  thi-  nature  with  traveler.-  will  cost  the  dealer  noth- 
ing but  will  undoubtedly  lead  to  sales  of  more  goods 
in  each  merchant's  store  and  consequently  an  in- 
creased stream  of  merchandise  into  the  store  from 
the  wholesalers. 


SOLDIER  TRADE 

BOOKSELLERS  will  observe  in  this  issue  an 
extended  Soldier  Trade  Section  and  also  a 
widened  scope  of  this  department  of  the  paper.  The 
idea  of  maintaining  this  department  is  to  point  the 

way  to  1 k  and  stationery  merchants  to  the  larger 

field  for  business  which  this  soldier  trade  affords  in 
selling  to  the  people  remaining  here  in  Canada  to 
be  forwarded  by  them  to  the  soldiers.  This  applies, 
of  course,  not  only  to  the  soldiers  at  the  front,  but 
also  to  those  in  training  and  those  who  have  done 
their  bit, — the  boys  who  are  in  the  various  hospitals 
and  those  who  have  recovered  sufficiently  to  be  able 
to  be  about  again  but  who  are  as  yet  unable  to  resume 
any  onerous  duties  .either  military  or  civil. 

It  will  be  observed,  too,  that  considerable  atten- 
tion is  paid  in  this  issue  to  the  problem  of  disabled 
soldiers  and  the  duty  that  devolves  upon  merchants 
and  others,  looking  toward  best  fitting  them  for  the 
future  now  that  they  have  been  incapacitated  for 
further  military  services  and  in  most  cases  from 
resuming  their  previous  employment  in  civic  life. 

An  eloquent  plea  for  the  returned  soldier  is  made 
in  a  special  article  in  this  issue  by  a  member  of  the 
staff  of  the  Invalided  Soldiers'  Commission.  This  is 
commended  to  our  readers  for  their  earnest  consid- 
eration. 
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R.  B.  Whyte,  president  J.  G.  Whyte 
&  Sons,  Ltd.,  stationers,  Ottawa,  Ont.,  is 
dead. 

Thomas  Shanley,  for  many  years  a 
bookseller  in  Woodstock,  Ont.,  died  in 
that  city  on  April  3,  aged  67. 

Lindsay,  Ontario.— The  Kerr  Wood 
Turning  Co.,  of  Toronto,  may  build  a 
branch  factory  here  for  the  manufactuie 
of  small  woodenware,  including  toys. 

F.  W.  Grinham,  bookseller  and  sta- 
tioner, Oakville,  Ont.,  announces  having 
bought  out  the  long  established  business 
of  Miss  Lean.  The  transfer  took  place 
March    16. 

A  new  company  is  being  organized  at 
Aurora  to  rebuild  a  new  and  larger  fac- 
tory to  manufacture  a  similar  line  of 
goods  to  those  made  by  the  Office  Bureau 
Company,  whose  plant  in  that  town  was 
recently  burned  down. 

Vernon  Gaunt,  stationer;  Saskatoon, 
Sask.,  has  been  conducting  a  "fire  sale" 
of  office  supplies  and  stationery.  This  is 
the  first  special  sale  in  this  store  in  ten 
years'  trading.  There  is  a  lot  of  "pep" 
in    the    newspaper    advertising    of     this 

William  Nelson  Pelouze,  president  of 
the  Pelouze  Manufacturing  Company, 
Chicago,  111.,  makers  of  well-known 
Pelouze  scales  and  telephone  transmit- 
ters was  recently  commissioned  colonel 
of  the  First  Infantry,  Illinois  Reserve 
Militia.  He  had  held  the  rank  of  lieu- 
tenant-colonel and  was  promoted  when 
Governor  Lowden  commissioned  Colonel 
Steward   a   brigadier-general. 

LOOSE  LEAF  ECONOMY 

An  interesting  development  in  both 
the  loose  leaf  and  blank  book  markets  is 
the  tendency  of  the  manufacturers  to 
place  moderate  priced  items  before  the 
trade.  Nearly  all  the  manufacturers 
have  recently  introduced  loose  leaf  or 
blank  books  that,  while  retaining  of  the 
value  of  previous  issues,  have  been 
"economized"  in  that  expensive  bindings 
and  fittings  have  been  eliminated.  All 
report  good  sales  on  these  "Hooverized" 
articles,  and  the  development  undoubted- 
ly indicates  a  change  toward  a  more 
popular  priced  line  of  goods. — Walden's. 

LOOSE  LEAF  WEEK 

July  1  to  6  has  been  selected  for  the 
second  Loose-Leaf  Week  in  the  U.  S. 
At  the  convention  of  the  National  Asso- 
ciation of  Stationers  and  Manufacturers 
in  Chicago,  it  was  decided  to  have  two 
periods  during  the  year  devoted  to  push- 
ing the  sales  of  loose-leaf  devices.  The 
first  period,  which  was  held  during  the 
first  week  of  January,  was  a  decided 
success,  and  Frank  R.  Welsh,  of  Wra. 
H.      Hoskins      Company,      Philadelphia, 


chairman  of  the  Loose  Leaf  Committee, 
has  named  the  first  week  of  next  July 
as  the  second  period. 

Mr.  Welsh  has  asked  for  the  co-opera- 
tion of  both  manufacturers  and  dealers 
in  repeating  the  success  of  the  first  week. 
It  is  desired  that  loose  leaf  manufac- 
facturers  send  window  and  counter  dis- 
plays to  their  dealers,  and  that  the  deal- 
ers make  attractive  window  displays 
with  this  material,  and  in  other  ways 
push  the  sale  of  loose-leaf  devices  during 
the  week. 

Although  Canada  is  not  organized 
there  are  a  few  Canadian  members  of 
this  association  who  doubtless  respond 
to  this  appeal  and  those  who  are  not 
members  will  do  well  to  devote  a  window 
to  the  display  of  loose  leaf  goods  dur- 
ing that  week.  Some  more  definite 
suggestions  will  be  offered  in  next 
issue. 

ENLOW  COMPANY'S  NEW  HOME 

J.  H.  Einstein,  president  of  the  Enlow 
Company,  is  receiving  the  congratula- 
tions of  his  friends  in  the  trade  on  the 
fine  appearance  of  this  enterprising 
firm's  new  home  at  Franklin  street  and 
Broadway,  New  York. 

The  main  floor,  with  25  feet  frontage, 
75  feet  deep,  is  laid  out  as  a  general 
display  room.  It  is  well  lighted  by  broad 
windows  on  the  Broadway  and  Franklin 
street  sides,  and  is  equipped  with  four 
long  rows  of  steel  shelving  filled  with 
sample  goods  and  small  stock. 

Upstairs  are  found  ample  stocks  of 
papeteries  and  all  types  of  stationery.  In 
the  basement  the  receiving  and  shipping 
departments  are  located  and  stock  ready 
for  instant  shipment.     In  the  sub-base- 


ment the  main  stock  of  case  goods  only 
is  carried. 

When  the  establishment  was  visited  by 
BOOKSELLER  AND  STATIONER'S 
New  York  correspondent,  there  was  a 
particularly  fine  window  display  in  which 
the  leading  features  were  papeteries, 
fountain  pens  and  lead  pencils. 

The  papeteries  were  built  up  high  in 
tastefully  arranged  stacks  on  either  side 
of  a  big  showing  of  pencils  in  cartons, 
on  cards  and  in  novelty  display  holders, 
while  the  fountain  pens  were  shown  on 
two  large  display  cards. 

Just  above  these  displays,  at  the  pro- 
per height  for  the  best  effect,  was  a  huge 
model  of  a  Mikado  lead  pencil  reaching 
across  almost  the  whole  width  of  the 
window. 

The  display  as  a  whole  was  a  mighty 
good  one  and  many  a  pedestrian  was 
stopped  on  his  way  along  Broadway 
while  the  scribe  was  making  notes  of  its 
good  points. 

RECKFORD  INSTEAD  OF  RECKEN- 
DORFER 

Messrs.  Louis  J.  Reckendorfer,  Presi- 
dent; Sam.  J.  Reckendorfer,  Secretary- 
Treasurer,  and  John  K.  Reckendorfer, 
Assistant  Secretary  of  the  American 
Lead  Pencil  Company,  have,  by  permis- 
sion of  the  Supreme  Court  of  the  State 
of  New  York,  simplified  their  name  by 
changing  to  Reckford.  Messrs.  L.  J. 
and  S.  J.  Reckford  have  held  their  re- 
spective offices  in  the  corporation  since 
1889,  and  are  the  principal  owners.  They 
are  both  native  born  Americans  and  their 
father  was  a  citizen  of  the  United  States 
prior  to  the  Civil  War.  John  K.  Reck- 
ford is  the  son  of  the  president,  and  is  a 
lieutenant  in  the  navy. 


Fifty  Years  in  the  Trade 

Remarkable    Record    of  W.    Colwell,    Bookseller    and    Stationer, 

of  Wallaceburg,  Ontario 


W  COLWELL  started  business  as 
a  bookseller  and  stationer  in 
•Wallaceburg,  Ontario,  and  is 
still  carrying  on.  .The  business  passed 
the  50th  milestone  on  April  23rd.  An- 
other notable  circumstance  is  that  there 
are  about  twenty  wholesale  firms  from 
whom  Mr.  Colwell  has  been  buying  con- 
tinuously since  1868.  A  list  of  these  as 
supplied  by  Mr.  Colwell  comprises  the 
following  firms:  Buntin,  Gillies  &  Co., 
Hamilton;  Walter  Woods,  Hamilton; 
Copp,  Clark  Co.,  Toronto;  Warwick  Bros. 
&  Rutter,  Toronto;  Brown  Bros.,  Ltd., 
Toronto;  W.  J.  Gage  &  Co.,  Toronto; 
Nerlich  &  Co.,  Toronto;  Wm.  Croft  & 
Co.,  Toronto;   Geo.  H.  Hees  &  Co.,  To- 
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ronto;  Methodist  Book  Room,  Toronto; 
Gowans  Kent  &  Co.,  Toronto;  Boyd  Bros., 
Toronto;   R.    S.   Williams  &   Son. 

For  fifty  years  without  interruption 
Mr.  Colwell  has  been  agent  for  the 
Toronto  Globe,  The  Christian  Guardian, 
The  London  Free  Press  and  The  London 
Advertiser. 

For  the  past  twenty-one  years  Mr. 
Colwell  has  published  a  newspaper  and 
he  is  still  in  harness  as  a  publisher. 

BOOKSELLER  AND  STATIONER 
extends  heartiest  congratulations  to  Mr. 
Colwell  upon  completing  half  a  century 
in  the  trade,  expressing  the  hope  that 
he  may  pass  many  another  milestone. 


Post  Cards,.,,,,  cards 
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Calendars 
.  pa_1 GiffrNovelties 


Big  Plan  to  Boost  Greeting  Cards 

United  States  Card  Publishers  to  Combine  in  Big  Advertising 

Campaign— Year-round  Buying  of  Greeting  Cards 

to  be  Advocated 


before  them  to  establish  along  sound  and 
substantial  lines  an  industry  practically 
new  to  America." 


IF  the  plans  of  the  National  Associa- 
tion of  Greeting  Card  Manufacturers 
materialize,  there  is  every  likelihood 
that  an  extensive  advertising  campaign, 
in  which  producers  of  art  publications  of 
every  sort  will  participate,  will  be 
launched  in  periodicals  of  national  cir- 
culation. This  movement,  as  set  forth  in 
"Geyer's  Stationer,"  will  be  for  the  bene- 
fit of  retail  stationers  and  others  who 
handle  greeting  cards  and  art  publica- 
tions, and  it  is  understood  that  an  effort 
will  be  made  to  secure  support  to  back  a 
campaign  involving  between  $75,000  and 
$100,000. 

It  will  be  remembered  that  last  year, 
just  as  dealers  were  about  to  reap  their 
annual  harvest  in  the  sale  of  Christmas 
and  New  Year  greetings,  a  senseless  pro- 
paganda developed  against  the  employ- 
ment of  the  greeting  card  and  in  favor  of 
the  Red  Cross  and  other  charities.  This 
activity  did  damage  in  many  quarters, 
especially  affecting  the  sale  of  personal 
greetings  of  the  better  sort. 

Plans  of  Action 

For  the  purpose  of  safeguarding  the 
sale  of  greetings  and  art  publications 
this  year  the  campaign  has  been  suggest- 
ed and  is  backed  by  the  most  representa- 
tive houses  in  the  producing  end.  Ac- 
cording to  the  tentative  outline  of  the 
plan,  it  is  proposed  to  contract  for  pages 
and  other  large-sized  space  in  periodicals 
of  national  circulation  reaching  the  con- 
sumer. The  publicity  will  be  of  an  edu- 
cational nature  and  the  text  will  bear 
upon  the  exchange  of  greetings  not  only 
during  the  holiday  season,  but  continu- 
ously throughout  the  year,  whenever  the 
opportunity  presents  itself  to  spread  a 
little  sunshine  and  cheer  among  friends. 
The  operation  of  the  plan  will  include  as 
well  an  active  dealer  end,  and  special  ad- 
vertising copy  will  be  prepared  and  sent 
to  stationers  and  other  retail  dealers  to 
link  up  their  establishments  with  the 
national  campaign. 

Men  Active  in  Work 

Charles  S.  Clark,  of  the  Charles  S. 
Clark  Co.,  and  chairman  of  the  Executive 
Committee  of  the  National  Association 
of    Greeting    Card    Manufacturers,    and 


Mr.  Buzza,  of  the  Buzza  Art  Co.,  have 
the  preliminary  detail  of  the  plan  in 
hand  and  are  working  in  close  harmony 
with  Ernest  Dudley  Chase  and  Howard 
E.  Betelle,  the  latter  of  the  Keating  Co., 
all  of  whom  are  laying  the  proposition 
before  makers  in  their  respective  terri- 
tories. Mr.  Buzza  is  working  this  week 
with  the  Chicago  art  publishers  and  will 
cover  those  in  other  cities  as  well. 

At  the  Philadelphia  Card,  Calendar  and 
Gift  Novelty  Exposition,  scheduled  at  the - 
Adelphia  in  May,  a  meeting  of  the  manu- 
facturers will  discuss  the  plan  in  detail 
and  a  definite  line  of  action  will  be  de- 
cided upon.  It  is  expected  that  the  unani- 
mous support  of  makers  of  art  publica- 
tions will  be  attained. 

The  Dealer  End 

"There  is  a  mistaken  impression  in  the 
minds  of  even  our  best  retailers,"  said 
a  prominent  greeting  card  man  recently, 
"that  greeting  cards  and  art  publications 
are  particular  occasion  merchandise  and 
that  sales  should  be  pushed  only  during 
the  holiday  season,  at  Easter  and  on 
other  special  dates.  There  is  also  the 
opinion  that  greeting  cards  are  almost  a 
'necessary  evil,'  and  the  big  possibilities 
in  developing  sales  are  ignored  by  station- 
ers in  some  quarters.  Nothing  could  be 
further  from  the  truth,  and  these  retail- 
ers are  not  taking  advantage  of  their 
opportunity.  There  are  hundreds  of 
ways  in  which  the  greeting  card,  which 
has  not  particular  reference  to  any  speci- 
fic occasion,  can  be  employed.  They  can 
be  employed  for  all  social  events.  They 
can  be  used  generally  on  hundreds  of  oc- 
casions. They  can  replace,  in  many  in- 
stances, the  purely  social  letter,  and  can 
accomplish  the  latter's  mission  to  much 
better  advantage  on  most  occasions. 

"If  retail  dealers  will  get  behind  the 
present  activity  and  lend  their  moral 
support  at  this  time  when  plans  are  be- 
ing laid  they  will  benefit  in  large  mea- 
sure when  the  publicity  begins  to  appear. 
The  National  Association  of  Greeting 
Card  Manufacturers  is  a  strong  body, 
and  includes  almost  every  prominent 
publisher  of  greetings  and  art  publica- 
tions in  business.  These  men  realize 
better  than  anybody  the  big  opportunity 
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PLAN  FOR  ANNUAL  CALENDAR 
SHOW 

The  Calendar  Show,  the  annual  exhibit 
of  calendars,  greeting  cards,  novelties, 
etc.,  will  »be  held  this  year  in  Phila- 
delphia, during  the  week  of  May  27.  Am- 
bitious plans  are  being  made  for  the 
event,  as  it  promises  to  be  one  of  the  best 
that  has  been  held.  The  show  will  be 
held  as  usual  in  the  Hotel  Adelphia,  and 
reservations  have  been  taken  by  all  but 
one  of  the  companies  which  exhibited 
last  year,  and  applications  have  been  re- 
ceived from  a  number  of  new  ones. 

An  interesting  feature  of  t^e  show  this 
vear  js  the  fact  that  the  National  Asso- 
ciation of  Greeting  Card  Manufacturers 
will  hold  a  meeting  at  the  same  time. 
Progressive  plans  are  under  way  for  ex- 
tensive publicity  work  in  behalf  of  greet- 
ine: cards.  It  is  planned  by  means  of  this 
publicity  campaign  to  overcome  the  so- 
filled  prejudice  against  the  u-e  of  greet- 
ing cards  in  certain  quarters,  and  the 
members  of  the  association  are  optimis- 
tic of  the  results  anticipated. 

From  reports  made  bv  manufacturers 
it  is  certain  that  one  of  the  best  lines  of 
calendars  and  cards  ever  shown  will  be 
on  display  during  the  show,  and  many 
novelties  are  promised  the  trade  on  this 
occasion  of  the  annual  exhibit. 

DISPLAYING  GREETING  CARDS 

If  the  dealer  and  his  help  will  only  stop 
to  think  of  the  advantages  of  selling 
greeting  cards  by  reason  of  the  very  at- 
tractiveness of  this  merchandise  in  ap- 
pearance and  the  consequent  natural 
creation  of  a  desire  for  possession  which 
they  awake  in  people  upon  seeing:  them 
it  will  be  realized  that  it  is  mighty  good 
business  to  give  a  large  place  to  greeting 
cards  in  window  displays.  It  will  be 
found  that  this  will  have  the  effect  of 
greatly  promoting  "every  day"  sales 
rather  than  have  this  business  largely 
restricted  to  the  Christmas  season. 

"Office  News."  vol.  18,  No.  1,  "A  Little 
Budget  of  Timely  and  Very  Profitable 
Suggestions."  is  a  neatlv  printed  16-page 
booklet  which  comes  from  the  Robert 
Duncan  Co.,  of  Hamilton.  It  illustrates 
and  describes  various  office  specialties, 
and  is  of  such  all-round  merit  that  it 
goes  without  saying  that  "Office  News" 
is  a  good  business  promoter.  This  affords 
a  srood  suggestion  for  stationers  in  other 
towns. 


How  My  Business  Got  Well 

Tells  of  the  Expansion  of  a  Newsdealer's  Business  Started  in  a  Town  of  5,000  People 
— It  Should  be  an  Inspiration  For  Many  Canadian  Dealers 


HPHIS  merchant  was  only  a  couple  of  jumps 
ahead  of  the  sheriff,  when  he  decided  to 
dm  into  the  real  facts  about  his  business  and 
figure  out  just  why  he  was  losing  money.  When 
he  did  that — and  he  tells  all  about  his  methods 
in  this  article — the  answers  to  many  of  his  pro- 
blems (juickly  appeared.  As  a  result  of  the 
methods  he  adopted  and  describes  here,  his  busi- 
ness has  since  grown  so  rapidly  that  to-day  it 
requires    an    eight-story    building. 

WHEN  I  began  business  as  a  news- 
dealer my  town  had  5,000  people. 
I  got  space  in  a  corner  of  the 
post  office  lobby,  where  there  was  room 
for  a  few  shelves  and  a  couple  of  show 
cases,  on  condition  that  I  be  the  unofficial 
stamp  "dispenser."  I  carried  all  of  the 
salable  magazines,  had  the  agency  for 
metropolitan  papers,  and  handled  a  small 
line  of  stationery  besides.  On  account  of 
my  location,  which  threw  me  in  touch 
with  nearly  every  individual  in  the  com- 
munity, I  made  a  fair  income;  but  I  had 
to  work  early  and  late,  and  watch  my 
business  with  the  greatest  care. 

A  lot  of  business  men,  I  venture  to  say, 
are  examining  the  state  of  health  of 
their  concerns  more  closely  to-day  lhan 
ever  before.  The  tax  returns  they  have 
to  make  to  the  Government  have  com- 
pelled them  to  do  this.  And  my  main 
reason  for  telling  how  I  nursed  a  sick 
business — for  it  soon  got  to  be  just 
that — back  to  robust  health  is  that  my 
experience  may  possibly  help  others  who 
perhaps  need  help  rather  badly.  Don't 
think,  either,  that  just  because  I  happen 
to  be  a  newsdealer  and  bookseller,  there's 
nothing  in  my  plans  for  you.  Maybe  you 
can't  use  my  ideas — any  of  them.  But 
I'm  willing  to  guess  that  if  you  read 
carefully  you'll  get  at  least  some  kind  of 
a  suggestion  that  will  help. 

To  return,  then,  to  my  story:  one  day 
an  official  order  came  that  no  outside 
business  would  be  permitted  on  the  post 
office  premises;  I  was  notified  to  vacate. 
This  hit  me  pretty  hard;  but  I  had  saved 
a  few  hundred  dollars,  and  so  I  decided  to 
rent  a  storeroom  which  was  at  the  mo- 
ment vacant  on  the  main  street — and  put 
in  a  little  larger  stock. 

As  I  look  back  now,  this  move  was 
more  than  an  incident  in  my  business 
life;  it  threw  me  in  the  way  of  an  ex- 
ceptional opportunity,  for  just  at  this 
time  the  eyes  of  capital  were  turned  to- 
ward our  town.  Outside  capital  came  to 
develop  our  water,  shipping,  and  power 
facilities,  and  the  mineral  wealth  about 
our  little  city.  Inside  of  the  next  three 
or  four  years  our  town  had  acquired  a 
number  of  factories  and  wholesale 
houses.  This  meant  a  large  increase  in 
population,  and  with  it  the  rise  of  a  con- 
siderable office  stationery  and  equipment 
trade,  which  till  then  had  been  going  to 
the  large  houses  in  a  distant  city.  I  was 
not  familiar  enough  with  offices  to  know 
what  equipment  was  in  demand,  and  con- 
sequently I  was  not  getting  much  of  this 
business.       But  I  made  up  my  mind  to 


participate    in    this    rapidly    expanding 
line. 

I  had  by  this  time  a  few  thousand  dol- 
lars in  hand.  I  rented  the  storeroom  ad- 
joining the  one  I  occupied,  and  had  the 
two  connected  by  an  archway.  Then  I 
hired  an  experienced  office  supply  man 
to  help  me  get  started,  e«d  to  supervise 
the  sales. 

We  purchased  a  moderate,  well  select- 
ed stock  of  business  equipment,  taking 
care  to  pick  the  well-established  lines 
that  were  familiar  to  the  users  of  the 
locality.  We  added  a  limited  line  of 
desks  and  chairs,  and  gave  the  new  line 
some  publicity  by  ne\vspaper  and  direct- 
by-mail  advertising. 

By  putting  on  an  outside  man  or  two 
we  got  considerable  business  almost 
from  the  start,  but  it  was  noticeable  that 
a  good  deal  of  it  was  at  cut  prices.  This 
seemed  warranted  by  the  outside  compe- 
tition, and  the  apparent  necessity  of  our 
getting  some  initial  installations  of  the 
larger  devices.  But  as  the  volume  in 
dollars  and  cents  seemed  large  enough  to 
carry  the  expenses  of  the  store  and  still 
leave  a  margin  of  profit  I  was  not  worry- 
ing much,  particularly  as  I  had  kept  in 
close  touch  with  the  department  ever 
since  its  start. 

Eighteen  months  went  by  before  we 
took  an  inventory  and  made  up  a  balance 
sheet.  When  I  read  the  figures  I  didn't 
smile,  for  I  couldn't.  I  had  expected  a 
profit,  but  the  tell-tale  sheet  showed  a 
loss  of  several  hundred  dollars  on  the 
business  of  the  store.  A  careful  re- 
checking  brought  no  light  to  brighten 
the  dark  spots.  Besides  this,  the  inven- 
tory had  also  shown  that  we  had  bought 
some  slow  moving  articles  in  injudicious 
quantities. 

I  questioned  myself  like  this:  "Why,  if 
I  successfully  ran  my  little  news  and 
book  business,  can't  I  run  the  larger 
business,  especially  since  I  have  had  help 
in  doing  it?  Aren't  the  principles  the 
same?  We  had  sold  so  many  thousands 
of  dollars'  worth  of  goods.  There  must 
have  been  profit  enough  to  support  the 
business.  Did  any  one  steal  from  me? 
That  possibility  is  not  to  be  thought  of." 

A  Loss — And  the  Reason  for  It 

After  a  little  reflection  I  concluded 
that  the  loss  must  be  in  the  books  and 
stationery,  for  in  my  zeal  in  getting  the 
new  office  department  under  way  I  had 
not  given  these  lines  the  attention  I  had 
given  them  formerly.  However,  I  knew 
that  expenses  had  been  pretty  heavy  on 
the  office  equipment.  A  couple  of  costly 
salesmen  had  been  tried  out  and  let  go. 
Lots  of  expensive  free  repair  jobs  on  the 
furniture  and  devices  had  been  coming 
up,  and  delivery  expenses  had  soared. 

But    theorizing    was    not    getting    me 

anywhere.        I  must    find    a  method    of 

escaping  the  trustee,  whom  my  creditors 

would   sooner  or  later  send   around   if  I 
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continued  on  my  career.  I  had  never 
been  schooled  in  the  way  of  getting  the 
figures  to  show  an  analysis  of  sales  and 
expenses,  but  necessity  was  a  spur.  And 
so,  to  find  out  where  I  stood  on  sales  and 
profits,  I  made  up  a  schedule  showing 
eleven  divisions  of  the  store's  merchan- 
dise. This  I  got  up  in  the  form  of  a  daily 
sales  sheet  (Figure  1).  I  also  added  a 
"shop"  column,  so  that  I  could  learn 
what  the  repair  expense  was  costing. 
We  decided  to  use  sales  slips  for  every 
transaction;  the  cost,  whenever  possible, 
was  to  be  inserted  by  the  clerk  at  the 
time  of  making  the  sale;  at  other  times 
it  was  to  be  taken  from  the  office  recoids 
Classifying  the  goods  by  lines  on  the 
sales  slips,  and  obtaining  the  various 
totals  of  "sales"  and  "profits,"  "charge" 
and  "cash,"  did  not  take  much  time  each 
morning;  right  from  the  start  this  diary 
of  sales  and  profits  began  fulfilling  its 
mission. 

The  expenses  next  demanded  attention. 
A  little  study  enabled  me  to  draw  up  a 
daily  expense  record  (Figure  II).  And 
to  receive  these  totals  at  the  end  of  th^ 
month  I  drew  up  the  monthly  expense 
sheet  (Figure  III).  The  fluctuating  fig- 
ures from  the  daily  record  were  first 
entered,  after  which  the  various  fixed 
expenses  were  added.  These  three  records 
needed  to  have  their  results  grouped  so 
I  could  see  the  comparisons  I  needed,  and 
so  that  percentages  could  be  figured.  For 
this  I  made  up  a  form  which  I  styled  the 
monthly  sales  and  recapitulation  sheet 
(Figure  IV).  This  became  the  "monthly 
balance  sheet"  which  was  to  chart  the 
course  of  the  store. 

Six  months'  use  of  the  statistics  re- 
vealed some  rather  startling  things.  The 
book,  periodical,  and  fancy  stationery  de- 
partments showed  lower  sales  than  I  had 
imagined,  and  the  profits  had  suffered. 
Books,  periodicals,  and  the  newspapers 
had  been  placed  in  charge  of  a  young 
man  who  did  not  exercise  the  necessary 
watchfulness.  As  a  result  the  accumula- 
tion of  unsold  fiction  and  non-returnable 
magazines  was  disheartening.  Collec- 
tions on  the  news  route  had  been  neglect- 
ed; numerous  bad  accounts  were  now  on 
the  books.  I  ran  into  other  things  in  the 
stationery  department  which  did  not  look 
good.  My  first  thought  was  to  discard 
all  of  these  lines  and  put  in  sporting 
goods  instead. 

The  fact  that  the  cut  rate  department 
stores  carried  stationery,  together  with 
the  amount  of  detail  entailed  in  handling 
it  also  influenced  me.  But  I  had  gotten 
my  original  start  with  these  goods,  and 
it  was  hard  for  me  to  see  why  I  still 
couldn't  make  them  go  by  improving  my 
selling  methods,  and  giving  more  care  to 
the  department.  Then,  too,  I  recalled  the 
day  when  the  manager  of  the  biggest 
steel  office  in  the  city  dropped  into  the 
store  for  some  reading  matter,  saw  our 
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office  equipment  line  for  the  first  time, 
and  how,  a  little  later,  he  made  the 
largest  single  purchase  of  the  year  from 
us  as  a  result  of  that  casual  visit.  No,  it 
wouldn't  do  to  drop  this  feeder. 

I  decided,  however,  to  drop  the  metro- 
politan newspaper  agencies,  solely  be- 
cause of  the  trouble  in  handling  them  in 
connection  with  our  other  lines.  In  my 
news  stand  days  I  had  kept  close  tab  on 
the  periodical  buyers,  so  that  I  was  able 
to  order  right  up  to  the  limit,  and  no 
more.  It  was  impossible  for  me  to  do 
this  now,  and  so  we  made  up  a  large 
schedule  sheet  on  which  we  listed  all  of 
the  periodicals,  with  the  number  received 
and  sold  each  month  of  each  magazine. 
The  whole  sheet  covered  a  period  of  a 
year;  after  we  had  used  it  a  couple  of 
months  it  proved  effective  as  a  guide  to 
ordering.     We  also  added  to  this  a  card 


another  city  which  specialized  in  station- 
ers' work  to  handle  our  larger  ruling  and 
lithographing  orders. 

Filing  cabinets  had  suffered  because  of 
the  salesmen's  failure  to  secure  list  price 
in  too  many  instances.  And  there  had 
been  too  many  unprofitable  "trade  ins." 
We  adopted  a  policy  of  securing  net  list 
on  all  future  sales,  or  passing  up  the 
order.  After  it  had  been  in  effect  a  little 
while  we  noticed  no  loss  in  business;  but 
the  salesmen's  backbones  had  been  stiff- 
ened appreciably. 

Office  machines  made  a  good  showing, 
but  desks  and  chairs  were  unprofitable. 
Poor  profits  had  resulted  from  our  effort 
to  meet  furniture  house  competition  on 
the  cheaper  grades.  And  when  repair,  re- 
finishing,  and  delivery  charges  were 
considered,  the  condition  was  still  worse. 
Instead  of  throwing  out  the  entire  line 


and  placing  them  upon  a  commission 
basis  until  they  proved  their  worth. 
After  that  we  took  them  off  commission 
earnings  and  based  their  salaries  on  their 
last  year's  commission  incomes.  There- 
after, at  the  end  of  the  year,  I  handed 
each  man  a  bonus  cheque  earned  by  ex- 
ceeding a  specified  volume  of  sales. 

We  cut  our  delivery  expenses*  by  put- 
ting in  our  own  equipment,  and  ceasing 
to  pay  profits  to  an  outside  trucking 
concern.  We  also  instructed  salesmen  to 
arrange  with  their  customers  specific 
delivery  days  in  each  week,  as  far  as 
possible,  so  that  goods  for  one  locality 
could  be  "bunched"  for  a  single  trip. 

We  curtailed  expenses  in  places  where 
cutting  them  did  not  harm  the  business. 
And  to  overcome  the  serious  loss  of  pro- 
fits resulting  from  over-buying  goods 
which  did  not  sell  rapidly  we  put  in  a 
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list  of  magazine  buyers,  filing  the  cards 
under  the  name  of  the  magazine  bought. 
Thus  we  had  a  double  check  when  in 
doubt  about  the  "non-returnables."  We 
later  extended  this  plan  to  cover  the 
popular  books  of  fiction,  where  there  was 
a  likelihood  of  numerous  re-orders  over  a 
period  of  months.  The  revamped  book 
and  periodical  department  we  placed  in 
charge  of  a  young  woman.  We  also  took 
on  a  line  of  engraving,  and  put  the  social 
stationery  under  her  supervision. 

In  the  office  line  most  of  the  smaller 
goods  made  a  fairly  good  showing,  both 
in  volume  and  profit.  Printing  was  not 
always  satisfactory,  however,  for  we  did 
not  do  the  work  ourselves,  but  farmed  it 
out  to  a  local  house.  We  determined  to 
place  ourselves  in  a  better  competitive 
position;  so  we  rented  some  space  on  our 
second  floor,  and  put  in  a  small  pob  out- 
fit.    Then  we  arranged  with  a  house  in 


we  decided  to  continue,  but  to  cut  down 
to  just  a  few  numbers  of  a  staple,  me- 
dium high-grade  desk,  all  from  one 
manufacturer,  instead  of  carrying  more 
varieties  in  cheap,  medium  and  high- 
grade  lines,  made  by  three  different  fac- 
tories. 
This  Brought  a  Profit  Instead  of  a  Loss 

Following  our  desk  reform,  we  bolster- 
ed up  the  cabinet  shop  by  making  a 
charge  for  .alteration  and  re-finishing 
work,  something  which  had  heretofore 
seldom  been  done.  We  obtained  numerous 
profitable  outside  jobs,  for  we  charged 
for  the  workman's  time  on  an  hourly 
basis. 

Reviewing  the  expenses,  I  found  that 
we  had  hired  two  or  three  high-priced 
salesmen  for  the  office  line  who  had  not 
made  good.  They  had  worked  on  straight 
salary.  I  changed  this  plan  by  hiring 
new  men  on  a  moderate  drawing  account, 
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perpetual  stock  record,  a  card  containing 
the  history  of  every  item  of  merchan- 
dise— when  it  arrived,  how  long  it  re- 
mained as  an  investment,  and  when  it 
turned  itself  into  cash.  This  placed  all 
buying  upon  an  exact  plane.  Guessing 
was  taboo. 

The  next  physical  inventory  and  re- 
sultant balance  sheet  showed  that  we 
were  in  the  sunlight  once  more — the 
shadows  had  departed.  And  since  that 
day,  years  ago,  it  has  been  our  daily 
practice  to  throw  the  rays  of  analysis 
into  every  project  we  consider.  We  have 
built  up  this  business  by  being  ever  alert 
for  symptoms  in  every  department,  and 
by  applying  remedial  measures  as  soorv 
as  we  discovered  any  weakness.  Our 
present  eight-storey  establishment  on  a 
corner  of  the  most  prominent  street  in 
our  town  is  eloquent  testimony  of  t'.e 
efficacy  of  our  business  methods. 


Serving  the  Public  and  Doing  it  Intelligently 

The  Experiences  of  the  Melrose  Bookstore,  5722  Sherbrooke  St.  W.,  Montreal,  Shows 

How  Business  Can  be  Recovered — 750  Volumes  in  Lending 

Library  With  250  Patrons 


I 


BUY  small  and  often.  I  take  a 
small  margin  of  profit  and  I  take 
•  it  often.  I  could  tell  you  a  little 
story  of  how  I  was  taught  to  buy  when 
I  was  a  business  lad  and  now  that  I  am 
getting-  to  be  a  little  more  grown  up  I 
cannot  be  taught  new  tricks  in  buying. 
When  my  credit  was  limited  I  found  that 
I  could  buy  small  quantities,  and  I  still 
buy  them  in  spite  of  the  allurements 
handed  out  by  salesmen  who  have  dis- 
covered that  we  have  a  fair  rating  in 
Dun's  and  a  bank  balance." 

Thus  spake  H.  M.  Williams,  owner  of 
the  Melrose  Bookstore  at  5722  Sher- 
brooke Street,  Westmount,  a  suburb  of 
Montreal.  It  is  but  one  of  the  contri- 
buting factors,  he  states,  in  a  consider- 
able growth  that  has  enabled  him  to 
greatly  increase  his  turnover  and  to 
make  out  of  a  dying — yea,  almost  a  dead 
— business,  a  live  and  promising  one. 

Some  of  the  Factors 

One  of  the  most  outstanding  features 
of  the  Melrose  Bookstore  is  that  of 
"Service."  This  was  very  evident  when 
the  representative  of  BOOKSELLER 
AND  STATIONER  called  one  Friday 
evening — for  at  this  hour  and  till  9.30 
p.m.  there  were  many  customers,  at 
times  eight  or  ten  being  counted.  They 
were  apparently  glad  to  come  in  and  the 
attentive  service  accorded  them  was 
prompt  and  efficient. 

Said  Mr.  Williams: — "I  must  admit 
that  people  do  not  come  into  your  store 
just  to  be  thanked.  Merchandise  suitable 
to  their  requirements  must  be  on  hand 
and  well  displayed.  People  will  not  buy 
something  they  do  not  want  from  the 
pleasantest-mannered  fellow  in  the 
world." 

And  so,  from  a  poorly-assorted  stock, 
with  $2,000  worth  of  it  out  of  a  total  of 
$2,500  unsuited  to  the  trade  here,  Mr. 
Williams  claimed  that  he  has  disposed 
of  the  greater  part  of  this  poor  mer- 
chandise within  less  than  twelve  months, 
replacing  with  fresh  stock  which  makes 
his  store  attractive  and  his  growing 
trade  satisfied. 

The   Circulating   Library 

At  the  present  time  the  circulating 
library  of  the  store  has  750  volumes. 
This  has  grown  from  150  volumes  and  is 
one  of  the  best  trade  winners  that  the 
store  has.  For  the  250  subscribers  to 
the  lending  library  make  customers  that 
are  sure  to  want  other  lines  carried.  In 
addition  to  this  the  library  has  been 
brought  to  its  present  state  of  complete- 
ness out  of  the  profits  it  has  earned  for 
itself,  and  the  store  was  taken  over  only 
last  June — less  than  a  year  ago. 
'  The  display  window  of  this  store,  on 
the  evening  when  this  interview  was  se- 


cured, had  its  regular  lights  turned  out. 
In  the  centre  was  an  electric-lighted 
sign  within  an  oval-shaped  opal  shade 
and  with  the  words,  "Circulating 
Library"  clearly  shown.  Being  near  a 
corner,  where  many  of  the  passersby 
take  the  electric  cars  for  the  city,  the 
sign  works  here  to  good  advantage 
when  the  regular  lights  are  turned  off, 
and  Mr.  Williams  attributes  considerable 
success  to  this  medium  of  publicity. 

The  library  itself  occupies  considerable 
of  the  shelving  toward  the  rear  of  the 
store.  This  takes  the  subscriber  back 
through  the  store  and  the  many  lines, 
magazines,  stationery,  smallwares,  school 
supplies,  etc.,  are  thus  brought  to  the 
direct  attention,  with  their  sale  a  strong 
probability. 

The  usual  charge  of  two  cents  a  day 
is  made  for  each  volume.  When  a  sub- 
scriber has  had  a  book  longer  than  a 
reasonable  time  he  is  communicated 
with,  the  telephone  number  of  the  party 
having  been  secured  and  placed  on  the 
card  record  that  is  kept. 

Care  is  taken  to  keep  a  record  of  the 
books  most  widely  asked  for  and  in  this 
way  an  index  is  available  as  to  what  re- 
placements and  additions  should  be  from 
time  to  time.  Much  enthusiasm  is  evi- 
dent with  the  store  management  on  the 
point  of  having  a  good  library  available 
for  the  public.  "The  more  libraries, 
the  more  reading,  and  therefore  a  great 
service  is  performed,"  said  Mr.  Williams. 

"I  went  to  the  department  stores  and 
asked  the  manager  about  putting  in  a 
circulating  library,"  continued  Mr.  Wil- 
liams, "I  have  found  them  willing  to 
show  a  considerate  attitude  and  they  are 
willing  to  work  in  a  co-operative  way 
with  the  smaller  stores,  in  some  respects, 
anyway. 

I  also  keep  a  record  of  any  telephone 
requests  that  come  in  for  a  particular 
book.  A  man  came  in  a  while  ago  and 
wanted  a  certain  book.  It  was  not  in 
stock.  I  asked  him  if  I  could  not  get  it. 
"Oh,  I  am  going  to  Newfoundland,"  he 
replied.  Well,  I  will  have  it  there  when 
you  arrive,  and  so  I  sent  it  to  the  ad- 
dress left  and  he  received  it  on 
schedule  time. 

"I  always  try  to  keep  my  customer  un- 
der obligation  to  me  without  him  know- 
ing it.  I  try  to  weave  the  silken  threads 
that  bind  but  do  not  restrain.  How  can 
it  be  done?  The  last  German  offensive 
is  still  painfully  fresh  in  our  minds. 
Many  worn  and  anxious  faces  came  to 
us  for  news.  Hourly  bulletins  were  is- 
sued and  our  telephone  was  kept  busy 
with  our  Gazette  newspaDer  office.  The 
next  morning  these  bulletins  we  had 
issued  were  confirmed  in  the  paper.  It 
is  the  little  things  that  count,"  continued 
Mr.  Williams. 
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Avoid   Beaten   Paths — Originality 

Mr.  Williams  stated  that  he  endeavor- 
ed always  to  be  original  and  to  avoid 
the  beaten  path.  "I  am  my  own  keenest 
critic,"  he  said,  and  this  is  probably  an 
axiom  that  many  tradesmen  neglect  to 
follow.  Self-examination  is  always  to 
be  encouraged,  while  not  to  be  overdone 
and  thus  result  in  too  much  self-punish- 
ment. 

This  probably  accounts  for  the  instal- 
lation of  other  lines  and  these  have  most- 
ly proved  sellers  and  an  added  source  of 
profit. 

"When  coming  out  here  to  take  this 
run-down  business  over  I  sat  down  and 
figured  why  2,000  people  came  out  here. 
They  were  a  source  of  revenue  and  I  de- 
cided that  they  could  be  catered  to  and 
made  my  customers,  in  large  measure; 
and  this  with  another  bookstore  near. 

As  carrying  out  this  policy  of  origin- 
ality a  line  of  cigars  and  cigarettes  has 
been  added  to  the  stock.  These  are  dis- 
played in  a  silent  salesman  near  the 
entrance,  conveniently  placed  for  the 
man  who  is  wanting  to  catch  his  car. 

Other  lines  that  have  been  adopted 
and  carried  where  they  will  pick  up  the 
dimes,  nickles  and  coppers  and  which 
total  many  dollars  in  the  course  of  the 
day  are  candy,  flashlights,  Chiclets,  etc. 
These  have  proved  to  be  profitable  and 
continual  sellers.  By  anticipating  the 
customers'  wants  these  can  be  supplied 
readily  and  are  appreciated. 

"Get  around  from  the  back  of  the 
counter,  meet  your  customer  face  to  face 
and  take  an  interest  in  him.  Show  him 
you  are  optimistic,  enthusiastic  in  fact." 

"On  a  recent  occasion  at  a  nearby 
church  service  the  electric  lights  went 
out  of  commission.  Someone  ran  over  to 
the  store  and  I  accompanied  them  back 
with  a  lot  of  candles.  These  were  used 
to  such  good  purpose  that  the  service 
was  proceeded  with  and  many  of  those 
same  people  came  in  after  and  are  now 
mv  customers,"  was  a  further  remark 
of  Mr.  Williams. 

The  Woman's  Corner 

It  has  been  deemed  necessary  to  have 
a  woman  in  the  store — a  bookstore  par- 
ticularly, in  the  estimation  of  the  man- 
agement here,  therefore  Mrs.  Williams 
has  contributed  to  the  success  of  this 
store.  She  has  a  "woman's  corner." 
Here  the  feminine  patrons  of  the  store 
can  get  many  specialties  such  as 
crocheting  silks,  crepe  paper,  threads, 
pattern  books,  etc.,  and  a  very  respect- 
able business  has  been  done  in  these 
lines.  With  the  knitting  craze  on,  the 
present  time  affords  a  real  opportunity 
for  the  sale  of  these  lines. 

In  addition  to  these  lines,  the  attention 
paid  to  the  candy  department  would  in- 
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nicate  a  real  steady  growth  in  this  part 
of  the  turnover,  few  women  not  having 
a  "sweet  tooth." 

"A  lady  came  in  a  while  ago  asking  for 
stationery.  She  picked  up  a  box  that 
was  soiled.  I  persuaded  her  not  to  have 
it,  as  I  urged  the  necessity  of  my  retain- 
ing a  good  impression  with  my  trade  for 
selling  first  class  merchandise.  She 
agreed  and  I  endeavor  to  look  after  little 
details  such  as  this.  In  fact  it  is  to  atten- 
tion to  little  details,  in  a  nutshell,  that 
I  attribute  any  success  we  have  made. 

"I  know  the  contents  of  the  various 
magazines  from  month  to  month  and 
these  facts  enable  me  to  sell  prospective 
customers  as  they  come  in,"  and  so, 
pointing  to  a  pile  of  magazines,  Mr. 
Williams  stated  that  he  would  know  what 
was  in  these  before  he  went  to  bed. 

In  the  matter  of  stationery,  Mr.  Wil- 
liams makes  it  a  point  to  find  out  again 
what  the  department  stores  are  selling 
and  what  is  good  enough  for  their  trade 
is  selected  for  his.  In  this  respect  he 
has  had  no  trouble  in  getting  some  data 
on  the  subject. 

Store    Enlarged — New    Lines 

Since  taking  over  the  business  the 
store  has  been  enlarged  about  one-third. 
This  gives  more  display  space  and  makes 
a  better  appearing  store  all  around. 
While  it  is  not  contemplated  at  the  pre- 
sent time  to  further  extend  the  business, 
Mr.  Williams  has  in  mind  the  further 
development  of  his  venture  along  various 
lines. 

Profits   are    returned    to    the   business 
and  this  has  enabled  the  firm  to  add  to  ' 
its  stock  and   to  gradually  meet  an   in- 
creasing demand   for  other     lines     that 
were  previously  not  carried  by  the  store. 

Located  as  it  is,  the  Melrose  Book- 
store appreciates  the  fact  that  its  busi- 
ness can  be  developed  along  other  lines 
and  ideas  are  now  simmering.  Until 
conditions  become  settled  it  is  improbable 
that  any  great  changes  will  be  made  for 
the  immediate  present  or  in  the  near 
future. 

"While  I  feel  that  ninety-nine  per  cent 
of  the  people  are  honest,  I  also  feel  that 
every  time  the  store  extends  credit  it 
takes  a  chance  of  losing  a  friend,"  was 
the  answer  of  Mr.  Williams  to  a  query 
of  the  writer  on  this  vital  point.  And  so 
the  wise  precaution  has  been  adopted 
and  continued  here,  of  extending  no 
credit  and  of  paying  cash  for  all  pur- 
chases. 

"What  kind  of  goods  do  you  sell?"  and 
"Do  you  have  any  difficulty  in  getting 
these?"  was  asked. 

"We  will  not  sell  unadvertised  goods," 
came  the  reply.  "In  the  matter  of 
stationery,  the  advertised  one  is  the  line 
that  I  can  sell.  Showing  a  good  line  to 
a  customer  I  say,  'See  the  watermark?' 
Recognizing  it  as  one  seen  advertised, 
the  customer  replies,  'I'll  take  it.' " 

Among  the  many  customers  of  this 
store  a  large  percentage  are  of  the  ju- 
venile element.  They  are  given  the 
same  prompt  and  careful  attention  as 
that  accorded  the  adults.  "These  are 
my  customers  of  the  future  and  should 
be  so  treated,"  concluded  Mr.  Williams. 


The  following  is  reproduced  from  a 
recent  circular  sent  out  by  Mr.  Williams: 
To  the  Residents 

of  Notre-Dame-de-Grace: 

Since  taking  over  the  control  of  the 
Suburban  News  Agency,  and  re-organiz- 
ing it  under  the  name  of  the  Melrose 
Bookstore,  we  have  tried  in  every  way 
possible  to  make  a  store  worthy  of 
Notre-Dame-de-Grace  and  its  people. 

It  has  been  our  principal  aim  to  save  a 
long  tedious  journey  down-town  for 
many  of  those  little  things  so  necessary 
to  a  household. 

Under  the  circumstances  we  think  that 
we  are  justified  in  asking  your  loyal  sup- 
port of  what  we  are  trying  to  make  a 
general  utility  store. 

We  will  do  all  within  our  means  to 
warrant  your  confidence  and  provide  a 
store  worthy  of  our  community. 

Some  lines  of  goods  are  hard  to  get 
and  others  are  unobtainable.     Magazines 


of  all  kinds  are  uncertain  as  to  delivery 
from  the  publishers. 

We  would  ask  you  to  be  patient  with 
us  during  these  times  of  commercial  up- 
heaval, believing  us  to  be  doing  our  best. 

P.S. — Will  Parents  sending  children 
for  tobacco  please  give  them  a  note.  We 
have  moral  obligations  to  fulfill,  as  well 
as  laws  to  obey. 

This  is  for  our  mutual  protection. 

Fire  did  some  damage  in  Edward  New- 
ton's book  and  stationery  store,  325 
Queen  Street  West,  Toronto,  on  the  night 
of  April  19. 

Whitfield's  stationery  store,  Whitby, 
Ont.,  makes  rather  a  specialty  of  selling 
straw  hat  dyes.  They  sell  these  dyes  at 
25c  a  bottle  and  here's  what  they  said 
about  them  in  a  recent  newspaper  adver- 
tisement: 

"Only  a  few  minutes'  time — no  trouble. 
Will  not  injure  the  finest  hat  or  make  it 
brittle.  A  bottle  contains  enough  for 
the  largest  hat." 

LISTS  RECEIVED 

A  comprehensive  survey  of  the  Secur- 
ity Steel  Office  Safe,  built  by  Steel  Equip- 
ment Corporation,  Avenel,  N.J.,  is  given 
in  the  twenty-page  Safe  Booklet  which 
has  just  been  completed. 

The  booklet  is  a  convenient  size  for 
the  business  envelope,  is  printed  in  two 
colors  and  is  handsomely  illustrated 
throughout.  It  depicts  the  entire  line  of 
the  Security  Steel  Office  Safe,  the  ad- 
justable interior  and  illustrates  the  many 
features  of  fire  protection  which  are  af- 
forded. 


School  Book  Trade  Grievance  Further 
Aggravated 

Pointed  Letter  on  the  Subject  by  a  Kingston  Bookseller— Retailers 

Should  Organize 


THE  following  letter  from  the 
manager  of  the  College  Bookstore, 
Kingston,  will  probably  voice  the 
feelings  of  most  retail  booksellers  on 
the  latest  exploit  of  the  Ontario  Depart- 
ment of  Education  which  affects  a  still 
further  curtailment  of  the  legitimate 
business  of  the  booksellers  of  this  pro- 
vince: 

The  Bookseller  &  Stationer, 

143  University  Ave.,  Toronto: 
Gentlemen, — Attention,  Mr.  Weaver: 
We  notice  that  the  Department  of 
Education  is  calling  for  tenders  for  a 
loose-leaf  note  book  for  High  Schools, 
Collegiates  and  Continuation  Schools  to 
the  exclusion  of  all  other  note  books, 
same  to  be  sold  at  a  fixed  price  with  a 
discount  to  the  trade  of  20  per  cent. 
While  this  may  be  all  right  for  the  To- 
ronto dealers,  where  there  is  no  extra 
expense  to  them',  for  casing,  cartage 
and  freight,  yet  to  the  trade  outside  of 
Toronto  these  charges  wipe  out  com- 
pletely the  20  per  cent.  For  the  past 
two  years  we  have  not  handled  any  of 
the  Ontario  Public  School  Drawing 
Books    1  and  2,  for  the  same  reason. 
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We  doubt  very  much  if  the  Depart- 
ment has  the  right  to  exclude  all  other 
note  books  and  would  ask  what  action 
could  be  taken  against  students  paying 
their  annual  fees  should  they  prefer  to 
use  and  do  use  note  books  other  than 
that  authorized. 

We  do  not  know  if  you  have  received 
other  complaints  in  this  direction  but 
would  appreciate  your  taking  up  the 
matter  in  the  BOOKSELLER  AND 
STATIONER  from  a  dealer's  point  of 
view  and  in  doing  so  you  would  receive 
the  thanks  of  the  Ontario  book  trade. 
The  College  Book  Store. 

As  to  what  can  be  done  to  ameliorate 
the  aggravated  school  book  trade  con- 
ditions thus  indicated,  BOOKSELLER 
AND  STATIONER  can  only  reiterate 
its  oft-repeated  advice  to  the  re- 
retail  booksellers  to  organize  a  trade 
association.  Had  there  been  a  good 
trade  organization  when  the  trouble  ori- 
ginated, it  might  have  been  forestalled. 
The  same  argument  applies  to  periodic- 
ally recurring  causes  for  complaint. 
"Preparedness"  is  a  good  motto  in  this 
connection. 


BOOKSELLER   AND    STATIONER 


Canadian  Made  Toys 

New  "Horse  Car"  and  a  Line  of  Novel  Wooden  Toys  Offered 
— New  Toy  Factories  in  Ontario  Towns 


THE  big  supplies  of  toys  which  are 
coming  on  to  the  market  at  present 
for  Christmas,  1918,  follow  closely 
the  lines  with  which  we  are  already 
familiar.  There  is  a  steady  improvement 
in  the  class  of  dolls,  mechanical,  wooden 
and  other  toys,  but  little  of  a  novelty 
nature  so  far.  The  Kiddie  Car  which 
has  proved  such  a  big  seller  has  another 
interpretation  this  year.  It  is  built  in 
the  form  of  a  horse  with  head  and  fore- 
feet hinged  so  that  when  the  driver  turns 
his  steering  gear  the  head  points  with  the 
feet;  the- feet,  of  course,  are  attached 
to  a  wooden  wheel  through  which  runs 
a  rod  and  pedals  fitted  with  spools.  It 
is  a  well  made  article. 

Some  Quality  First  Toys 

A  Toronto  firm  is  turning  out  a  line. 
of  wooden  toys  which  are  decidedly  corn- 


mobiles,  rocking  horses,  pony  racers, 
rockers,  chariot  racers,  scooter  cars, 
hobby  horses,  tip  top  rockers,  self-pro- 
pelling pony  rockers,  etc. 

Special  interest  attaches  to  his  self- 
propelling  automobile,  an  exact  reproduc- 
tion of  an  automobile,  and  strong  enough 
to  carry  a  boy  about  eight  or  ten  years 
of  age.  It  is  propelled  on  the  tricycle 
principle.  The  firm  is  to  be  known  as  the 
McDonald  Toy  Manufacturing  Co. 


IVORY  GOODS 

A    New   Jewel   Box   and   Many   New    De- 
signs in  Various  Articles 

Steady  growing  demand  continues  for 
French  ivory  toilet  articles.  The  past 
month  has  developed  no  particularly  new 
pieces  though  it  has  increased  the  range 
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Three   sizes   are    shown    in   the   newest    Kiddie    Car     built    in    the    form    of    horses,    whose    heads    and 

shoulders  turn   with   the  steering  gear. 


mendable  and  has  departed  from  the 
usual  custom  of  getting  out  toys  at  a 
price.  This  line  of  wooden  toys  was 
made  in  good  substantial  quality  and 
careful  finish,  with  a  fair  price  appended. 
It  includes  some  nicely  finished  wooden 
animals  on  four-wheeled  runners,  new 
styles  of  Noah's  Ark  and  several  types 
of  animals,  wagons,  etc.  One  little  wagon 
is  driven  by  a  team  of  horses,  cats  or 
other  animals.  The  novelty  in  this  lies 
in  the  team.  These  toys  are  well  painted 
and  enameled  in  colors  that  do  not  have 
the  appearance  of  being  likely  to  wear 
off  soon.  There  are  also  new  automobiles 
built  somewhat  after  the  fashion  of  the 
Kiddie  Car  with  board  down  the  centre 
on  which  is  the  seat  rather  than  the  two- 
sided  box  affair.  It  has  solid  rubber 
tires  on  the  wheels. 

TOY  FACTORY  FOR  CARLISLE 

G.  A.  McDonald,  of  Listowel,  is  to 
establish  a  toy  factory  at  Carlisle,  Ont., 
to  make  toy  Red  Cross  ambulances,  gas 
tank  cars,  delivery  cars,  speedsters,  auto- 


of  designs  in  some  lines.  Dozens  of 
varieties  in  clocks,  jewel  boxes,  candle- 
sticks, picture  frames  and  brushes  are 
offered  in  addition  to  the  manicure  sets 
and  trays  which  were  the  originals  of 
the  vogue.  One  of  the  most  attractive 
new  jewel  boxes  is  of  generous  size,  rect- 
angular and  lined  with  velvet.  On  the 
lid  is  a  raised  oval  as  large  as  the  lid 
will  comfortably  allow  and  which  is 
especially  suggestive  of  a  location  for  an 
artistic  enamelled  monogram.  A  new 
kind  of  hinge  is  shown  on  these  boxes. 
Instead  of  the  usual  rod  which  goes 
through  cylindrical  hinges  at  the  back 
of  the  box,  a  flat  rod  is  riveted  at  either 
end  which  the  makers  claim  is  more  se- 
cure and  keeps  the  box  in  better  shape 
than  the  old  kind  which  sometimes  in- 
clined the  box  to  warp. 

The  new  picture  frames  are  in  a 
greater  variety  of  sizes  than  ever  and 
include  many  with  artistic  curves  and 
scroll  edges.  There  is  good  sale,  too, 
for  the  tall  slender  ivory  vases  which 
have  a  square  or  rectangular  mouth. 
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HANDBAGS   AND   PURSES 

There  is  little  that  has  not  already 
been  reported  in  leather  goods  and  silk 
bags  and  purses.  Demand  is  steady  for 
the  strap-handle  purses  in  soft  high- 
grade  leathers,  in  small  and  medium 
sizes.  The  patent  leather  purses  with 
pressed  narrow  stripes  are  quite  popular 
and  the  small  knitting  bag  purses  are 
said  to  be  selling  well,  in  fact  almost 
everything  that  is  offered  in  a  hand 
purse  sells.  Possibly  by  next  fall  there 
may  be  a  demand  from  the  popular  trade 
for  something  in  the  way  of  a  large  flat 
bag  with  an  arm  handle  to  it. 

Silk  bags  and  the  exquisitely  beaded 
French  bags  are  still  liked  for  carrying 
with  afternoon  costumes.  These  come  in 
a  variety  of  smart  designs,  but  the  ma- 
jority are  modelled  after  the  pear-shape. 
In  the  silk  handbags  black  moire  with 
fancy  silk  lining  is  the  best  seller,  but 
there  are  many  also  in  rich  dark  silks. 

A  NEW  HANDLE 

Knitting  bag  handles  continue  to  be  a 
very  important  item  of  supplies.  The 
celluloid  and  wire  handles  continue  to 
sell,  as  well  as  the  wooden  ones,  in  large 
numbers.  The  newest  idea  -offered  on 
the  market,  however,  is  a  handle  made 
of  wire  claimed  to  be  securely  adjusted 
and  then  covered  with  rubber  tubing. 
This  rubber  tends  to  hold  the  cloth  or 
ribbon  when  wound  around  the  bag,  in 
position  firmly  so  that  it  will  not  twist 
when  carried.  They  are  to  be  had  in  a 
variety  of  sizes  and  shapes  and  range 
in  price  from  85  cents  to  $2.00  a  pair 
retail. 

METAL  PARTS  FOR  PURSES 

An  illustration  of  how  the  deficiency 
of  foreign  made  parts  is  being  made  up 
in  England  is  related  by  a  correspondent 
of  the  "Westminster  Gazette: 

"A  manufacturer  whose  special  indus- 
try had  been  practically  brought  to  an 
end  by  the  war  took  me  over  his  works 
to  show  me  what  new  employment  he 
has  found  for  such  of  his  hands  as  have 
not  been  called  up,  and  for  a  number  of 
girls  and  young  women  who  are  filling 
the  places  of  former  workmen.  It  seems 
that  the  snap-locks  and  the  metal  frames 
of  ladies'  purses  have  hitherto  been  made 
in  Austria  or  Germany,  and  chiefly  in 
Austria.  The  purse-making  industry  has, 
therefore,  been  hard  put  to  it  to  find 
locks  and  spring  openings  for  purses. 
However,  the  problem  of  manufacture  at 
home,  at  a  price  that  would  compete  not 
unsuccessfully  with  the  foreign  supply,  if 
it  were  still  being  continued,  has  been 
quite  satisfactorily  solved.  This  was  no 
easy  matter,  for  the  small  and  simple- 
looking  purse  locks  contain  twenty-seven 
separate  pieces,  and  involve  thirty-four 
processes  of  manufacture.  What  was  to 
be  found  out  was  not  only  how  the  locks 
were  constructed,  but  what  sort  of  mach- 
inery was  necessary  for  their  production. 
The  work  is  now  going  full  steam  ahead, 
and  there  is  no  reason  why  the  enemy 
should  ever  regain  the  trade  that  he  has 
lost." 


SOLDIER 
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SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at  Home   For  Forwarding  to  Soldiers  at  the  Front,  in  Training 

and  in  the  Base  Hospitals 


HOOKS  FOR  SOLDIERS 

As  far  back  as  1914  the  Public  Library 
Board  of  Toronto  commenced  the  work 
of  providing  reading  for  the  use  of 
soldiers  in  camps  and  hospitals.  Later 
the  work  was  extended,  a  sort  of  travel- 
ing library  being  maintained,  by  which 
means  cases  of  books  were  sent  to  the 
various  camps  then  being  organized.  A 
fully  equipped  branch  library  on  the 
grounds  of  the  Exhibition  Camp  was 
established. 

From  that  out,  the  work  has  been 
gradually  extended,  books,  magazines, 
and  literature  being  provided  and  sent  to 
camps  and  hospitals  in  all  parts  of  the 
Province  of  Ontario,  and  even  outside 
of  the  Province,  extending  as  far  as 
Manitoba  and  Quebec.  Up  to  the  present 
time  no  fewer  than  20,000  books  from 
the  Toronto  libraries  Have  been  distribut- 
ed among  the  camps  and  hospitals  of 
Canada  wherever  soldiers  are  gathered, 
as  far  as  the  resources  of  the  Toronto 
Library   would   permit. 

The  aid  of  the  Provincial  Government 
has  been  solicited  with  a  view  to  adding 
the  resources  of  the  Government  to  a 
wider  extension  of  the  soldiers'  libraries. 

In  addition  to  this,  the  Toronto 
Library  Board,  feeling  that  there  are 
many  citizens  who  from  their  own  pri- 
vate libraries  would  be  glad  to  aid  in  the 
laudable  work  of  providing  suitable 
literature  for  the  use  of  our  soldiers  in 
camps  and  hospitals,  by  a  free  contribu- 
tion of  books  for  that  purpose,  has  de- 
cided to  organize  a  regular  system  for 
the  collection  and  distribution  of  books 
so  donated. 


Soldiers  Read  Shakespeare  and  Jane  Austen 

Some  Further  Light  on  What  Kind  of  Books  Are  Wanted  at  the 

Front 


READ    AGAIN 

THE 

ARTICLES  IN 

THE 

SOLDIER   TRADE 

SEC- 

TION  OF  P  R  E  V  I  O  US 

ISSUES    AND   ACT    ON 

THEM. 

THAT  it  is  not  only  "easy  reading" 
— light  novels — that  the  boys  in 
France  want,  is  indicated  by  the 
following.  It  is  probably  true  that  the 
variety  of  books  wanted  there  is  prac- 
tically as  wide  as  required  by  stay-at- 
home  readers: 

An  article  in  a  recent  number  of  "The 
Westminster  Gazette,  written  by  "An 
Army  Officer,"  gives  a  curious  light  on 
the  books  the  British  readers  have  found 
most  desirable.  Incidentally  here  is 
suggested  for  the  benefit  of  novelists  of 
to-day  a  new  school  of  critics  that  may 
be  likely  to  break  some  already  estab- 
lished reputations,  while  they  make 
other  less  secure  ones: 

"That  which  has  most  influence  in  de- 
termining literature  out  here  is  the  fact 
that  you  are  face  to  face  daily  and  hour- 
ly with  realities.  Here  at  least  you  can 
get  a  real  estimate  of  the  true  value  of 
any  work  of  fiction. 

"Each  mind,  provided  it  be  such  a  one 
as  to  appreciate  various  mental  atti- 
tudes, must  gain  such  judgment  as  to  be 
able  to  sum  up  and  weigh  in  the  balance 
the  imaginary  situation  of  a  novel  and 
pronounce  sentence  on  its  worth  as  a 
copy  of  the  real  thing. 

"In  ordinary  times  the  mind  is  unac- 
customed to  sudden  and  alarming  situa- 
tions, and  when  it  comes  face  to  face 
with  anything  out  of  the  ordinary  it 
must  naturally  be  moved,  and  form  a  de- 
cision which  due  consideration  would 
probably  alter. 

"Now,  the  actual  difference  between 
the  imaginary  and  the  real  is  not  of  such 
a  vast  dimension  as  one  might  at  first 
suppose.  The  real  difference  lies  in  the 
mind — in  the  thinking — as  Shakespeare 
says:  'There  is  nothing  either  good  or 
bad,  but  thinking  makes  it  so';  one  might 
also  suggest  that  there  is  nothing  real 
or  imaginary  except  thinking  makes  it 
so. 

"To  take  a  concrete  example:  There  is 
such  a  vast  difference  between  being 
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blown  over  by  a  shell  and  not  beinu 
shelled  at  all,  and  yet  the  outward  dif- 
ference is  only  a  small  hole  in  the 
ground.  The  physical  side  of  life  counts 
for  so  little,  it  is  the  mental  anxieties 
which  are  the  trouble,  and  more  than 
half  the  terror  of  the  shell  is  the  fright- 
ening effect  it  has  on  the  mind. 

"Now  in  Shakespeare  there  is  very- 
little  description  of  the  scenes,  and  still 
less  of  the  characters,  and  yet  what  poet 
makes  his  figures  more  alive?  The 
secret  of  his  genius  lies  in  the  fact  that 
we  knojv  what  they  are  thinking,  and,  in 
knowing  this,  we  can  create  for  our- 
selves that  which  is  a  more  potent  in- 
fluence than  anything  else  over  the 
mind — an  atmosphere. 

"The  front  is  full  of  different  atmos- 
pheres. Going  round  the  trenches  on  a 
quiet  night  may  not  really  be  very  dan- 
gerous, and  yet  the  whole  atmosphere  is 
charged  with  imaginary  terrors — and  it 
takes  such  small  things  to  create  atmos- 
pheres at  the  front.  Lofty  ambitions  and 
high  ideals  do  not  influence  the  soldier — 
it  is  small  matters  like  dry  socks  that 
really  count — and  how  often  has  a  cup  of 
hot  coffee  changed  the  atmosphere  of  a 
muddy  dugout  to  something  very  near 
comfort. 

"The  two  authors  who  seem  to  conjure 
up  atmospheres  most  easily  are  Shakes- 
peare and  Jane  Austen. 

"Of  the  former  it  is,  of  course,  un- 
necessary to  speak;  of  the  latter  it  may 
not  be  so  obvious  how  powerful  are  her 
simple  pages. 

"I  think  it  was  Macaulay  who  said  of 
her  work,  'The  greatest  author  since 
Shakespeare,'  and  although,  of  course, 
such  approbation  was  absurd,  yet  in  her 
subtle  power  of  getting  her  readers  to 
see  what  she  saw  and  to  think  as  her 
characters  thought,  without  obviously 
striving  after  that  object,  she  approaches 
the  pedestal  state  of  Jefferies'  reveries — 
with  people  instead  of  nature;  and  who 
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denies  Jefferies'  power  of  creating  at- 
mospheres? 

"Among  those  that  do  read  'seriously' 
out  here  there  is  nearly  always  in  their 
travelling  library  a  work  either  of 
Shakespeare  or  Jane  Austen,  and  the 
reason  for  their  popularity  is  not  far  to 
seek. 

"Every  one  knows  some  Shakespeare, 
and  most  of  us  were  made  to  learn  large 
portions  by  heart  at  school,  so  that  the 
stories  are  all  familiar,  and  we  are  able 
to  enjoy  the  text  without  bothering  to 
follow  the  plot,  and  we  can  take  it  up  at 
odd  moments  and  read  disjointed  parts. 
Furthermore,  it  always  brings  recollec- 
tions of  plays  and  actors  at  home,  and 
so  adds  further  interest — also  there  can 
scarcely  be  any  one  so  lacking  in  conceit 
as  not  to  enjoy  reading  what  he  once 
knew  by  heart. 

"Now  for  Miss  Austen.  Perhaps  with 
her  it  is  some  indefinable  atmosphere 
which  pervades  all  her  works,  caused  by 
the  period  in  which  she  wrote,  which 
proves  akin  to  the  present  time. 

"But  she  has  other  characteristics 
which  attract  the  soldier — the  greatest, 
perhaps,  is  the  complete  absence  of  any- 
thing to  do  with  military  life  or  any  of 
its  phases.  Her  tales  are  so  delightfully 
simple,  and  yet  such  a  tremendous  fuss 
about  nothing,  which  surely  is  akin  to 
the  soldier's  love  of  fuss  about  a  button 
or  a  bootlace. 

"Very  little  happens  in  the  stories,  and 
vet  we  are  made  to  feel  that  the  whole 
world  depends  on  'Sir  Thomas  Bertram's 
return  and  his  opinion  of  theatricals.' 

"Here  also  we  see  a  resemblance  to 
the  extraordinary  moment  given  in  the 
soldier's  career  to  some  trifling  incident 
which,  if  he  were  in  civilian  clothes,  he 
would  not  even  comment  upon.  The  sol- 
dier's life  begins  and  ends  within  the 
barrack  walls,  and  Jane  Austen's' charac- 
ters similarly  know  nothing;  beyond  the 
precincts  of  the  park  gates. 

"So  much  for  Shakespeare  and  Jane 
Austen." 

Dr.  Rossiter  Johnson,  a  well-known 
American  man  of  letters,  offers  in  a  note 
to  the  New  York  "Times"  the  half  of  his 
entire  library — "practically  all  of  it  that 
would  be  of  use  to  soldiers  in  camp" — 
and  he  thinks  there  must  be  others  of 
like  mind.  The  American  Library  Asso- 
ciation, as  the  Boston  "Transcript" 
states,  is  "directing  the  purchase  of  the 
more  serious  volumes,  text-books,  and 
other  much-needed  technical  and  mili- 
tary writings,  but  it  depends  on  the  pub- 
lic for  the  supply  of  lighter  material — 
books  of  adventure,  biograuhy.  history, 
poetry,  travel,  and  good  fiction." 


Soldiers  Supply  Art  Goods 


HANDICRAFT  DESIGN   BOOK 

The  Woman's  Committee  of  the  Coun- 
cil of  National  Defense  in  Washington 
has  announced  that  a  book  of  designs  is 
being  compiled  by  the  Pen  and  Brush 
Club  of  New  York  for  use  in  teaching 
handicrafts  to  disabled  sailors  and  sol- 
diers. This  work  is  designed  to  aid  the 
national  programme  for  the  rehabilita- 
tion of  the  wounded  and  is  expected  to 
help  in  developing  native  handicraft  as 
well  as  to  enhance  the  interest  of  occu- 
pational work  for  the  patient  long  con- 
fined to  his  bed. 


Returned   Men   in   Hospitals   Interested   in    Doing   Work   of 

Commercial  Value — Baskets,  Pottery  and  Toys 

Among  Their  Products 

OUITE  a  unique  class  for  the  Uni- 
versity of  Toronto  is  now  in  pro- 
gress in  the  Mining  building.  Some 
30  young  ladies  are  taking  a  course  in 
basketry  and  certain  other  lines  for  the 
purpose  of  teaching  them  to  soldiers 
newly  returned  from  the  front  who  are 
still  in  the  hospitals  in  Canada.  Within 
another  month  these  young  ladies  will 
have  completed  their  course  and  will 
start  out  in  the  hospitals  assisting  the 
soldiers  to  produce  certain  lines  of 
articles  which  will  not  require  hard  work 
and  yet  will  be  interesting  to  the  suf- 
ferers. It  is  believed  that  the  soldiers 
will  not  consider  these  occupations  as 
mere  play  when  they  learn  that  the 
articles  well  made  will  have  a  real  com- 
mercial value.  Of  course  it  will  be  diffi- 
cult for  men  in  their  position  to  do  much 
that  is  extremely  intricate.  However,  the 
class  of  articles  which  they  will  be  in- 
structed to  make  are  ones  that  are  easily 
salable  and  also  ones  which  buyers  are 
eager  to  get. 

So  far  the  chief  difficulty  is  in  getting 
the  grasses  for  the  basketry.  Most  of 
this  comes  from  India,  which  is  sufficient 
explanation  for  its  scarcity  at  present, 
but  the  Hospitals  Commission,  under 
whose  direction  this  work  is  conducted, 
expect  that  they  will  have  sufficient  sup- 
plies on  hand  to  go  ahead  with  the  work 
as  soon  as  the  teachers  are  prepared. 

Baskets  of  various  sizes,  shapes  and 
price,  and  of -the  other  familiar  articles 
constructed  from  these  grasses  are  all 
being  made.  It  is  thought  that  the 
soldiers  will  be  able  to  stain  and  lacquer 
the  work  when  it  is  finished,  so  that  the 
completed  article  ready  for  the  market 
will  be  turned  out  in  the  hospital. 


Pottery  and  Toys 

The  pottery  which  has  also  been  under- 
taken with  good  results  includes  vases, 
candle  sticks,  vessels  of  various  types, 
which  when  turned  out  in  fair  quanti- 
ties will  be  eagerly  sought  by  buyers. 
This  pottery  requires  a  special  kind  of 
firing,  but  arrangements  are  being  made 
whereby  all  the  finishing  processes  will 
be  accomplished. 

Wooden  toys  are  also  among  the  pros- 
pective products.  Samples  of  very  life- 
like looking  trees,  animals,  etc.,  well 
finished  and  painted,  are  to  be  seen. 

It  is  not  the  idea  so  far  that  the  sol- 
diers in  the  hospitals  do  the  work  as  a 
vocation  when  they  have  left  the  con- 
valescent stage  and  therefore  it  is  very 
unlikely  that  supplies  anything  near 
adequate  for  the  market  could  be  had. 
However,  it  appears  that  if  retailers  are 
willing  to  pay  a  fair  price  for  the  wrork 
turned  out  there  is  a  big  field  for  de- 
velopment along  this  line.  There  is  no 
doubt,  too,  that  the  public  will  be  willing 
to  pay  good  prices  for  any  of  the  articles 
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obtainable  from  the  hands  of  our  heroes. 
The  fact  that  basketry  sold  in  such 
immense  quantities  last  Christmas  sea- 
son, and  indeed  sells  fairly  well  all  the 
year  round,  is  reason  enough  that  retail- 
ers will  be  anxious  to  get  all  of  these 
goods  that  the  soldiers  can  turn  out. 
Last  year  England  and  Japan  supplied 
a  large  part  of  the  basketry  that  was  sold 
here  but  many  shipments  were  not  re- 
ceived in  time  for  the  Christmas  trade. 
Indeed  one  firm  remarked  that  one  lot 
which  he  had  ordered  for  his  Christmas 
trade  reached  him  in  March.  Therefore 
retailers  who  are  able  to  keep  in  touch 
with  this  work  as  it  develops  in  the  hos- 
pitals and  are  able  to  secure  any  of  the 
supplies  will  be  fortunate. 

LIBRARIES  FOR  SOLDIERS 

The  London  Public  Library  haa  issued 
an  appeal  to  citizens  there  to  bring  books 
to  the  library  to  be  used  for  providing 
a   suitable  library  for  the  G.   W.  V.   A. 

Following  is  an  extract  from  tho  ap- 
peal sent  out: 

It  is  not  worthless  cast-offs  or  the 
garret  accumulations  that  are  asked  for, 
out  clean  copies  of  the  newer  books  tiiat 
-vill  serve  as  a  foundation  for  a  library 
that  will  likely  grow  in  years  to  come. 
Fiction  by  the  best  writers  is  asked  for, 
biography,  history,  travel,  bound  maga- 
zines, books  on  mechanical  and  technical 
lines  particularly,  if  they  are  up-to-date. 
Citizens  are  asked  to  bring  or  sand  to 
the  public  library  books  that  they  them- 
selves prize;  the  ones  they  bought  with- 
in the  last  year  or  two. 

Any  who  have  books  or  magazines 
that  they  do  not  think  are  in  good 
enough  shape  for  the  Veterans'  Library, 
but  that  would  do  for  reading  at  the 
military  camps  and  hospitals,  may  leave 
them  as  well  at  the  public  library,  where 
they  will  be  forwarded  to  the  right  des- 
tination. Since  the  beginning  of  the  war 
the  public  librarv  has  sent  several  thou- 
sand of  its  withdrawn  books  to  the 
camps  for  this  purpose,  where  they  have 
been  used  steadily.  Enough  books  were 
also  sent  recently  to  the  sanatorium  to 
start  a  circulating  library  for  the  sol- 
diers there. 

JUST  A  MINUTE 

Dr.  Charles  Frederick  Goss,  author  of 
"Just  a  Minute,"  was  formerly  a  promi- 
nent Cincinnati  Presbyterian  pastor.  He 
is  the  author  of  several  volumes  which 
have  had  wide  popularity,  among  them 
"The  Redemption  of  David  Corson,"  "The 
Optimist,"  etc. 

In  this  present  volume  the  author  has 
struck  a  keynote  which  is  particularly 
timely.  Most  of  our  minds  are  too 
sluggish  or  too  absorbed  to  initiate  seri- 
ous and  philosophical  trains  of  thought. 
We  need  some  other  mind  to  give  us  a 
shove  or  a  shock.  This  little  volume  will 
in  that  capacity  offer  the  Bread  of  Life 
to  some  hungry  soul. 


Giving  Employment  to  Returned  Army 

35,000  Home  and  60,000  Disabled  Men  a  Possibility  Any  Time  —  Study  of  Problem 
Shows  it  Requires  More  Than  Superficial  Thought 

Written    for    MacLean    Publishing    Co.    by    C.    Norman    Senior,    Department  of  Soldiers  Civil  Re-establishment. 


MERCHANTS  and  manufacturers 
of  Canada,  along  with  the  indus- 
trial and  commercial  communi- 
ties in  all  the  belligerent  countries,  to- 
day face  in  the  returned  soldier  problem 
a  condition  which,  if  left  to  solve  itself, 
will  undoubtedly  do  so  at  the  expense  of 
their  prosperity.  Employers,  along  with 
all  other  classes  of  the  community,  are 
vaguely  aware  that  the  military  authori- 
ties have  returned  35,000  soldiers  from 
overseas  as  unfit  for  further  military 
service.  They  know  also  that  if  the  war 
were  to  end  to-day  another  20,000  to 
25,000,  who  are  still  in  English  hospitals, 
would  gradually  be  brought  back.  That 
this  army  of  disabled  represents  a 
definite  national  problem  which  has 
to  be  grappled  with,  not  only  by  Govern- 
ment departments,  but  by  individual  em- 
ployers, is  what  may  not  yet  have  re- 
gistered as  self-evident. 

Patience  Required  at  First 

Everybody  has  been  urged  to  employ 
returned  soldiers.  Probably  the  mer- 
chants, publishers,  etc.,  have  done  as  well 
as  any  section  of  the  community.  But 
the  problem  of  this  60,000  is  ever  so 
much  bigger  and  broader  than  mere  em- 
ployment. This  will  also  be  found  true 
of  the  fit  veterans  when  they  return  after 
the  war,  for  the  nerve-shattering  experi- 
ences of  the  battle  front  do  not  leave 
men  in  the  same  condition  as  before. 
Just  what  is  meant  may  be  gathered 
from  the  remarks  of  a  returned  major, 
who  now  occupies  a  position  as  voca- 
tional officer  with  the  Department  of 
Soldiers'  Civil  Re-establishment.  Ad- 
dressing an  audience  of  factory  man- 
agers upon  some  of  the  problems  which 
would  confront  them  in  employing  re- 
turned soldiers,  he  said: 

"When  I  came  from  the  front  to  Can- 
ada, even  after  I  had  had  a  good  furlough, 
the  first  morning  my  duties  commenced  I 
could  not  stay  more  than  one  hour  at  my 
desk,  I  was  so  excited  and  nervous." 
The  inference  may  as  well  be  drawn 
right  here  in  the  words  of  this  officer 
himself: 

"Therefore,  tolerance   and   human   kind- 
ness   towards    the    returned    soldiers    are 
what  we  ask  of  you  who  are  or  may  be  in 
charge   of  these  fellows." 
Not  a  few  who  have  employed  return- 
ed soldiers  have  reported  that  they  found 
them  "good  for  nothing,"  and  were  com- 
pelled to  discharge  them;  sometimes  the 
men  did  not  even  wait  to  be  discharged, 
but  took  French  leave  of  their  positions 
for  no  apparent  reasons.        These   inci- 
dents have  occurred  and  will  occur  again, 
but  the  major  pointed  out  to  his  audience 
of  factory  managers  that  anybody  who 
has  seen  how  these  men  behaved  on  the 
battle  front,  their  coolness,    their    self- 
sacrifices  to  help  their  comrades,    their 
bravery  in  the  very  face  of  death,  could 


not  believe  that  these  were  the  men  who 
would  fall  down  on  an  ordinary  job.  The 
point  he  made  was  that  some  foremen 
and  superintendents  were  too  quick  to 
reprimand  and  were  not  tactful  in  realiz- 
ing that  they  must  follow  different  me- 
thods in  dealing  with  men  who  had  been 
through  the  awful  experiences  of  this 
unprecedented  war. 

Use  Tact  and  Less  Reprimand 

Other  employers,  whose  tactfulness 
had  been  adequate  for  the  occasion,  had 
found  that  after  a  short  period  of  toler- 
ance of  certain  irregularities  the  men 
had  responded  and  made  loyal,  efficient 
employees,  eager  to  give  the  maximum 
of  satisfaction.  A  heart-to-heart  talk 
with  the  returned  soldier  employee  who 
may  be  acting  in  an  unsatisfactory  man- 
ner was   urged   as   an   unfailing  remedy. 


Disabled  soldier,   a   former    newspaper  artist,    receiving 
instruction    in   painting. 

The  discharged  soldier  was  at  heart 
earnest  and  determined  to  succeed  in 
civil  life,  but  his  nerves  and  powers  of 
concentration  were  not  equal  to  all  situa- 
tions for  the  first  few  months,  the  major 
declared. 

Now,  just  why  should  employers  go  to 
all  that  trouble  with  one  class  of  em- 
ployees? A  lot  .has  been  said  about 
gratitude  to  the  returned  soldiers, 
patriotism,  etc.  It  was  worth  saying, 
and  has  been  well  said,  but  there  are 
more  powerful  reasons  even  than  those. 
At  the  present  time  there  are  35,000  men 
in  Canada  who  have  done  with  their  mili- 
tary service.  This  is  no  small  group,  and 
it  consists  entirely  of  young,  mentally 
active  men  who  three  or  four  years  ago 
were  fit  for  anything,  and  who  are  now 

37 


restricted  in  their  scope  as  a  result  of 
their  injuries.  Thoughtless  antagonism 
or  even  indifference  to  their  welfare 
might  easily  impede  the  task  of  absorb- 
ing them  into  the  community,  by  accen- 
tuating their  temporary  difficulty  in 
settling  down  until  it  developed  into  real 
aversion  for  work  under  conditions  as 
they  found  them.  The  demoralizing  ef- 
fect upon  all  classes  of  the  community 
from  a  crystallization  of  this  very  real 
danger  can  easily  be  imagined.  No  busi- 
ness man  needs  to  have  any  more  than 
a  casual  reference  made  to  the  evils  at- 
tending upon  the  presence  in  the  com- 
munity of  a  large  unemployed  section. 
Particularly  in  Canada,  a  young  country, 
would  the  presence  of  a  large  non-pro- 
ductive element  be  harmful.' 

Returned    Men   Take   Up   New    Employ- 
ment 

It  should  be  remembered  also  that 
these  first  returned  men  are  the  ones  who 
will  control  and  guide  the  great  bulk  of 
our  army  when  it  returns  after  the  war. 
If  a  spirit  of  resentment  due  to  real  or 
imagined  injustice  grows,  the  whole  body 
of  returned  soldiers  will  respond  very 
quickly  and  the  business  community, 
would  find  the  antagonism  thus  engen- 
dered very  difficult  to  cope  with.  The 
general  public  is  behind  the  soldiers  in 
almost  every  stand  they  take,  and  this  is 
a  circumstance  which  should  not  be  over- 
looked. 

About  one-tenth  of  the  soldiers  re- 
turned so  far,  it  has  been  found,  are  so 
disabled  that  they  cannot  resume  their 
pre-war  occupations  and  be  self-support- 
ing. The  country  has  undertaken  the 
obligation  of  giving  these  men  what  is 
known  as  vocational  re-education.  That 
is,  it  trains  them  for  new  occupations  in 
order  that  they  may  be  self-supporting. 
It  is  the  well  considered  aim  of  those  re- 
sponsible for  the  vocational  training- 
policy  of  the  Department  of  Soldiers' 
Civil  Re-establishment  to  protect  the  in- 
dustrial community  as  well  as  the  dis- 
abled men  by  training  the  veterans  in  as 
many  widely  different  occupations  as 
possible.  No  one  industry  or  occupation 
should  become  overcrowded  with  disabled 
men,  even  though  it  is  recognized  that 
certain  classes  of  work  are  easier  to 
teach  to  injured  men  than  are  others. 

In  order  that  the  men  may  be  scat- 
tered as  widely  as  possible  through  the 
commercial  and  industrial  ranks,  the 
policy  of  training  them  in  the  industrial 
establishments  themselves  rather  than 
in  technical  schools  and  class  rooms  has 
been  adopted.  To  train  these  men  in 
schools  would  mean  the  establishment  of 
large  training  centres  where,  at  the  most, 
probably  20  or  25  different  courses  could 
be  established.  Under  the  system  adopt- 
ed by  the  department  of  placing  them 
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with  employers  to  receive  their  training 
in  the  very  conditions  where  they  will 
subsequently  work  the  number  of  oc- 
cupations for  which  men  are  being  train- 
ed already  numbers  175,  and  is  rapidly 
increasing. 

Majority  Can  Earn  Their  Living 

While  it  is  true  that  these  disabled 
men  are  limited  in  their  scope  as  a  re- 
sult of  their  war  injuries,  it  is  also  true 
that  hardly  any  of  them  are  absolutely 
debarred  from  earning  their  own  living. 
The  results  of  the  vocational  training  al- 
ready done  have  amply  demonstrated 
this.  When  a  blind  man  can  be  a  sten- 
ographer, a  one-armed  man  a  telegraph- 
er, a  man  with  both  legs  off  a  machinist, 
and  so  on,  it  will  be  seen  that  there  is 
some  kind  of  opening  for  every  one  of 
them. 

As  far  as  possible. it  is  sought  to  place 
the  more  seriously  disabled  in  skilled 
positions.  The  man  who  formerly  relied 
upon  his  strength  for  a  living — that  is, 
the  absolutely  unskilled  laborer — is  ren- 
dered unable  to  go  back  to  h;s  old  occu- 
pation by  almost  any  kind  of  wound 
which  makes  him  unfit  for  further  mili- 
tary service.  These  are  being  trained 
for  all  kinds  of  mechanical  work  where  a 
little  more  brain  work  is  necessary  and 
a  little  less  manual  strength  is  required. 
System  Followed  to  Find  Employment 

There  is  in  each  province  a  district 
vocational  officer  as  well  as  an  officer  in 
charge  of  industrial  surveys,  whose  duty 
it  is  to  locate  the  opportunities  for 
training.  Members  of  the  retail  and 
manufacturing  trades  may  well  consider 
the  opportunities  within  their  grasp  of 
assisting  in  this  all-important  work  and 
communicate  with  these  officers. 

Among  the  courses  which  are  being 
given  are  bookkeeping,  ordinary  com- 
mercial courses,  typewriting  and  sten- 
ography, typewriter  repairing,  photo- 
graphy, show-card  writing,  engraving, 
etc.  These  examples  are  cited  here  be- 
cause many  firms  find  workers  of  these 
classes  valuable  in  connection  with  side 
lines  of  their  business.  It  is  the  desire 
of  the  vocational  officers  to  be  in  touch 
with  all  sections  of  the  community  so 
that  no  opportunities  for  training  men 
may  be  lost. 

Students   Supported   by   the   Department 

During  the  period  of  training,  which 
usually  lasts  from  six  to  nine  or  even 
twelve  months,  according  to  the  degree 
of  disability  and  the  difficulty  of  learning 
the  new  occupation,  the  department  sup- 
ports the  student  and  his  family  by 
means  of  a  vocational  allowance  based  on 
military  pay  and  allowances  and 
Patriotic  Fund  allowances.  The  voca- 
tional pay,  as  it  is  called,  varies  on  the 
side  of  generosity  from  these  allowances, 
and  the  student  is  quite  able  to  devote 
his  full  time  to  the  study  of  his  new  oc- 
cupation. This  allowance  is  paid  even 
when  the  man  is  placed  as  an  apprentice 
with  a  private  firm  to  receive  his  train- 
ing under  employment  conditions. 

A  close  inspection  of  the  man's  pro- 
gress is  made  to  see  that  exploiting  is 
not  attempted,  and  to  see  that  the  man 
is  making  definite  progress. 


Government  to  Take   a   Hand 

The  problem  of  unemployment  in  re- 
gard to  returned  soldiers  is  a  big  one, 
and  it  is  accentuated  by  the  fact  that 
they  are  returned  soldiers.  It  is  one 
which  must  not  be  left  unsolved,  because 
its  dangers  are  infinitely  greater  than 
any  ordinary  unemployment  problem 
which  has  ever  confronted  Canada. 

The  question  of  training  the  disabled 
is  one  which  the  Government  has 
grappled  with  fairly  and  squarely,  and  in 
which  it  has  taken  definite  steps  to  ob- 
tain the  co-operation  of  the  employers 
penerally.  Sooner  or  later  they  will  come 
to  you  to  find  out  what  the  opportunities 
for  training  men  are  in  your  business. 

In  the  meantime  these  facts  should  be 
considered:  it  is  going  to  be  good  busi- 
ness to  have  returned  soldiers  irt  your 
place.  There  is  a  very  strong  disposition 
on  the  part  of  the  public  to  do  business 
with  returned  soldiers  when  it  sees  them. 


Soldier   with   one   arm   taught  to  operate   a   device   for 
a   typewriter. 


The  same  qualities  of  loyalty  and  stead- 
fastness which  made  these  men  fight  for 
their  country  are  just  the  qualities  you 
want  in  your  own  employees. 

Plea  for  the  Returned  Soldier 

That  "patience  and  human  kindness," 
which  the  returned  major  mentioned,  will 
be  well  rewarded.  This  applies  not  only 
to  the  disabled  who  need  to  be  trained 
for  new  work,  but  to  those  men  who 
come  back  fit  and  anxious  to  take  their 
ordinary  part  in  civil  life.  You  will  have 
many  applications  for  work  from  them, 
and  it  cannot  be  emphasized  too  strongly 
that,  while  the  problem  is  a  national  one 
requiring  strong  Government  action  in  a 
centralized  way,  the  solution  will  only  be 
found  if  each  individual  employer  does 
his  bit.  No  matter  how  small  your  store 
may  be,  if  you  employ  men  you  will  find 
among  the  returned  soldiers  many  suit- 
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able  employees.  It  is  in  your  interest 
that  these  men  fit  back  into  civil  life  just 
as  quickly  as  possible.  You  do  not  want 
to  see  any  class  consciousness  develop 
among  them,  because  you  know  it  will  be 
hurtful  not  only  to  you,  but  to  the  men 
themselves.  The  sooner  they  fit  back  into 
their  ordinary  grooves  the  better  for 
everybody,  but  it  will  be  a  long  time  if 
you,  as  individuals,  always  "pass  the 
buck"  to  the  Government. 


TORONTO    STATIONERS    ORGANIZE 

Toronto,  April  23.— The  retail  station- 
ers and  newsdealers  held  a  meeting  yes- 
terday afternoon  at  the  Queen's,  Hotel, 
and  formed  the  Retail  Stationers'  and 
Newsdealers'  Association.  Officers  were 
elected  as  follows:  President,  J.  H.  Wil- 
kinson; vice-president,  H.  P.  Crook,  and 
secretary,  J.   Ballantine. 

Executive  committee:  F.  Harrington, 
272  Queen  St.  E.;  P.  Hyde,  40  Harbord 
St.,  J.  Walker,  975  Dovercourt  Ro.,  W. 
J.  Saunders,  12200  Bloor  West,  J.  P. 
McKenna,  235  Yonge  St. 

All  these  officers  are  temporary  to  act 
until   organization   has  been  completed. 

The  need  of  such  an  organization  has 
1on$>-  been  felt  and  the  immediate  cause 
for  calling  this  meeting  was  to  find 
means  of  coping  with  the  growing  prac- 
tice on  the  part  of  newsboys  in  selling 
magazines  on  the  street  corners  thus 
constituting  unfair  competition  because 
these  vendors  are  required  to  pay  no 
rent  or  taxes  whereas  the  expenses  of 
retailers  are  particularly  high  in  the 
districts  where  this  competition  is  the 
keenest. 

About  fifty  Toronto  stationers  and 
newsdealers  have  already  joined  the 
organization  and  its  success  as  a  per- 
manent   association    seems    assured. 

It  is  to  be  hoped  that  this  initial  step 
in  trade  organization  will  spread 
throughout  the  province  and  eventually, 
by  linking  up  with  similar  organizations 
in  other  provinces  result  in  reorganiza- 
tion of  a  Dominion-wide  trade  associa- 
tion for  booksellers  and   stationers. 


KILLED  IN   ACTION 

The  sad  intelligence  reached  Toronto 
last  month  of  the  death  in  action  in 
France  of  Sapper  George  "Dod"  War- 
wick, son  of  George  Warwick,  of  War- 
wick Bros,  and  Rutter,  Toronto.  "Dod" 
Warwick  was  widely  known  by  reason 
of  his  activities  in  amateur  sports,  hav- 
ing been  a  member  of  the  Argonaut 
Rugby  and  hockey  clubs,  and  the  To- 
ronto Canoe  Club.  The  trade  will  join 
with  BOOKSELLER  AND  STATIONER 
in  extending  sympathy  to  the  father  and 
family   in   their  bereavement. 


PORT  HOPE  TOY  FACTORY 

Twenty  employees  are  engaged  mak- 
ing toys  in  the  new  factory  of  the 
Magnet  Toy  Co.,  at  Port  Hope.  In  this 
new  factory  are  made  such  toys  as  sail- 
ing boats,  pencil  boxes,  play  carts,  rope 
toss  games,  flag  picture  blocks,  toy 
builders,  battleships,  doll's  tea  sets,  tops 
and  in  fact  everything  in  the  toy  line. 
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THREE  BOOKS  ABOUT  CANADA 

"Sunset  Canada:  British  Columbia  and 
Beyond,"  by  Archie  Bell,  is  a  shrewdly 
observant  and  illuminating'  treatment  of 
the  Wonderland  of  the  West,  British 
Columbia.  Mr.  Bell  gives  vivid  accounts 
of  the  hunting*  and  fishing,  the  Indian 
life  of  the  Province,  the  fur  trading  of 
the  Hudson  Bay  Company,  the  mining, 
railroading,  and,  best  of  all,  the  gorgeous 
scenic  beauty  of  the  land.  He  also  visited 
the  Edith  Cavell  Mountain,  and  his  story 
of  this  noble  monument  to  a  noble  wo- 
man will  touch  the  heart  of  every  Cana- 
dian, American  and  British  reader.  This 
is  the  first  of  three  books  on  Canada  in 
the  Page  Company's  "See  America 
First"  series,  the  other  two  being  "Cen- 
tral Canada,"  to  be  published  this  fall, 
and  "Sunrise  Canada,"  to  be  published 
probably  early  in  1919. 

'HABITANT"  FOR  SOLDIERS 

•  A  khaki  edition  of  "The  Habitant,"  by 
William  Henry  Drummond,  is  to  be  is- 
sued. It  will  be  of  pocket  size,  and  is  in- 
tended not  exclusively  but  primarily  for 
the  soldier  who  wants  to  take  with  him 
into  the  fighting  area  some  of  the  trea- 
sured poems  of  the  North  American 
homeland.  In  Canada,  and  only  to  a 
lesser  degree  in  the  United  States,  the 
name  of  Drummond  is  a  household  word. 
His  poems  are  among  the  most  typical 
expressions  of  what  is  characteristic  of 
and  picturesque  in  our  North  American 
civilization. 

A  BOOK  QUEUE 

People  line  up  for  hockey  tickets,  base- 
ball games  and  theatrical  performances, 
but  queues  of  people  anxious  to  buy  a 
certain  book  is  a  novelty.  This  happened 
when  "Canada  in  Khaki"  was  published 
in  England,  as  recorded  in  the  following 
from  the  London  Chronicle: 

The  latest  queue  is  that  which  formed 
outside  the  Canadian  War  Records  Office 
yesterday  to  obtain  copies  of  "Canada  in 
Khaki,"  the  wonderful  publication  the 
object  of  which  is  to  help  the  foundation 
of  the  Dominion  War  Memorial  at 
Ottawa. 

Canadian  officers  and  their  wives  con- 
stituted the  larger  part  of  the  long  line 
which  waited  patiently  but  fruitlessly 
under  the  evident  impression  that  the 
office  was  selling  copies  retail. 

When  informed  that  the  book  was  sold 
only  at  shops  and  bookstalls  the  queue 
clutched  its  individual  three  shillings  and 
melted  away. 


GOOD   NEWS   FROM   LONDON 

Despite  all  difficulties  occasioned  by 
the  war,  book  publishing  in  London  pros- 
pered  last   year. 

Cassell  &  Co.  report:  "After  making 
provision  for  bad  and  doubtful  debts,  de- 
preciation, etc.,  business  for  the  year 
ending  Dec.  31,  1917,  shows  a  net  profit 
of  £25,155  18s.  Id." 

William  Heineman  writes:  "In  regard 
to  the  effect  of  the  war  on  business,  I 
think  you  might  draw  some  encourage- 
ment from  our  experience.  The  book 
trade  suffered  most  terribly  during  the 
first  eighteen  months  or  two  years  of 
the  war,  and  then  picked  up,  with  the 
result  that  we  are  to-day  selling  more 
books  than  we  have  ever  sold  before; 
in  fact,  it  is  quite  impossible  for  us  to 
keep  pace  with  the  demand.  Un- 
fortunately the  cost  of  production  is  so 
high  that  the  profit  is  almost  wiped  out, 
but  the  trade  is  in  a  state  of  living  ac- 
tivity far  greater  than  it  was  before  the 
war.  I  feel  sure  that  you  will  have 
exactly  the  same  experience  in  America, 
and  that  by  the  autumn,  if  all  other 
trades  stop,  you  will  find  books  are 
booming.  With  the  cutting  off  of  so 
many  other  amusements  and  luxuries,  the 
demand  for  literature  is  bound  to  in- 
crease. To-day  the  closing  of  clubs  and 
theatres  at  9.30  is  announced  in  the 
papers,  and  I  think  that  will  probably 
further  increase  the  demand  for  books  as 
people  will  have  to  stop  at  home  now." 
— Publisher's  Weekly. 

LEONARD  MERRICK 

An  important  literary  event  is  the 
publication  of  a  uniform  edition  of  the 
works  of  Leonard  Merrick.  Some  few 
years  have  passed  now  since  Sir  J.  M. 
Barrie  expressed  the  emphatic  opinion 
that  no  living  English  novelist  had  a 
greater  gift  for  telling  a  story  than  Mr. 
Leonard  Merrick,  and  by  degrees  the 
world  has  come  to  realize  that  Sir  James 
was  right.  The  popularity  of  Mr.  Mer- 
rick has  steadily  increased;  his  place  in 
the  very  front  rank  of  our  novelists  has 
been  recognized  on  all  hands;  as  his 
knowledge  of  life,  his  brilliance  and 
charm  of  style  have  won  the  critics,  so 
his  skill  in  fashioning  an  interesting 
story  and  his  delightful  narrative  cun- 
ning in  unfolding  it  have  made  his  books 
widely  popular  in  the  world  of  general 
readers. 

"BEST  SELLER" PSYCHOLOGY 

The  reasons  why  a  "best  seller"  sells 
best  are  thus  stated  by  the  "Publishers' 
Weekly":  the  quality  of  the  reading -mat- 
ter; the  prominence  of  the  author;  the 
author's  previous  work;  advertising;  a 
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BEST    SELLING    BOOKS    IN 

CANADA 

Fiction 

Po 

ints 

1      Oh.    Money,    Monev  !     Porter. 

100 

78 
70 

3      The    U.P.    Trail.       Grey 

4 — Anne's      House     of     Dreams. 

Mont- 

52 
46 
36 

War    Books 

l     Private    Peat      Peat 

2 — Over    the    Top.      Empey 

3      My  Four  Years  in   Germany. 
1      All    In    It.      Beith 

Gerard 

60 

42 
36 
24 
20 
20 

5      Cavalry    of    the    Clouds.      Bott 

li      Germany     at     Bay.       Macfal 

Juveniles 

Thornton    Burgess'    Juveniles. 

catching  title;  a  compelling  jacket; 
illustrations  that  illustrate;  timeliness, 
luck.  Rarely,  however,  does  any  one  of 
these  qualities  alone  make  a  best  seller. 
Even  more  rarely  do  they  all  occur  in 
one  book.  More  or  less  generous  adver- 
tising is  the  only  quality  common  to  all 
best  sellers.  The  publisher's  name  and 
general  standing  have,  it  appears,  little 
or  nothing  to  do  in  America  with  sales, 
but  here,  we  think,  such  a  statement 
could  hardly  be  made  without  qualifica- 
tion. As  to  the  question  of  effective 
titles,  nothing  definite  can  be  said,  as  it 
often  happens  that  a  book  with  a  very 
ordinary  and  ineffective  title  catches 
public  attention  and  proves  a  popular 
success.  There  is  nothing  specially  not- 
able in  such  titles  as  "David  Harum," 
"The  Rosary,"  "The  Virginians,"  "A 
Modern  Chronicle,"  and  others  that 
might    be    mentioned. 

AN    AMERICAN    PARSON    IN     ENG- 
LAND 

The  Putnams  have  just  published  a 
book  entitled,  "The  Notebook  of  an  Am- 
erican Parson  in  England,"  by  G.  Monroe 
Royce,  rector  of  St.  Thomas  Church,  New 
Windsor,  N.Y. 

The  author  had  a  special  license  from 
the  Archbishop  of  Canterbury  to  officiate 
in  the  Established  Church,  and  he  used 
this  license  as  a  kind  of  roving  commis- 
sion to  visit  any  church  within  his 
Grace's  province,  which  included  27  dio- 
ceses. During  the  six  years  he  spent  in 
England  he  secured  in  this  way  an  un- 
usually broad,  as  well  as  intimate,  ac- 
quaintance with  churches  of  all  degrees, 
high  and  low,  broad  and  evangelical,  in 
town  and  country.  A  keen  observer,  he 
absorbed  all  the  striking  features  of  the 
parish  life  that  characterized  communi- 
ties so  different  in  composition,  and  he 
gives  us  in  his  vivid  sketches  a  picture  of 
things  that  is  as  diverting  as  it  is  in- 
forming. 
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MONTHLY  RECORD  OF 
NEW  BOOKS 

Published  by  Firms    Established  in 
Canada 

CASSELL    &    CO. 
Fiction 

The  Lonely  Stronghold,  Mrs.  Baillie 
Reynolds,  cloth,  $1.35  net;  Love  Eternal, 
H.  Rider  Haggard,  cloth,  $1.35  net;  The 
Pretty  Lady,  Arnold  Bennett,  cloth,  $1.35 
net. 

Non-Fiction 

Both  Sides  of  The  Curtain,  Genevieve 
Ward,  cloth,  $2.50  net;  The  Art  of  Keep- 
ing Well,  Dr.  R.  C.  Macfie,  cloth,  $2.00 
net;  Cecil  Rhodes:  Man  and  Empire 
Maker,  Princess  Radziwill,  cloth,  $3.00 
net;  A  Book  of  Remarkable  Criminals, 
H.  B.  Irving,  cloth,  $2.25  net;  The  Royal 
Flying  Corps,  in  War,  "Wing-Adjutant, ' 
cloth,  60c  net;  The  Garden:  How  to 
Make  It  Pay,  H.  H.  Thomas,  paper,  45c  - 
net;  Beware  the  German  Peace,  Major 
Haldane  Macfall,  cloth,  75c  net. 

THE    COPP-CLARK    CO. 
Fiction 

The  Courage  of  Marge  O'Doone,  J  as. 
Oliver  Curwood,  cloth,  $1.40;  Pieces  of 
Eight,  Richard  Le  Gallienne,  cloth,  $1.40; 
The  Hope  Chest,  Mark  Lee  Luther,  cloth, 
$1.50;  His  Daughter,  Gouverneur  Mor- 
ris, cloth,  $1.35;  The  Moving  Fingei, 
Natalie  S.  Lincoln,  cloth,  $1.40;  Five 
Tales,  John  Galsworthy,  cloth,  $1.50;  The 
Adventures  of  Jimmie  Dale,  Frank  L. 
Packard,  reprint  edition,  60c. 
Non-Fiction 

Gunner  Depew,  Albert  N.  Depew, 
cloth,  $1.50. 

THE   MACMILLAN   CO. 
Fiction 

Flood  Tide,  D.  Chase,  cloth,  $1.50; 
Chronicles  of  St.  Tid,  Eden  Phillpotts, 
cloth,  $1.50;  Mashi  and  Other  Stories, 
R.  Tagore,  cloth,  $1.50;  Stephen's  Last 
Chance  (Juvenile),  M.  Ashmun,  cloth, 
$1.25. 

Non-Fiction 

The  Dark  People,  Ernest  Poole,  cloth, 
$1.50;  Can  England's  Church  Win  Eng- 
land's Manhood,  H.  L.  Gray,  paper,  40c; 
Two  Children  in  Old  Paris,  G.  Slaughter, 
cloth,  $1.50;  Where  Do  You  Stand?,  H. 
Hagedorn,  cloth,  50c;  The  English  Bible 
As  a  Guide  to  Writing,  C.  S.  Baldwin, 
cloth,  50c;  Can  We  Believe  in  Immor- 
tality? J.  H.  Snowdon,  cloth,  $1.25;  A 
War  Nurse's  Diary,  Anonymous,  cloth, 
$1.25;  Theories  of  Social  Progress,  A. 
J.  Todd,  cloth,  $2.25;  Three  Acres  and 
Liberty,  B.  Hall  (New  Ed.),  cloth,  $1.75; 
The  Gambler  and  Other  Stories,  F.  Dos- 
toevsky,  cloth,  $1.50;  Toward  the  Gulf, 
E.  L.  Masters,  cloth,  $1.50. 

GEORGE  J.  McLEOD 
Fiction 

The   Restless    Sex,   Robert  W.    Cham- 
bers, cloth,  $1.50;   The  Revellers,  Louis 
Tracy,    cloth,    $1.40;     The     Earthquake, 
Arthur  Train,  cloth,  $1.50. 
Non-Fiction 

Holding  the  Line,  Harold  Baldwin, 
cloth;  $1.50;  The  Big  Fight,  Capt.  David 
Fallon,  cloth,  $1.50. 


McCLELLAND,  GOODCHILD  & 

STEWART,    LTD 

Fiction 

The  Ne'er  Do  Much,  Eleanor  Hallowell 
Abbott,  $1.00;  Fore,  Charles  E.  Van 
Loan,  $1.35;  Howard  Chase,  Charles  M. 
Sheldon,  $1.40;  The  Apple  Tree  Girl, 
George  Weston,  $1.00;  The  Two-Faced 
Man,  Varick  Vanardy,  $1.40;  The  Amaz- 
ing Interlude,  Mary  Roberts  Rinehart, 
$1.25. 

Non-Fiction 

Deductions  From  the  World  War, 
Lieut. -General  von  Freytag-Loringhoven, 
$1.25;  Out  There,  Charles  W.  Whitehair, 
$1.50;  The  Escape  of  a  Princess  Pat, 
George  Pearson,  $1.40;  A  Surgeon  at 
Arms,  Capt.  R.  J.  Manion,  M.C.,  $1.50; 
French  Windows,  John  Ayscough,  $1.50; 
Front  Lines,  Boyd  Cable,  $1.50;  Sea- 
Dogs  and  Men-at-Arms,  J.  E.  Middleton, 
$1.50;  A  Minstrel  in  France,  Harry 
Lauder,  $2.00;  Trench  Pictures  From 
France,  Major  Wm.  P.  Redmond,  M.P., 
$1.25;  The  All  Highest  Goes  to  Jeru- 
salem, Frank  Alvah   Dearborn,  50c. 

Juvenile 

Physical  Beauty — How  to  Keep  It, 
Annette  Kellerman,  $2.00;  How  to  Swim, 
Annette  Kellerman,  $2.00;  Practical 
Gardening,  Hugh  Findlay,  $2.00;  Home 
Vegetables  and  Small  Fruits,  Frances 
Duncan,  $1.35;  The  Adventure  Beautiful, 
Lilian  Whiting,  $1.25. 


A  NEW  CANADIAN   POET 

A  notable  new  issue  in  Canadian  poetry 
is  the  work  of  a  new  voice  among  Can- 
adian poets,  Lilian  Leveridge,  whose 
"Over  the  Hills  of  Home,"  which  gives 
the  volume  its  title,  is  a  Canadian  heart- 
song  that  has.  circled  the  globe.  The 
book  has  recently  been  published  by  Mc- 
Clelland, Goodchild  &  Stewart,  and 
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privileged  through  their  courtesy  to  pre- 
sent a  picture  of  Miss  Leveridge  here-  . 
with.      These    are    poems    marked    by   a 
tender  sympathy  and  compelling  pathos. 

This  poem  was  first  published  in  "The 
Daily  Ontario"  of  Belleville.  It  was 
copied  by  "Public  Opinion"  of  London, 
England,  and  afterwards  by  many  of  the 
leading  journals  of  Great  Britain.  Com- 
ing back  to  Canada  through  its  publica- 
tion by  the  New  York  "Times"  Current 
History  of  the  War  as  one  of  the  most 
notable  poems  of  its  kind,  it  was  taken 
up  and  republished  in  many  Canadian 
papers,  read  and  recited  at  recruiting 
meetings  and  patriotic  entertainments. 
It  appeared  also  in  the  China  Press  of 
Shanghai,  China,  and  other  English 
papers  throughout  the  world. 

Among  the  treasured  letters  received 
by  Miss  Leveridge  are  tributes  from 
soldiers  at  the  front  expressing  appre- 
ciation of  the  sentiments  so  finely  ex- 
pressed in  "Over  the  Hills  of  Home." 

HAZELL'S 

The  new  Hazell's  Annual  and  Almanac, 
published  by  Hodder  &  Stoughton,  this 
year  comprises  nearly  a  thousand  pages. 
It  is  an  accurate  compilation  covering  a 
multitudinous  number  of  facts  of  refer- 
ence value  and  interest  for  business  and 
professional  men  and  for  the  laymen. 
This  almanac,  now  in  its  thirty-third 
year  of  continuous  and  successful  publi- 
cation, is  said  to  contain  the  greatest 
amount  of  practical  information  ever 
gathered  together  in  such  a  volume. 
Every  side  of  the  myriad  activities  of  the 
British  Empire  is  covered — trade  and 
commerce,  politics,  religion,  education, 
social  development,  and  the  conduct  of 
the  great  war. 

Six  thousand  subjects  of  world-wide 
interest  are  dealt  with  in  this  compre- 
hensive volume.  The  book  is  accurately 
indexed,  making  it  easy  to  locate  any  of 
the  subjects. 

CURWOOD'S  NEW  NOVEL 

"The  Courage  of  Marge  O'Doone"  is  a 
novel  of  the  Canadian  Northland,  just 
published  by  the  Copp,  Clark  Co.,  in 
which  James  Oliver  Curwood  again 
proves  himself  a  born  story-teller.  It 
opens  on  a  train  stalled  in  the  snows  of 
an  Arctic  night.  It  ends  with  a.  night  en- 
campment and  a  strange  meeting  far 
from  civilization.  Between  beginning 
and  ending  are  crowded  exciting  inci- 
dents in  a  land  where  heroism  and 
danger  are  the  daily  routine. 

Some  of  the  scenes  to  remember  are: 
David's  search  for  Marge  in  the  wilder- 
ness; how  the  two  fight  their  way  out 
of  "The  Nest"  of  the  outlaws  with  the 
help  of  Tara,  the  grizzly. 

There  is  a  striking  frontispiece  in 
color,  the  work  of  Lester  Ralph. 


LILIAN     LEVERIDGE 
Whose    Book    of    Poems    is    meeting    with    an 
enthusiastic    reception. 
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It  is  pretty  well  known  now  that  in 
the  administration  of  their  African 
colonies  the  Germans  have  oppressed, 
and  in  some  cases  almost  annihilated 
the  peoples  committed  to  their  charge. 
In  "German  Rule  in  Africa,"  by  Evans 
Lewin,  this  impeachment  is  justified  in 
detail. 


Plans  You  Can  Adopt  to  Sell  Gardening  Books 

Good  Practical  Suggestions  For  Booksellers — By  Showing  Amateur  Gardeners  How 
These  Books  Will  Help  Them  Many  Sales  Will  be  Promoted 


IT  is  coming  to  be  an  accepted  theory 
that  the  war  will  be  won  by  food. 
Consequently  every  vacant  and  back- 
yard lot  garden  will  help  toward  early 
victory.  Booksellers  should  spread  the 
doctrine  of  efficiency  in  their  respective 
communities,  pointing  out  that  poorly 
managed  gardens  mean  a  reduced  amount 
of  food  and  a  waste  of  seed  and  labor. 
By  getting  good  books  on  gardening  in 
circulation  among  amateur  gardeners 
they  will  be  promoting  much-needed  gar- 
dening efficiency  and  the  more  they  dis- 
play and  advertise  these  books  the  great- 
er the  number  of  people  who  will  be  in- 
fluenced to  take  up  gardening. 

A  bookseller  may  take  a  good  garden- 
ing book  and  promote  sales  by  having  a 
good  window  card  with  some  such  word- 
ing as  this: 


Row    No. 


Inches  between  rows 


TO  MAKE  YOUR 
GARDEN  A  SUCCESS 

Here's  a  Book  You  Need 

(Title  here) 

It  makes  things  plain.  A 
compact  pocket  volume  com- 
pletely indexed.  Use  it 
right  in  your  garden 

Price, 


The  Government  is  calling  for  "soldiers 
of  the  soil,"  for  more  gardens  this  year 
and  better  gardens.  The  nation  needs 
them  as  never  before.  There  are  a  num- 
ber of  meritorious  books  on  gardening,  a 
goodly  list  of  them  being  included  in  an 
article  in  the  April  issue.  One  new  book 
that  has  come  to  us  since  that  number 
appeared  is  "The  Backyard  Garden,"  by 
Edward  I.  Farrington,  a  dollar  volume  is- 
sued by  Laird  &  Lee,  of  Chicago.  This 
book  is  to  help  the  amateur  gardener  to 
get  the  maximum  crop  from  his  land  at 
a  minimum  of  expense  and  time  and  sets 
forth  information  not  only  for  the  guid- 
ance of  individuals  but  also  for  commun- 
ity and  school  gardening.  One  of  these 
is  the  "square  rod  garden,"  an  idea  first 
suggested  in  the  bulletin  of  the  Univer- 
sity of  Minnesota.  It  takes  one  hundred 
and  sixty  square  rods  to  make  an  acre, 
and  very  few  back  yards  are  so  small 
that  that  they  do  not  afford  the  neces- 
sary room.  A  garden  of  this  size  can  be 
made  to  produce  a  large  amount  of  food, 
however,  and  thousands  of  them  should 
be  started  in  the  crowded  cities  and  thus 
add  materially  to  the  nation's  food  sup- 
ply. 

Mr.  Farrington  points  out  how  the  plan 
can  be  used  to  special  advantage  in  com- 
munity gardening  and  also  in  concerted 
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A  Canadian  edition  of  "The  Flag,"  a 
concise  illustrated  history  of  the  Union 
Jack,  recently  noticed  in  BOOKSELLER 
AND  STATIONER,  has  just  been 
brought  out  by  the  Musson  Book  Co. 

Gerard's  book  "My  Four  Years  in  Ger- 
many" is  now  in  "the  movies." 

The  American  Booksellers'  Association 
will  hold  its  annual  convention  at  the 
Hotel  Astor,  New  York,  on  May  14,  15 
and  16.  It  is  proposed  to  limit  the 
meeting  strictly  to  business,  eliminating 
the   dinner  and   other   social  features. 


Plan   for  a   sciuare-rod  garden. 

gardening  efforts  by  the  teachers  and 
pupils  of  the  public  schools.  One  vacant 
city  block  will  accommodate  several  hun- 
dred square-rod  gardens.  A  block  300 
by  400  feet,  for  instance,  will  afford 
ample  space  for  more  than  250  pupils  to 
exercise  their  individual  talents  in  hor- 
ticulture, and  still  leave  room  for  at  least 
five  feet  of  walk  between  the  square-rod 
plots. 

Allotting  one  of  the  plots  to  a  pupil 
and  encouraging  the  boys  and  girls  of 
our  schools  to  competitive  effort  will  re- 
sult in  a  spirit' of  emulation  of  untold 
educational  as  well  a<  economic  value  lo 
the   country. 


MILITARY  NOTE  BOOK 

Designed  especially  to  fill  the  present 
demand  for  a  note  book  used  by  military 
men,  the  Irving-Pitt  Manufacturing  Co., 
Kansas  City,  Mo.,  have  produced  a  new 
"Military  Note  Book,"  which  has  many 
features  of  interest  to  the  stationer  at 
this  time.  The  book  is  made  of  genuine 
russet  leather,  is  equipped  with  a  sewed 
in  pocket,  overlapping  flap  with  glove 
fastener  which  protects  the  sheets 
against  rain  and  mud,  is  ruled  in  water- 
proof ink  and  is  adapted  to  all  climatic 
conditions.  It  is  equipped  with  a  strong 
loop  for  a  pencil.  No  glue  is  used  in  the 
construction  of  the  book,  and  the  all 
metal  parts  are  guaranteed  to  be  secure- 
ly riveted  to  the  strong  leather.  A  hand- 
some window  display  card,  in  four  colors, 
showing  scene  at  a  military  encampment 
where  officers  are  employing  the  memo 
book,  is  supplied  with  initial  orders  for 
six  books.  This  card  measures  20  x  28 
inches  and  should  materially  assist  the 
sale  of  this  specialty. 


On  Advertising  Nature  Books 

Suggestions  For  Introducing  "Human  Interest"  in  the  Copy 


ONE  of  the  publishing  houses  issu- 
ing nature  books  has  been  c'o>  ng 
some  especially  good  advertising- 
of  a  particular  set  of  nature  books.  Sim- 
ilar publicity  may  be  devised  by  retail 
booksellers  dealing  with  all  nature  books, 
and  the  following  adaptation  is  sub- 
mitted so  that  any  bookseller  may  use 
it,  adding  the  titles  in  nature  books 
which  they  have  in  stock: 

All  around  you  nature  is  putting  out 
her  signs — the  gorgeous  ones  she  shows 
every  spring.  The  crocuses  are  up.  The 
sap  has  begun  to  rise  in  the  trees.  The 
birds  are  coming  back.  But  how  many 
of  these  signs  can  you  read  ?  On  every 
side  are  the  creatures  of  nature — the 
birds,  the  trees,  the  butterflies,  the 
flowers — all  intensely  interesting.  To 
know  them — to  make  them  your  friends, 
increases  a  hundredfold  the  delights  of 
any  excursion  into  the  country.  To  in- 
troduce them  to  you — to  tell  you  their 
lifs  history,  their  habits  and  their  in- 
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teresting  peculiarities — to  help  you  to 
understand  them  and  make  them  your 
friends,  is  the  mission  of  the  nature 
books. 

They  show  you  birds,. butterflies,  flow- 
ers and  trees  just  as  they  really  are. 
They  describe  different  subjects  so  accur- 
ately and  so  interestingly  that  you  will 
be  able  to  identify  them  at  sight,  and 
make  them  your  friends. 

These  nature  books  open  up  a  new 
world  to  you,  putting  a  new  interest  in 
the  common  things  around  you.  They 
tell  of  quarrels  in  the  trees,  the  affairs 
of  the  birds,  and  the  intrigues  of  the 
flowers.  They  lay  before  you  the  secrets 
of  the  forest,  field  and  stream;  give  a 
new  delight  to  all  outdoors. 
See  Window  Display  at  Blank's  Book 
Store 

This  form  of  advertising  in  newspaper 
space  and  circulars  directing  attention 
to  the  special  window  display  may  be  de- 
pended  upon  to  create  an   interest  that 


BOOKSELLER    AND    STATIONER 


will  manifest  itself  in  a  great  amount  of 
attention  for  the  display  and  in  actual 
sales  of  the  books. 

Records  should  be  kept  of  the  people 
who  buy  one  or  more  copies,  because 
the  sale  of  a  book  should  not  be  con- 
sidered "the  closing  of  the  deal,"  but 
merely  the  beginning  of  a  series  of  pur- 
chases of  nature  books.  That  purchaser 
should  be  followed  up  at  regular  inter- 
vals with  literature  advertising  other 
nature  books,  thus  keeping  up  the  in- 
terest and  assuring  a  goodly  number  of 
additional  sales  to  former  purchasers 
and  to  friends  whom  they  may  be  de- 
pended upon  to  interest  in  the  subject. 

Few  varieties  of  books  lend  them- 
selves so  readily  to  really  striking*  win- 
dow displays  as  do  nature  books.  BOOK- 
SELLER AND  STATIONER  would  be 
glad  to  receive  photographs  of  such  dis- 
plays in  book  stores  with  the  idea  of  re- 
producing good  ones  in  an  early  issue. 

COMMERCIAL  GARDENING 

A  new  book  entitled  "Commercial 
Plant  Propagation,"  comes  from  the  A. 
T.  DeLamare  Co.,  publishers  of  the 
Countryside  Books,  New  York.  It  is  an 
exposition  of  the  art  and  science  of  in- 
creasing plants  as  practised  by  nursery- 
men, florists  and  gardeners. 

It  deals  with  the  subject  broadly  and 
will  enable  people  having  to  do  with 
seeds  and  plants  to  conserve  energy, 
save  time,  and  enhance  profits.  Although 
primarily  written  for  the  professional 
this  book  has  now  a  much  wider  appeal 
in  view  of  the  present  national  and 
economic  interest  and  specialization  in 
production  fostered  by  the  Government. 
The  book  is  not  unduly  technical,  but  is 
a  clear  presentation  which  the  beginner 
can  readily  grasp.  The  book  is  freely  il- 
lustrated. 

EVERYDAY  FOODS  IN  WAR  TIME 

One  section  of  Mary  Swartz  Rose's 
"Everyday  Foods  in  War  Time,"  which 
will  be  found  of  particular  interest,  is  the 
Appendix  in  which  are  contained  "Some 
War  Time  Recipes."  These  recipes  il- 
lustrate some  of  the  practical  applica- 
tions of  the  priciples  discussed  in  the 
foregoing  pages  of  the  work. 

Eggless  Corn  Muffins,  Oat  Bread,  War 
Time  Boston  Brown  Bread,  Rice  Bread, 
Eggless  Rye  Muffins,  Honey  Bran  Cook- 
ies, Soft  Honey  Cake,  Nut  Molasses  Bars, 
Potato  Drop  Cookies,  Carrot  Marmalade, 
Cheese  Fondue,  Corn  Chowder,  Gevech 
(Rumanian  recipe),  Mock  Sausage,  Ta- 
male  Pie,  Prune  Brown  Betty  and  Honey 
Pudding — these  are  some  of  the  appetiz- 
ing dishes  for  the  preparation  of  which 
Mrs.  Rose  gives  full  instructions. 

STERLING  CONVERSION  TABLES 

A  book  which  sets  forth  sterling  con- 
version tables — sterling  into  dollars  and 
cents  and  vice  versa — is  "Hartfield's 
Sterling  Conversion  Tables,"  a  most 
comprehensive  volume  which  in  addition 
to  these  computations  has  tables  cover- 
ing discount  and  interest,  interest  dif- 
ferences, American  par  values,  Canadian 
par  values  and  brokerages. 


Speed  Up  Sales  of  Business  Books 

Possibilities  for  Increasing  This  Business  Investigated  by  a 

Special  Commissioner  of  the  American  Booksellers' 

Association — His  Report 


AT  the  last  convention  of  the 
American  Bookseller's  Association, 
Frederic  G.  Melcher  was  appointed 
to  investigate  the  possibilities  for  in- 
creased sales  of  business  books  through 
bookstores.  Following-  is  Mr.  Melcher's 
report: 

How  to  Go  About  It 

First. — Get  behind  it.  Sell  yourself 
the  idea.  Re-read  the  Publishers'  Weekly 
of  July  14  with  the  editorial  and  article 
by  Mr.  Lynd.  Look  into  the  books  your- 
self to  realize  how  valuable  they  can  be 
to  a  business  man. 

Call  a  meeting  of  every  salesman  and 
sell  them  the  idea.  Get  them  to  read 
the  above-mentioned  article  and  to  take 
home  and  read  some  of  the  best  books 
from   your  stock. 

Second. — The  stock.  Check  up  your 
stock  of  business  books  and  order  in 
enough  to  make  a  good  showing,  covering 
in  some  way  the  various  classes  of  busi- 
ness books  that  you  will  be  called  upon 
for.  Use  for  checking  one  of  the  biblio- 
graphies mentioned  below.  Order  small 
quantities  until  you  know  what  you  can 
sell,  but  on  a  few  titles  start  with  suffi- 
cient quantity  so  that  a  few  different 
piles  will  be  there  to  push  the  general 
customer;  such  books  as  "The  Manual  of 
Successful  Storekeeping,"  by  Hotchkin; 
"How  to  Write  Business  Letters,"  by 
Smart;  "How  to  Advertise,"  by  French; 
"Principles  of  Scientj/ic  Management," 
by  Taylor;  'Tower  of  Will,"  by  Haddock. 

Third. — Display.  If  possible,  allot 
counter  for  this  display  and  keep  it 
fixed  at  that  point  for  the  winter.  Put 
in  an  occasional  window.  Have  good  dis- 
play cards  for  both.  If  you  cannot  spare 
a  counter,  use  some  shelving  that  will 
not  cause  the  books  to  be  lost  in  the 
general  expanse. 

Fourth. — Information.  Have  on  hand 
rood  book  lists  for  business  men.  Put 
handy  for  reference  "1,600  Business 
Books,  Arranged  by  Authors,  by  Titles, 
and  by  Subjects,"  H.  W.  Wilson  Com- 
pany, 1917— $1.50;  "The  Working 
Library,"  a  list  of  200  books  published 
by  the  Education'  Committee,  the  Adver- 
tising Club  of  New  York;  "The  Busi- 
ness Men's  Library,"  a  pamphlet  printed 
by  the  Brooklyn  Public  Library,  1917; 
"Business  Books  of  To-day,"  Cleveland 
Public  Library.  These  lists  will  help  a 
salesman  make  suggestions  for  books 
not  represented  on  your  shelves.  Have  at 
hand  catalogues  of  business  books. 

Fifth. — Advertising.  Publicity       on 

these  books  will  pay  as  it  will  attract 
a  new  line  of  customers  to  the  store.  Use 
a  little  newspaper  space.  Send  out  cir- 
culars judiciously.  Make  up  your  own 
selling  letters.  Follow-up  those  who 
have  bought  one  book  with  other  sug- 
gestions.    Do  it  systematically. 
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Sixth. — Develop  Outside  Selling.  First 
by  using  morning  time  of  some  salesman 
from  the  floor,  or  later  by  developing  a 
special  man  in  this  field.  Publishers  of 
such  books  are  keeping  many  men  busy 
in  moderate  sized  cities  selling  nothing 
else  but  business  books.  It  would  be 
better. to  select  some  special  book  or  a 
few  books  to  concentrate  on  for  this 
work,  or  to  pick  from  the  new  books  as 
they  come  along  such  as  appeal  to  your 
interest.  Build  up  a  card  index  of 
business  men  and  live  offices  for  post 
card  notification.  Public  libraries 
are  using  this  method  with  great  success. 

Seventh. — Keeping  it  up.  Let  us  make 
up  our  mind  to  carry  such  a  campaign 
along  with  sufficient  force  and  backing 
and  over  a  sufficient  number  of  months  so 
that  its  value  can  be  fully  tested  out.  It 
will  mean  profit,  it  will  mean  prestige, 
it  will  mean  a  new  line  of  customers,  it 
will  mean  a  co-operative  effort  among 
bookstores  fully  to  fulfil  the  functions 
of  our  trade. 


WHY    YOU    SHOULD    SELL 
BUSINESS    BOOKS 

In  his  report  of  the  special  com- 
mittee of  "The  American  Booksellers 
Association"  on  developing  the  sale 
of  Books  on  Business,  Mr.  Frederic 
G.  Melcher,  chairman  of  the  com- 
mittee, gave  live  reasons  WHY  mem- 
bers of  the  association  and  all  re- 
tail booksellers  would  find  it  worth 
their  while  to  put  special  emphasis 
on    selling    books    to    business    men. 

Here    are    the    reasons    in    Mr.    Mel- 
cher's  own    words: 

First 

"Because  there  is  nothing  that  the 
bookseller  can  do  that  will  make  his 
store  more  vital  to  the  community's 
interests." 

Second 

"Because  many  other  lines  of 
books  will  be  less  in  demand  this 
year,  and  our  selling  efficiency  should 
be  immediately  thrown  into  new 
channels." 

Third 

"Because  it  will  prove  profitable 
to  you- -there  being  a  fine  variety 
of  books  available  at  a  good  margin 
of    profit." 

Fourth 

"Because  many  lines  of  special 
books  have  escaped  from  the  chan- 
nels of  retail  selling  owing  to  the 
fact  that  the  retail  bookseller  has 
not  covered  the  market,  we  want 
to  show  ourselves  capable  of  being  a 
complete  outlet  in  our  community." 
Fifth 

"Because  there  has  been  so  much 
said  in  magazines,  in  public  library 
conventions,  and  various  mediums, 
about  books  for  business  men,  and 
the  literature  of  the  subject  is  now 
so  complete  and  really  valuable  that 
the  time  is  absolutely  ripe  for  mak- 
ing   an    effective    campaign." 


rfOOKS E L  L E  R    AND    S TATION E R 


MYSTERY   AND   ROMANCE 

Natalie  Sumner  Lincoln  has  written 
another  tale  of  mystery,  thrills  and  ro- 
mance in  "The  Moving  Finger"  (Copp, 
Clark  Co.).  Bruce  Brainerd,  a  civil  en- 
gineer, is  taken  ill  during  a  dinner  given 
at  the  country  house  of  his  fiancee,  Milli- 
cent  Porter.  He  is  put  to  bed,  and  next 
morning  is  found  with  his  throat  cut. 
Who  is  the  murderer?  Is  it  Nurse  Deane, 
who,  seated  in  the  adjoining  bedroom, 
declares  she  heard  no  sounds  of  a 
struggle?  Is  it  pretty  little  Millicent, 
who,  too  late,  found  that  she  had  mis- 
taken her  friendship  for  Brainerd  for 
love?  Is  it  Alan  Noyes,  whose  rage  has 
been  aroused  on  learning  that  the  girl  he 
adores  is  to  marry  Brainerd?  Is  it  Hu>7n 
Wyndham,  who,  in  love  with  Nurse 
Deane's  younger  sister,  knows  that  the 
sisters  have  every  reason  to  hate  Brain- 
erd? Complication  follows  complication 
and  a  counter  plot  and  the  workings  of 
the  Secret  Service  only  serve  to  tangle 
the  web  further.  The  denouement  is  as 
unexpected  as  it  is  startling. 

MELODIES  IN  VERSE 

From  Stewart  &  Kidd  Co.,  Cincinnati, 
comes  "Melodies  in  Verse,"  by  Mary  B. 
Ehrmann. 

True  to  title,  the  verses  are  filled  with 
melodious  rhythm — many,  such  as  "The 
Garden  of  Allah,"  "La  Riviera,"  "Dolce 
far  Niente,"  reflecting  the  atmosphere  of 
the  locality  in  which  they  were  written. 

The  author  calls  them  "little  songs,  a 
bit  old-fashioned,"  but  we  all  know  that 
old-time  melodies  are  often  the  sweetest 
and  most  dearly  loved. 

INDUSTRY    AND    CHEMICAL 
SCIENCE 

"What  Industry  Owes  to  Chemical 
Science"  is  the  title  of  a  new  issue  in 
Constable's  "Engineer"  series.  This  book 
js  the  work  of  Richard  B.  Pilcher  and 
Frank  Butler-Jones.  Those  who  will 
study  this  work  will  be  rewarded  with 
visions  of  achievement  in  the  field  of 
chemistry  as  the  handmaid  of  arts  and 
crafts. 

MODERN  LANCASHIRE 

"Sir  Charles  W.  Macara,  Bart.,"  by  W. 
Haslam  Mills,  is  a  study  of  modern  Lan- 
cashire, published  in  a  pretentious  vol- 
ume by  Sherratt  &  Hughes,  Manchester. 
In  an  appendix  there  is  a  comprehensive 
survey  of  the  cotton  industry  from 
earliest  times. 

"Rough  Rhymes  of  a  Padre,"  by 
"Woodbine  Willie,"  M.C.,  C.F.  (the  Rev. 
G.  A.  Studdert  Kennedy),  is  a  small 
book,  but  it  contains  some  most  remark- 
able soldier  rhymes.  "Rough"  they  may 
be,  but  they  come  straight  from  the  heart 
of  one  who  has  experienced  the  rough 
side  of  a  soldier's  life. 

Joseph  McCabe,  himself  a  former 
priest,  has  written  an  indictment  of  the 
Roman  Catholic  Church  under  the  head- 
ing of  "The  Popes  and  Their  Church," 
just  published  by  Watts  &  Co.,  of  Lon- 


don, England,  who  specialize  in  "rationa- 
listic" publications. 

THE  MOUNT  BLOSSOM  GIRLS 

Another  "Blossom  Shop"  romance  by 
Isla  May  Mullins  has  been  published  by 
the  Page  Co.,  of  Boston,  entitled  "The 
Mount  Blossom  Girls  or  New  Paths  from 
the  Blossom  Shop." 

In  this  fourth  and  last  volume  of  tha 
Blossom  Shop  Stories,  May  Carter  and 
Gene  Grey,  who  have  won  countless 
friends  among  readers  of  the  series, 
come  before  them  now  as  the  centre  of 
interest.  The  book  has  for  an  under- 
lying thread  ideals  of  the  same  high 
type  which  have  characterized  the  former 
volumes. 

THE  BAG  OF  SAFFRON 

Baroness  Von  Hutten  has  written  an- 
other of  her  characteristic  romances  of 
intense  interest,  entitled  "The  Bag  of 
Saffron,"  published   by  Briggs. 

A  gold-wrought  bag  contains  a  few 
dried  leaves  of  saffron,  treasured  as  a 
charm,  for  the  legend  says  that  they 
bring  luck  to  the  woman  who  wears 
them — provided  she  is  good.  As  an  heir- 
loom handed  down  from  generation  to 
generation  the  Bag  of  Saffron  was  held 
in  a  kind  of  superstitious  reverence  by 
the  Janeways,  passing  always  to  the  eld- 
est son,  and  he  gave  it  for  the  period  of 
his  lifetime  to  her  who  was  to  be  the  one 
woman  of  his  life. 

JITNEY  AND  THE  BOYS 

"Jitney  and  the  Boys,"  by  Bennett 
Cobblestone,  author  of  "The  Lost  Naval 
Papers,"  comes  from  John  Murray,  Lon- 
don. As  "Punch"  says:  "It  is  full  of  the 
thoughts  that  make  us  proud  to-day  and 
help  us  to  face  to-morrow.  The  author 
has  a  keen  sense  of  humor  and  in  all 
this  book  presents  a  rattling  good  yarn." 

THE   RESTLESS  SEX 

The  scene  of  Robert  W.  Chambers' 
latest  novel,  "The  Restless  Sex"  (Mc- 
Leod),  is  laid  in  New  York's  "Bohemia," 
Washington  Square,  and  contains  a 
splendid  picture  of  life  in  that  much-dis- 
cussed quarter.  Stephanie  Quest,  the 
child  of  indifferent  parents,  is  adopted 
by  a  man  of  wealth  and  fine  character, 
who  brings  her  up  with  his  son  as  though 
she  were  his  own  child.  When  he  dies, 
her  "brother"  goes  to  Paris  to  study, 
Stephanie  joins  the  artist  colony  in 
Greenwich  Village  and  engages  in  one 
after  another  of  the  many  activities 
which  occupy  the  "Restless  Sex."  And 
then  comes  war.  Stephanie's  "brother" 
returns  to  New  York,  realizes  that  he 
and  Stephanie  are  deeply  in  love  with  one 
another,  and  at  the  same  time  learns 
that  she  has  married  another  man,  but 
is  his  wife  in  name  only.  To  complicate 
matters  still  further,  the  two  men  are 
fast  friends.  That  it  takes  all  the  au- 
thor's genius  to  solve  this  tangled  situ- 
ation and  that  he  does  it  with  a  realism 
and  psychological  skill  that  are  wholly 
compelling  readers  of  Mr.  Chambers' 
earlier  books  will  readily  believe,  but  its 
43 


unique  quality  can  only  be  gotten  from 
the  novel  itself. 

"ADVERTISING  AND  SELLING"  FOR 
BANKERS 

A  valuable  new  book  is  "Advertising 
and  Selling,"  the  first  of  a  series  of  six 
volumes  in  the  Shaw  banking  series, 
published  by  the  A.  W.  Shaw  Co.,  of 
Jhicago. 

This  new  book  stands  out  from  the 
usual  books  on  advertising  in  that  it 
contains  not  theories  but  the  tested  ideas, 
plans  and  methods  that  hundreds  of 
banks  all  over  the  country  have  used 
and  are  using  in  handling  what  has  been 
called  the  "human  side"  of  their  business 
— the  exact  ways  to  get  more  customers 
and  greater  profits.  That  is  why  it 
makes  such  a  valuable  volume  for  every 
banker.  Plans  are  outlined  from  start 
to  finish  so  that  a  banker  can  lift  from 
the  book  whatever  ideas  he  most  needs, 
ready  for  adapting  to  his  own  organiza- 
tion. 

Especially  interesting  is  the  chapter 
on  analyzing  the  field.  Here  is  shown 
by  actual  instances  how  to  grasp  op- 
'  portunities  and  size  up#  the  community 
so  as  to  mean  dollars  to  the  growth  of 
all   departments  of  the  bank. 

The  book  also  gives  a  wealth  of  plans 
for  increasing  business  with  women  and 
children.  It  points  out  some  of  the  pro- 
fitable opportunities  in  this  field  which 
are  often  overlooked.  But  it  does  more. 
It  jumps  you  right  in  to  a  number  of 
tested  plans  that  have  built  dividend- 
paying  business  with  woman  and  child- 
ren. 

"How  did  you  do  it?"  the  banker  asks 
his  neighbor  when  his  deposits  soar.  The 
book  rives  the  answer  not  only  regard- 
ing the  neighbor  but  perhaps  the  live 
wire  bank  you  never  heard  of  before, 
:?,000  miles  away.  For  instance,  a  west- 
ern bank,  perhaps  hundreds  of  miles 
from  your  town,  added  $96,800  to  its  de- 
posits'in  school  savings  during  a  period 
of  15  vears.  The  growth  was  gradual 
but  sure.  This  volume  tells  just  how 
this  gain  was  accomplished. 

"The  Road  to  a  Healthy  Old  Age,"  the 
work  in  which  Dr.  T.  Bodley  Scott,  the 
well-known  Bournemouth  physician,  who 
specializes  in  the  infirmities  of  advanc- 
ing years,  gives  his  readers  the  benefit 
of  his  experience. 

A  reprint  edition  of  "The  Adventures 
of  Jimmy  Dale,"  by  Frank  L.  Packard, 
has  just  been  brought  out.  Before  the 
next  issue  of  BOOKSELLER  AND 
STATIONER"  appears  this  author's  new 
novel,  "The  Wire  Devils,"  will  have  been 
published. 

""Charlotte  Bronte:  a  Centenary  Mem- 
orial," a  volume  commemorating  the 
hundredth  anniversary  of  Charlotte 
Bronte's  birth,  contains,  besides  special 
contributions  on  the  topography  of  the 
Bronte  country,  appreciations  and  other 
articles  by  many  well-known  writers,  in- 
cluding Mrs.  Humphry  Ward,  Mr.  G.  K. 
Chesterton,  Dr.  A.  C.  Benson,  Dr.  Ed- 
mund Gosse,  Mr.  M.  H.  Spielmann,  Bishop 
Welldon,  and  others. 


If  I  Were  a  Retail  Bookseller 

A  Personal  Chat  With  E.  J.  Boyd,  Manager  of  the  Canadian  House  of  Cassell 
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•UCH  has  been  said  about  the 
bookseller  of  bygone  days, 
but  the  bookseller  of  to-day 
is  superior  in  many  respects,  and,  as  a 
rule,  a  better  business  man,"  said  E.  J. 
Boyd,  manager  of  the  Canadian  house 
of  Cassell,  in  the  course  of  an  interview 
with  BOOKSELLER  AND  STATIONER. 
As  to  the  bookseller's  relation  to  the 
shop,  Mr.  Boyd  considered  that  the  pro- 
prietor should  make  his  book  shop  stand 
for  something  in  the  community,  stamp- 
ing it  with  his  own  individuality.  "The 
name  is  very  important,'.'  he  continued. 
"The  name  should  be  one  that  will  be- 
come as  familiar  in  the  homes  as  the 
names  of  the  children,  or  of  the  dog. 
To  the  bookseller  he  would  say:  And « 
when  you  have  adopted  a  particular  style 
of  signature  or  type  for  the  name  stick 
to  that  style,  make  it  a  sort  of  trade 
mark;  use  it  everywhere,  in  your  adver- 
tising, on  your  shop  front,  and  on  your 
packages;    'individuality    counts.' 

"Make  your  store  the  intellectual 
centre  of  your  community,  a  place 
where  people  are  welcome  to  browse 
about  and  get  acquainted  with  your 
wares,  and  shake  hands  with  the  celebri- 
ties represented  by  the  volumes  on  your 
shelves.  If  you  can  introduce  a  pros- 
pective customer  to  a  noted  author  by  a 
little  story  concerning  him,  you  flatter 
your  customer,  and,  what  is  more  im- 
portant, make  a  friend  for  your  shop. 
The  personal  touch  is  a  big  factor  in 
establishing  a  profitable  clientele." 

"What  about  the  salesmen?"  Mr. 
Boyd  was  asked. 

"Well,  as  a  rule,"  he  replied,  "they 
reflect  in  their  attitude  to  the  purchas- 
ing public  the  bookseller's  own  character 
and  individuality,  and  unless  they  do  so, 
he  had  better  fire  them  or  take  a  look  at 
himself  in  the  glass  and  see  if  he  has 
failed  to  place  the  standard  high  enough 
as  regards  his  own  character  and  per- 
sonality, and  he  should  not  not  for  a 
moment  forget  that  it  takes  far  more 
ability  to  sell  goods  than  to  manufac- 
ture them;  the  latter  is  largely  a  ques- 
tion of  machinery;  the  former  is  almost 
entirely  a  question  of  brains." 

Asked  as  to  methods  that  could  be 
adopted  to  create  new  business,  Mr. 
Boyd  said  the  prospects  were  endless, 
and  that  to  the  salesman  with  initiative 
they  were  alluring. 

For  instance,  let  the  bookseller  size  up 
the  manufacturing  establishments  in  his 
vicinity  and  consider  for  a  moment  the 
possibilities  suggested  by  them  for  the 
sale  of  technical  volumes.  Then  there 
are  the  travel  clubs,  always  on  the  alert 
for  good  books  of  travel  and  description. 
Art  volumes  and  biography  are  also 
equally  sure  of  being  sold  to  much 
larger  extent  if  trouble  is  taken  to  select 
the  proper  constituency.  Canadian  and 
Empire  club  membership  suggests  big- 
possibilities  to  the  live  wire;  in  other 
words,  the  bookseller  should  get  out  and 
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get  busy.  The  soil  is  there.  The  book- 
seller possesses  the  seed.  Why  should 
he  not  gather  the  harvest? 

SYSTEM  FOR  DOCTORS 

Did  you  ever  wonder  about  the  system 
of  bookkeeping  that  is  used  by  the  busy 
physician — the  family  doctor? 

Most  of  us  realize  that  there  is  some 
sort  of  system.  Indeed  we  have  proof 
of  it,  to  wit — the  bill.  But  it  isn't  a  vis- 
ible system  such  as  you  get  a  glimpse  of 
in  stores.  We  have  always  thought  that 
an  intensely  busy  doctor  must  dislike  ex- 
ceedingly the  task  of  keeping  records  of 
his  work. 

This  is  why  a  time-saver  like  the  phy- 
sician's ledger  and  loose  leaf  forms  must 
be  particularly  welcome  to  doctors.  Any 
stationer  should  be  able  to  do  consider- 
able profitable  business  by  making  a 
direct  appeal  to  the  doctors  in  his  terri- 
tory. A  book  of  this  nature  is  a  new 
item  in  the  Boorum  &  Pease  line. 

NEW  STORY  OF  CONFEDERATION 

R.  E.  Gosnell  is  the  author  of  a  new 
"Story  of  Confederation,"  for  which  Sir 
Hugh  John  Macdonald  has  written  the 
foreword.  Some  particularly  interesting 
and  new  matter  is  brought  to  light  in  the 
section  of  the  book  treating  upon  British 
Columbia.  The  original  series  of  articles 
as  contained  in  this  volume  appeared  in 
the  "Victoria  Colonist"  in  connection 
with  the  fiftieth  anniversary  celebrated 
on  July  1,  1917. 

There  is  a  "postscript"  dealing    with 
the  Quebec   situation.     This  book  is  an  ■ 
interesting  and  valuable  contribution  to 
the  historical  literature  of  the  Dominion. 
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The  Toronto  Public  Library  has  issued 
an  appeal^ to  the  people  to  send  or  bring 
into  the  library,  or  any  of  its  branches, 
books  that  have  been  read  and  are  of  no 
further  use  to  the  original  owners.  Books 
that  have  been  enjoyed  in  the  reading 
are  asked  for,  as  they  are  to  be  turned 
over  to  the  soldiers  in  various  camps. 

The  library  asks  particularly  for 
novels,  tales  of  adventure,  detective 
stories,  books  on  civil,  mechanical  .and 
electrical  engineering,  on  trades,  busi- 
ness, the  professions,  agriculture,  travel, 
history,  biography,  dictionaries  and  re- 
cent encyclopaedias. 

"HIRING  AND  FIRING" 

"Labor  turnover"  is  estimated  on  the 
basis  of  reliable  facts  to  cost  America  a 
billion  and  a  half  dollars  every  year. 
Every  new  employee  costs  a  house  $25 
to  $1,000  or  even  more.  What  steps  are 
being  taken  to  reduce  this  expense  by 
first  selecting  employees  intelligently, 
and  secondly,  keeping  and  developing 
them? 

All  managers  interested  in  this  an 
other  employment  problems  from  th 
modern  point  of  view  will  find  a  goo 
guide  in  a  pamphlet  of  sixty  pages,  en 
titled  "The  Employment  Department  an 
Employee  Relations,"  which  is  the  join 
work  of  F.  C.  Henderschott.  of  the  New 
York  Edison  Co.,  and  F.  E.  Weakly,  em 
ployment  manager  of  Montgomery  Ward 
&  Co. 

This  book  describes  the  organization 
and  duties  of  an  employment  depart 
ment,  the  function  of  the  employmen 
manager,  his  relations  to  other  depart 
ments,  the  sources  of  the  labor  supply, 
and  the  scientific  method  of  selecting 
people  for  their  jobs.  This  last  includes 
tests  for  general  intelligence,  special  in- 
telligence, and  manual  dexterity;  physi- 
cal examinations,  and  the  observation  of 
temperament.  Mental  capacity  tests 
which  have  been  found  reliable  are  given 
in  full.  This  book  is  published  by  La- 
Salle  Extension  University,  Chicago,  as 
part  of  the  material  of  its  business  ad- 
ministration course  and  service. 


A  NEW  CORRESPONDENCE  KIT 

A  new  item  placed  on  the  market  by 
Boorum  &  Pease  Company,  New  York,  is 
a  correspondence  outfit  for  soldiers  and 
sailors.  The  outfit  has  been  designed 
along  the  same  line  as  the  B.  $i  P.  note 
book  No.  3208,  but  has  been  adapted  to 
the  newer  use  by  added  features.  It  is  of 
a  size  that  can  be  carried  in  the  pocket 
of  a  jersey  blouse. 

Each  set  consists  of  one  cover,  bound 
in  full  khaki  cloth  and  fold;  size  7  in.  x 
4  in.,  provided  with  pencil,  two  fillers — 
No.  F  43  containing  60  leaves  each,  and 
12  envelopes.  An  identification  descrip- 
tion is  printed  on  the  inside  pocket  of 
front  cover.  The  method  of  locking  the 
book  is  through  the  pencil  loop. 
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LITERATURE  OF  THE  WAR 


MORE  "FRAGMENTS" 

Part  V.  of  "Fragments  From  France," 
each  succeedng  part  of  which  has  added 
to  the  fame  and  enormous  popularity  of 
•'the  man  who  made  the  Empire  laugh," 
and,  in  fact,  has  made  him  "the  man  who 
made  the  whole  world  laugh,"  will  ap- 
pear shortly,  and  will  be  uniform  with 
the  English  editions  of  the  previous 
parts.  In  America,  Part  V.  will  have  a 
special  introduction  and  appreciation  by 
Major  George  Haven  Putnam.    - 

Later  in  the  year  the  Captain's  Ameri- 
can cartoons  will  be  collected  and  pub- 
lished. 

The  third  volume  of  Sir  Arthur  Conan 
Doyle's  history  of  the  war  is  entitled 
"The  British  Campaign  in  France  and 
Flanders,  1916."  It  contains  the  first  de- 
tailed account  of  the  gigantic  Battle  of 
the  Somme.  The  author  calculates  that 
in  this  battle,  taking  conservative  fig- 
ures, the  total  combatants  of  the  three 
armies  were  not  less  than  three  millions, 
and  the  casualties  approximately  a 
million. 

Mr.  Lloyd  George's  volume  of  speeches, 
announced  for  immediate  publication,  is 
entitled  "The  Great  Crusade."  The  book 
is  an  invaluable  record,  and  includes  the 
famous  war  aims  speech  of  the  Prime 
Minister.  It  will  be  issued  in  popular 
form.  Mr.  Lloyd  George  is  writing  a 
special  preface. 

Announced  for  early  publication  is 
"Naval  Intelligence,"  a  new  book  of  the 
Grand  Fleet,  by  the  author  of  "In  the 
Northern  Mists." 

The  first  two  volumes  of  "Canada  in 
Flanders."  the  official  story  of  the  Can- 
adian Expeditionary  Force,  so  graphic- 
ally written  by  Lord  Beaverbrook,  have 
had  a  deservedly  enormous  sale.  The 
third  volume,  which  will  appear  shortly 
with  Messrs.  Hodder  &  Stoua;hton,  has 
teen  written  by  Major  Charles  G.  D. 
Roberts.  It  has  a  preface  by  Lord 
Beaverbrook. 

STRATEGY  VERSUS   DIPLOMACY 

In  '.'Militarism  and  Statecraft"  (Put- 
nam's) Professor  Munroe  Smith's  study 
of  the  conflicts  between  the  military  and 
the  political  authorities  of  Germany,  in 
Bismark's  time  and  again  in  the  present 
war,  and  his  analysis  of  the  military 
mind,  as  contrasted  with  the  political 
mind,  are  of  interest  to  students  of  his- 
tory, of  politics,  and  of  military  science. 
Viscount  Bryce  wrote  to  the  author: 
"Having  just  finished  a  perusal  of  your 
article  on  'Strategy  versus  Diplomacy,'  I 
must  give  myself  the  pleasure  of  express- 
ing  warm    admiration   for    its    clearness 


and  cogency,  as  well  as  for  its  high 
standard  of  accuracy  and  its  penetrating 
insight.  The  moral  is  an  important  one. 
Those  of  us  who  have  been  brought  into 
contact  with  the  heads  of  an  army  have 
long  felt  it,  but  no  one  has  set  it  forth 
in  the  concrete  so  well  as  you.  .  .  I 
hope  your  article  will  be  published 
separately,  perhaps  somewhat  enlarged. 
It  is  a  permanent  contribution  to  his- 
tory." 

Major  Donald  McRae,  of  the  Canadian 
army,  writes  in  "Offensive  Fighting"  from 
his  experience  in  a  year's  fighting  at  the 
front  and  at  the  Canadian  Trench  War- 
fare School  in  England  as  instructor. 

KIPLING'S  MESSAGE 

"Kipling's  Message"  is  a  pamphlet 
just  issued  in  England  which  presents  a 
by  the  rest  of  the  Allies, 
statement  of  what  the  Germans  have 
clone  and  what  they  propose  to  do.  It  is 
a  powerful  exposure  and  a  warning  that 
should  be  read  throughout  the  Empire 
and  wherever  people  seek  to  preserve 
and  promote  the  principles  of  liberty  and 
justice. 

"To   Arms,"   a   book   of  songs   of   the. 
great  war,  by  Laura  E.  Richards,  comes 
from  the  Page  Co.,  of  Boston.   The  open- 
ing poem,  "Give  Us  a  Chance,"  is  an  ap- 
peal   from    Uncle    Sam    for    recognition 

CHAMPIONS  THE  REPUBLIC  IDEA 

"Back  to  the  Republic"  is  the  title  of  a 
book,  by  Harry  F.  Atwood,  published  by 
Laird  &  Lee,  of  Chicago.  The  author 
presents  the  theory  of  the  republican 
form  of  government  as  the  golden  mean 
between  autocracy  and  democracy. 

Here  is  a  quotation  that  indicates  the 
trend  of  his  argument: 

"On  every  hand  almost  daily  we  hear 
the  expression,  'Make  the  world  safe  for 
democracy.'  That  expression  is  as  super- 
ficial and  as  impossible  and  as  unwise  as 
it  would  be  to  say:  'Make  drink  safe  for 
drunkenness;  make  food  safe  for  glut- 
tony; make  religion  safe  for  fanaticism; 
make  the  social  world  safe  for  free  love; 
make  music  safe  for  discord;  make  jus- 
tice safe  for  lawlessness;  make  automo- 
biling  safe  for  joy-riding.'  It  is  a  weak, 
unsound,  beggarly  slogan.  Government 
was  created  to  make  safety,  not  to  have 
safety  made  for  it. 

"A  more  effective  statement  would  be, 
'Make  the  world  safe  through  de- 
mocracy,' if  there  were  any  basis  for 
faith  in  such  a  slogan;  but  we  cannot 
make  the  world  safe  for  democracy,  nor 
~n  we  make  t'e  world  safe  through  de- 
mocracy, because  democracy  itself  is  one 
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of   the    most    dangerous     things     in    the 
world. 

"The  proper  reply  to  that  slogan  is 
that  the  first  republic  made  a  nation  safe 
for  the  first  time  in  history  and  helped 
make  the  world  safer  until  we  modified 
the  republic  by  adding  the  elements  of 
democracy.  The  republic  can  make  the 
world  safe  if  universally  adopted." 

PIECES  OF  EIGHT 

Give  us  a  good  rousing  story  of 
"piruts!"  expresses  the  longing  wish  of 
many  a  grown-up  boy  as  well  as  the  for- 
tunate youngsters,  who  are  still  in  short 
pants.  An  ideal  book  of  this  type  has 
just  been  put  out  by  the  Copp<  Clark  Co., 
in  Richard  LeGallienne's  "Pieces  of 
Eight."  It  is  a  modern  tale  of  buried 
treasure  and  the  West  Indies — of  brave 
men  and  perils  encountered  in  a  glamor- 
ous quest  for  doubloons,  in  moonlit 
<  averns  of  the  tropic  sea.  And  dark  eyes 
flash  as  dangerously  as  daggers.  Here 
is  the  marvellous  word-painting  of  Le- 
Gallienne,  the  poet — a  world  of  Maxfield 
Parrish  color — translated  into  action  and 
plot  which  will  hold  the  most  confirmed 
novel  reader.  This  is  the  poet's  (  LeGal- 
lienne's) first  venture  into  fiction.  May 
he  give  us  more! 

HIS  DAUGHTER 

In  "His  Daughter,"  by  Gouverneur 
Morris,  just  published  by  the  Copp,  Clark 
Co.,  is  told  the  story  of  an  American 
whose  nature  is  refined  in  the  fire  of  war. 
It  begins  in  the  easy-going  days  of  travel 
abroad,  when  young  Dayton  meets  Dor- 
othy Grandison  and  becomes  informally 
engaged;  and  goes  on  to  the  artist  life  in 
Paris,  where  he  meets  Claire,  a  joyous 
young  Parisian  girl  of  the  lower  class. 
Suddenly  called  home,  and  prevented  by 
a  combination  of  accidents  from  com- 
municating with  Claire,  he  marries  Dor- 
othy with  the  determination  to  be  true  to 
her. 

But  his  personal  charm  and  his  irre- 
sponsibility lead  him  into  a  series  of  in- 
trigues— so  that  the  only  true  quality  in 
his  life  is  his  intense  love  for  Ellen,  his 
daughter.  Chance  takes  him  to  Paris, 
and  there  three  things  happen  in  rapid 
succession:  he  learns  of  another 
daughter,  the  child  of  Claire;  Ellen  dies 
of  typhoid;  and  the  Germans  strike.  Both 
he  and  his  loyal  wife  plunge  into  the 
war,  he  finally  as  aviator  and  she  as 
nurse;  and  in  the  ordeals  which  there 
confront  them  the  dross  of  his  nature  is 
destroyed  and  he  is  able  to  make,  in 
some  measure,  reparation  and  to  regain 
at   last   both   his   wife's   respect   and   his 


Increased  Demand  for  Books  After  the  War 

More  Leisure  For  Reading,   More  Attention  to  Education,  Expected  by  Sir  Robert 

Falconer — His  Views  Voiced  at  Ontario  Library  Association's  Eighteenth  Annual 

Convention — What  the  Libraries  Are  Loing  to  Develop  Public  Taste  for  Books 


SOMETHING  like  a  new  revival  of 
learning?  with  a  correspondingly 
increased  demand  for  books  is  com- 
ing- after  the  war  if  the  prophetic  words 
of  Sir  Robert  Falconer  in  his  address  be- 
fore the  Ontario  Library  Association  in 
April    are  realized. 

Sir  Robert  Falconer  predicted  a 
fuller  realization  of  liberty  after  the 
war  is  over  and  shorter  hours  for  the 
working  classes,  which  will  give  them 
longer  hours  to  develop  their  talents 
and  make  proper  use  of  the  libraries 
available  for  them.  Education  would  be 
the  great  business  of  the  world  after  the 
war.  Industrial  development  would  be 
another.  Both  would  need  books  and 
the  services  of  the  libraries. 

Eighteenth  Annual  Convention 

Librarians  from  all  over  the  province 

gathered  at  the  eighteenth  annual  meet- 
ing of  the  association  in  the  Public  Re- 
ference Lib]  ary,  College  Street,  To- 
ronto, and  were  treated  to  a  number  of 
splendid  addresses  on  the  work  of  cater- 
ing to  book-lovers. 

Fifty-nine  Visiting  Libraries 

Some  two  hundred  delegates  assembl- 
ed, and  59  libraries  outside  of  the  To- 
ronto libraries  were  represented.  The 
sessions  were  in  charge  of  the  presi- 
dent, Miss  Mary  J.  L.  Black,  librarian 
of  the  Fort  William  Library.  In  the 
report  read  by  Mr.  E.  A.  Hardy  it  was 
shown  that  in  Ontario  there  was  a  40  per 
cent,  increase  in  circulation  over  1913, 
that  nine  libraries  had  been  transferred 
to  the  free  list  and  that  there  was  an 
increase  of  ten  per  cent,  in  the  traveling- 
libraries.  Dr.  E.  A.  Hardy,  secretary 
and  treasurer  of  the  association,  report- 
ed that  receipts  amounting  to  $1,015.91 
have  been  received  during  the  year,  with 
an    expenditure    of   $363.15. 

The  association  has  increased  its  mem- 
bership during  the  year  by  no  less  than 
forty-three. 

Con.  Robbins  welcomed  the  delegates 
on  behalf  of  the  Mayor  and  the  city  of 
Toronto. 

The   Librarians'  Work 

There  was  a  series  of  short  papers  on 
"What  the  People  Think  About  the  Pub- 
lic Library,"  and  a  racy  and  exhaustive 
address  by  the  president,  entitled  "Some 
Popular  Fallacies,"  in  which  Miss  Black 
pointed  out  certain  common  mistakes 
that  were  made  both  by  librarians  and 
the  public  concerning  the  work  of  the 
library. 

Duplication  Not  Advised 

Of  particular  interest  to  the  bookseller 
who  favors  the  cultivation  of  taste  for 
books  through  libraries  but  not  the  en- 
tire supplying  by  the  libraries  of  the 
public  demand  for  books,  was  the  fact 
that  a  general  opinion  seemed  to  prevail 
that   the   duplication    of  copies   of  books 


in  libraries  to  meet  the  needs  of  the 
impatient  borrowers  is  inadvisable 
though  prompt  replacing  of  damaged  and 
dirty  books  is  recommended. 

There  is  a  suggestion  for  the  book- 
seller in  this  constructive  idea  of  a  cap- 
able librarian  for  directing  the  demand 
for  biographical   reading. 

Mr.  W.  J.  Sykes,  B.A.,  of  Ottawa,  in 
speaking  of  "Biography  for  a  Canadian 
Library,"  suggested  that  a  selected 
reading  list  was  essential  to  the  library 
as  an  adjunct  to  the  catalogue,  and  stat- 
ed that  in  Ottawa  these  lists  were  issued 
calling  attention  to  the  best  biographies. 

The  Personal  Element 

Mr.  A.  L.  Boyd,  of  the  Sheldon 
School,  spoke  on  "The  Personal  Element 
in  the  Work  of  the  Librarian,"  and  de- 
clared that  knowledge  of  books,  know- 
ledge of  the  people,  personality  and  be- 
ing able  to  induce  the  public  to  read  a 
better  class  of  literature  were  the  great 
essential-    of   a    successful    librarian. 

This  applies  directly  also  to  the  book- 
seller,   and    can    be    applied    with    profit. 

Rev.  J.  J.  Patterson  of  Sarnia  said 
that  the  way  to  train  the  public  to 
demand  the  best  books  was  to  supply 
the  best  for  them,  and  declared  that 
in  his  town  the  inspectors  of  schools 
had  recognized  the  importance  of  the 
teachers  knowing  what  books  the  chil- 
dren  were   taking  out  of   the  library. 

Training   the   Youth 

Discussing  "What  the  People  Say  and 
Think  About  Public  Libraries  and  Why" 
Mrs.  William  Dorrington  of  Alton  in  a 
racy  address  delivered  sound  advice  on 
the  training  of  the  young  mind.  If  the 
libraries  taught  the  children  to  develop 
their  minds  by  good  reading  during  the 
story  hour,  and  if  they  succeeded  in 
making  one  good  reader  out  of  a  class 
of  twenty  they  would  be  performing  a 
real  service  to  the  country. 

Children  Important 

Considerable  attention  was  devoted  to 
the  importance  of  the  children's  depart- 
ment of  a  library,  and  the  cultivation 
of  children's  taste   in  books. 

Miss  Carrie  Banting,  Hamilton,  pre- 
sided, and  in  a  thoughtful  introductory 
address  said  that  the  real  significance 
of  library  work  with  children  lies  not 
only  in  the  effect  on  the  children  of  a. 
love  of  reading,  but  in  the  awakening 
of  civic  consciousness  by  what  the  chil- 
dren carry  back  and  forth  between  lib- 
rary, school,  playground  and  museum, 
and  above  all  to  their  homes. 

Story  Telling  Starts  It 

In  several  of  the  public  libraries  of 
Canada  story  telling  to  children  has 
for  some  years  been  a  special  feature, 
says  an  exchange.  Each  Saturday  morn- 
ing from  fifty  to  one  hundred  children 
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assemble  at  the  library  in  a  room  set 
apart  for  the  purpose  and  called  the 
"Children's  Room."  The  ages  of  the 
children  vary  from  six  to  fourteen 
years. 

That  you  don't  need  a  huge  popula- 
tion to  make  a  success  of  library  work 
was  proved  by  Mr.  Colin  G.  Hawkins 
of  Brownsville,  who  gave  a  most  inter- 
esting account  of  the  development  of 
the  library  in  that  village  of  250  in- 
habitants. This  talk  probably  was  the 
sensation  of  the  convention,  such  mar- 
vellous results  being  referred  to  in  such 
a  matter-of-fact  way.  "Reaching  Our 
Rural  Readers"  was  his  subject. 

Mr.  E.  Wyly  Greer,  R.  C.  A.,  spoke 
on  "Canadian  Art  and  Its  Relationship 
to  the  Library,"  but  as  he  said,  he  had 
"more  affection  for,  than  knowledge  i  f, 
the  public  library."  He  thought  that  a 
Canadian  Art  was  developing,  but  said 
that  it  could  only  be  fostered  by  assist- 
ance from  Canadian  Letters. 

Newspapers    Remembered 

Mr.  Fred  Landon,  the  London  lib- 
rarian, is  a  recruit  from  newspaper 
ranks,  a  live  wire,  who  read  an  inter- 
esting paper  on  "Dealing  With  News- 
papers." 

"We  are  beginning  to  mobilize  brains 
and  information,  which  is  the  raw  ma- 
terial for  brain  power  to  convert,"  said 
Mr.  Landon. 

Officers   Elected    for    1918 

The  following  officers  were  elected: 
President,  E.  P.  Gavin,  Windsor;  vice- 
presidents,  D.  M.  Grant,  Sarnia;  M.  JT. 
Dunham,  Kitchener;  secretary-treasurer, 
E.  A.  Hardy,  Toronto. 


LICHNOWSKY'S  REVELATIONS 

A  most  interesting  announcement  for 
May  publication  is  "Prince  Lichnowsky's 
Revelations,"  of  which  editions  of  100,000 
in  English  and  50,000  in  French  are 
being  printed  in  Canada  to  be  published 
at  15c  in  a  sixty-page  volume  with  stiff 
covers.  In  reference  to  this  book  it  is 
interesting  to  quote  from  a  cabled  reoort 
of  an  address  by  Lord  Haldane 
on  "The  Future  of  Democi-acy": 
"If  I  were  at  liberty  to  speak — for  I 
was  as  closely  concerned  as  any  other 
man  in  this  country  in  the  hour  of  events 
to  which  Prince  Lichnowsky  refers,  and 
with  other  events — I  could  add  to  those 
revelations  something  more  which  would 
show  this  country  did  its  utmost  to  pre- 
serve the  peace  and  tranquility  of  the 
world.  But  that  attempt  was  destroyed 
and  thwarted  by  that  same  military 
spirit  which  later  on  compelled  the  Ger- 
man nation  to  follow  it  into  war.  In  due 
time  all  these  things  will  appear.  They 
are  appearing  fast  enough  just  now, 
and  if  we  hold  our  own  they  will  have 
their  effect  and  bring  this  war  to  a 
close." 


Brush  Stroke  Formation  in  Cardwriting 

Each  and  Every  Stroke  Completed  With  One  Sweep  of  Brush — Very  Readable  Series 
by  Reason  of  Clearness — Plenty  of  Background  Shown  Between  Letters 


By  Robt.  T.  D.  Edwards 


TORONTO  is  one  of  the  best,  if  not  the  best,  city  in 
Canada  for  good  showcards.  By  good  show  cards 
we  mean  good  in  every  department:  good  in  layout, 
good  in  color  scheme  and  good  in  letter  formation.  Besides 
all  these  we  may  add  originality  in  design.  But  don't 
think  for  a  moment  that  we  wish  to  give  the  impression 
that  Toronto  is  the  only  place  that  has  good  show  cards. 
Other  large  cities  turn  out  excellent  work,  but  on  the 
whole  Toronto  has  an  exceptionally  good  showing  of  well 
executed  show  cards. 

The  part  that  impresses  one  most  is  the  excellent  styles 
and  originality  of  formation  of  the  lettering.  This  orig- 
inal lettering  has  been  a  great  feature  in  the  last  year 
and  gives  a  certain  zest  to  the  show  cards  which  other 
features  cannot. 

It  is  along  this  line  of  original  lettering  that  we  are 
conducting  the  present  series  of  show  card  articles.  It 
has  been  our  endeavor  to  pick  out  certain  good  types  used 
by  various  cardwriters  and  explain  their  formation,  step 
by  step,  right  to  the  last  stage  of  using  them  on  a  com- 
pleted show  card. 

This  is  the  third  lesson  in  this  series.  The  first  pub- 
lished was  a  heavy  stroke  letter  with  all  ends  of  the  let- 
ters finished  round,  instead  of  square,  as  is  usual.  The 
shading,  in  various  styles  both  for  high-lighting  and  for 
use  behind  the  letters,  was  shown.  This  type  is  used  by 
various  cardwriters  and  makes  a  very  effective  card  when 
completed  in  good  color  combinations.  The  second  alpha- 
bet of  this  series  was  shown  last  month  and  was  of  brush 
stroke  formation  made  with  a  small  brush.  The  strokes 
were  somewhat  narrower  than  this  month's  alphabet.  This 
was  an  excellent  type  because  it  was  original  in  formation 
and  could  be  easily  read.  This  type  is  being  used  at 
present  by  various  cardwriters. 

The  type  we  are  showing  this  month  is  something 
that  has  never  been  shown  in  this  magazine  and  should 
be  a  valuable  addition  to  the  cardwriters  who  follow 
these  lessons. 

As  usual  it  is  our  endeavor  to  show  as  practical  a  let- 
ter formation  as  possible  and  whenever  we  can  it  is  of 
brush  stroke  formation.  And  so  it  is  with  this  month's 
alphabet.  It  is  entirely  a  brush  stroke  alphabet.  That  is, 
each  and  every  stroke  is  completed  with  one  stroke  of  the 
brush;  a  second  stroke  not  being  necessary,  and  one  must 
practise  the  work  with  that  in  view.  Double  stroke  work 
is  too  slow  and  not  as  clean-cut  as  that  narrow,  single 
stroke  letter. 

You  will  notice  how  readable  these  letters  are.  The 
reason  for  this  is  because  of  the  narrow  strokes  which 
show  plenty  of  the  background  between  them.  This  makes 
the  letter  stand  out  in  greater  relief  than'  if  a  heavier  let- 
ter were  used. 

There  are  different  features  which  are  embodied  in 
this  alphabet  which  is  not  found  in  others.  One  of  these 
is  that  all  upright  strokes  are  straight.  This  rule  applies 
to  all  usually  curved  letters,  such  as  the  "0,"  "C,"  "S,"  etc. 


These  features  you  will  note  by  a  study  of  the  chart. 
This  is  a  big  feature,  especially  for  the  beginner,  because 
there  is  one  thing  he  knows  for  sure,  that  all  upright 
strokes  are  straight  strokes  and  once  he  or  she  gets  that 
thoroughly  in  mind  a  great  deal  has  been  accomplished. 
In  Fig.  1  on  the  lower  line  this  feature  has  been  brought 
out  strongly.  Here  are  a  great  many  .lower  case  letters 
all  showing  the  first  strokes  of  the  letters  to  be  made 
and  they  are  the  down  stroke  and  they  all  are  straight. 

Now,  the  second  feature  of  this  alphabet  is  another 
one  which  will  also  make  the  forming  of  this  alphabet 
very  much  easier  than  many  others  we  have  had  to  make, 
namely,  all  cross  strokes  are  curved.  Now  just  take  a 
good  look  over  the  chart  and  see  if  this  is  not  the  case. 
"All  cross  strokes  are  curved."  Get  that  in  mind  and 
that  with  the  other  feature  will  give  the  entire  formation 
of  this  alphabet.  Now  close  examination  should  be  made 
of  each  letter  before  starting  to  work,  then  practise  it. 
And  when  you  have  perfected  it,  practise  the  next  one  and 
so  on  all  the  way  through.  The  farther  you  go  the  easier 
each  letter  will  become  and  the  more  graceful  you  will 
be  able  to  make  each  letter. 

You  will  notice  that  every  stroke  is  numbered  and  all 
down  strokes  are  the  first  ones  to  be  made.  When  you 
make  them  first  you  get  the  proper  width  of  the  letter 
and  all  that  remains  is  to  fill  in  with  the  curved  cross 
strokes  and  the  curved  spurs. 

The  spurs  constitute  another  feature  of  this  alphabet 
which  gives  it  an  individual  appearance. 

In  order  to  make  this  letter  formation  successfully,  one 
of  the  main  things  is  to  see  that  you  have  the  proper 
brushes.  And  when  you  have  them  see  that  they  are  in 
the  proper  shape  for  doing  this  style  of  stroke  work.  This 
has  been  repeated  many  times,  but  this  only  goes  to  show 
the  importance  we  attach  to  it.  The  brush  is  of  red  sable 
with  round  nickel-plated  or  copper  ferrule.  They  are 
called  red  sable  writers  and  all  the  hair  in  them  should  be 
the  same  length  to  ensure  getting  good,  clean  ends  at  the 
beginning  and  finish  of  the  strokes.  You  must  keep  the 
brushes  flat  at  all  times  whether  in  use  or  not.  It  is  this 
flat  chisel  point  that  gives  you  the  width  of  the  stroke  and 
enables  you  to  make  a  brush  stroke  letter  instead  of  an 
outline  one. 

Then  there  is  your  show  card  color — another  import- 
ant factor  to  good  show  cardwriting.  First  of  all  it  must 
be  water  color,  which  can  be  bought  at  art  stores,  made 
by  reliable  color  firms  and  is  very  satisfactory,  indeed. 
This  is  advisable  for  cardwriters  who  can  get  it  and  who 
are  only  using  a  limited  quantity.  If  you  are  in  a  posi- 
tion where  this  cannot  be  obtained,  a  good,  dull  black 
show  card  color  can  be  mixed,  using  lamp  black  and  water 
with  a  small  quantity  of  wood  alcohol  in  it  to  cut  the 
lumps.  Add  a  small  quantity  of  diluted  gum  arabic  or  a 
good  mucilage,  just  enough  to  keep  it  from  rubbing  off 
after  it  is  dry  on  the  card. 

If  you  wish  other  colors  these  can  be  obtained  from 
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paint  dealers  by  asking  for  distemper  colors  in  glass  jars. 
These  are  already  ground  in  water  but  you  will  find  they 
need  to  be  thinned  down.  They  also  need  to  be  sized  with 
diluted  mucilage  or  gum  arabic. 

Fig.  1  shows  a  good  method  to  start  practising  this 
alphabet.  Pick  out  various  strokes  throughout  the  chart 
and  practise  them  until  each  can  be  made  fluently  and 
without  reference  to  the  chart. 

The  lower  line  shows  the  first  strokes  of  the  letters  to 
make.  All  down  strokes  are  to  be  made  first.  From  these 
you  get  the  width  of  your  letter;  then  you  can  add  the 
cross  strokes  and  spurs.  None  of  the  ends  of  these  letters, 
either  on  the  finished  cards  or  on  the  chart,  have  been 
finished  with  a  cross  stroke.  The  square  ends  of  the 
brush  do  this  work. 

In  order  that  the  brush  keep  this  flat  point,  work  the 
color  into  it  on  a  piece  of  scrap  cardboard.  This  will  give 
it  a  chisel  point  all  ready  for  lettering.  After  the  brushes 
are  washed  out  thoroughly  in  clean  water  draw  lightly 
between  the  thumb  and  forefinger.  This  will  keep  it  in 
the  proper  working  shape  ready  for  use. 


It  is  not  advisable  to  use  any  fancy  designs  or  floral 
decorations  with  a  type  like  this  as  it  is  more  or  less  of  a 
fancy  nature  in  itself  and  you  are  liable  to  overdo  it  to 
add  anything  else  of  a  fancy  nature. 

This  type  lends  itself  beautifully  to  shading,  as  these 
completed  cards  show.  The  shadow  makes  the  letters 
stand  out  in  relief  from  the  background. 

A  great  many  color  schemes  can  be  worked  by  using 
a  colored  or  tinted  cardboard.  For  instance,  use  a  cream 
card  with  black  letter  and  a  light  brown  shadow  or  a 
cream  card,  dark  brown  letters  and  a  light  brown  shade. 
Pale  blue  card,  black  letters  with  a  medium  blue  for  a 
shade.  Gold  makes  a  nice  shade  for  any  of  these  combina- 
tions. 

A  grey  card  with  a  black  or  dark  blue  letter  shaded 
with  white  makes  a  good  card. 

Many  other  light  tones  of  cardboard  can  be  worked 
up  in  this  manner.  If  you  make  the  letter  black  and  the 
shadow  the  same  color  as  the  cardboard,  only  about  two 
shades  darker,  you  won't  go  far  astray. 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


The  wise  stationer  constitutes  himself  his  customers'  personal  adviser  in 
the  matter  of  quality. 

The  superb  quality  of  the  WELDON  ROBERTS  erasers  when  once 
brought  to  the  attention  of  the  eraser  user  makes  them  his  preference  ever 
after. 

The  World's  Quality  Standard.     88  styles.     Details  on  request. 


Weldon  Roberts  Rubber  Co.    Newark,New  jersey,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


We  desire  to  announce  the 
publication  of 

Tell  Me  Another  Story 

By  Carolyn  Sherwin  Bailey 

(THE    BOOK    OF    STORY   PROGRAMS) 

Price  $1.50 

Other  books  by  the  same  author  which 
we  carry  in  stock : 

For  the  Children's  Hour       -       -  $1.50 

Firelight  Stories       -       -       -       -  $1.00 

Stories  and  Rhymes  for  a  Child  $1.25 

For  the  Story-Teller       -       -       -  $1.50 

Stories    Children    Need       -       -  $1.50 

Songs  of  Happiness  (set  to  music)  $1.50 
Every    Child's    Folk    Songs    and 

Game   (set  to  music)        -       -  $1.50 
Daily  Program  of  Gift  and  Occu- 
pation Work       ...       -  .60 

Liberal  Discount  to  the  Trade. 

The  Geo.  M.  Hendry  Co.,  Ltd. 

TORONTO 

Sole   Canadian   Agents  for 
MILTON  BRADLEY  CO.,  SPRINGFIELD,  MASS. 


"AA"  Lever  Self-Filling 

Crvunf  rt  I  n  Dnnn  Can  be  conveniently  filled 
rUUnidlll  I  eilS  from  any  ink-well  or  bottle 


These  pens  have  many  distinctive 
points  of  advantage.  The  lever  fill- 
ing device  is  simple  and  positive  in 
action,    and    its    construction    is    such 

that  it  will   not  get  out  of  order.     Of  superior  construction   and   design   throughout.     The 

"A. A."   Pen   will   please  your   most   fastidious   customer. 

Prices,   Trade   Discounts   and   information   on   special   assortments   upon    request. 

MDnPRN    PFN    m      170  Broadway      Can. Representative^. R  .  VcDougall&Co.  . 
lYIUUCfUl    rtll    V/U.    N.Y.City,  N.V.     Ltd.,  468-474   King   St.  W..  Toronto.  Ont. 
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"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my   final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy   toilers    who  are  my   constant   friends  ?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


r 


^ 


"Always  Something  New" 

Local  View  Post  Cards 

There  is  a  big  demand  for  local  views  of  all  kinds, 
and  we  have  excellent  facilities  for  delivering 
these.    The 

Real  Photo 

line  we  can  ship  three  days  after  receipt  of  your 
order,  and  we  can  make  them  up  in  quantities  of 
125  or  250  of  a  view.    The 

Black  and  White 
Collotype 

we  can  deliver  about  four  weeks  after  we  receive 
your  ord<y.  These  we  can  make  up  in  lots  of  one 
thousand  of  a  view.  For  both  lines,  we  can 
reproduce  from  any  good  photograph  or  kodak 
film,  post  card  size  or  over. 

WRITE  FOR  OUR  LATEST  QUOTATIONS 

Rumsey  &  Co.,  Limited 

POST  CARD  SPECIALISTS 
1528  Queen  Street  West,       -       Toronto 

V. J 


r 


Every  Day  and  Legal  Blank  Files 


> 


v 


Needed  in  every  up-to-date  office.  Sub- 
stantial and  attractive.  Papers  may  be 
filed  by  names  or  the  lettered  tabs  may 
serve  as  an  index  to  the  use  of  the  vari- 
ous compartments,  such  uses  being  noted 
on  the  index  sheet  inside  of  front  cover. 
Show  these  efficiency  makers  to  your 
trade  and  see  them  sell. 

Our  illustrated  list  describes  this  and 
our  other  office  supply  lines  in  detail. 
Copy  will  be  mailed  you  fall. 


3hz  £tobc^n)kk*eo.£t6. 

STRATFORD,  ONT. 


\J 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago,   London 


271    Ninth  St. 
BROOKLYN.  N.Y. 
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Everyone  Stops 
for  CI  CO  Paste 


CARTER  INX 

MUCILAGE  and  PASTE 
Made  in  Canada 

THE   CARTER'S   INK   COMPANY 

655  DROLET  STREET  MONTREAL,  QUE. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton,  London,  ting 

A.RAMSAY  &  SON   C° 

EST'D.   1842.    MONTREAL. 


The  fastest 
selling  box 

of  the 

fastest  selling 
Crayons 


XrayoiA 


Eight  WljH*§'|' Colors 

SCHOob^CRAYONS 


'fZfrl/V  C0/WIC7:  COA't-fAVfATj 


(RAYOLA   No.  8 

^— *  MARK  Jt       m. 

"Crayola"  is  furnished  in  assortments  of  six, 
eight,  twelve,  sixteen,  eighteen  and  twenty- 
four  colors  to  the  box. 

Perhaps  you  are  interested  in  Crayons  for 
office  and  factory  use.  Write  us  for  samples  of 
any  Crayon  you  desire — also  catalog  describing 

Gold  Medal  Crayons 
For  Every  Use 

Binney  &  Smith  Co. 


81-83  Fulton  St., 


New  York 


L\!UMWrdSE9HB 


Get  Ready  for 
Spring  House-Cleaning 

Put  this  attractive  cabinet 
on  your  counter:  it  will  earn 
dividends.      Retails,    $18.00. 

Costs  $12.50 

From    Your    Jobber 

Shipments  are  greatly  de- 
layed. Send  your  order  in 
early  to  insure  goods  arriving 
on    time. 


I 


Moore  Push-Pins 
Moore  Push-less  Hangers 


Note  the   Superior  Quality   of  their  fine 

Tool-tempered    Steel    Points 

Send    for    Free    Samples    and    Dealers' 

_,     TT  Discounts 

The  Hanger  Glass  Head 

with  the  Twist  Moore  pUSh.pjn  oo.  117  Berkley  St.,  Philadelphia,  Pa.  stPel  Point 


GETTHEBESTI  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


Magnet 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 


BOOKSELLER    AND   STATIONER 


USE  thewonderfu/ 


Paper  Fasteners 


£fc  M  ^^M 

Letter  Openers 


Illustrated 
and 

descriptive 

matter 

sent  on 

request 


™*  R1ESQK.LE    "ER  OPENER 

^|.ff«ii.JJ.«.l.'P<JJTT^7T 


THE  NEW  WAY 
75MIME  SAVED 


All  Stationers 

MADE     BY 

THE  O.K. MANUFACTURING  CO. 

SYRACUSE,  N.Y.,  'U.S.A. 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose   Leaf 

Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
di  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale.  $2 
per  dozen. 
Send  for 
particulars 


(ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


Composition  Dice 

IMMEDIATE    SHIPMENT   CAN 
BE   MADE  IN   ANY  QUANTITY 


Finished  in  Round  and  Square 
Corners. 

Colors   Red,  Brown  and  Black. 


Dice  have  Polished  Faces  with 
White     Enamel    Spots    Inlaid. 

Made  5/s  inch  size  only. 


DON'T   DELAY! 

Write  us  for  prices  to-day. 


mini 


J.  L.  GALIF 

Manufacturer 
75  Chambers  Street,  New  York  City 


RELIANCE 
INKS 

MANUFACTURERS    OF 

Ink  Paste  Mucilage 

Grip         Seals  Liquid  Glue 

Sealing  Wax  Water  Glass 

Embossing  Powder  China  Cement 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,   MAN. 


I !  1 1 1 1 M 1 1 1 . 1 1 1'l ,  1 1  1 1 II I IJ I  III  1 1 1 1 1 1 1 1 1 1 1;| 1 1 1 1 1 1 1 1 1 1 1 1 1 M I M 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 II 1 1 1 1 1 1 1 1 1 1 1 1 1 II 1 1  III  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  h 

SAY  YOU  SAW  IT  IN  BOOKSELLER  &  STATIONER 
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Royal     Ink     Powder 

ONE  LITTLE  25c.  VIAL  MAKES 

Half  Pint  Best  Blue-black  Ink 

SEND  ONE  TO   BOYS 

OVERSEAS 


Rom  INK  C? 

53YONCE    ST.. 

TORONTO.  Can. 


Send  For  A  Card  As  Above. 

Qu  ick  Sellers  pgr°o°fIt 


A  Dandy  Line  for  the 
Soldiers 

INK  IN  POWDER  FORM 

The  coming  of  Royal  Ink  Powder  solved 
the  problem  of  a  free-flowing  non-corrosive 
ink,  freeze-proof  and  breakage  proof. 
This  is  just  the  kind  of  ink  that's  required 
by  every  soldier  overseas.  The  addition  of 
clean  water  makes  a  splendid  ink  for 
fountain  pens  or  for  ordinary  use. 
Royal  Ink  Powder,  is  an  easy  seller  and 
a  gooa  money  maker.  Show  it  in  your 
displays. 

ROYAL  INK  CO. 

53  Yonge  St.      -      Toronto 


TRADE    MARK 

WHICH 

customer  do  you  desire, 
the  one  who  buys  once  and 
then  goes  elsewhere,  or 
the  permanent  one  ? 

CARIBONUM 

RIBBONS  and 

CARBONS 

attract  the  best  trade  to 
your  store  and  hold 
them.  If  you  are  not  sell- 
ing Caribonum  goods  start 
in  now  and  get  that 
"worth-while"  trade.  Our 
Sampling  Scheme  will 
help  you. 


v^GXKit    J)  a 


6~K  imaa.     * 


Caribonum  Company,  Ltd. 

54  Wellington  Street  East, 
Toronto 


INDEX 

A 

Albemarle  Paper  Mfg.  Co 52 

Allen,    Thomas    17 

American  Lead   Pencil   Co 2 

B 

Binney  &  Smith  Co : 51 

Boorum  &  Pease 13 

Bowater  &  Co.,  Ltd 55 

Bradford,  John' 55 

Brown  Bros.,  Limited 2 

Buntin,  Gillies  &  Co Back  Cover 

C 

Canadian  Facts  Pub.  Co 23 

Cane  &  Sons,  Limited,  Wm 14 

Caribonum  Co.,  Limited 53 

Carter's  Ink  Co 51 

Chambers,  Ltd.,  W.  &  R 56 

Cassell,  House  of  20 

Clark  Bros.  &  Co.,  Limited 8 

Climax  Baler  Co 54 

Commercial  Laboratories,  Inc....  14 

Copp,  Clark  Co.,  Ltd 15-55-56 

D 

Dawson,  Ltd.,  W.  V 4 

Dominion   Blank   Book   Co 7 

E 

Eaton,  Crane  &  Pike  Co 14 

Eaton-Dikeman  Co 51 

Elbe  File  &  Binder  Co 55 

Esterbrook  Pen  Mfg.  Co 9 

F 

Faber,  Eberhard   12 

Florentine  Art  Plaster  Co 55 

G 

Globe  Wernicke  Co.,  Ltd 50 

Gale  &  Polden  56 

Galif,  J.  L 52 


TO     ADVERTISERS 


H 

Hartfield,  John  W 56 

Heath,  John,  &  Sons 23 

Hendry  Co.,  Ltd.,  Geo.  M 49 

Higgins  &  Co.,  Chas.  M 50 

Hinks,  Wells  &  Co 16 

Hurst,  Aubrey  0 1 

Hutchinson  &  Co 24 

Hodder  &  Stoughton,  Ltd 19 

I 

Imperial  News  Co.,  Ltd 21 

Irish,  G.  L 55 

Irving-Pitt  Mfg.  Co 3 

K 

Keating  Co 12 

L 

Langton,  Thomas   23 

Lonsdale  &  Bartholomew,  Ltd.   .  .  54 
Luckett   Loose   Leaf  Co.,  Ltd.... 

Front  cover 
M 
MacDougall  &  Co.,  Ltd.,  A.  R.  .  .10-11 

MacLean's  Magazine 22 

Marshall  &  Co.,  Percival 16 

McCready  Publishing  Co 23 

McFarlane,  Son  &  Hodgson,  Ltd..  55 
McKinley  Music  Co.  Inside  back  cover 

Meyers,  Fred  J.,  Mfg.  Co 55 

Mittag  &  Volger,  Inc 

Inside  back  cover 

Modern  Pen  Co 49 

Monarch   Paper  Co.,  Limited    ...  54 

Morgan  &  Scott,  Limited 54 

Moore  Push  Pin  Co 51 

Musson  Book  Co.,  Limited   26 

N 

National  Blank  Book  Co 7 

National  Cash  Register  Co 6 


O.K.  Mfg.  Co. 


0 
P 
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Packard  Bros 54 

Payson's  Indelible  Ink 56 

Philco  Publishing  Co 16 

R 

Ramsay  &  Son  Co.,  A 51 

Reliance  Ink  Co 52 

Robinson  Mfg.  Co 13 

Rockhill  &  Vietor 52 

Royal  Ink  Co 53 

Rumsey  &  Co.,  Ltd   52 

S 

Scarborough  Co.  of  Canada 55 

Smith,  Wade  C 32 

Sinclair  &  Sons,  Ltd.,  Wm 16-55 

Solidhead  Tack  Co 60 

Stafford,  S.  S.,  Inc 49 

Standard  Paper  Mfg.  Co 

Inside  back  cover 

Stationers'  Loose  Leaf  Co 54 

T 

Terry,  Herbert,  &  Sons,  Ltd 16 

Torcan  Fancy  Goods  Co.,  Ltd.  ...  5 

Toronto  Trophy-Craft  Co 18 

U 

Up-to-Date  Advertising  Co 55 

W 
Warwick  Bros.  &  Rutter,  Ltd.   . . 

Inside  front  cover 

Waterston  &  Sons,  Ltd.,  Geo 54 

Weeks  Mfg.  Co.,  Frank   55 

Weldon  Roberts  Rubber  Co 49 

The  Woman's  Press   18 

Wycil  &  Co 56 
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BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

--rs        79  Spadina   Ave..   Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 

AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  Went,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


Lonsdale  &,  Bartholomew,  Ltd, 


Publishers  of  the 
Famous  "ART" 
Ser  ies  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


Please  Mention 

this  Paper  when 

writing  to 

Advertisers 


ART   SUPPLIES. 

Artists'    Supply    Co.,   77    York    St..    Toronto. 
A.   Ramsay   &   Son   Co.,   Montreal. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 

Geo.  M.   Hendry   &   Co.,   215   Victoria   St..   Toronto. 

BLANK    BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn,   N.Y. 

Brown    Bros.,    Ltd.,    Toronto. 

Buntin,    Gillies   &   Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co..    Holyoke,    Mass. 
The  Copp,    Clark   Co..  Toronto. 
Warwick   Bros.    &   Rutter.   Toronto. 

BLOTTING   PAPERS. 

The   Albemarle    Paper   Co..    Richmond,    Va. 

Eaton-Dikeman   Co.,   Lee,   Mass. 

Standard   Paper  Mfg.   Co.,   Richmond,   Va. 


The    American 
York. 


CODE   BOOKS. 

Code     Co.,     83     Nassau    St.,     New 


CRAYONS. 

Binney    &    Smith,   New   York. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

EYELETTING  MACHINES. 

Elbe   File   and   Binder   Co.,   New   York,   N.Y. 
ENVELOPES. 

Brown  Bros.,  Limited,  Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp,    Clark    Co.,   Toronto. 

W.   V.   Dawson,   Limited.   Montreal,   Toronto,    Win- 
nipeg. 
Menzies   &   Co.,   Limited,   Toronto. 

Warwick    Bros.    &    Rutter,   Toronto. 

ERASERS. 
St.    Mungo    Mfg.    Co.,    Glasgow.    Scotland. 
Weldon    Roberts   Rubber   Co.,   Newark,    N.J. 

FANCY   PAPERS,   TISSUES   AND    BOXES. 
Dennison   Mfg.   Co..   Boston. 
Menzies  &  Co.,  Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

FOUNTAIN   PENS. 

Arthur  A.   Waterman   Co.,   Ltd..   New  York. 

Mabie.   Todd   &    Co..    473   College   Ct.   Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,   MUCILAGE   AND   GUMS. 

Chas.   M.   Higgins    &   Co.,    Brooklyn,   N.Y. 

The  Carter's   Ink   Co..   Montreal. 

W.      V.      Dawson.      Limited,      Montreal,     Toronto, 

Winnipeg. 
Royal    Ink    Co.,    5H    Yonge    St.,    Toronto. 
S.    S.    Stafford    Co.,    Toronto. 
"Glucinc,"   Menzies   &   Co.,   Limited,    439    King   St. 

W.,   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 
A.     R.     MacDougall     &     Co.,     468     King     St.     W., 

Toronto. 
The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St.. 

Toronto. 

LEAD  AND  COPYING   PENCILS. 

American    Pencil   Co.,  New  York. 

Wm.    Cane   &    Sons,   Newmarket,    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Eberhard     Faber    Co.,     New    York. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  ck  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN   PUBLISHING 
CO.,  Limited 

I  43  University  Ave.  TORON  1 0 

WATERSTON'S 


BEE 


BRAND 


MARK 


SEALING  WAX 


Factory: 
Warristcn  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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School  Rulers 

NEW  LINE  NOW  READY 

New   Shapes   and    Right    Prices. 
Send  for  samples  and  quotations. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  s.'atues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Himilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every- 
kind  of  work.     Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease    Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp,   Clark   Co..   Toronto. 
Luckett    Loose    Leaf,    Limited,     215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &   Vietor.  22  Cliff  St.,  New  York  City. 
Warwick    Bros.    &    Rutter.   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y.. 

and    Milwaukee,     Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd.,    Toronto. 

MAPS   AND   GLOBES 
Rand,    McNally    &    Co..    Chicago. 
The   Copp.   Clark    Co.,   Toronto. 
Geo.   M.    Hendry.  Co.,    215    Victoria   St.,    Toronto. 
The    Scarborough    Co.    of    Canada,    Hamilton.    Ont. 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
PAPER   FASTENERS. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St..    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons,     Limited,     W.     V.,     159     Queen 
Victoria     St.,     London,     E.C. 

PAPETERIES    AND   WRITING   PAPERS. 

The    Copp    Clark    Co.,    Toronto. 

Buntin,    Gillies    &    Co.,    Hamilton.    Ont. 

Clark    Bros.    &    Co..    Winnipeg.    Man. 

W.    V.    Dawson,    Limited,    Montreal,   Toronto,    Win- 
nipeg. 

The  Brown   Bros..   Ltd..  Toronto. 

Warwick    Bros.    &    Rutter.    Toronto. 
PLAYING   CARDS. 

Goodall's   English    Playing    Cards,    A.   O.    Hurst,    S2 
Front   St.    W..    Toronto. 

U.    S.    Playing    Card    Co.,    Toronto,    Canada. 
POST    CARDS,    GREETING    CARDS,    ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell     Road.     Lon- 
don,   E.C. 

A.    O.    Hurst,    Canadian    representative,    32    Front 
St.    W.,    Toronto. 

Menzies    &    Co.,    Limited.   Toronto. 

Philip    G.    Hunt    &     Co..    332    Balham    High    Rd.. 
London,    Eng. 

Pugh    Specialty   Co.,    38-42   Clifford   St.,   Toronto. 

Ritchie    &    Sons,    Ltd.,    William. 

Valentine    &    Sons    Publishing    Co..    Toronto. 
SCIENCE    APPARATUS 

Geo.   M.   Hendry   &   Co.,   215   Victoria    St.,   Toronto. 
SCHOOL   SUPPLIES. 

Geo.    M.    Hendry    Co..     Limited,     215     Victoria    St.. 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The   Up-to-Date   Co.,    Canister,    N.Y. 

SHEET   MUSIC. 
McKinley  Music   Co.,    1501-15   East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale  Stationers,   Toronto. 

Buntin,   Gillies   &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark 'Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.   V.   Dawson,    Limited,    Montreal,   Toronto,   Win- 
nipeg. 

Warv.  ick   Bros.   &   Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,    Wells   &   Co.,   Birmingham,   Eng. 

Eaterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian   Representatives. 


ELBE  FILE   &   BINDER   CO. 

97  Reade  Street         -         New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  Si.  -  Montreal 


TICKET   and  CONDUC 
TOR   PUNCHES 

the  best  made 

The  Fred  J  Meyers  Mfg  fo. 

HAMILTON.  OHIO.  U.S.A. 


EVERY 
BOOKSELLER 

should  stock  our  high 
grade  PL A  STE  H 
I  \  STS.  They  are 
v, TV  artistic  and  very 
saleable.  Every  cus- 
tomer  will  want  to 
buy.  Prices  reason- 
able. Catalog  on  re- 
quest. 

The  Florentine  Art 
Plaster  Company 

2208-10-12  Chestnut    St 
PHILADELPHIA.  PA. 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations  We  are  paper  makers 
and   wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark' 


W.  V.   BOWATER  &   SONS,  LIMITED 

1  59  Queen  Victoria  St.,  London,  E.C.  4,  Eng. 
Cables:  "Sparteolus"  London. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY,  N.Y. 
Canadian  Jobbers   handle  our  lines. 
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BOOK  BUYERS'  GUIDE 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


Where  You  Sell 
Office     Station- 
ery  You   Can 
Sell  Trie 
Financial  Post. 

Business  men  will  ap- 
preciate your  intro- 
duction of  THE 
POST  to  them,  for 
THE  POST  has  the 
proper  editorial  or- 
ganization to  place 
before  them  every 
week  the  important 
business  news  of  Can- 
ada most  accurately, 
but  most  easily  read  in 
brief  time.  Send  for 
particulars  to 

THE  MACLEAN 
PUBLISHING  Co. 

153   University   Ave.,    »  oronto 


DIRECTORY   OF   PUBLISHERS. 

FICTION. 
Thomas   Allen,   215  Victoria   St.,   Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto. 

Ont. 
Cassell   &   Co.,   55    Bay   St..   Toronto,   Ont. 
Copp,   Clark   Co.,   517   Wellington   St.   W.,   Toronto, 

Ont. 
J.  M.  Dent  &  Sons,  27  Melinda  St.,  Toronto,   Ont. 
S.   B.    Gundy,   25   Richmond   St.    W..   Toronto,   Ont. 
Hodder    &    Stoughton,    17    Dundas   St.    E.,   Toronto, 

Ont. 
Thomas    Langton.    23   Scott   St.,   Toronto,   Ont. 
Macmillan    Co.   of   Canada.    70    Bond    St.,    Toronto. 

Ont. 
McClelland,    Goodchild    &    Stewart,    2G6    King    St. 

W..    Toronto,    Ont. 
Geo.   J.   McLeod.    Ltd.,    266   King   St.   W.,   Toronto, 

Ont. 
Musson    Book   Co.,    17   Dundas  St.    E.,   Toronto,   Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 

Toronto,    Ont. 

BUSINESS    BOOKS. 
Musson    Book    Co..    17   Dundas  St.    E.,  Toronto.   Ont. 
Morton     Phillips     &     Co.,     115     Notre     Dame     St., 

Montreal. 
Wycil    &   Co..   85   Fulton   St..   New   York    City. 

CODE   BOOKS   AND  CONVERSION   TABLES 
John    W.    Hartficld.    N.Y.    Produce    Exchange,    N.Y. 

City. 

PERIODICALS. 
Life.    17    W.   31   St.,   New   York    City. 
MacLean's  Magazine,  143  University  Ave.,  Toronto 
Imperial    News    Co.,    Ltd.,    Toronto.    Montreal    and 

Winnipeg. 
Gordon    &    Gotch.    136    Bay    St.,    Toronto,    Ont. 
Toronto  News   Co..  Toronto  and   Hamilton,   Ont. 
Montreal    News    Co.,    Montreal,    Que. 
Winnipeg    News    Co.,    Winnipeg.    Man. 

SELF   AND    SEX    BOOKS 
Win.     Briggs,    Toronto. 
McClelland,    Goodchild    &    Stewart.    Ltd..    Toronto. 

Classified  Advertising 

Advertisements  under  this  heading,  2c  per 
word  per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover   postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  iisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 

AN  AMERICAN  FIRM  MANUFACTURING 
a  complete  line  of  loose  leaf  devices  well 
known  throughout  Canada,  is  open  to  consider 
an  exclusive  agency  arrangement  with  a  job- 
ber or  manufacturer's  agent.  Address  Box 
503.    Bookseller   and    Stationer. 

pANADIAN  REPRESENTATIVE  FOR  AN 
^  American  line  of  loose  leaf  devices,  al- 
bums and  catalog  covers.  This  line  is  well 
known  in  Canada.  Salary  straight  commis- 
sion. State  age,  experience,  references.  Ad- 
dress   Box    504.    Bookseller    and    Stationer. 

OTATIONER  AND  BOOKSELLER  WITH 
y  wholesale,  retail  and  travelling  experience 
shortly  open  for  position  :  Western  location 
with  option  to  purchase  preferred.  Box  505. 
Bookseller    and    Stationer. 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  Soho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


Otto  Sauer  Series 

German,  French,  Spanish 
and     Italian    Grammars 


Grammar  Separate,  $1.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

85  Fulton   Street,    New  York  City 

Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall,  M.D.,  Ph.D.,  assisted 
by   Jeanette   Winter   Hall. 

RELIABLE    —    SCIENTIFIC    —    CORRECT 

Sex  Knowledge  Every  Young  Man  Should 
Have  Sex  Knowledge  Every  Young  Woman 
Should  Have  -Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated.  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 

266  King  Street  West  Toronto,  Canada 


HARTFIELD'S 

Sterling  Conversion 
Tables 

Sterling  into  American  Currency  and 
Vice  Versa 
Exchange  from  $4.50  to  $4.99  advancing  by 
single  cenls,  including  the  decimal  equiva- 
lents of  32ds,  20ths,  16ths,  8ths,  Iths  and  U. 
of  a  cent,  with  a  range  of  Sterling  Amounts 
from  Id.  to  19  lid.  advancing  by  Id.  £1  to 
£99   advancing   by   £1,  and   £100  to   £10,000, 

advancing    by    £100 
CONTAINING   ALSO   TABLES   COVERING 
Discount    and    interest 

Interest   Differences 

American   Par  Values 

Canadian   Par   Value* 

Brokerages 

For    quick     reference    a     reinforced     linen     flat 

cut-in    index    is   provided   down   this   edge.       As 

the  cover   is   raised,   the   index   catches  the  eye. 

Price,    $10.00    per   copy,    net. 

Computed    and    Published    by 

JOHN    W.   HARTFIELD 

Compiler.    Printer   and    Publisher   of 

CABLE   CODES   and    TELEGRAPH    CIPHERS 

A,l  Codes  Supplied.      Correspondence  Solicited. 

NEW  YORK  PRODUCE  EXCHANGE 

BUILDING, 

New   York    City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All   good    title     and   full 

of  colour. 

Fall  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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AGENCIES  ALL  OVER   THE  WORLD 


V.  Typewriter  Supplies 
will  satisfy  your  customers 

M.  &  V.  products  are  reliable, 
permanent  and  economical. 

Every  precaution  that  would 
guarantee  better  quality  Type- 
writer Supplies  is  scrupulously 
attended  to  in  the  making  of 
the  M.  &  V.  lines. 
M.  &  V.  Typewriter  Ribbons 
and  Carbons  have  the  qualities 
that  purchasers  of  typewriter 
supplies  look  for. 

Your  strongest  recommenda- 
tion is  none  too  good  for  M.  & 
V.  Products. 

Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory:  Park  Ridge,  N.J.,  U.S.A. 


THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will   always  hold    first    place    as  an   Edition   of 
Standard.  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent,  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "Exclusively  Sheet  Music  House" 
in  the    World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NEW  YORK  CITY:  145  W.  45th  STREET 


The  Popularity  of 

STANDARD  BRAND 
BLOTTINGS 

is  a  sales-making  factor  that  every  good 
dealer  should  carefully  consider. 
A  customer  buying  Standard  Brands  will 
come  back  for  further  supplies  because  its 
quality  and  all  round  goodness  measures  up 
to  the  true  ideal  of  good,  reliable  blotting. 
"Standard,"  "Sterling,"  "Curi-Curl,"  "Pris- 
matic," "Royal  Worcester"  and  "Defender" 
(enameled)  are  other  good  blottings  that 
should  be  constantly  featured. 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


BOOK  S  E  L  L  E  R    A  N  D    S  T  A  T  T  ()  X  E  R 


EXAMINATION 
SUPPLIES 

Foolscap,  Examination  Books,  Graphical  Solu- 
tion Paper,  etc.,  will  be  required  in  large  quantities 
for  the  coming  examinations.  In  submitting 
samples  to  your  School  Board,  see  that  they  com- 
prise the  following  standard  qualities. 

St.  Lawrence 
Ivory 
Severn 
Niagara 
St.  Clair 

SAMPLES  AND  PRICES  WILL  BE  MAILED  YOU  ON  REQUEST. 


How  about  Picnic 
Goods? 

Papyrus  Plates 
Lily  Paper  Cups 
Waxed  Paper 
Crepe  Napkins 
Crepe  Tablecloths 
Lace  Paper  Doilies 


Are  You  Ready  for 
the  June  Weddings  ? 

Look  up  your  needs  in 
Wedding  Cake  Boxes 

Wedding  Cake  Box 
Wrappers 

Confetti  Tubes 


CANADA   «tii 


auainH 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


VOL.  xxxiv. 


PUBLICATION     OFFICE:     TORONTO,      JUNE,      1918 


No.  6 


<J  One  of  the  chief  sources  of  the  exceptional  value  offered  in  the  De  Luxe 
line  is  made  possible  through  the  steadily  growing  demand  for  better  quality 
of  stationery,  and  no  higher  tribute  can  be  paid  to  Vice-Regal  than  to  say  it 
is  in  the  De  Luxe  line. 

€|  Along  with  the  satisfaction  of  selling  goods  made  in  Canada,  is  the  fact 
that  there  are  no  better  on  the  market. 

^  The  Vice-Regal  has  that  clear,  white  linen  finish,  so  often  asked  for  by 
your  particular  customers  and  is  correct  in  style  and  shape  for  social  corres- 
pondence—a request  will  bring  samples. 

Warwick  Bros.  &  Rutter,  Limited 

Makers  of  "De  Luxe"  Stationery 


BOOKS  E  L  L  E  U    A  N  I)    S  T  A  T  I  ()  N  E  K 


YOU  have  only  to  come  in  con- 
tact with  dealers — anywhere 
and  everywhere — who  have  sold 
the  Imperial  Series  of  School 
Scribbling  and  Exercise  Books  to 
hear  their  reputation.  The  new 
lines  are  just  as  far  ahead  of  the 
market  value  as  ever.  Increasing 
demand  proves  their  popularity. 

Investigate. 


Warwick  Bros.  &  Rutter,  Limited 

Toronto 


BOOKSELLER   AND    STATIONER 


N.B.— UNDER  WAR-TIME  CONDITIONS,  ALL  BOOK  PRICES  ARE  SUBJECT  TO  ALTERATION  WITHOUT  NOTICE 

THE  BOUVERIE  COLONIAL  LIBRARY 

New  Volumes  Just  Added.     Crown  8vo.     Cloth. 


THE  PASSION  FOR  LIFE 

The    War    Story    by   JOSEPH    HOCKING,   author   of    "All    for   a 
Scrap  of  Paper,"   "Dearer  than   Life,"   "Tommy,"  etc. 

Two    Books    of    Cheerfulness:    You    Just    Smile    Your    Way    Right 
Through. 

THE  FLOWER-PATCH  AMONG  THE  HILLS 

By   FLORA    KLICKMANN,   Editor  of  "The   Woman's   Magazine," 

etc. 
"Delightful,"    Miss    Marie    Corelli.      "A    real    uplift,"    Mrs    F.    L. 
Barclay.      "Beautiful,"  Mr.  Jeffrey   Farnol..    "I   have   read   it  with 
pleasure."   Sir  W.   Robertson   Nicoll.      "Infinitely   more  interesting 
than    a    novel,"    Mr.    Coulson    Kernahan. 

BETWEEN  THE  LARCH-WOODS  AND  THE  WEIR 

By   FLORA    KLICKMANN. 

"A   pendant   to   'The   Flower-Patch    Among   the   Hills,"   and   every 
whit   as    delightful." — "The    Graphic." 

"Another  charming  book  which  shows  a  keen  appreciation 
both  of  Nature  and  of  the  oddities  of  mankind.  The  author's 
kindly    humor    is    irrepressible." — "The    Spectator." 


Two  New  Nove:s   by  AMY   LE   FEUVRE. 

TOMINA  IN  RETREAT 

"Written  with  a  bright,  spontaneous,  wholesome  sincerity 
which  is  uuite  captivating,  and  raises  it  to  a  level  which  the 
religious    novel    rarely    attains." — "The    Globe." 

"A  delightful  gift-book  for  any  woman  who  is  dissatisfied  or 
restless."—  "Christian     World." 

A  HAPPY  WOMAN 

By    AMY    LE    FEUVRE. 

"One   of   Miss    Le    Feuvre's    wholesome   tales,    with    a    heroine   who 

carries     a      fund     of     sunshine      wherever     she     goes.         All     the 

developments  of  the  story  are  handled  with  the  skill  of  a  writer 

who    has    learnt    to    make    a    nice    story    also    interesting."      "The 

Times." 

"A     novel     well     constructed." — "The     Scotsman." 

By    ETHEL    CORKEY. 

THE  WAY  OF  THE  HUNDRED  STARS 

The  love  story  of  a  British  Vice-Consul's  assistant  in  Italy. 
The  course  of  love  did  not  run  smoothly  for  some  years,  but  the 
story   ends   happily. 


NEW  POPULAR  ANNUALS 

wr-  Order  Now  to  Secure  Supply 


"A    veritable    library   of    Sunday 
reading,"     10  6    net. 


net. 
net,   or   Va    yearly   vols.. 


THE  SUNDAY  AT  HOME  ANNUAL 
THE  COTTAGER  AND  ARTISAN  ANNUAL,  t 
FRIENDLY  GREETINGS  ANNUAL.   a6  6neeichor  ^ 
THE  STITCHERY  ANNUAL.  SLAStSTfirtS"*- 

THE  CHILD'S    COMPANION    ANNUAL.     Each    2   6    n«t,    fancy    boards 
OUR    LITTLE    DOT'S    ANNUAL.      Each    I   6    net.    cloth    boards 


THE 
EMPIRE 

ANNUAL 
FOR  BOYS 

6/6  net 

"A  most  acceptable  Christmas 
gift  for  a  lad  in  his  teens." — 
"The    Sunday    School    Chronicle." 


THE 

EMPIRE 

ANNUAL 

FOR  GIRLS 

6/6  net 

"A  wonderful  compilation  for  its 
'price." — "The     Daily     News." 

The  Religious  Tract  Society — The  School-Prize  House 

4  BOUVERIE  STREET,  LONDON,  ENGLAND,  E.C.  4 
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Leather  Memorandum  Books 


Our  stock  of  Memorandum  Books  is 
very  extensive  and  will  satisfy  every 
demand. 

AMERICAN  RUSSIA— Flexible,  good  quality  writing 
paper,  red  edges.  Rulings  faint,  quadrille,  single 
and  double  $  and  c. 


REAL  RUSSIA-Genuine 
Seal  and  Seal  Grain.  Flex- 
ible, gilt  edges.  Best  qual- 
ity Linen  Bond  Paper. 
Rulings     faint,     quadrille, 


single  and  double  $  and  c. 


ADDRESS  BOOKS 

Bound  Flexible  Seal  Grain.  Indexed  through,  stamped. 
Faint  and  quadrille  rulings. 


RENEWABLE  OPEN 
END   BOOK 

American  Russia.  Seal 
Grain  Morocco,  Leather- 
ette lined.  Gilt  edge. 
Ruling  faint,  quadrille  and 
$  and  c. 


CANADIAN  OFFICE  DIARIES,  1919 

Fifty-third  Year  of  Publication. 
Will  be  ready  in  July. 


THE  BROWN  BROTHERS,  LIMITED 

Simcoe  and  Pearl  Streets,  TORONTO 


BOOKSELLER    AND    STATIONER 


NEW    MODEL 

I  loose  j  T-PLHaf] 


The  LEDGER  FOR  EFFICIENCY 

Rapid  Opening  —  Rapid  Closing      Dependable  Mechanism 

—  Unexcelled   Workmanship      Highest    Grade    Materials 

—  Automatic  Locking  —  Powerful  Roller  Clutch  —  Per- 
manently Enclosed  Mechanism  —  Full  Double    Expansion 

—  Smooth  Steel  Posts  Pressed  Steel  Locking  Case  — 
Electrically  Welded  No  Lost  Motion  —  Firm,  Flat 
Writing  Surface  —  Correctly  Rounded  Back  —  Curved 
Hinges  —  Standard  Binding  in  Best  Quality  Red  Cowhide 
and  Corduroy  —  Binders  Board  Specially  Made  and 
Rigidly  Inspected.  :-:  :-:  :-:  :-:  :-:  :-: 


SOLD  EXCLUSIVELY  THROUGH  DEALERS 


Irving-Pitt  Manufacturing  Company 

LARGEST    EXCLUSIVE    LOOSE    LEAF    MANUFACTURERS      =^^= 


Kansas  City      {iBose\  T-PheaT)     M  i 

NEW  YORK  X   X 


i  ssour 1 

NEW  YORK  " '    X   X       —  CHICAGO 


Canadian  Agents -THE  BROWN   BROTHERS,   LIMITED,  TORONTO 
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Pr.tented    June    28.    1910.      September    28.    1915. 


(MO)  mndnerfer 
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The  Binder  of  Highest  Efficiency 


j  j 


NOTE  SIMPLE   LOCKING   DEVICE  CONTROLLED 
BY  THE  BUTTONS   IN  THE   METAL 

NO  KEYS  NECESSARY,  most  simple,  yet  most  secure  lock- 
ing device  of  any  transfer  binder  manufactured. 

The  Adco  Transfer  Binder  is  more  simply  constructed,  more 
secure  and  more  easily  handled  than  any  other  lock  transfer 
binder.     Simply  press  the  buttons  and  lock  opens. 

So  confident  are  we  of  the  supreme  superiority  of  the  Adco 
binder  that  we  are  content  to  let  it  speak  for  itself.  Examine 
it  in  your  own  office  and  see  if  it  isn't  the  most  practical  thing 
in  Transfer  Binders  yet  offered. 

We    would   like  to  send  you   full  particulars  of  this 
and  the  other  Adco  Loose   Leaf  System.      May  we? 


MANUFACTURED 


IN  CANADA   BY 


I^DxM^tV 


I^i  3M  l^TE-D 


MONTREAL    AND    TORONTO 


BOOKSELLER    AND    STATIONER 


A  Square  Deal  At  Last 


The  news  dealer  today  wants  a  square  deal,  and  we'll  see  that  he 
gets  it.  Our  magazines  are  shipped  on  publication  dates  at 
prices  in  many  cases  two  cents  cheaper,  and  in  all  cases  one  cent 
cheaper  than  other  houses. 


FULLY    RETURNABLE 

Pictorial   Review    lie 

Collier's    Weekly     7c 

Canada  Weekly    3c 

Parisienne    lie 

Saucy    Stories     lie 

Smart    Set     19c 

Field    and    Stream     15c 

Fascinating    Fiction    18c 

Clever    Stories    18c 

Motion    Picture    Magazine     ....  15c 


AMERICAN  PERIODICALS 

FULLY    RETURNABLE 

Motion    Picture    Classic    15c 

15'/,      RETURNABLE 

Country     Gentleman     3c 

Railroad   Magazine    8c 

Argosy     Magazine     8c 

Munsey    Magazine     20c 

All    Story    Magazine    8c 

10',      RETURNABLE 

Metropolitan    15c 

Ladies'  Home  Journal    14c 


NON-RETURNABLE 

Saturday    Evening    Post    3V&C 

MacLean's     15c 

Photo-Play    World     19c 

Jack     Canuck     

Puck     (American )     lie 

Motor    19c 

Motor  Boating    lie 

Cosmopolitan    Magazine    15c 

Hearst's   Magazine    15c 

Harper's     Bazaar     19c 

Good    Housekeeping     lie 

Literary   Digest    8c 


Imperial   News  Co.,  Ltd.,  Winnipeg 


PROFITS      TORPEDOED!      By   the   small  leaks 

YOU,  Quebec  Province  and  Eastern  Ontario  Newsdealers,  can  stop  one  leak — SAVE  MONEY  on  your  Express  Charges — TAKE 
ADVANTAGE  of  the  IMPERIAL  SERVICE  on  American  Magazines.  It  is  not  necessary  to  divide  your  Magazine  business  and 
so  pay   more  express   charges   than    necessary.      Let  us  tell   you   about  the  IMPERIAL   SERVICE,   supplying  the   following  periodicals  : 


MUNSEY'S 
ARGOSY 

RAILROADMAN'S 
ALL    STORY 
JACK    CANUCK 
PICTORIAL     REVIEW 
LADIES    HOME    JOURNAL 
SATURDAY    EVENING    POST 


COUNTRY    GENTLEMAN 
EVERYWOMAN'S     WORLD 
LITERARY   DIGEST 
COLLIERS' 
PARISIENNE 
SAUCY    STORIES 
SMART     SET 


FIELD    AND    STREAM 

FASCINATING    FICTION    NO.    7 

CLEVER  STORIES  NO.   15 

METROPOLITAN 

CANADA     WEEKLY 

MOTION    PICTURE   MAGAZINE 

MOTION    PICTURE   CLASSIC 


COSMOPOLITAN 

HEARST'S 

GOOD    HOUSEKEEPING 

HARPER'S     BAZAAR 

MOTOR 

MOTOR  BOATING 

PUCK 


SEND  FOR  ORDER  FORM  WITH  PRICES  AND  CONDITIONS. 


IMPERIAL   NEWS   COMPANY,  LTD.,  348  St.  James  St.,  MONTREAL 


BOOKSELLER    AND    STATIONER 


ENUS 


E,KT^E,OT      DEGRBBS 


KMHyS 


THE  very  highest  quality,  a  reputation  extending  over 
years,  a  perfect  degree  for  every  purpose— that's  what 
brings  customers  into  your  store  to  buy  the  famous  VENUS 
Pencils  again  and  again. 

17  black  degrees—  SB  softest  to  9H  hardest— with 
eraser  tip   {No.  3820)   and  without   eraser  (No.  3800) 
and  hard  and  medium  indelible  copying — all  matchless. 

AMERICAN   LEAD   PENCIL   CO. 

220   FIFTH    AVENUE,  NEW  YORK 

AND   CLAPTON,   LONDON,    ENG. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  NEW  LIBERTY  SERIES  urn 

Books  of  Notes,  Drafts,  Money  Receipts  and  Checks 


• 
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This  is  a  brand  new  line  of  lithographed  notes,   drafts,   money  receipts  and  checks — a 

line  that  we  can  say,  without  hesitation,  is  the  greatest  value  for  the  money  ever  offered 

to  the  trade. 

These  books  contain   100  leaves  of  fine  bond    paper   and    are   neatly   bound   in   black 

Morocco  leatherette  sides,  black  cloth  back,  stiff  covers.     The  books  retail  for  25  cents 

each. 

The  books  are  packed  one-half  dozen  in  a  box  and  special  provision  has  been  made  for 

taking  care  of  orders  where  an  imprint  is  desired.     We  can  not  only  guarantee  quick 

service,  but  where  an  order  for  one  gross  or  more  of  any  particular  number  is  placed 

no  charge  will  be  made  for  the  imprinting. 

Numbers  and  Size 

R-760   Receipts  with  stub    3V4   x  10%,  100  leaves 

N-760  Notes  with  stub   3'/i    x  10%,   100  leaves 

D-760  Drafts  with  stub    3«4   x  10%,   100  leaves 

C-760  Checks  with  stub   31/,   x   10%,  100  leaves 

BOORUM   &  PEASE  COMPANY 

Hudson  Avenue  and  Front  Street,  Brooklyn,  N.Y. 


Salesrooms  : 


Leonard    Street 
New    York 


Republic     Building 
Chicago,     III. 


Old     South     Building 
Boston,      Mass. 


4000     Laclede     Avert: 
St.    Louis,    Mo. 


BOOKSELLER    AND    STATIONER 


An  N.  C.  R.  System  will  solve  your 
war  clerk  problems 


Canada's  merchants  are  face  to  face  with 
new  and  serious  problems. 

(1)  Salespeople  are  very  scarce.  To 
make  up  for  this  deficiency  it  is  now  neces- 
sary for  storekeepers  to  adopt  modern 
methods  that  will  produce  better  clerks. 

(2)  Clerk  hire  is  much  more  costly  than 
formerly.  To  meet  this  condition  it  is  neces- 
sary for  clerks  to  serve  more  customers  and 
complete  more  sales. 

(3)  Salespeople  now  to  be  had  are  new 
to  the  work.  They  have  had  little  or  no 
training.  They  are  less  skillful.  They  are 
not  as  good  business  producers  as  they 
might  be.     To  overcome  this  handicap  the 


merchant  is  in  urgent  need  of  store  method: 
that  will  instruct  and  assist  the  newcomers 
to  become  highly  efficient. 

The  merchant  with  these  problems  on 
his  hands  owes  it  to  his  business,  his  family 
and  himself  to  instal  an  N.C.R.  System 
without  delay. 

A  National  Cash  Register  will  give  you 
protection,  quick  service  and  economy. 

It   will   enforce   accurate,   unchangeable 
records.    It  will  speed  up  your  service  s 
that  more  sales  can  be  made  per  clerk.    It 
will  stop  guesswork  and  losses.     It  helps 
make  good  salesmen. 


A  National  Cash  Register  will  soon  pay  for 
itself  out  of  what  it  saves 

For  jurlher  information  Jill  out  this  coupon  and  mail  it  to-day 


Department  No.  C.13 

The  National  Cash  Register  Company 

of  Canada,  Limited,  Toronto,  Ont. 


Please  give  me  full  particulars  about  what 
an  N.  C.  R.  System  will*  do  for  my  store. 


Name  Business 

Address  
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ARO-y*YAC 

m  LINES 

SUNDRIES 


SELLING  DIRECT  FROM  FACTORIES" 


ARO-yHAC 


A.R.MacDougallCs  Co 


L.imit  to 


TORONTO 


Dixon's  "Eldorado" — //^    master  drawing  pencil,  will   satisfy  your  cus- 
tomer who  is  having  trouble  with  his  pencils.     Engineers,  architects, 
draughtsmen,   artists  and   accountants  find  the   leads  smooth,   strong, 
long-wearing  and  evenly  graded. 


fO""-  The:mastemmwmP  yemil  - 


Dixon's  Sovereign — Hexagon,  smooth  edge,  yellow  finish,  5  grades  tip- 
ped and  6  grades  untipped,  used  by  some  draughtsmen.  Sovereign  is 
the  best  5-cent  pencil  you  can  handle.  It  will  pay  you  to  stock  it. 
It  brings  additional  business  and  increases  your  prestige. 


^^^]SJg^OVEE£IGK^a^Q^^ftM 
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VUL-COT  && 

nearly  always  outlive  their 
guaranteed  five  years. 

They  are  made  of  a  highly 
.developed  quality  of  vulcan- 
ized cotton  fibre — a  hard, 
tough  substance  of  great 
strength,  yet  it  is  light  in 
weight. 

Vul-Cot  Fibre  will  not  split, 
dent  or  corrode — nor  will  it 
deteriorate  with  age. 

The  sides  and  bottoms  of 
Vul-Cot  Waste  Baskets  are 
solid,  concealing  contents 
and  preventing  scraps  of 
paper  and  litter  from  sifting 
through  to  the  floor. 

They  are  smooth  inside  and 
out,  and  have  no  sharp  projections  to  catch  clothing  or  mar  wood  work 
and  furniture. 

Colors  are  neutral  to  harmonize  with  any  surroundings. 

Vul-Cot  Waste  Baskets  are  sanitary. 

They  are  gracefully  shaped — good  looking — and  are  the  ideal  baskets 
for  home,  school  or  office. 

Send  for  illustrated  folder  with  prices  and  discounts. 

•  Canadian   Representatives 

A.  R.  MacDougall  &  Co.,   Ltd. 

468  King  St.  West  TORONTO 
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Study  your  Customers  needs 


THERE   are   Special    Esterbrook    Pens   for   every 
writing  purpose.     The  Banker,  Merchant,  Clerk, 
lawyer,  Physician.  Artist — each  has  a  pen  made  to 
meet  the  requirements  of  his  special  work. 

When  you  learn  the  kind  of  work  your  customer  uses  pens 
for,  you  can  sell  him  the  Esterbrook  Pen  that  is  especially  designed 
and  made  for  just  that  kind  of  work. 

Special  pens  for  Manifold,  Stenographic,  Addressing,  Bookkeeping, 
Ruling,  Architect  Plans,  Lettering  and  Card  Writing,  Music  Writ- 
ing work. 

Study  the  Esterbrook  Pen  Catalog.  Learn  what  each  pen  does  best. 
When  your  customers  know  that  you  can  tell  them  what  each  pen  is 
best  suited  for,  they  will  come  t  >  you  for  pen. — and  other  things — because 
(hey  will  trust  your  judgment. 

The  Esterbrook  Counter  Display  Cases  give  the  most  concentrated  and  com- 
prehensive assortment  from  which  to  make  a  selection.     Write  for  detail-. 

Esterbrook  Pen  Mfg.  Co. 

10-70   Cooper   St. 

Camden,  N.J.,   U.S.A. 
Canadian  Agents :     The  Br  wn  Bros.,   Limited,  Tcrcnto,  Canada 
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EBERHARD  FABER 

NEW  YORK 

RUBY  RUBBER  BANDS 

IN  ENVELOPES 

METAL  CABINET 

Handsomely  Lithographed  in 
Colors.  There  are  six  compart- 
ments each  containing  1  dozen 
envelopes  of  five  popular  sizes 
and  one  of  assorted  sizes  of 
RUBY  BANDS. 

Seventy-two  envelopes  of  the 
famous,  brilliant  red  RUBY 
RUBBER  BANDS. 

Saves  time  and  trouble  in  selling. 
Does  away  with  counting  and  weigh- 
ing. Just  hand  the  customer  an 
envelope  of  the  size  selected  from 
illustrations  on  front  of  cabinet. 


You    can    satisfy    the    most   particular    with 


"PRINCESS" 

-the  Blotting  of  Quality 

Good  blotting  is  always  saleable  because  most  people 
realize  that  in  Blotting  Paper,  as  in  most  other  things, 
the  Quality  line  is  always  the  cheapest. 

PRINCESS  BLOTTING  is  a  high-priced  line,  but  the 
one  blotting  to  recommend  to  your  customers  who  seek 
the  best. 

There  are  eleven  bright  standard  colors  in  the  Princess  line:  Moss 
Green,  Grey,  Golden  Rod,  Purple,  R.  E.  Blue,  Scarlet,  Cadet  Blue,  Black, 
Harvard  Red,  Brown  and  White. 

Any  of  the  leading  paper  dealers  in  Canada  can  supply 
you  with  "Princess"  Blotting.  Get  in  stock  now  and 
note  how  well  it  will  sell. 

RICHMOND    PAPER    MANUFACTURING     CO. 

RICHMOND,   VA.,   U.S.A. 
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DOMINION 

BLANK  BOOKS 

A  complete  Canadian-made  line  of 
School  and  College  Exercise  Books, 
Memos  and  3,  6  and  7-ring  Loose 
Leaf  Books. 

Our  equipment  is  being  constantly 
increased  and  the  range  of  our  pro- 
ducts expanded. 

We  can  give  the  Canadian  stationery 
.trade  prompt  and   satisfactory   service 
on  the  above  mentioned  items. 


Our  new 
cat  alogue 
is  now  o  n 
the  press. 
Send  in 
your  re- 
quest for  a 
copy. 


Dominion    Blank 
Book  Co.,  Limited 

Berthierville,  Que. 


NATIONAL 


BLANK  BOOKS 


CASH  BOOKS 

A  necessity  of  every  busi- 
ness, large  or  small,  is  a  Cash 
Book.  There  is  a  National  Cash 
Book  to  meet  every  possible  re- 
quirement. The  line  offers  a 
choice  of  nine  stock  sizes,  with 
from  one  hundred  to  eight  hun- 
dred pages,  and  in  2,  3,  4,  or  6 
column  rulings.  A  wide  variety 
of  bindings  and  several  grades 
of  paper  offer  a  good  range  of 
prices. 


NATIONAL 
BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 
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"SOMETHING   DOING" 


That  is  just  it— Here  is  "Something  Doing"  for  new  business.  As  usual 
we  are  bringing  out  a  new  item  that  will  open  up  new  customers,  something  that 

gives  you  an  opening — holds  attention — AND  GETS  THE  ORDERS. 

THE  St-*!£-nG  multiple  binder 

FOR  ATTORNEYS — The  average  attorney  is  hard  to  interest  in  office  supplies, 
systems,  etc.  He  is  busy,  his  office  requirements  are  small  as  compared  with 
commercial  houses;  he  is  conservative.  This  Binder  gives  you  an  opening.  It 
appeals  to  him.  There  are  more  than  25  Law  Publications  in  Canada,  some  of 
which  go  into  every  law  office  and  become  in  time  permanent  records.  The  MUL- 
TIPLE BINDER  keeps  the  copies  clean  and  in  order  until  the  entire  volume 
is  complete.  The  copies  can  then  be  removed  for  permanent  binding  and  the 
MULTIPLE  used  again,  OR  THEY  CAN  BE  USED  AS  THE  PERMANENT 
BINDING. 

FOR  HOMES— READING  ROOMS— LAW  LIBRARIES  —  CLUBS— Y.M.C.A. 
-Y.W.C.A.— UNIVERSITY  LIBRARIES  —  ANYWHERE  where  magazines 
and  Bulletins  are  used  it  is  THE  ideal  binder. 

COMMERCIAL  USES — In  the  waiting  room  for  magazines;  in  the  Purchasing- 
Department  for  Price  Lists  and  Catalogs;  in  the  factory  for  technical  pamphlets 
and  specifications ;  in  the  general  office  for  Government  reports,  and  for  bulle- 
tins of  all  kinds. 

CIVIC  and  GOVERNMENT  OFFICES — Reports  and  Bulletins,  Trade  Pamphlets,  etc. 

THE  USES  ARE  SO  NUMEROUS  that  all  cannot  be  listed  here.     Made  in  practical  sizes 

and  in  capacities  from  \/->"  to  4". 

STANDARD  Bindings— Full  Green  Buckram  and  Full  Stiff  Levant  "Sterluck." 

STANDARD  Sizes— 9%  x  6»/>   and   111/,  x  8i/2. 

STANDARD   Capacities — i/2",   1",   li/2",  2",  3". 

Order  your  sample  now  and  get  in  on  this  new  business.    Price  lists  sent  on  request. 

OPERATION 

To  insert  new  copies  release  the  bottom  post  by  lifting 
the  locking  spring — lift  off  all  the  unused  flat  wires  at 
one  end  and  swing  them  to  the  top  out  of  the  way — 
take  the  bottom  unused  wire,  bring  it  down  through  the 
center  of  the  magazine,  and  place  free  end  over  post — 
bring  the  free  ends  of  all  unused  wires  down  at  one  time 
and  place  over  posts.  Snap  spring  lock  back  in  place. 
Total  time  30  seconds  by  actual  test. 

QUICK  and  EASY  and  your  copies  are  in  perfect  order. 


MADE  IN  CANADA  BY 


5te«linG 


Luckett  Loose  Leaf,  Limited 

539-543  King  St.,  W.,  TORONTO,  ONT. 


SteWl^G 
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VALOUR  LINEN 

— A  New  Snappy  Line — 
DAINTY,  CHARMING  and  ELEGANT 

Peacock  blue  covers,  embossed  in  gold,  inset  with  Royal  Blue — 

A  mighty  attractive  cover  design — 

Cold  press  pebble  finish  cover  stock  of  high  quality — 

Fine  quality  white  linen  finish  paper — 

A  window  display  of  two  pedestals  tied  with  Allies  ribbon,  and  two 
Victoria  Cross  display  signs  with  $25  assortment. 

Try  a  Sample  Order. 

Valour  Linen  octavo  tablets $  8.50  per  hundred 

"      quarto       " 17.00  " 

"  "      Salisbury  tablets   (Ladies'  size)....    16.00  " 

"  "      Papeteries   2.50  "     dozen 

"  "      Envelopes    2.88     "     thousand 

THE  COPP,  CLARK  COMPANY,  LIMITED 

517  Wellington  St.  West,  Toronto 
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William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
.   Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:     26-27  Ivy  Lane.  Paternoster  Row.  E.C.  4 


PICTURE  POSTCARDS 

A   unique  collection  to  suit  all  tastes 

Birthdays     Easters     Comics      Heather     Relatives 

Xmas  and  New  Year     Studies     Greetings 

Lovers     Lucky   Black   Cats 

St.  Patrick's  Dav 


Specialty:  Local  View  Printing  from 
customers'  originals. 


New  Collection  of 

CHRISTMAS  FOLDING  CARDS 

$1.00  to  $7.00  per  gross. 

now  ready  ^WONDERFUL  VALUE!!! 


Writing   Tads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cabinets 

Birthday  Fold  ng  Cards 


Terms:      Goods  shipped   through  London    Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 


The 


PHILCO" 


Holborn  Place 


liii 


PUBLISHING 
Co 

London,  W.C.I.    Eng. 


Cable   Address:"        Philcoco,'*  London 


The 

TERRY 

Pen  or  Pencil  Clip 


— prevents  pen  or  pencil  slipping 
out  of  pocket  and  getting  lost. 
Write  for  a  sample  and  terms. 

Herbert  Tern  &  Sons,  Limited 

The  Sprint;  and  Press  work   Specialists 
KEDDITCH  -  ENGLAND 


(British)    Paent.d 
and  Registered 


Before  buying  a  fresh  stock  of  pens,  get 
samples  and  prices  of  the  famous 


"Rob  Roy 
Pen 


55 


It    is 

made 

of     fine    steel, 

writes     easily 

and   smoothly   and         »* 

suits     almost     any 

hand.  "Rob  Roy"  Pens 

are    made    in    one    of    the 

best     equipped     factories     in 

Birmingham,    Eng. — the    home   of 

the   pen-making  industry. 


the  popular  and 
quick-sell- 
ing pen 


Manufactured  by  the  proprietors  : 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


GETTHEBESTl  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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The  ROUGHNESS  of  these  rhymes  startled  the  readers  in 
England  when  they  were  published  a  few  weeks  ago.  The  latest 
report  from  there  reads:  — 

"OVER  109,0t>0  COPIES  ALREADY  SOLD." 


ROUGH 

RHYMES 

OFA 
PAD  RE 


"Woodbine  Willie,"  M.C, 

(G.  A.  STUDDERT  KENNEDY,  M.C,  C.F.) 

With  a  Preface  by 

BISHOP  LLEWELLYN  H.  GWYNNE, 

Deputy  Chaplain  General 

CANADrAN    COPYRIGHT    EDITION 
CLOTH,  $1.00 

«I  AM  delighted  with  'Rough  Rhymes  of  a  Padre.'  The  book 
is  the  expression  of  a  unique  and  vigorous  personality,  and  it 
gives  a  most  vivid  picture  of  the  mind  of  the  fighting  soldier  try- 
ing hard  to  solve  the  terrible  problem  of  a  world  seemingly  given 
over  to  hatred  and  anguish.  This  chaplain,  who  was  known  to 
his  men  as  'Woodbine  Willie,'  seems  to  have  understood  them  as 
no  other  clergyman  has  done — at  least,  in  print.  He  is,  in  addi- 
tion, a  poet  of  daring  thought  and  dramatic  intensity  of  phrase. 
He  has  written  a  remarkable  book.  I  should  be  very  glad  to  help 
to  call  attention  to  a  book  of  such  unusual  character." 

P.  O'D., 

Toronto  Saturday  Night. 


HODDER   &  STOUGHTON    LIMITED^ 
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THE  FIRST  NINE  BOOKS  INDICATED  ON  THIS  DIAL  WERE  INCLUDED 

IN    THE    MONTHLY    TABLES    OF  SIX  BEST  SELLERS  AS 

COMPILED   BY   "BOOKSELLER  AND  STATIONER" 

AND  PUBLISHED  IN  THIS  YEAR'S  ISSUES. 

LOOK  WHERE  THE  HANDS  POINT! 


Two  New  Titles  in  the  Bedtime  Stories 
No.  17  —  The  Adventures  of  Bobby  Coon.     No.  18— The  Adventures  of  Jimmy  Skunk 

McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  V         266-268  King  Street  West  V  TORONTO 
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Aviation  and  Automobile  Books 


JUST  PUBLISHED 


AVIATION  ENGINES 

Their  Design— Construction-Operation  and  Repair 

BY 

Capt.   Victor  W.  Page,  Aviation  Section,  S.  C.  U.  S.  R. 
253  Specially  made  Engravings — $3.25 

The    rapidly    increasing    interest    in    the    study    of    aviation,    and    especially    of    the    highly    developed 
internal  combustion   engines   that  make  mechanical   flight   possible,   has   created   a    demand    lor   a   textbook 
suitable    for    schools    and    home    study    that    will    clearly    and    concisely    explain     the    workings    of    the 
576  Octavo  Pages  various    aircraft    engines    of    foreign    and    domestic    manufacture. 

This  treatise,  written  by  a  recognized  authority  on  all  the  practical  aspects  of  internal  combustion  engines  and  airplanes, 
fills  the  need  as  no  other  book  does.  The  matter  is  arranged  in  a  logical  manner;  all  descriptive  matter  is  simply  expressed 
and  copiously  illustrated  so  that  anyone  can  understand  airplane  engine  operation  and  repair,  even  if  without  previous  mechani- 
cal   training.      This    work    is    invaluable    for    anyone    desiring    to  become    an    aviator    or    aviation    mechanician. 

The  latest  rotary  types,  such  as  the  Gnome  Monosoupape  an  1  LeRhone,  are  fully  explained,  as  well  as  the  recently  developed 
Vee  and  radia.1  types.  The  subjects  of  carburetion,  ignition,  co  ling  ;ind  lubrication  also  are  covered  in  a  thorough  manner. 
The    chapters    on     repair    and     maintenance    are    distinctive    and    found     in     no    other     book    on    the    subject. 

Invaluable  to  the  student,  mechanic  and  soldier  wishing  to  enter  the  aviation  service,  because  it  gives  practical  installation 
and  repair  instructions.  Not  a  technical  book,  but  a  practical,  easily  understood  work  of  reference  for  all  interested  in 
aeronautical    science. 


Aviation  Chart — Location  of  Airplane  Power  Plant 
Troubles  Made  Easy— $  .50 

By  Capt.  Victor  W.  Page.  A.S..  S.C.U.S.R.  A  large  chart 
outlining  all  parts  of  a  typical  airplane  power  plant,  showing 
the  points  where  trouble  is  apt  to  occur  and  suggesting 
remedies  for  the  common  defects.  Intended  especially  for 
aviators   and   aviation,  mechanics    on    school    and    field    duty. 

Glossary   of  Aviation   Terms — $1.10 

A  complete  glossary  of  practically  all  terms  used  in  aviation, 
having  lists  in  both  French  and  English,  with  e  luivalente  in 
either  language.  A  very  valuable  book  for  all  who  are  about 
to  leave  for  dutyv  overseas,  compiled  by  Lieuts.  Victor  W.  Page. 
A.S.,  S.C.U.S.R.,  and  Paul  Montariol.  of  the  French  Flying 
Corps,   on  duty  on   Signal    Corps    Aviation    School.   Mineola.    L.I. 

Questions  and  Answers  Relating  to  Modern  Auto- 
mobile Construction,  Driving  and  Repair — $1.65 

By  Victor  W.  Page.  A  practical  self-instructor  for  students, 
mechanics  and  motorists,  consisting  of  thirty-seven  lessons  in 
the  form  of  questions  and  answers,  written  with  special 
reference  to  the  requirements  of  the  non-technical  reader 
desiring  easily  understood  explanatory  matter  relating  to  all 
branches  of  automobiling.  A  popular  work  at  a  popular  price. 
5%   x  7%.      Cloth.  622  pages.   892   illustrations.  :i   folding  plates. 

The  Model  T  Ford  Car  Construction,  Operation  and 
Repair— $1.10 

By  Victor  W.  Page.  This  is  a  complete  instruction  book.  All 
parts  of  the  Ford  Model  T  Car  are  described  and  illustrated: 
the  construction  is  fully  described  and  operating  principles 
made  clear  to  everyone.  Every  Ford  owner  needs  this  practicil 
book.      75    illustrations.      200    pages.      Large    folding    plate. 

Modern    Starting,    Lighting    and    Ignition    System 
$1.65 

By  Victor  W.  Page.  This  is  the  first  really  comprehensive 
work  on  this  important  subject.  It  is  written  in  simple 
language  and  considers  in  detail  the  basic  principles  of  the 
electrical  apparatus  involved  before  it  describes  any  of  the 
systems  or  their  parts.  Instructions  are  given  which  cover 
every   detail.      Over   250    illustrations.    400   pages,    1918    edition. 

Motorcycles,  Side  Cars  and  Cycle-Cars — $1.65 

By  Victor  W.  Page.  The  only  complete  work  published  for 
the    motorcyclist    and    cyclecarist.      Describes    fully    all    leading 


types  of  machines,  their  design,  construction,  maintenince. 
operation  and  repair.  -ViO  pages,  350  specially  made  illus- 
trations,   .">    folding    plates. 

The  Modern  Gasoline  Automobile,  Its  Design,  Con- 
struction, Operation — $3.25 

By  Victor  W.  Page.  M.S.A.E.  This  is  the  most  complete 
practical  and  up-to-date  treatise  on  gasoline  automobiles  and 
their  component  parts  ever  published.  In  the  new  revised 
and  enlarged  1918  edition,  all  phases  of  automobile  construc- 
tion, operation  and  maintenance  are  fully  and  completely 
described,  and  in  language  anyone  can  understand.  Every 
part  of  all  types  of  automobiles,  from  light  cyclecars  to  heavy 
motor  trucks  and  tractors,  are  described  in  a  thorough  man- 
ner: not  only  the  automobile,  but  every  item  of  its  equipment. 
lies,  tools  needed,  supplies  and  spare  parts  necessary 
for  its  upkeep,  are  fully  discussed.  The  only  treatise  covering 
various  forms  of  war  automobiles  and  recent  developments  in 
motor  truck  design,  as  well  as  pleasure  cars.  The  book  is  not 
too  technical  for  the  layman  nor  too  elementary  for  the  more 
expert.  It  is  an  incomparable  work  of  reference  for  home  or 
school.  6x9.  Cloth.  1.000  pages,  nearly  1.000  illustrations, 
12    folding    plates. 

Automobile    Repairing    Made    Easy — $3.25 

By  Victor  W.  Page.  This  is  a  thoroughly  practical  book  and 
includes  complete  directions  for  making  repairs  to  all  parts 
of  the  motor  car  mechanism.  A  book  for  the  garageman, 
chauffeur  and  automobile  mechanic,  it  also  contains  a  mass 
of  general  information  that  will  be  of  equal  value  to  the 
motorist  who  takes  care  of  his  own  car.  This  book  contains 
special  instructions  on  electric  starting,  lighting  and  ignition 
system,  tire  repairing  and  rebuilding,  autogenous  welding, 
brazing  and  soldering  heat  treatment  of  steel,  latest  timing 
practice,  eight  and  twelve  cylinder  motors,  etc.,  etc.  A 
guide  to  greater  mechanical  efficiency  for  all  repairmen. 
You  will  never  "get  stuck"  on  a  job  if  you  own  this  book. 
Complete  index  makes  for  easy  reference.  Contains  more 
than  1.000  specially  made  engravings  on  500  plates,  most  of 
which    are   full   page.      1,0-10    pages. 

Automobile   Welding    With   the   Oxy-Acetylene 
Flame— $1.10 

By  M.  Keith  Dunham.  Explains  in  a  simple  manner  apparatus 
to  be  used,  its  care,  and  how  to  construct  necessary  shop 
equipment.  Proceeds  then  to  the  actual  welding  of  all  auto- 
mobile parts,  in  a  manner  understandable  by  everyone.  Fully 
illustrated,    176    pages. 


ABOVE   PRICES  POST   PAID 


THE  NORMAN  W.  HENLEY  PUBLISHING  CO.,  2  West  45th  Street,  New  York,  U.S.A. 

McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS         :-:  266-268  King  St.  West  :-:  TORONTO 

Dept.  B.S. 
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BOOKSELLER  AND  STATIONER 


Timely   Suggestions   for   June   Weddings 


Our  $25.00  Assortment 


1    < 

1             a                a                 a         a        a        a 

5.00 

1    ' 

i             a                a                 a         a        a        a 

3.00 

1    ' 

1     Square    "           "      "     "     " 

3.50 

1    * 

i              a             a                a         a       a       a 

2.50 

1    ' 

i              u             a                it         a       a       u 

2.25 

1    ' 

1    Casserole  with  Metal  Stand  to  sell  at 

3.50 

1    ' 

<                  (t                   a              it              a           a        a        a 

3.25 

1    ' 

'     Pie  Plate     "         "         "       "     "     " 

2.00 

1    ' 

1          a          <<             a             «             it          a       tt       a 

2.50 

1    ' 

1     Vase            "         "         "       "     "     " 

2.00 

1    « 

'     Mustard      "         "         "       "     "     " 

2.00 

1    ' 

'     Condiment  Set  with  Metal  Stand  to  sell  at 

....     2.00 

1    ' 

'     Water  Set                                                      

4.00 

Total  retail  value 

$41.00 

Price  per  case,  $25.00  net. 
No  charge  for  packing. 

Our  $15.00  Assortment 

1  only  Oval  Serving  Tray  to  sell  at $3.50 


3.25 

Square     "                  "     "    " 3.00 

Casserole  with  Metal  Stand  to  sell  at 3.50 

Pie  Plate     "         "          "       "     "     " 2.75 

Vase                      "          "       "     "     " 2.00 

Condiment  Set  with  Metal  Stand  to  sell  at 2.00 

Mustard                "          "          "       "     "     " 2.00 

Water                                                               4.00 


.$26.00 


Total  retail  value  

Price  per  case,  $15.00  net. 
No  charge  for  packing. 

As  the  supply  of  these  assortments  is  limited,  we  would  ask  you  to  send  in 
your  order  early.      Orders,  will  he  filled  in  order  received. 

Torcan  Fancy  Goods  Co.,  Limited 

THE  HOUSE  OF  SERVICE 
11    Bay  Street,  -  TORONTO 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 


Vol.  XXXIV. 


JUNE,  1918 


No.  6 


IN  THIS  ISSUE 

Munition  Girls — New  Book  Buyers 
Does  Canada  Lack  National  Literature? 
Canadian  Stationers  and  Loose  Leaf 
Leaves  from  the  Other  Fellow's  Book 
Increased  Sale  of  Ink  Powders  and  Tablets 
How  to  Sell  Inkstands 
How's  Your  Leather  Goods  Trade? 
Selling  More  Motion  Picture  Magazines 
The  Best  Selling  Books  of  the  Month 
Literature  of  the  War 
Record  of  New  Books 

THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 


JOHN  BAYNE  MACLEAN,  President 
H.  V.  TYRRELL,  General  Manager 


H.  T.  HUNTER,  Vice-President 
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Publishers  of  Hardware  and  Metal,  The  Financial  Post,  MacLean's  Magazine,  Farmer's  Magazine, 
Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review,  Printer  and  Publisher,  Bookseller  and 
Stationer,  Canadian  Machinery  and  Manufacturing  News,  The  Power  House,  The  Sanitary  Engineer, 
Canadian   Foundryman,   Marine   Engineering   of   Canada. 

Cable    Address :    Macpubco,    Toronto ;    Atabek,    London,    Eng. 
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Telephone    Main    7324 ;    Winnipeg,    1207    Union    Trust  Building,    Telephone   Main    3449. 
^REAT    BRITAIN— LONDON,    The   MacLean    Company   of   Great  Britain,   Limited,  88  Fleet  Street,   E.C.,   E.  J.  Dodd, 
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BOOKSELLER    A    vT  D    STATIONER 


Exceptionally  Good  Fiction 


The  Unseen  Hand 

By  CLARENCE  HERBERT  NEW 

From  the  very  moment  that  the  Great  War 
began,  a  band  of  devoted  volunteer-  calling 
themselves  the  "Diplomatic  Free  Lances,"  led 
by  "The  Unseen  Hand,"  have  blocked  every  im- 
portant diplomatic  m  ive  of  the  Kaiser  in  every 
capital  of  Europe.  This  series  of  stories,  each 
complete  in  itself,  yet  hound  together  by  the 
thread  of  the  underlying  purpose,  are  all  found- 
ed on  confidential  information  given  to  the 
author  by  friends  in  Europe,  and  tell  marvelous 
secret-  of  the  subterranean  intrigues  infesting 
Europe.  Cloth  $1.40 


The  Wings 

of  Youth 

By  ELIZABETH  JORDAN 

A  story  of  youth  and  love,  of  a  girl  and  a 
man  who  wanted  the  unexpected  and  who 
found  it.  This  novel  has  not  only  the  sym- 
pathy for  youth  and  it<  strivings,  the  humor, 
and  the  insight  into  many  different  phases  of 
lilV  which  have  made  herstoriesso  popular,  hut 
an  unusual  plot  treated  in  a  novel  way. 

Cloth  $1.40 


The  Unpardonable  Sin 

By  RUPERT  HUGHES 

This  novel  is  wrought  wholly  out  of  fact — the  intimate  story  of  two  American  women  caught 
by  the  pitiless  invaders  of  Belgium,  and  the  attempt  of  a  third  to  save  them. 

Dimney  Parcoi  is  the  lovely  and  capable  daughter  of  Stephen  Parcot,  a  famous  explorer.  She 
and  her  mother  chose  Los  Angeles  as  a  winter  home  on  Parcot's  departure  for  a  long  trip  into 
i  he  Arctic.  Her  sister  Alice  was  left  in  a  convenl  in  Belgium  to  continue  her  studies.  When  the 
war  broke  out,  Mrs.  Parcot,  fearful  for  her  daughter  Alice'-  safety  in  Belgium,  decided  to  go  and 
fetch  her  to  the  United  States.    Dimney  remaine  1  behind, 

It  was  weeks  before  any  word  came  hack,  and  Dimney  was  terrified,  for  Belgium  by  thi.s  time 
had  been  invaded  and  trampled.  Then  came  a  letter  thai  froze  the  bubbling  young  life  in  her. 
In  it  -he  read  thai  the  town  had  been  invaded,  the  regiment  being  quartered  near  the  convenl 
had  outraged  the  women.  The -hock  to  Dimney  was  greater  than  she  knew.  Bu1  she  prepared 
herself  for  the  journey,  and  started  Eas1  in  a  frenzy  to  get  to  her  mother  and  sister.  Her  search 
was  made  hard  with  insult.-  and  difficulties  of  every  description,  but  she  ultimately  finds  them. 
The  concluding  incident-  are  based  on  the  actualities  of  tb  ise  days  never  to  be  forgotten 

Cloth  $1-50 

The  Road  That 

Led  Home 

By  WILL  N.  INGERSOLL 

Here  is  a  hook  which  is  a-  fresh  and  natural 
as  a  country  stream,  that  reflect-  human  beings 
without  distorting  them,  that  bubbles  with 
humor  and  whispers  of  the  strength  and  sanity 
of  the  land  through  which  it  flows.  The  rural 
Canadian  northwest  becomes  real  in  its  pages. 
Here  is  a  country  neighborhood  with  its  fight- 
ing and  working,  flirting  and  shrewdness,  a  hint 
of  mystery,  a  bucolic  philosophy,  a  burial  scene 
rich  in  comedy  that  Hardy  himself  would  en- 
joy.  Cloth  $1.35 


Making  Her 


His  Wife 


By  CORRA  HARRIS 

'I 'hey  didn't  know  each  other  at  all,  but  they 
were  married  after  a  week's  court-hip  and  went 
to  live  in  a  drowsy  Southern  town.  Then  things 
began  to  happen.  She  treated  the  literary 
society  to  something  very  like  a  ballet  dance. 
He  didn't  know  what  she  would  do  next,  but  he 
was  determined  to  make  her  conform  to  his 
ideas  of  wifely  duty.  How  he  .succeeded  makes 
this  tale  of  the  relations  of  married  life  a  -park- 
ling  novel.       .  cioth  n.zo 
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Editorial  Chronicle  and  Comment 


THE  PASSIM;  DAYS 

THERE  is,  in  these  'lays  passing,  a  sad  need  for 
a  little  of  the  spirit  of  optimism.  Not  the  un- 
thinking optimism  of  the  ostrich  with  its  head  in 
the  sand,  but  the  clear-eyed  belief  that  those  nations 
who  have  given  nobly  and  are  ready  to  give  all  for 
the  cause  of  honor  and  justice  and  truth  cannot 
wholly  fail.  To  doubt  is  a  sign  of  weakness  that 
gives  solace  and  comfort  to  the  cause  of  our  enemies. 
There  are  dark  days  to  lie  met.  and  heavy  burdens 
to  bear,  but  over  the  blood-stained  (ields  of  France 
the  dawn  of  a  righjeous  peace  must  come  some  day. 


INFORM  A  TION  AIDS  SELLING 

HM.  WILLIAMS,  manager  of  the  Melrose 
•  Bookstore,  Montreal,  said  recently:  "I  buy 
Bookseller  and  Stationeb  in  order  to  read  the 
ads."  He  is  advertising  manager  of  the  Montreal 
Light,  Heal  &  Power  Co.,  and  is  a  well-posted, 
aggressive  man.  During  the  day  the  bookstore  is 
conducted  by  Mrs.  Williams.  This  assertion  by  Mr. 
Williams  recalls  a  recent  remark  by  Thomas  Allen, 
the  Toronto  publisher,  who,  while  commending  the 
interest  and  value  of  the  editorial  contents  of  Book- 
seller and  Stationer,  was  firm  in  the  belief 
that  the  retailer  paid  more  attention  to  the  advertis- 
ing pages  than  to  the  editorial  feature-,  and  that  they 
did  tins  because  the  advertisements  were  highly  con- 
centrated messages  to  the  retailer-  from  the  linn-  who 
had  goods  to  sell  them. 

The  idea  of  digesting  all  the  ads.  i.-  of  course  a 
mighty  good  one  for  any  retailer  hut  they  should  lie 
assiduous  in  their  attention  to  the  editorial  content- 
as  well.  For  instance  there  is  not  a  retail  bookseller 
and  stationer  in  the  country  who  cannot  benefit  ap- 
preciably by  close  attention  to  the  points  covered  in 
the  article  in  the  May  issue  describing  the  business 
and  methods  employed  by  Mr.  Williams  in  the  Mel- 
rose Bookstore.  Similar  article-  about  other  book- 
store- in  this  and  future  issues  should  he  carefully 
followed.  If  the  retailer  will  make  it  a  matter  of 
policy  to  read  every  page  of  every  issue  and  have  his 
store  assistants  do  the  same  the  effect  will  naturally 
express  itself  in  the  way  of  making  merchant  and 
staff  better  informed  and  consequently  more  efficient 
salespeople.  It  is  in  this  manner  that  the  trade  paper 
is  ever  bettering  conditions  in  the  trade  which  it 
serves. 


I!  ETA  ILEUS  CAN  HELP  TRAVELERS 

THE  following  letter  was  sent  in  May  by  Presi- 
dent Cook  of  the  Commercial  Traveler-"  Asso- 
ciation to  the  manufacturers  and  wholesale  merch- 
ants throughout   ( 'anada  : 

"The  imperative  necessity  of  the  Canadian  rail- 
ways giving  the  greatest  facilities  for  transporting 
Government  supplies  required  for  the  carrying  on  of 
the  war  ha-  led  from  time  to  time  to  adjustment  and 
re-arrangemenl  of  the  passenger  train  service.  The 
traffic  being  now  at  record  height,  in  order  to  move 
it  more  expeditiously  and  efficiently  and  conserve 
coal,  further  -pace  conservation  i-  necessary,  and  a 
joint  meeting  of  representatives  of  the  transporta- 
tion companies  and  Commercial  Traveler-'  Associa- 
tions of  Canada  wa-  held  in  Toronto  on  the  loth  of 
April.  IOCS,  to  consider  ways  and  mean-  of  reducing 
the  amount  of  commercial  baggage  carried. 

"After  a  thorough  discussion,  it  wa-  the  unani- 
mous opinion  of  the  meeting  that  although  excess 
baggage  hail  been  considerably  reduced  during  the 
last  three  year.-,  a  still  greater  reduction  could  he  ef- 
fected by  reducing  the  size  of  .-ample-,  use  of  photo- 
graphs, et  cetera,  wherever  practicable,  without  mili- 
tating against  the  business  done  by  the  traveler. 

"The  joint  meeting  resolved  to  approach  the 
manufacturing  and  wholesale  merchants  in  Canada 
whose  representatives  carry  trunks  and  ask  their  co- 
operation and  by  taking  this  matter  up  with  their 
travelers,  and  doing  all  they  can  to  give  more  -pace 
for  the  carrying  of  goods  that  in  this  time  of  national 
anxiety  may  he  vital  to  those  who  are  righting  for  us 
on  the  battle  held-  of  Flanders  and  France. 

"We  -hall  be  pleased  to  receive  any  suggestion 
you  may  have  to  offer  to  further  the  object  in  view." 

Retail  merchants  can  do  their  share  in  co-operat- 
ing  with  the  travelers  to  make  feasible  the  plan  out- 
lined in  this  letter  and  it  i.-  to  bring  the  subject  to 
their  attention  and  to  commend  the  idea  that  this  let- 
ter with  comment  is  oiven  in  these  columns. 


CANADIAN  envelope  makers  have  recently  been 
notified  by  the  Government  that  further  importations 
of  envelope  gums  from  the  United  States  would  not 
he  permitted.  This,  the  makers  say,  with  evident 
good  reason,  is  an  uncalled  for  restriction,  because 
such  minis  are  not  made  in  Canada. 
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BOOKSELLER    AND    STATIONER 


THE  RIGHT  SELLING  PRICE 

IN  the  course  of  an  article  on  "The  Right  Selling 
Price,"  by  L.  D.  II.  Weld,  in  System,  he  uses 
bookselling  for  one  illustration  as  follows: 

"An  official  of  a  well-known  book  store  argued 
in  public  that  a  book  purchased  at  90  cents  and  sold 
at  a  cut  price  of  if  1.21  from  $1.50  is  sold  at  a  loss  of 
'■'<  cents,  allowing  a  28  per  cent,  expense  of  selling. 
Now  if  90  ecnt<  is  72  per  cent. — allowing  the  cost  of 
doing  business  of  28  per  cent. — then  the  man  who 
-ells  t lie  book  at  .$1.21  should  be  losing  4  cents  in- 
stead of  •">  on  this  basis  of  figuring.  But  the  point  T 
wish  to  make  is  this — the  bookseller  evidently  as- 
sumes that  it  cost<  just  as  much  to  sell  a  cut-price 
popular  novel  as  it  does  to  sell  a  .$1.10  set  of  Dickens. 

Now,  what  arc  the  facts'.'  It  may  require  a  little 
mental  application  to  see  the  problem  clearly — but 
not  so  much,  after  all. 

In  the  first  place,  the  so-called  cost  of  doing  busi- 
ness  that  we  speak  of  is  the  cost  for  the  store  as  a 
whole,  and  the  store  sells  many  different  articles.  T 
shall  continue  to  speak  in  term:-  of  retail  stores, 
though  the  application  is  to  be  made  to  other  kind<  of 
marketing  too.  The  cost  of  doing  business,  in  other 
words,  is  an  average  cost  for  all  the  articles  -old. 
Does  it  cost  the  same  to  -ell  all  articles?  Does  it 
require  as  much  of  the  salesman's  time  to  .-ell  an  ad- 
vertised collar  as  it  doe-  to  sell  a  necktie?  Does  it 
require  a-  much  of  his  time  to  sell  a  sack  of  (lour  as 
it  does  to  ,-ell  an  imported  delicacy? 

We  shall  have  to  admit  that  it  costs  more  to  sell 
.some  articles  than  it  doe-  to  sell  others — measured  by 
the  amount  of  salesman's  time  consumed  and  by  the 
amount  of  expert  salesmanship  required  in  making  a 
sale.  The  salaries  of  salespeople  are  the  largest  single 
item  in  a  store's  cost  of  doing  business.  Ts  it  logical 
to  assign  the  salesman's  salary  to  the  different  articles 
in  proportion  to  the  volume  of  sales  of  each  article? 
Certainly  not,  because  with  the  expenditure  of  the 
same  amount  of  time  and  sales  effort  he  may  sell 
twice  as  much  of  one  article  as  of  another. 

The  cost  of  selling  an  article  depends  not  only  on 
the  amount  and  quality  of  the  salesman's  time  neces- 
sary in  selling,  but  it  also  depends  on  its  rate  of  turn- 
over— on  the  relation  between  -ales  and  the  average 
value  tied  up  in  the  merchandise,  order  houses  assign 
eosts  in  this  way.  and  it  is  absolutely  essential  that 
they  do  so  if  they  wish  to  have  any  idea  of  the  pro- 
gress of  different  departments.  Some  stores  also  get 
costs  by  lines  and  section-.  Wholesalers  and  an  in- 
creasing number  of  retailers  are  also  departmentaliz- 
ing their  expenses  for  this  purpose. 


TEAM  WORK  IN  THE  STORE 

THERE  are  far  too  many  merchants  who  do  not 
make  the  most  of  their  clerks.  They  look  upon 
them  as  merely  instruments  for  passing  the  goods 
across  the  counter.     When  a  merchant   adopts  that 


attitude  he  has  no  good  ground  for  complaint  if  the 
clerk  does  just  that  and  lets  his  interest  in  the  mat- 
ter drop  when  the  last  sale  has  been  made. 

The  great  majority  of  clerks,  however,  will  one 
day  own  and  operate  their  own  stores.  They  are 
there  not  only  to  earn  a  salary,  but  to  learn  a  busi- 
ness. In  the  vast  majority  of  cases  they  will  take  a 
real  interest  in  the  welfare  of  the  store  if  this  interest 
is  encouraged.  The  retailer  who  depends  on  himself 
to  generate  all  the  ideas  is  putting  himself  at  just  that 
much  of  a  disadvantage.  Many  times  the  clerk  i- 
niore  closely  in  touch  with  the  customers  than  is  the 
proprietor.  If  he  is  put  on  his  mettle  he  will  in  nine 
eases  out  of  ten  largely  increase  his  own  selling  power 
and  that  of  the  store.  Many  merchants  have  found 
this  fact  to  be  true  in  actual  experience,  and  have 
found  it  of  value  to  delegate  some  of  their  authority 
to  their  clerks. 


SELLING  OFFICE  EQVIPMENT 

O.NK  thing  sure  is  that  the  stationer  who  does  not 
stock  at  least  sufficient  items  of  office  equipment 
to  enable  him  to  make  a  presentable  display  of  these 
goods  cannot  achieve  any  remarkable  degree  of  suc- 
cess in  this  branch  of  his  business.  Generally  speak- 
ing, in  order  to  sell  goods  the  merchant  must  stock 
them.  If  he  hasn't  got  the  goods  in  stock  the  natural 
thing  for  the  would-be  purchaser  to  do  is  to  go  to  the 
dealer  who  does  stock  them  and  this,  in  instances  all 
too  numerous,  means  sending  the  order  by  mail  to 
.some  commercial  stationery  house  in  one  of  the 
large  cities  or  waiting  for  the  traveling  representa- 
tive of  one  of  these  houses  to  call  again  on  his  usual 
rounds. 

It  is  satisfactory  to  observe  the  increasing  number 
of  Canadian  stationers  who  are  coming  to  a  fuller 
realization  of  the  great  opportunities  which  are  theirs 
in  the  way  of  developing  the  office  equipment  branch 
of  the  stationery  trade,  but  there  is  still  room  for 
great  improvement  in  this  respect.  Many  of  the 
stationers  in  the  different  provinces  of  Canada  are 
utterly  neglecting  this  held,  others  seek  to  sell  the 
goods  by  means  of  catalogues  only.  They  will  never 
succeed.  To  build  up  a  profitable  office  supply  busi- 
ness there  must  be  a  stock  of  the  goods  carried.  Care- 
fully selected,  few  better  investments  in  stock  can  be 
made  bv  any  retailer. 


PROGRESS  depends  on  what  we  are  rather  than  on 

what  we  encounter. 

*  *         * 

THE  ideal  window  is  the  one  that  symbolizes  the 
character  of  the  store.  It  is  the  one  that  carries  a 
clean-cut,  concrete  expression  of  an  idea. 

*  *  * 

ONE  man  is  stopped  by  a  sapling  lying  across  the 
road.  The  other  picks  up  the  hindrance  and  eon- 
verts  it  into  a  help  in  crossing  the  stream  ahead. 
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NEWS  OF  THE  TRADE 


UNIFORM  TEXT  BOOKS    FOR  WEST 
Agreement   Reached   by   Education   Min- 
isters of  the  Four  Western 
Provinces 

Calgary,  May  3. — It  was  unanimously 
agreed  that,  subject  to  satisfactory  ar- 
rangements as  to  price  and  revision, 
uniform  text  books  in  spelling,  composi- 
tion, British  history,  civics,  music, 
hygiene  and  geometry  be  adopted  for  the 
schools  of  the  four  Western  provinces, 
at  the  session  here  Thursday  of  the 
Ministers  of  Education  of  the  Provinces 
of  Manitoba,  Saskatchewan,  Alberta  and 
British  Columbia. 

Regarding  arithmetic,  geography, 
grammar    and     Canadian    history,    copy 


THE    LATE    GUNNER    GEORGE    WARWICK 

Herewith  is  presented  a  half-tone  of 
the  late  George  Warwick,  who  was  a 
gunner  in  the  17th  Battery  of  the  Can- 
adian forces  in  France,  whose  death  in 
action  was  briefly  reported  in  the  May 
issue.  He  was  a  son  of  Charles  E.  War- 
wick, of  Warwick  Bros.  &  Rutter,  not  of 
George  Warwick  of  that  firm,  as  pre- 
viously reported.  He  had  been  overseas 
since  August,  1915.  Deceased  had  been 
one  of  the  best  known  young  Toron- 
tonians,  especially  in  athletic  circles, 
having  been  active  in  hockey  and  rugby 
football  with  the  Argonauts  and  the  To- 
ronto Canoe  Club. 


books  and  drawing  books,  these  matters 
were  left  open  for  a  future  meeting,  as 
were  readers.  Contracts  for  readers 
have  not  expired  and  nothing  can  be  done 
in  view  of  this  act  until  the  next 
meeting. 

Uniform  text  books  will  be  adopted 
for  all  subjects  of  high  school  work  with 
the  exception  of  English  grammar,  arith- 
metic, history,  general  history  and  geo- 
graphy, which  have  been  held  over 
awaiting  the  selection  of  suitable  text 
books  and  particulars  of  costs. 

EARLY  CLOSING 

In  Simcoe,  Ont.,  an  early  closing  by- 
law has  been  passed,  and  among  other 
stores  W.  Y.  Wallace's  book  and  station- 
ery store  must  close,  although  drug 
stores  may  remain  open.  Even  E.  H 
Jackson,  a  druggist  in  that  town,  con- 
sidered the  mandate  unjust  and  unwise, 
according  to  the  Simcoe  correspondent 
of  the  "Brantford  Courier." 

Richard  W.  Gardner,  who  has  been 
manager  of  sales  promotion  and  dealer 
service  for  Eaton,  Crane  &  Pike  Co., 
New  York  and  Pittsfield,  Mass.,  has  re- 
signed. 

Three-cent  postage  caused  the  Mc- 
Graw-Hill Publishing  Co.  to  analyze  its 
outgoing  mail  of  6,500  letters  daily,  ac- 
cording to  C.  W.  Dibble,  of  that  com- 
pany, and  the  custom  of  sending  receipts 
for  money  has  been  abolished.  This 
alone  will  save  $1,000  a  year. 

According  to  tests  on  subscription  let- 
ters, unfilled-in  form  letters  under  one 
cent  postage  brought  returns  as  high  as 
"letters  sent  first  class.  The  concern  also 
now  uses  private  mailing  cards  at  two 
cents  for  much  of  the  correspondence 
that  formerly  was  mailed  in  envelopes 
at  the  same  postage  rate. 

FIRE   AT   WINNIPEG 

Richardson  &  Bishop,  stationers,  Win- 
nipeg, suffered  heavily  in  a  fire  which 
gutted  the  five-storey  building  occupied 
by  this  firm  and  other  tenants.  The  total 
loss  is  estimated  at  $145,000,  covered  by 
insurance. 

A  CHANGE  IN  HAMILTON 

The  Connaught  Bookstore,  Walter 
Bale,  proprietor,  has  been  moved  from 
109  King  street  E.,  to  331  King  street  E., 
Hamilton,  Ont.  This  new  address  at  the 
corner  of  Wellington  street  is  a  good 
business  section.  In  the  new  store  Mr. 
Bale  will  instal  a  lending  library.  Be- 
sides books  and  stationery,  cameras  and 
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photo  supplies  are  stocked,  as     well    as 
other   kindred    lines. 

MILLIONAIRE    PEN    MAKER 
SUICIDES 

Frederick  Charles  Brandauer,  a  re- 
tired millionaire  steel  pen  manufacturer 
committed  suicide  in  the  German  de- 
tention camp,  Isle  of  Man,  on  April  29. 
He  had  been  in  England  30  years  and 
had  been  naturalized  but  had  let  his 
naturalization  lapse  by  a  stay  in  Ger- 
many. 

Recently  he  received  notice  that  he 
would   be   repatriated. 

In  a  letter  to  the  camp  commandant 
he  said  the  agonies  of  death  would  be 
nothing  to  what  he  would  have  to  go 
through   if  he  were   repatriated. 

Two  days  later  Frederick  Schramm, 
who  had  been  Brandauer's  foreign  cor- 
respondent, was  found  dead  in  his  room 
in  Handsworth,  with  a  bullet  wound 
through  his  heart.  He  had  lived  .  in 
England   35   years  and   was   naturalized. 


FRANKLIN   F.    APPLETON 

a  well  known  member  of  the  book  trade  who 
is  now  a  gunner  in  the  67th  Battery.  After 
several  years'  retail  experience  with  Albert  Brit- 
nell.  Mr.  Appleton  joined  the  staff  of  The  Musson 
Book  Co.,  Limited,  the  publishers.  Since  that 
time  he  has  covered  the  Western  provinces  as 
well  as  Ontario  for  his  firm.  Coming  inside  in 
the  spring  of  1916,  he  took  over  the  position  of 
manager. 

Mr.  Appleton  is  succeeded  in  the  man- 
agement at  Musson's  by  Charles  A.  Port, 
who  also  manages  the  Canadian  branch 
of  Hodder  and  Stoughton. 


LEAVES  FROM  THE 
OTHER  FELLOW'S  BOOK 


DISPLAYING  PLAYING  CARDS 

Revolving      Display      Stand      Effectively 

Used  in  a  Hamilton 

Store 

The  Benson-Johnston  Co.,  Macnab 
street,  Hamilton,  has  now  an  extended 
retail  stationery  store,  various  items  of 
stationery  having  been  added  to  aug- 
ment the  office  equipment  stock  which 
forms   the   basis   of  this   business. 

One  good  move  was  to  take  up  yg- 
gressively  the  selling  of  loose-laaf  memo 
books.  In  selling  playing  cards  a  good 
help  here  is  a  revolving  stand  as  sup- 
plied by  one  of  the  leading  manufac- 
turers, accommodating;  playing-  card 
packs  and  displaying-  them  in  the  same 
way  that  post  cards  are  shown  on  re- 
volving racks.  This  rack  holds  eighteen 
packs  of  cards,  and  to  show  that  many 
varieties  of  backs  would  indicate  a  stock 
extensive  enough  for  any  stationery 
store.  By  showing  playing  cards  in  this 
manner  the  dealer  gets  maximum  pro- 
minence for  the  line  with  minimum 
space  devoted  to  it.  With  the  impending 
war  tax  of  8c  a  pack,  dealers  will  require 
to  exert  extra  efforts  in  the  selling  of 
playing  cards  in  order  to  offset  the  ad- 
verse  influence   of  that  tax. 


THE   TAX    ON    PLAYING    CARDS 
An  Important  Point  That  Should  Not  be 
Overlooked   by    the    Retailer    in    Ad- 
vancing the  Retail  Prices 

The  tax  of  8c  a  pack  on  playing  cards 
should  not  unduly  worry  the  retail 
stationer.  This  charge  must  of  necessity 
be  passed  on  to  the  retailer,  and  the  ad- 
vance must  be  not  only  8c,  but  at  least 
10c  to  provide  for  the  increased  bulk 
outlay  in  cash  that  will  be  required  to 
procure  future  supplies,  because  it  is  to 
be  the  practice  of  some  if  not  all  the 
makers  to  supply  the  cards  with  the 
stamps  affixed.  Consequently  the  deal- 
ers' advance  will  have  to  be  on  the  total 
cost  including  the  8c  stamp,  not  on  the 
cost  of  the  cards  themselves  with  the 
8c  added  to  the  retail  price.  It  is  points 
like  these  that  are  liable  to  be  over- 
looked by  retail  merchants  who  do  not 
give  sufficient  thought  to  the  actual  cost 
of  doing  business,  and  in  many  cases 
their  profits  are  eaten  up  and  they  do 
not  know  why. 


USE  THE  TRAVELING  MAN 

Merchants  don't  make  enough  use  of 
the  information  that  the  traveling  man 
is  always  loaded  with.  They  are  too 
distant  with  him.  They  are  afraid  that 
he  will  send  them  something.  There 
are  other  ways  of  sending  the  traveling 


We  want  YOUR  co-opera- 
tion in  making  "Bookseller 
and  Stationer"  more  valu- 
able to  the  trade  generally. 
Tell  us  about  good  business- 
bringing  ideas  you  have  put 
to  use  in  your  store.  You 
will  get  far  more  than  you 
give.  Help  us  to  improve 
this  department. 


man  away  without  treating  him  as 
though  he  was  a  professional  burglar. 
Give  him  the  glad  hand,  and  find  out 
what  he  knows.  The  traveling  man  is 
bugs  on  wanting  to  show  his  goods.  Look 
at  'em,  and  tell  him  how  high  his  prices 
are.  Give  him  a  chance  to  unloose  his 
tongue  and  he  will  tell  you  a  lot  about 
the  dry  goods  business  that  you  don't 
know.  You  can't  make  a  cent  by  being 
sour  with  the  commercial  traveler. — 
"Notion  Trade  Topics." 


ADVERTISING  TO  INSURE  FUTURE 

After  more  than  three  years  of  busi- 
ness curtailment  on  account  of  the  war, 
one  of  many  British  advertisers  who  has 
kept  right  on  advertising,  recently  said 
to  C.  Maxwell  Tregurtha,  a  writer  in 
"Selling  and  Advertising,"  a  British  ad- 
vertising magazine: 

"All  I  desire  is  to  keep  the  public 
mind  on  my  product  as  the  best  com- 
modity of  its  kind.  If  there  is  no  break 
in  my  publicity,  there  will  be  no  break  in 
my  trade  later  on.  Inferior  competitive 
goods  are  only  emphasizing  the  merits 
of  mine.  And  when  I'm  ready  for  it,  my 
business  will  come  back  with  a  rush." 

In  Canada  and  the  United  States,  as 
well  as  in  the  other  leading  nations  en- 
gaged in  the  war,  such  a  policy  has  been 
adopted  by  many  leading  firms.  If  the 
opinion  of  the  most  astute  business  men 
counts  for  anything,  it  is  the  proper 
policy.     It  insures  a  future  market. 


LET    HIM    SLEEP 
By    Herbert    N.    Casson 
In    "Associated    Advertising." 
"I   will    stop    advertising:    that   will 
decrease   my   expenses. 

"I     will     reduce     wages:     that     will 
increase  my  profits. 

"Then    I   will    cut   prices:    that   will 
put    me    ahead    of    my    competitors." 
Hush!      Don't   wake   him   up. 


Recent  Inquiries 

Subscribers  are  continually  getting 
help  through  the  service  department 
of  BOOKSELLER  AND  STATIONER. 
The  following  paragraphs  tell  of  some 
of  the  recent  inquiries  and  the  informa- 
tion given  in  reply.  These  will  doubtless 
be  of  value  to  other  stationers  as  well: 

Inquiry  from  Granby,  Quebec — "Kind- 
ly let  us  have  names  of  school  slate 
manufacturers." 

National  Slating  Co.,  Slatington,  Pa. 

American  Slate  Co.,  Slatington,  Pa. 

Hamilton  Slate  Co.,  48  Grand  Street, 
New  York  City. 

New  York  Silicate  Book  Slate  Co.,  24 
Vesey  Street,  New  York  City. 

Inquiry  from  Tillsonburg,  Ont. — "Who 
buys  waste  paper?" 

E.  Pullan  &  Co.,  20  Maud  Street,  To- 
ronto. 

Inquiry  from  Moose  Jaw,  Sask. — 
"Kindly  give  names  of  manufacturers  of 
mapping  pins: 

Moore  Push  Pin  Co.,  Wayne  Junction, 
Philadelphia,  Pa. 

Geo.  B.  Graff  Co.,  294  Washington 
Street,  Boston,  Mass. 

H.  R.  H.  Nicholson,  258  Broadway, 
N.Y. 


HOW   WINDOW   DISPLAYS   HELP 

A  retail  stationer  has  written  as  fol- 
lows to  the  Joseph  Dixon  Crucible  Com- 
pany: "From  your  'Eldorado'  window 
display  I  received  almost  immediate  re- 
sults, besides  creating  a  demand  for  a 
10-cent  pencil  among  customers  who 
have  been  using  a  cheaper  grade." 

Too  many  stationers  adopt  the  atti- 
tude that  five  cents  is  about  the  limit 
that  most  people  will  go  for  lead  pencils. 
This  is  a  big  mistake.  It  depends  upon 
the  dealer  himself  as  to  whether  or  not 
a  proper  proportion  of  ten-cent  pencils 
are  soid  to  customers  in  his  store.  The 
window  display  publicity  medium  is  one 
of  the  very  best  for  paving  the  way 
for  selling  not  only  higher  grade  lead 
pencils  but  the  better  class  of  goods  run- 
ning the  whole  gamut  of  items  in  a 
stationery  -stock.  The  retailer  must 
show  some  initiative  to  get  such  re- 
sults. It  will  not  do  to  wait  indefinitely 
for  some  outside  influence  to  provide 
the  inspiration  that  will  awaken  in  the 
minds  of  customers  a  desire  for  some- 
thing better  than  they  have  been  in  the 
habit  of  using. 
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THE  WINDOW. 

The  reason  so  many  unattractive  show 
windows  are  seen  is  that  there  prevails 
in  the  minds  of  many  merchants  a  lack 
of  appreciation  of  what  a  well  dressed 
window  accomplishes.  Frequently  the 
trouble  is  that  many  retailers  expect  to 
see  almost  immediate  returns  from  a 
window.  This  does  not  always  happen. 
In  show  window  advertising,  as  with  al- 
most any  other  kind  of  advertising,  di- 
rect results  are  not  always  traceable. 
Where  a  store  is  favorably  located  on 
some  principal  thoroughfare  where 
crowds  of  people  are  constantly  passing, 
the  influence  of  the  window  display  will 
naturally  be  felt  to  a  greater  extent  than 
if  located  on  a  less  busy  street.  How- 
ever, the  merchant  who  is  handicapped 
in  this  direction  makes  a  big  mistake, 
makes  a  tremendous  mistake,  if  he 
ignores  his  windows.  He  needs  to  pay 
even  more  attention  to  them  than  his 
more  favored  contemporary,  because  if 
he  does  not  continually  exert  himself  to 
retain  his  old  customers  and  secure  new 
ones  the  fact  of  his  being  not  so  for- 
tunately located  will  prove  an  ever- 
growing handicap  in  his  business. — 
"Notion   Trade  Topics." 

A  NEW  INKSTAND 

Another  new  ink  saving  stand  is  the 
"Conlight,"  put  out  by  the  Conlight  Ink- 
stand Co.,  Detroit,  Mich.  This  new  ink- 
stand is  constructed  of  glass,  with  a  de- 
pression for  pens  and  pencils  in  the 
front.  The  following  advantages  are 
claimed  for  it:  No  dust  can  find  its  way 
to  the  ink;  the  ink  cannot  evaporate  or 
thicken;  the  contents  are  hermetically 
sealed;  a  uniform  dip  for  the  pen  is  al- 
ways possible;  the  ink  never  reaches  the 
penholder;  the  stand  cannot  be  upset  so 
that  the  ink  will  spill;  there  are  no  me- 
chanical features  to  get  out  of  order;  it 
is  entirely  made  of  glass,  and  cannot, 
therefore,  corrode,  and  it  will  serve  at 
least  six  weeks  without  refilling.  The 
Conlight  company  is  inaugurating  a 
prize  scheme  for  salesmen  in  stationery 
stores  which  will  be  fully  covered  in  a 
booklet  soon  to  be  issued.  This  book  con- 
tains sales  hints  of  value  to  the  stationer 
on  other  merchandise  as  well. 

BUSINESS  IS  GOOD 

Representatives  of  BOOKSELLER 
AND  STATIONER  last  month  called 
upon  retail  booksellers  and  stationers  in 
Port  Hope,  Cobourg,  Oakville,  Brant- 
ford,  Paris,  Kitchener  and  a  number  of 
Toronto  dealers.  With  but  one  excep- 
tion the  retailers  reported  business  as 
being  brisk,  the  year  thus  far  showing 
up  better  than  1917.  There  is,  of  course 
some  difficulty  in  getting  full  shipments 
of  some  goods  and  a  few  lines  are  not 
obtainable  at  all,  and  this  tendency  re- 
stricts business  to  some  extent.  The 
volume  of  business  done,  however,  is 
keeping  up  most  satisfactorily  and  a 
continuation  of  these  conditions  is  con- 
fidently looked  for,  while  buying  for  next 
autumn  and  Christmas  trade  has  been 
on  the  basis  of  at  least  duplicating  the 
bumper  holiday  trading  season  of  last 
year. 


A    Good    Example   of    Interior    Display.      Observe    the    Effective   Use   of   Show   Cards 


INK   POWDERS   AND  TABLETS 

Their    Increased    Sale    is    One     of     the 

Trade   Tendencies  of 

the  Day 

IV  has  been  discovered  to  the  surprise 
of  many  a  formerly  dubious  stationer 
that  first-class  inks  are  obtainable 
by  means  of  the  use  of  the  several  good 
brands  of  ink  powders  and  tablets  now 
being  freely  sold.  This  has  been  notice- 
ably the  case  in  the  experience  with  an 
ink  powder  put  out  by  a  Canadian  house. 
It  has  made  friends  rapidly,  and  thdse 
retailers  who  have  taken  it  up  have  been 
encouraged  by  the  satisfied  comments 
of  customers.  The  same  is  true  of  the 
good  brands  of  ink  tablets,  but  in  the 
case  of  both  powders  and  tabicts  tho 
trade  must  use  intelligence  and  dis- 
crimination in  selecting  the  brands  they 
are  going  to  push.  Try  them  first  and 
then  get  behind  those  that  make  good  in 
your  trials. 

One  element  that  has  largely  influenc- 
ed the  trade  in  favor  of  ink  powders  and 
tablets  has  'been  their  suitability  for  des- 
patch   to    soldiers    at    the    front.      Then, 
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when  their  genuine  merit  was  pressed 
home  upon  the  trade  and  upon  con- 
sumers, the  advantages  for  general 
trade,  especially  in  winter  time,  when 
fluid  ink  cannot  be  shipped,  influenced 
the  stationers  to  exploit  these  lines  more 
aggressively  and  their  sale  continues  to 
grow  with  every  indication  that  this  in- 
crease will  continue  now  that  the 
genuine  merit  of  the  goods  has  been 
established. 


Besides  books  and  stationery,  good 
selling  lines  in  the  store  of  J.  P.  Bowen 
and  Co.,  Cobourg,  Ont.,  are  leather 
goods,  toys,  sporting  goods  and  smok- 
ers' supplies.  One  good  little  side-line 
here  is  Willson's  Goggles  which,  Mr. 
Bowen  said,  wf^-e  good  sellers.  Ameri- 
can visitors  who  are  numerous  in  that 
town  in  the  Summer  season  are  especi- 
ally good  customers  for  goggles,  and 
they  sell  right  along  to  motorists.  Many 
sales  of  goggles  are  made  by  reason  01 
the  fact  that  they  are  prominently  dis- 
played just  after  entering  the  store,  be- 
ing stocked  in  a  glass-covered  show- 
case  supplied  by  the  makers. 


How  to  Sell  Inkstands~An  Object  Lesson 

By  a  Detroit  Man  Who  Sold  42,000  $1.50  Inkstands  in  Eighteen  Months 


BUSINESS  men  are  to-day  in  pos- 
session of  many  facts  dealing  with 
salesmanship.  These  facts  have 
been  tested  in  psychological  laboratories 
and  have  stood  the  test  of  actual  mer- 
chandising, says  J.  J.  Gottlieb,  of  De- 
troit, Mich. 

It  has  been^  proved  that  successful 
selling  is  really  a  matter  of  a  complete 
knowledge  and  understanding  of  the  ar- 
ticle to  be  sold  and  a  complete  knowledge 
of  every  other  competitive  article  and  a 
knowledge  or  power  to  present  this  com- 
plete understanding  to  the  prospective 
purchaser  in  the  form  of  strong  sugges- 
tion. These  suggestions  should  be  pre- 
sented categorically  beginning  with  the 
most  important  feature  in  favor  of  the 
article  offered  and  ending  with  the  least 
important.  The  salesman  to  be  success- 
ful must  possess  imagination  and  vision. 
He  must  be  able  to  form  in  his  mind  a 
complete  plan  and  these  plans,  when  pre- 
sented to  the  prospective  buyer,  should 
get  the  prospective  buyer  to  accept  them 
as  certain  conclusions.  The  salesman's 
words  must  be  phrased  with  the  sole 
idea  of  influencing  the  prospective  buyer 
to  think  as  the  salesman  thinks,  and  to 
hold  the  prospective  buyer's  attention  to 
the  exclusion  of  everything  else. 

It  is  agreed  that  the  aim  of  every 
salesman  is  to  get  the  largest  possible 
result  from  every  call,  and  it  is  also 
agreed  that  it  takes  just  as  much  effort 
to  sell  one  inkstand  for  $1.50  as  it  takes 
to  sell  100  for  $150.  It  therefore  follows 
that  the  salesman's  failure  to  secure  the 
largest  possible  order  at  the  first  show- 
ing of  an  inkstand  is  the  salesman's  own 
fault  and  the  fault  is  one  of  poor  sug- 
gestion. 

If  a  salesman  by  proper  demonstration 
of  the  merits  of  an  inkwell  has  secured 
the  prospective  buyer's  interest  and 
built  it  up  to  the  point  where  the  buyer 
inquires  the  price,  the  salesman  should 
not  reply  that  the  price  is  $1.50,  but 
should  quote  the  price  for  a  unit  large 
enough  to  embrace  a  number  equal  to 
approximately  the  total  number  of  ink- 
stands that  are  estimated  to  be  in  use; 
the  object  of  this  increase  of  the  unit 
being  to  sell  at  once  a  number  sufficient 
to  completely  re-equip  the  buyer's  offices, 
and  it  is  really  very  easily  done  if  a 
few  established  facts  dealing  with  in- 
fluence and  suggestion  are  kept  in  mind. 
If  the  salesman  has  succeeded,  by  de- 
monstration, in  securing  the  buyers'  ad- 
miration for  and  belief  in  the  merits  of 
inkstands  he  should,  before  quoting  the 
price,  endeavor  to  arrive  at  the  total 
number  of  inkstands  in  use  in  the  office 
and  quote,  say,  $18  per  dozen,  $54  for 
quarter  gross  case,  $150  per  100,  or 
$1,500  per  1,000.  In  each  instance  the 
price  remains  the  same,  $1.50  each. 

Now  it  is  known  that  the  effect  of  this 
increase  of  the  unit  immediately  creates 


the  impression  that  the  price  of  $1.50 
is  the  price  of  each  inkstand  in  that  unit. 
If  the  price  in  the  first  place  is  quoted 
for  a  single  inkstand  is  $1.50,  and  the 
prospective  buyer  is  prepared  to  pur- 
chase a  number  he  will  immediately  asK 
how  much  will  you  charge  for  a 
dozen,  three  dozen,  100,  or  whatever 
number  the  case  may  be,  and  will  expect 
a  reduction  of  from  10  to  15  cents  eacn, 
or  he  will  say  order  one,  and  all  the 
work  of  demonstrating  has  been  spent 
on  the  total  sale  $1.50.  If,  let  us  say,  the 
unit  in  question  is  3  dozen,  the  price 
quoted  $54,  the  buyer  not  being  prepared 
to  purchase  that  number  but  is  prepared 
to  buy  12  or  24,  he  will  not  ask  nor  ex- 
pect a  reduction  because  he  will  be 
happy  if  the  salesman  agrees  to  supply 
a-number  less  that  3  dozen  at  the  3  dozen 
rate. 

But  if  the  salesman  knows  that  the 
prospective  buyer  can  easily  use  three 
dozen  he  should  not  be  satisfied  with  an 
order  for  less,  and  there  are  a  number 
of  ways  in  which  the  buyer  can  be   in- 


fluenced to  take  the  3  dozen.  One  effec- 
tive argument  that  can  be  used  success- 
fully is,  that  if  the  article  is  sufficiently 
attractive  to  warrant  a  purchase  of  2 
dozen  for  $36,  it  must  be  sufficiently  at- 
tractive to  warrant  the  purchase  of  the 
additional  dozen  and  so  make  up  the 
stipulated  unit  3  dozen.  Another  argu- 
ment in  favor  of  a  3  dozen  purchase 
would  be  the  statement  that  the  ink- 
stands are  packed  3  dozen  to  a  case,  and 
in  these  days  of  scarcity  of  labor  and 
difficulty  of  transportation  the  purchase 
at  one  time  of  a  number  sufficient  to 
completely  re-equip  the  offices  would  re- 
duce the  work  of  every  department. 

The  obvious  conclusion  is  that  proper 
presentation  of  suggestions  dealing  with 
the  merit  of  the  article  and  the  landing 
of  the  order  for  the  largest  possible 
number  at  one  time  is  wholly  in  the 
hands  of  the  salesman.  The  salesman 
who  does  not  succeed  in  having  his  sug- 
gestions accepted  and  acted  upon  in  the 
manner  desired  cannot  complain  if  his 
claims  to  the  title  salesman  are  disputed. 


How's  Your  Leather  Goods  Trade? 

Are  You  One  of  the  Stationers  Who  Are  Asleep  at  the  Switch 

As  Regards  Business  to  be  Done  by  Means  of  a  Department 

Devoted  to  Leather  Goods  and  Associated  Items? 
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,HE  average  retail  stationer 
overlooks  an  especially  profit- 
able branch  of  trade  that  is  open 
to  him  by  reason  of  the  lackadaisical 
manner  in  which  he  treats  the  leather 
goods'  branch  of  his  business,"  said  a 
traveling  man  to  BOOKSELLER  AND 
STATIONER  in  a  railroad  coach  the 
other  day,  and  he  wasn't  a  leather  goods' 
traveler  either,  but  the  representative  of 
a  wholesale  stationery  house.  He  named 
a  few  exceptions  and  suggested  that  it 
would  be  well  worth  any  stationer's  while 
when  next  in  Toronto  or  Hamilton  to  use 
some  pretext  or  other  to  visit  the  retail 
store  of  the  Julian  Sale  Co.,  in  Toronto, 
or  the  Hamilton  Leather  Goods  Co., 
King  street  E.,  in  Hamilton. 

In  either  of  these  stores  they  will  be 
afforded  good  examples  as  to  how  they 
may  develop  the  leather  goods'  trade  in 
their  own  stores.  The  goods  in  these 
two  stores  are  not  restricted  to  leather 
goods  proper,  but  include  such  items  as 
pocket  cutlery,  walking  sticks,  cigarette 
cases,  shaving  sets,  safety  razors,  low- 
priced  watches  of  the  popular  selling  and 
freely-advertised  varieties,  fountain 
pens,  and  various  novelties  for  soldiers. 
These  are  all  lines  that  any  stationer 
can  sell  readily.  Some  of  the  items 
mentioned  are  now  handled  in  most 
stationery  stores,  but  as  in  the  case  of 
leather  goods  they  are  not  played  up  to 
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full  advantage.  A  visit  to  either  of  these 
stores  or  to  the  leather  goods'  depart- 
ments of  the  big  department  stores  will 
afford  inspiration  to  any  stationer  who 
will  go  there  with  an  open  mind  ready 
to  absorb  ideas  for  his  own  business. 

A  properly  constituted  leather  goods' 
department,  if  given  adequate  attention, 
will  enable  many  a  stationer  to  very 
considerably  increase  the  volume  of  his 
business,  and  in  some  cases  to  double  it. 

This  is  not  advocating  the  establish- 
ment of  a  branch  that  is  foreign  to  the 
stationery  trade  because  most  of  the 
items  of  merchandise  involved  are  regu- 
larly stocked  in  stationery  stores  but  on 
altogether  too  small  a  scale.  The  point 
is  that  the  line  should  be  reasonably 
amplified  so  as  to  make  the  investment 
and  required  attention  productive,  or 
these  goods  should  be  dropped  altogether 
so  as  to  concentrate  specialized  effort  on 
some  other  chief  branch  of  the  business. 
The  logical  thing  to  do,  in  view  of  exist- 
ing conditions  and  facts  that  are  so  ob- 
vious, is  to  build  up  a  leather  goods' 
department  that  is  really  worthy  of  the 
name. 


First  Stationer — "Say,  you  always 
seem  to  have  such  good-looking  girls  for 
clerks;  where  do  you  find  them?" 

Second  Ditto— "Usually  way  back  in 
the  corner  fixing  their  hair." 


Selling  More  Motion  Picture  Magazines 

Constructive  Suggestions  For  the  Trade  to  Adopt — Good  Live  Methods  to  Adopt  to 

Create  Additional  Sales 


The  newsdealer  can  stimulate  the 
sales  of  current  magazines  and  periodi- 
cals, especially  those  devoted  to  motion 
pictures,  by  seeking  the  co-operation  of 
the  local  photoplay  theatre.  Photoplay 
fans  have  enormous  appetites  for  read- 
ing matter  dealing  with  their  favorite 
subject  and  it  is  no  exaggeration  to  say 
that  the  majority  of  them  are  in  the 
mood  for  reading  the  story  of  a  photo- 
play they  have  liked.  They  will  not  step 
inside  your  store  and  plank  down  fifteen 
or  twenty  cents  for  some  motion  picture 
magazine  on  the  chance  of  finding  the 
fictionized  photoplay  inside.  They  might 
have  done  it  before  the  war,  but  not  to- 
day, when  every  expenditure  has  to  be 
carefully  considered.  In  nine  cases  out 
of  ten  the  newspaper  dealer  sticks  the 
motion  picture  magazines  out  on  the 
stand  or  hangs  them  in  his  window — 
that  and  nothing  more.  By  adopting 
any  of  the  following  plans  the  news- 
paper dealer  will  sell  more  motion  pic- 
ture magazines. 

Linking  Up  the  Program 

If  the  motion  picture  exhibitor  issues 
a  program  you  can  be  represented  in  it 
without  purchasing  paid  advertising 
space.  The  fiction  versions  of  photo- 
plays appear  several  weeks  before  the 
photoplays  are  released,  so  as  the  new 
issues  come  in,  jot  down  on  paper  the 
titles  of  the  fictionized  photoplays.  Then 
give  this  list  to  the  local  exhibitor  and 
ask  him  to  mark  those  which  he  has 
booked  for  his  theatre.  Now  ask  him 
to  prepare  the  program  announcements 
as  per  the  following  example: 
"Saturday,   June   1.     Big   Star   Program 

This  Day! 
Paramount   Presents  Wallace   Reid   in  a 

Thrilling  Five-Reel  Drama  Entitled 
"Man  of  Music  Mountain" 

After  you  have  seen  this  out  of  the 
ordinary  feud  story,  you  will  want  to 
read  the  fictionized  version  in  "The  Mo- 
tion Picture  Magazine."  Copies  on  sale 
at  Blank's  Bookstore,  25  Main  Street." 

Your  "bit"  consists  in  displaying  a 
number  of  photographs  from  the  film, 
with  a  card  in  the  middle  announcing 
that  the  film  will  be  shown  at  the  Ideal 
Theatre  on  a  certain  day. 

Capitalizing  the  Movie  Interview 

When  Charlie  Chaplin,  Douglas  Fair- 
banks, Mary  Pickford  or  some  other 
prominent  player  comes  to  the  local  thea- 
tre and  there  is  an  interview  with  any 
of  these  players  in  the  current  motion 
picture  magazines,  prepare  the  following 
window  card:  "Whether  on  Celluloid  or 
Paper,  Charlie  is  the  s*me  Charlie.  Be- 
fore or  After  Seeing  Him  at  'the  Lyric 
on  Monday,  Renew  His  Acquaintance  in 
the  Motion  Picture  Classic."  In  front  of 
the  card,  open  the  magazine  at  the  in- 
terview pages.  Place  the  magazine  in 
such  a  way  that  all  one  can  see  is  the 


title  and  the  illustrations.  This  will 
arouse  desire  in  many  to  read  the  inter- 
view. 

Box  Office  Co-operation 

Everybody  stops  a  moment  at  the  bo:: 
office  to  purchase  tickets,  and  while  one 
is  waiting  his  turn  any  little  notice  past- 
ed on  the  box  office  window  catches  the 
eye.  Every  month  as  the  motion  picture 
magazines  come  in,  take  pen  and  paper 
and  write  down  a  synopsis  of  the  con- 
tents, which  you  will  find  in  front  of  the 
book.     Begin   slip: 

"The  April  Film  Fun  contains":  Fol- 
low on  with  the  leading  contents,  the 
titles  and  authors  of  the  stories  and  ar- 
ticles, and  at  the  bottom  state  that  copies 
may  be  obtained  at  Blank's  Bookstore,  25 
Main  Street.  You  will  find  the  exhibitor 
willing  to  do  this  in  return  for  display- 
ing his  program  card  in  your  window. 

The   Movie    Reading   Scene 

It  is  of  everyday  occurrence  in  the 
movies  to  discover  the  heroine  seated  in 
a  comfortable  rocker  reading  one  of  the 
popular  magazines.  Keep  your  eyes 
peeled  for  such  scenes  and  when  you 
come  across  one  display  a  few  copies  of 
the  magazine  in  question  in  your  window 
and  surround  them  with  any  photographs 
of  the  scene  you  can  obtain  from  the 
exhibitor.  At  the  back  of  the  display 
place  a  window  card,  worded  somewhat 
as  follows:  "One  of  the  Scenes  in  'The 
Beautiful  Miss'  Shows  Lillian  Walker 
Reading  McCosby's  Masrazine.  Why  Not 
Follow  Her  Excellent  Example?" 

Another  plan  would  be  to  have  the 
operator  prepare  a  slide  and  screen  it 
after  the  picture.  The  exhibicor  would 
no  doubt  do  this  free  of  charge  if  you 
reciprocated  with  the  window  stunt 

Making  the  Contest  Work  for  \o\x 

The  motion  picture  magazines  are  al- 
ways running  contests  which  l^st  the 
fan's  motion  picture  knowledge.  Look 
o\er  the  motion  picture  magazines  as 
they  are  published  for  particulars  of  such 
contests.  On  unearthing  a  contest  pre- 
pare a  window  card  and  caption  it:  "The 
Unknown  Players'  Contest  Now  Running 
in  the  Picture  Play  Magazine  Tests 
Every  Fan's  Knowledge.  In  addition  to 
Taking  the  Motion  Picture  Magazines 
You  Should  Also  Visit  the  Globe  Theatre 
Regularly  in  Order  to  Keep  Well  In- 
formed." Surround  the  card  with  a  few 
copies  of  the  magazines.  You  will  now 
have  sufficient  grounds  to  ask  the  local 
exhibitor  to  reciprocate  by  having  his 
operator  prepare  and  screen  for  you  the 
following:  slide:  "Do  You  Consider  You 
Are  Well  Informed  About  Motion  Pic- 
tures? If  so.  Enter  the  Unknown  Play- 
ers' Contest  Now  Running  in  the  Picture 
Play  Magazine.  Copies  of  These  at 
Blank's  Bookstore,  25  Main  Street." 

In  the  early  days  of  the  motion  pic- 
ture nearly  every  exhibitor  sold  motion 
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picture  magazines,  but  the  industry  has 
advanced  to  such  a  point  that  he  either 
had  to  become  a  newsdealer  or  continue 
as  an  exhibitor.  And  he  has  chosen  to 
do  the  latter.  This  leaves  the  news- 
dealer fre.e  to  co-operate  with  the  ex- 
hibitor, who  will  do  almost  everything 
in  the  co-operating  line  except  the  hand- 
ling  of  the   magazines   themselves. 


FRUITS    OF    ORGANIZATION 

Formation     of     Stationers'     and     News- 
dealers'   Association    Promises   to 
End  a  News  Trade  Evil 
in  Toronto 

Following  up  the  activities  of  the 
newly-organized  Retail  Stationers'  and 
Newdealcrs'  Association  in  Toronto,  the 
city  solicitor  has  given  his  opinion  that 
the  newsboys  are  not  legally  entitled  to 
sell  periodicals  besides  the  newspapers, 
as  their  license  does  not  provide  for  the 
sale  of  magazines  on  street  corners.  He 
contends  that  as  soon  as  they  begin  to 
sell  magazines  they  come  under  the  law 
governing  pedlars,  whose  license  differs 
materially  from  that  granted  to  them. 
Newsdealers  generally  oppose  the  news- 
boys on  the  ground  that  they  have  to 
pay  high  rents  for  store  space,  while  the 
boys  are  pi-actically  allotted  space  free. 
Some  of  them  have  gone  so  far  as  to 
state  that  there  are  several  newsboys 
who  are  practically  employers,  receiv- 
ing large  profits  from  their  sales. 

This  gives  promise  of  an  eventual  ces- 
sation of  this  trade  grievance. 

In  this  connection  the  following  from 
the  "Toronto  Telegram"  of  May  13  is 
interesting: 

"The  police  are  determined  that  the 
best  corners  for  news  vendors  in  To- 
ronto shall  not  remain  the  monopoly  of 
aliens,  and  the  idea  is  to  allot  them  to 
cripples,  blind  men,  and  possibly  dis- 
abled returned  soldiers.  In  a  month  or 
six  weeks  the  reform  will  be  brought 
about.  It  is  intimated  that  there  are 
over  one  hundred  'pitches'  at  which  good 
livings  can  be  made." 


LISTS  RECEIVED 

From  the  Geo.  M.  Hendry  Co.,  of  To- 
ronto, comes  a  special  list  of  books 
about  story-telling  and  with  stories  for 
children.  Among  these  books  is  one  en- 
titled "Tell  Me  Another  Story,"  by 
Carolyn  Sherwin  Bailey,  which  essays  to 
answer  this  universal  plea  of  all  children 
and  covers  a  wide  range  of  activities  and 
industries  in  life,  providing  not  only  en- 
tertainment, but  instilling  constructive 
thought  in  the  child  mind.  The  arrange- 
ment of  each  set  of  stories  is  to  effect  a 
mental  growth,  training  in  will,  and  a 
stimulus  to  connected  thought.  Other 
equally  meritorious  story-telling  books 
are  set  forth  in  the  same  list. 


New  Goods  Described  and  Illustrated 


MULTIPLE  BINDERS 

The  multiple  binder  is  a  new  intro- 
duction by  Luckett  Loose  Leaf  Limited. 
This  binder  is  made  in  two  standard 
sizes  and  in  two  bindings.  The  sizes 
are  6V2  x  9V2  and  10  x  12  inches.  They 
can  of  course  be  made  to  order  in  other 
sizes.  The  bindings  are  green  buck- 
ram and  levant  grain  imitation  leather. 
These  binders  right  at  the  outset,  the 
makers  say,  are  making  a  strong  ap- 
peal, especially  for  use  by  lawyers  to 
accommodate  the  various  monthly  issues 
of  publications  for  lawyers  which  are 
later  permanently  bound.  These  bind- 
ers serve  to  keep  the  parts  in  good  con- 
dition during  the  year  and  the  illustra- 
tion herewith  shows  what  is  probably 
the  best  feature  of  all  in  the  use  of 
the  multiple  binder.  The  arrangement 
is  such  that  the  binder  may  be  opened 
and  a  new  book  inserted,  the  locking 
device  replaced,  with  less  than  half  a 
minute  consumed  in  the  whole  opera- 
tion. It  will  be  appreciated  that  to 
have  so  effective  a  binder  with  issues 
so  readily  inserted  or  removed  is  a  boon 
to  those  whose  profession  or  business 
calls  for  a  service  of  this  nature.  The 
larger  binder  is  just  the  thing  to  ac- 
commodate magazines  of  the  size  of 
BOOKSELLER  AND  STATIONER. 
Those  who  desire  to  preserve  the  vari- 
ous government  reports  will  find  the 
smaller  size  just  the  thing  for  this  pur- 
pose. Other  uses  will  suggest  them- 
selves, enabling  stationers  to  promote 
sales    of   these   binders. 

Another  new  item  in  the  Luckett  line 
is  a  student's  ring  book  designed  to  re- 
tail at  35c  to  50c.  It  has  two  rings 
that  are  readily  opened.  The  sides  are 
covered  with  black  leatherette  with  a 
red    cloth    back. 

For  some  time  the  Luckett  people 
have  been  inconvenienced  by  not  havin? 
complete  assortments  of  the  different 
sheets  and  rulings  used  in  their  loose- 
leaf  line  to  provide,  on  short  notice, 
complete  sets  of  these  sample  sheets  to 
stationers.  This  lack  has  been  filled  by 
issuing  a  large  loose-leaf  book  with 
sheet  on  which  are  pasted  samples  of 
all  the  different  sheets  showing  the 
various  sizes  and  rulings.  The  cost  of 
getting  these  up  totals  probably  twice 
the  price  at  which  these  books  are  be- 
ing supplied  to  the  trade,  the  idea  be- 
ing  to  divide  the  cost,  as  it  is  realized 
that  it  will  be  a  trade  help  to  both  the 
makers  and  the  retailers.  The  price 
will  also  assure  its  actual  use  by  deal- 
ers as  a  selling  help  and  it  will  not 
be  neglected,  or  lost  entirely,  as  is  too 
frequently  the  case  with  expensive  cata- 
logues and  other  dealer-helps  issued  to 
retailers. 
SERVICE   STAMPS 

The  latest  outgrowth  of  the  service 
flag  idea  is  a  book  of  flag  stamps,  each 
book  containing  48  of  these  gummed 
stamps. 


NEW  STYLE  OF  STATIONERY  BOX 

A  new  box  for  stationery  as  supplied 
with  J.  W.  Butler  Paper  Co.'s  "Brother 
Jonathan  Bond"  is  illustrated   herewith. 

The  boxes  are  strongly  made  and,  as 
indicated  in  the  picture,  are  of  the 
cabinet  style.  For  the  stenographer,  she 
has  but  to  place  the  box  on  her  desk,  as 
illustrated,  until  she  is  finished  for  the 
day,  then  put  the  cover  on  it.  The  paper 
will  always  be  kept  in  a  substantial, 
practically  dust-proof  receptacle;  there 
will  be  no  waste  and  the  stationery  is  al- 
ways in  perfect  shape,  ready  for  use. 
With  each  box  is  furnished  an  attractive 
blotter.  The  boxes  are  wrapped  in  strong 
brown  paper  and  a  label  placed  on  one 
end,  and  to  insure  safe  delivery  in  ship- 
ping they  are  packed  in  substantial 
wooden  cases. 

Such  a  combination  box  makes  an 
elegant  holiday  gift — many  firms  can  be 
interested  to  the  extent  of  furnishing 
personal  stationery  to  their  customers 
instead  of  the  usual  box  of  cigars.  Five 
hundred  personal  letterheads  and  en- 
velopes will  last  the  average  man  a  year 
and  every  time  he  uses  the  paper  it  will 
be  a  reminder  of  the  sender. 


Toronto.  The  flag  has  a  prominent  red 
border  and  a  sufficient  number  of  blue 
maple  leaves  on  the  white  centre  panel 
to  indicate  how  many  representatives  of 
a  family  or  a  business  house,  school,  etc., 


Combination    boxes    of    papei-    and    envelopes.      A 
new   idea  introduced  by   the  J.  W.  Butler  Paper  Co. 


NEW  FOLDING  POST  LEDGER 

A  new  folding  post  ledger  has  been  In- 
troduced by  the  McMillan  people  of  Syra- 
cuse. The  new  ledger  has  several  dis- 
tinctive features.  It  can  be  unlocked, 
opened  to  full  6-inch  expansion,  closed 
and  locked  in  one  second.  It  binds  any 
number  of  sheets  from  1  to  1,000  and  at 
the  same  time  leaves  two  inches  for  the 
removal  or  insertion  of  sheets.  The  studs 
fit  any  5/16-inch  Standard  Spacing  and 
can  be  made  to  fit  any  spacing  from  6- 
inch  centres  up.  It  meets  the  small 
man's  needs,  allowing  a  growth  from 
one  account  to  any  number  desired.  It 
fills  the  larger  man's  requirements  be- 
cause it  "works  like  lightning"  and  will 
adapt  itself  to  any  number  of  sheets,  ex- 
panding or  contracting  instantly. 

SERVICE    FLAGS,   PINS    AND   BUT- 
TONS 

Canadian  service  flags  in  various  sizes 
have  been  introduced  by  the  Canadian 
Trophy-Craft  Co.,  Royal  Bank  Building, 
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as  the  case  may  be,  are  represented  on 
active  service. 

The  same  idea  is  carried  out  in  the 
form  of  enameled  gold  pins  and  buttons, 
these  being  made  with  one,  two,  three  or 
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* 
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The   same    idea   carried   out   for   pins   and   buttons. 

four  maple  leaves.  An  illustration  of 
both  the  service  flag  and  design  for  the 
pins  and  buttons  is  shown  herewith. 

NEW  PAPETERIES 

New  members  of  the  "Divinity"  family 

.  of  Buntin,  Gillies  &  Co.,  are  papeteries 

in    new    shapes    called    "Troymore"    and 

"Arleigh,"   with   both    linen   and   striped 

finish  stock. 

NEW  GLASS  DESK  TRAY 

A  plate  glass  desk  tray  is  a  distinctive 
item  recently  placed  on  the  market  by 
George  E.  Fox  &  Co.,  33  West  Kinzie 
Street,  Chicago,  under  the  name  of  the 
U-Need-Me  Desk  Tray.  The  tray,  which 
is  illustrated  herewith,  is  particularly 
attractive  in  appearance  and  is  made  of 
%-in.  plate  glass.  The  edges  are  highly 
ground  and  polished,  and  the  clamps  are 
nickel-plated.  Rubber  feet  prevent 
scratching. 

A  NEW  IDEA  IN  CHECKERS 

A  newcomer  in  games  is  the  "Liberty" 
checker  board  which  is  so  designed  as  to 
make  it  possible  to  keep  on  playing  and 
to  move  the  board  anywhere  without 
upsetting  the  men  or  moving  them  from 
where  they  ought  to  be.  It  is  small 
enough  to  be  carried  in  the  pocket  and 
weighs  but  four  ounces.  The  Liberty 
Checker  Board  Co.,  of  Philadelphia,  are 
the  makers.  It  is  advocated  by  them  as 
a  suitable  article  to  send  to  soldiers  at 
the  front,  in  training,  and  in  the  hos- 
pitals. 


THE  WIRE  DEVILS 

Frank  L.  Packard  has  achieved  prob- 
ably his  most  notable  success  in  his  lat- 
est book,  "The  Wire  Devils,"  which  is  a 
tale  of  mystery  and  adventure  involving 
masters  of  the  wires  and  secret  codes. 
They  were  experts  in  telegraphy  and 
masters  of  the  art  of  cipher  codes. 

With  every  avenue  of  escape  watched 
and  every  method  of  detection  practised, 
The  Wire  Devils  moved  from  one  as- 
tounding exploit  to  another,  baffling- 
Secret  Service  men,  Government  agents 
and  detectives. 

"The  Hawk,"  indomitable,  courageous, 
a  marvel  of  expert  skill,  foiled  the  at- 
tempts of  the  wire  devils,  but  only  add- 
ed to  the  confusion  and  consternation  of 
the  investigators. 

Mystery  and  suspense  are  maintained 
to  the  very  end.  The  book  is  a  one  hun- 
dred per  cent,  adventure  tale.  It  has 
just  been  published  by  the  Copp-Claik 
Co. 

BRUCE  BARTON'S  BOOK 

Bruce  Barton,  the  editor  of  "Every- 
week,"  has  produced  a  fine  book  in  "The 
Making  of  George  Grotin,"  published  by 
the  Copp-Clark  Co.  The  bis  outstanding 
thing  that  Bruce  Barton  has  done  in  this 
novel  is  to  dramatize  success  in  business 
and  love — the  false,  flashy  kind,  and  the 
real  and  lasting  thing  which  only  comes 
with  the  development  of  character. 

George  Groton,  the  country  lad,  earn- 
ing his  first  dollar  in  New  York,  put- 
ting over  his  first  business  deal,  elated 
over  his  first  "raise,"  climbing  with 
many  missteps  the  ladder  of  success, 
which  was  not  success  until  he  had 
learned  his  lesson,  found  his  real  self, 
and  his  real  life  partner — this  is  essen- 
tially your  story  and  my  story.  The 
characters  are  people  you  have  met  on 
the  street  or  in  the  office  a  score  of 
times. 

THE  CANADIAN  WAR  PICTORIAL 

From  Gordon  &  Gotch,  Canadian  dis- 
tributors, comes  the  fourth  issue  of  the 
Canadian  War  Pictorial,  which  is  a  pho- 
tographic war  record,  presenting  a  re- 
markable collection  of  exclusive  battle 
photographs.  There  is  an  interesting 
description  in  text  of  the  terrible  battle 
of  Passchendaele,  the  crowning  triumph 
of  a  glorious  Canadian  year  on  the  Wes- 
tern front.  This  is  a  contribution  by 
the  noted  war  correspondent,  F.  A.  Mc- 
Kenzie.  This  issue  contains  pictures  of 
remarkable  interest.  It  will  appeal  to 
all    classes    of    readers    and    booksellers 


will  do  well  to  suggest  to  their  custo- 
mers that  copies  be  forwarded,  by  them 
to  their  relatives  among  the  boys  with 
the  colors. 

A  COMMERCIAL  ASPECT  OF  THE 
WAR 

"Blocking  New  Wars,"  is  the  title  of 
an  important  new  book  which  comes 
from  Doubleday,  Page  &  Co.,  being  the 
work  of  Herbert  S.  Houston,  vice- 
president  of  that  publishing  house,  and 
a  member  of  the  Committee  of  the 
Chamber    of    Commerce    of    the    United 


HERBERT   S.    HOUSTON 
Author    of    "Blocking    New     Wars."       He    is    vice- 
president   of   the   big   publishing   house   of  Double- 
day.     Pane    &    Co. 

States  on  Economic  Results  of  the 
War. 

When  this  war  is  won,  the  world  will 
demand  some  practical  plan  to  prevent 
new  wars.  This  will  be  the  question 
of  supreme  and  universal  interest. 

Economic  pressure  against  Austria 
might  have  averted  the  present  war. 
It  can  be  used  to  help  prevent  another 
one.  The  Chamber  of  Commerce  of  the 
United  States  has  twice  supported  this 
view  in  a  referendum.  President  Wil- 
son, in  his  memorable  statement  of 
America's  war  aims,  declared  that  even 
the  free  seas  should  be  closed  "by  in- 
ternational action  for  the  enforcement 
of  international  covenants" — a  powerful 
agency  on  exerting  economic  pressure. 

The  author  gives  a  clear  and  graphic 
survey  of  the  arguments  and  facts  on 
both  sides:  How  Napoleon  used  the  em- 
bargo and  the  Kaiser  the  submarine  to 
throttle  business;  the  way  the  French 
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BEST    SELLING    BOOKS    IN    CANADA 
Fiction 

Point 

1   -Oh,    Money.    Money!      Porter 80 

2 — The   Pawns   Count.      Oppenheim.  . .  .  76 

B-  The    Major.      Connor    56 

4— The   U.    P.    Trail.      Grey 50 

•")-   Sonia.       McKenna      36 

6— The  Tree  of  Heaven.     Sinclair 28 

War    Books 

1      A    Minstrel    in    France.      Lauder...  68 

2—  Private    Peat.      Peat 54 

3— First  Call.      Empey 32 

4 — Germany   at    Bay.      Macfal 24 

5 — Winged    Warfare.      Bishop 20 

6 — Over   the   Top.      Empey 12 

Juveniles 

Tom    Sawyer. 

Thornton    Burgess   Juveniles. 


investor  halted  Germany's  war  drive 
after  Agadir;  how  commerce  can  strike 
down  the  mailed  fist. 

To  booksellers  this  important  ques- 
tion reveals  a  big  opening  for  sales  not 
only  of  this  particular  book  but  others 
already  in  print  and  more  that  will  be 
certain  to  follow.  Such  books  should 
be  brought  to  the  attention  of  all  men 
in  executive  positions  in  commercial  life. 
Copies  should  be  sold  to  public  libraries 
and  to  the  libraries  of  educational  and 
commercial   organizations. 


FRENCH  PUBLICATIONS 

From  the  Societe  d'Exportation  des 
Editions  Francaises  of  13  Rue  de  Tour- 
non,  Paris,  comes  a  list  of  the  prin- 
cipal works  published  by  27  different 
French  publishing  houses.  This  cata- 
logue comprises  100  pages.  On  the  back 
cover  is  given  a  list  of  booksellers  in 
Montreal,  Quebec,  St.  Hyacinthe,  Otta- 
wa, Toronto,  Winnipeg,  Edmonton,  Van- 
couver and  Victoria,  from  whom  these 
French    books    are    obtainable. 


"OLD  JIMMY" 

Just  as  the  news  came  to  this  country 
that  Captain  James  Norman  Hall  is  not 
dead  but  badly  wounded  and  a  prisoner 
in  a  German  hospital,  the  completing 
chapters  of  his  book,  "High  Adventure," 
a  narrative  of  the  air  fighting  in  France, 
were  received  by  his  publishers,  Hough- 
ton Mifflin  Company,  making  it  possible 
for  the  book  to  appear  on  June  20th. 
A  silent  tribute  was  paid  to  Captain 
Hall  by  his  flying  comrades  after  they 
first  heard  he  had  been  killed  when  his 
aeroplane  fell  behind  the  German  lines. 
A  new  plane,  bearing  the  number  of  Cap- 
tain Hall's  wrecked  machine,  "17,"  ap- 
peared on  the  American  front  north- 
west of  Toul.  Immediately  under  the 
pilot's  seat,  on  each  side,  was  placed  the 
inscription  "Old  Jimmy."  Captain  Hall's 
companions  are"  wishing  now  that  he 
might  come  back  some  day  to  fly  "Old 
Jimmv"  himself. 


Does  Canada  Lack  National  Literature? 

Robert  J.  C.  Stead,  Canadian  Novelist,  Ssys  So  —  Situation  Can  be  Remedied  by 
Public  Insisting  Upon  Buying  Books  Printed  in  Canada 


ti^W  "TT  7  E  hav 
VV   ture,  i 
while 


E  have  not  a  Canadian  litera- 
and  we  never  will  have 
present  conditions  con- 
tinue," was  the  assertion  with  which 
Robert  J.  C.  Stead,  poet  and  author, 
opened  his  remarks  to  the  Dickens  Fel- 
lowship at  Wesley  College,  Winnipeg,  as 
reported  in  the  Winnipeg  Tribune. 

Mr.  Stead  defined  a  national  literature 
as  "the  hopes,  ideals,  and  sentiments  of 
a  people,  expressed  in  writing  and  incor- 
porated into  the  hearts  and  minds  of  the 
nation."  The  printing  of  books  did  not 
give  us  a  national  literature;  books  were 
merely  merchandise;  it  is  not  until  the 
thoughts  expressed  in  the  books  become 
part  of  the  lives  of  the  people  that  they 
become  literature  in  a  national  sense. 

This  condition  does  not  as  yet  exist  in 
Canada,  said  Mr.  Stead.  The  Canadian 
child  learns  United  States  literature  in 
the  public  schools.  The  average  Cana- 
dian, if  put  to  it,  could  not  recite  a  verse 
of  Canadian  poetry  to  save  his  life,  he 
asserted. 

The  chief  cause  of  this  condition,  the 
speaker  said,  was  the  flood  of  American 
magazines  to  be  found  in  Canada.  These 
publications,  which  were  the  last  word  in 
the  matter  of  beautiful  production,  were 
sold  to  the  reader  in  many  cases  for  less 
than  the  cost  of  the  white  paper  they  are 
printed  on.  Although  apparently  liter- 
ary publications,  their  real  purpose  is  to 
sell  goods,  and  so  insidious  and  success- 
ful has  been  their  campaign  that  to-day 
in  many  parts  of  Canada  the  public 
really  believe  that  to  get  a  good  article 
or  a  stylish  article  they  must  buy  some- 
thing made  in  the  United  States.  The 
introduction  into  Canadian  homes  of 
these  magazines  naturally  familiarized 
the  public  with  the  names  of  American 
authors,  and  this  publicity  was  in  turn 
reflected  in  the  sale  of  books  through  the 
bookstores,  Mr.  Stead  asserted. 

Matter   of   Finances 

Even  those  publications  issued  in  Can- 
ada were  not  free  from  the  foreign  liter 
ature  taint.  With  them  it  was  largely 
a  matter  of  finances.  They  are  subject- 
ed to  tremendous  competition  by  their 
big  and  powerful  neighbors  to  the  south. 
It  is,  of  course,  cheaper  to  reproduce 
American  short  stories  and  serials,  which 
are  supplied  as  syndicate  matter,  at  trif- 
ling cost,  than  to  buy  original  Canadian 
stories.  The  result  is  that  the  Canadian 
author  is  practically  excluded  even  from 
the  papers  published  in  his  own  country. 
To  find  a  market  he  must  go  to  the 
United  States,  and  as  soon  as  he  goes 
to  the  United  States  he  ceases  to  be  a 
Canadian  author.  "It  is  impossible," 
said  Mr.  Stead,  "for  anyone  living  in 
New  York  to  write  without  being  influ- 
enced by  New  York.  And  just  to  the 
extent  to  which  he  is  influenced  by  New 
York  he  ceases  to  be  Canadian." 

Similar  difficulties  were  experienced  in 
book  publication.     Most   Canadian  pub- 


lishers were  really  only  jobbers  who 
bought  their  books  from  publishers  in 
the  United  States  or  England,  conse- 
quently the  books  had  first  to  appeal 
to  the  United  States  or  English  pub- 
lisher before  they  could  find  an  avenue 
to  the  Canadian  public.  This  situation 
could  be  corrected  only  by  the  public 
insisting  on  books  printed  in  Canada.  It 
is  not  enough  to  have  authors:  we  must 
have  the  whole  machinery  of  production 
if  our  Canadian  literature  is  to  be  worthy 
of  its   name. 


ROBERT   J.    C.    STEAD 
who   says   there    is    no    Canadian    literature. 


New  Novel  in  October 

Speaking  in  a  personal  vein,  Mr.  Stead 
said  that  he  had  insisted  that  his  next 
novel,  "The  Cow-Puncher,"  which  is  to 
appear  in  October,  should  be  produced 
entirely  in  Canada,  even  to  the  point  of 
being  illustrated  by  a  Canadian  artist. 
Other  editions  will  be  printed  in  the 
United  States  and  Great  Britain,  but  the 
Canadian  supply  will  be  purely  Canadian 
made.  It  is  only  by  insisting  on  such 
conditions,  said  Mr.  Stead,  that  Canadian 
literature  will  ever  have  a  reasonable 
opportunity  of  coming  into  its  own. 

William  A.  Bishop,  of  Richardson  & 
Bishop,  has  been  in  the  stationery  busi- 
ness in  Winnipeg  for  the  past  33  years, 
having  been  connected  since  May  18, 
!8S0,  with  the  business  inaugurated  by 
Parsons  and  Richardson  in  1878.  Al- 
liicugh  Richardson  &  Bishop,  Ltd..  suf- 
ffrf.d  a  very  severe  loss  in  the  recent 
Winnipeg  fire,  they  will  go  ahead  as 
Foon  as  suitable  premises  are  secured. 
Temporary  offices  are  located  at  502 
Trust  &  Loan  Building,  Portage  Ave- 
nue East. 

It  is  reported  that  the  Magnet  Toy 
Co.  will  remove  from  Port  Hope  to 
Bobcaygeon,   Ont. 
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BOOKSELLERS  WANT  CONCES- 
SIONS 
Important  Questions  Taken  Up  at  Con- 
vention of  the  American  Book- 
sellers' Association 

In  order  to  meet  rising  costs  it  was 
represented  at  the  American  Booksell- 
ers' Association  convention  in  New  York 
last  month,  that  36  per  cent  as  a  mini- 
mum from  publishers  was  necessary. 
Another  concession  asked  by  the  retail 
booksellers  was  partial  returns  on  un- 
sold books. 

Captain  Arthur  Hunt  Chute,  author  of 
"The  Real  Front,"  and  Edgar  A.  Guest, 
author  of  "Over  Here,"  gave  interesting 
addresses. 

Another  of  the  chief  speakers  was  E. 
St.  Elmo  Lewis,  the  noted  advertising 
expert,  whose  topic  was  "Creating  Sales 
for  Books."  More  extended  reference 
to  this  will  be  made  in  the  July  issue. 

Miss  Helen  Thomas  of  the  Forsyth 
&  Davis  bookstore,  Kingston,  N.Y.,  in 
the  course  of  an  interesting  address 
made  the  point  that  few  people  entered 
a  bookshop  with  a  clear  idea  of  the 
kind  of  book  wanted.  This,  too,  will 
have  more  attention  in  the  next  issue 
together  with  other  questions  dealt 
with   at   the   convention. 

McKELVEY    BELL'S    APPOINTMENT 

Lieut.-Col.  F.  McKelvey  Bell,  who 
went  overseas  with  the  First  Canadian 
Contingent  as  surgeon  with  No.  2  Can- 
adian Stationary  Hospital,  the  first 
Canadian  unit  to  see  service  in  France, 
has  been  appointed  Director  of  Medical 
Services  of  the  Department  of  Soldiers' 
Civil  Re-establishment  at  Ottawa.  Prior 
to  the  war  Lieut.-Col.  Bell  was  a  prac- 
tising physician  and  surgeon  in  Otta- 
wa. He  has  become  widely  known  as 
the  author  of  "The  First  Canadians  in 
France"  and  "The  Romance  of  the  Hali- 
fax  Disaster." 

LICHNOWSKY'S  REVELATIONS 

A  most  important  issue  by  Cassell  & 
Co.  last  month  was  a  book  setting  forth 
the  revelations  of  the  last  German  Am- 
bassador in  England.  The  title  is  "My 
Mission  in  London,  1912-1914,"  by  Prince 
Lichnowsky,  with  a  preface  by  Gilbert 
Murray.  The  book  is  being  distributed 
through  the   news  companies. 

The  war  has  produced  few  human 
documents  of  the  importance  of  Prince 
Lichnowsky's  "Memorandum."  It  throws 
a  flood  of  light  upon  the  diplomatic  cor- 
respondence published  by  the  belligerent 
chancelleries  in  the  opening  months  of 
the  war.  particularly  upon  the'  German 
White  Paper,  who  reservations  it  ex- 
poses, whose  enigmas  it  untangles,  whose 
lies  it  lays  bare. 

It  is  the  diplomatic  story  of  the 
Prince's  ambassadorship  at  London,  from 
1912  until  the  war  drove  him  home  to 
Berlin  in  August,  1914,  when  he  was  de- 
prived of  rank  and  distinctions. 


BOOKSELLER    AND    STATIONER 
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WAKE  UP,  CANADIANS 


Editorial  Written  by  R.  J.  C.  Stead,  the  Brilliant 

Canadian  Author,  at  The  Tribune's 

Request 


Strange  as  it  may  seem, 
the  Empire  is  at  war. 

One  says  "Strange  as  it 
may  seem,"  when  he  notes 
the  amazing  placidity  with 
which  we  Canadians  g  o 
about  our  petty  affairs  while 
our  very  existence  as  a 
people  is  at  stake.  Is  it  the 
national  mask  of  reserve  be- 
hind which  the  Anglo-Saxon 
conceals  his  deepest  emo- 
tion? Or  is  it  that  our  petty 
affairs  are  still  for  us  the 
matter  of  greatest  moment? 

The  truth  is,  no  doubt, 
somewhere  between  these 
extremes.  And  yet  even  the 
friendliest  critic  of  the  Cana- 
dian people  could  hardly 
say  that  we  have  laid  all  we 
have  on  the  altar  of  sacrifice. 
An  unfriendly  critic  might 
say  that  personal  selfishness 
is  still  more  to  us  than  the 
destiny  of  humanity. 

Making  due  allowance  for 
the  stricken  homes  which 
have  given  their  all,  it  is 
still  true  that  throughout  the 
length  and  breadth  of  our 
land  the  god  of  personal  sel- 


fishness holds  almost  undis- 
puted sway.  Prosperity  is 
rampant.  Success  is  still 
measured  in  acquisitions. 

There  must  be  a  new  spirit 
of  service  infused  into  our 
nationhood.  We  must  meas- 
ure greatness,  not  by  what  it 
gets,  but  by  what  it  gives. 
We  pray  for  the  preserva- 
tion of  our  civilization.  We 
should  do  better  if  we  pray- 
ed that  we  may  develop  a 
civilization  worth  preserv- 
ing. If  our  civilization  goes 
down  in  this  struggle  it  will 
be  because  it  has  been 
weighed  in  the  balance  and 
found  not  worthy  to  endure. 

There  may  be  still  time  to 
save  it,  but  if  it  is  to  be  saved 
we  must  develop  that  com- 
munity of  spirit  in  which  we 
are  brothers,  not  competi- 
tors ;  more  eager  to  serve 
than  to  be  served ;  more 
honored  in  our  own  toil  than 
in  the  tribute  of  others ; 
anxious  to  be  poor  if  through 
our  poverty  we  may  save  the 
State.  How  far  we  stand 
from  that  ideal,  look  about 
you  and  judge. 


a^M^ftwflfrifltofflRa^^ 


31 


Canada  Third  in  the  Number  of  Autos 

L.    B.    Howland,    President    of    Canadian    Automobile    Association,    so    Asserts    at 

Convention  Held  in  Hamilton — Alberta  and  Saskatchewan  Show 

Gains — The  Booksellers'  Opportunity 


THAT  Canada  is  coming  to  be  an 
important  field  for  automobile  ac- 
cessories can  be  gleaned  from  the 
announcement  made  at  Hamilton  during 
the  recent  convention  of  the  Canadian 
Automobile  Association  by  the  president, 
L.  B.  Howland.  Mr.  Howland  asserted 
that  there  were  over  200,000  cars  in  use 
in  Canada,  and  that  this  country  now 
ranks  third  among  the  countries  of  the 
world  in  the  number  of  automobiles. 
United  States  is,  of  course,  first  in  point 
of  numbers.  From  this  fact  it  will  be 
seen  that  one  of  the  most  important 
markets  for  automobile  accessories  is 
right  here  in  Canada.  Hardwaremen 
are  appreciating  this  fact,  evidenced  by 
the  large  number  who  already  have 
started  to  handle  this  line  and  the  in- 
terest taken  in  the  matter  by  many 
others. 

No  Restriction  on  Gasoline 

That  the  authorities  at  Ottawa  did 
not  contemplate  putting  any  restriction 
on  the  sale  of  gasoline  at  the  present 
time  was  a  further  announcement  made 
by  Mr.  Howland.  To  a  deputation  that 
recently  waited  on  the  Fuel  Controller 
the  intimation  was  made  by  the  latter 
that  he  did  not  consider  it  necessary  to 
interfere  with  the  importation  of  gaso- 
line. He  intimated  that  there  was  suffi- 
cient gasoline  in  America  to  go  round. 
There  was  a  shortage  of  gasoline  in 
England  at  the  present  time,  but  that 
was  caused  through  the  shipping  situa- 
tion. 

Some  rather  startling  figures  were 
given  out  at  the  convention  as  to  the 
number  of  thefts  of  automobiles  during 
the  course  of  a  year.  In  the  City  of  To- 
ronto alone  there  were  some  800  cars 
stolen,  while  in  the  City  of  Winnipeg 
there  were  in  the  neighborhood  of  1,000 
stolen.  The  estimated  losses  on  cars 
stolen  throughout  the  Dominion  during 
last  year  was  $200,000. 

Rapid  Increase  in  Saskatchewan 

The  growth  in  the  number  of  automo- 
biles in  the  Province  of  Saskatchewan  is 
fairly  indicative  of  the  great  strides  that 
are  being  made  in  the  sale  of  automo- 
biles. It  is  needless  to  point  out  that 
with  every  sale  of  an  automobile  there 
is  a  prospect  for  the  sale  of  accessories. 
Ten  years  ago  that  province  only  had  74 
automobiles.  During  the  first  four 
months  of  the  present  year  the  number 
of  licenses  issued  amounted  to  33,000 
and  the  year  is  still  young.  There  will 
be  many  more  issued  before  the  close 
of  the  present  year.  During  the  first 
four  months  of  the  present  year  more 
licenses  were  issued  in  that  province 
than  in  the  entire  year  of  1917.  The 
total  number  of  licenses  issued  last  year 
in  Saskatchewan  amounted  to  32,705. 


Up  to  April  30  of  last  year  there  were 
issued  only  12,838  licenses,  compared 
with  33,000  at  the  similar  period  during 
the  present  year.  Between  May  1  and 
December  31  the  number  of  licenses  is- 
sued was  approximately  20,000.  If  the 
same  record  is  maintained  for  the  pre- 
sent year  the  province  expects  to  have 
a  total  of  over  50,000  licenses  by  the  end 
of  1918. 

Alberta   Also   Ahead 

There  has  been  a  noticeable  increase 
in  the  number  of  automobiles  in  use  in 
Alberta  during  the  first  four  months  of 
the  present  year,  according  to  reports 
which  have  recently  been  received.  Dur- 
ing the  year  1917  the  total  number  of 
licenses  issued  was  20,639,  while  during 
the  first  four  months  of  the  present  year 
the  number  of  licenses  issued  was  21,- 
080,  or  441   more  than  the  whole  of  last 


A  BOON  FOR 
BOOKSELLERS 

A  big  new  field  for  bookselling  has 
been  developing  with  the  growth  of 
the  automobile.  Ten  years  ago  a 
bookseller  in  Kitchener  recalls  plac- 
ing an  order  with  fear  and  trepida- 
tion for  twelve  copies  of  what  was 
then  the  best  known  book  dealing 
with  the  automobile.  They  were  all 
sold   that  season. 

With  the  number  of  cars  now  in 
use  as  compared  with  a  decade  ago 
ami  considering  the  multiplied  num- 
ber of  books  treating  upon  automo- 
bile subjects,  it  is  quite  plain  that 
the  selling  of  these  books,  together 
with  the  somewhat  kindred  aviation 
books,  opens  up  a  field  for  booksellers 
that  bids  fair  to  become  one  of  the 
most   lucrative    in    the    business. 

The  thing  for  each  individual  book- 
seller to  do  now  is  to  rise  to  the 
occasion  and  push  this  branch  of 
bookselling  for  all   he   is  worth. 


year.  While  the  margin  in  Saskatche- 
wan for  the  first  four  months  of  the  pre- 
sent year  is  295  more  than  the  total 
number  in  1917,  it  will  be  noted  that  the 
Province  of  Saskatchewan  leads  Alberta 
in  the  number  of  cars  in  use,  Saskatche- 
wan having  33,000  and  Alberta  21,080. 
Saskatchewan  has  in  the  past  maintained 
a  lead  over  Alberta  by  about  50  per  cent, 
in  number,  and  this  record  is  apparently 
being  maintained  during  the  present 
year. 

The  record  of  the  way  the  automobiles 
have  grown  in  numbers  in  the  Province 
of  Saskatchewan  makes  interesting 
reading.  In  the  year  1906  there  were 
only  22  automobiles  in  the  whole  pro- 
vince. Ten  years  later  the  number  had 
reached  15,680.  Following  shows  the 
number  of  licenses  granted  year  by  year 
since  1906  in  that  province: 
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1906    22 

1907    55 

1908    74 

1909     147 

1910    531 

1911     1,304 

1912    2,268 

1913    4,659 

1914    8,027 

1915    10,225 

1916    15,680 

1917    32,705 

1918  (four  months)    33,000 

Advices  from   the   Western    Provinces 

indicate  that  this  development  in  the 
automobile  industry  in  the  Western  pro- 
vinces has  been  directly  attributable  to 
the  fact  that  the  automobile  is  a  great 
time  and  money  saver  for  the  farmer.  It 
is  something  akin  to  the  telephone  in  this 
respect,  as  it  has  been  demonstrated  to 
be  a  fact  that  it  means  a  real  economy  as 
well  as  a  great  convenience.  In  the  busy 
seeding  and  harvesting  seasons,  when 
the  loss  of  a  day  by  a  breakdown,  it  may- 
be in  some  piece  of  machinery  on  the 
farm,  is  a  serious  matter  for  the  farmer. 
With  an  automobile  ready  at  hand  a 
quick  run  can  be  made  to  town  to  secure 
the  needed  part  or  repair  and  with  very 
little  lost  time. 

Growth  of  Auto  Accessories 

The  growth  of  the  auto  accessory 
business  is  bound  to  keep  time  with  the 
growth  in  the  number  of  automobiles. 
Wherever  a  new  machine  is  installed 
there  is  a  prospect  for  the  sale  of  addi- 
tional accoutrements.  From  the  record 
of  development  in  the  West  it  will  be 
seen  that  that  section  of  the  country  will 
need  its  full  share  of  accessories  in  the 
days  that  are  to  come.  Hardware  deal- 
ers in  the  Western  section  of  the  Do- 
minion have  not  been  slow  to  realize  the 
possibilities  in  this  respect,  as  many 
have  already  taken  up  handling  of  these 
commodities  and  find  them  a  most  pro- 
fitable line  to  carry.  Similarly  booksell- 
ers should  take  advantage  of  the  added 
field  for  bookselling  which  this  creates. 


DISPLAY   STAND   FOR   CRAYONS 

The  American  Crayon  Co.  has  just 
introduced  a  new  counter  display  stand 
accommodating  three  dozen  five-cent 
packages  of  crayons.  A  cut-out  design 
in  the  front  of  each  package  discloses 
the  crayons  inside  and  adds  a  pleasing 
color  effect  to  this  display. 

Who  hasn't  been  vexed  at  the  sloppy 
effect  of  rubber-stamp  lettering,  despite 
the  greatest  care?  Hereafter,  when  you 
work  at  a  sign,  place  a  glass  "push-pin" 
at  each  end  of  the  line  you  are  working 
on.  Stretch  a  rubber  band  over  the 
heads  of  the  pins  and  you'll  find  you 
have  a  guide  line  which  can  really  be 
followed. 


LITERATURE  OF  THE  WAR 
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WORLD  WAR  AT  A  GLANCE 

EVERY  bookseller  will  doubtless 
welcome  a  little  vest  pocket  vol- 
ume entitled  "The  World  War  at 
a  Glance,"  a  book  that  may  be  carried 
about  without  the  least  inconvenience 
and  prove  a  boon  to  those  who  obtain 
copies,  because,  as  its  name  suggests, 
this  book  is  intended  to  afford  for  rapid 
and  convenient  reference  information 
regarding  all  angles  of  the  world  war 
and  the  peoples  and  nations  engaged. 
Compact  comploteness  has  been  the  aim 
of  the  compilers,  who  have  produced  a 
volume  answering  almost  any  of  the 
multitudinous  questions  arising  in  our 
daily  reading  and  conversation,  yet  in 
size  convenient  for  carrying  in  one's 
pocket. 

"It  is  natural,"  says  the  foreword, 
"that  the  war  and  all  connected  with  it 
should  be  uppermost  in  our  minds  and 
our  discussions.  There  is  hardly  a  home 
from  which  a  near  and  dear  one  has  not 
gone  forth  to  fight  for  right  over  might. 
Yet  how  much  of  our  discussion  is  well 
informed;  and  when  from  the  passing 
news  well  informed  on  some  detail,  how 
long  is  it  before  we  have  forgotten? 
When  forgotten,  how  many  have  the 
means  at  hand  ready  to  refresh  their 
memories?  To  meet  this  need  this,  book 
has  been  compiled." 

For  those  at  home  as  well  as  for  sol- 
dier or  sailor  in  the  service  it  affords  in 
concise  form  those  great  facts  with 
•which  one  must  be  familiar  for  intelli- 
gent conception  of  the  great  war. 
Armies,  navies,  insignia  of  the  United 
States  and  our  Allies,  merchant  ship- 
ping, submarine  records,  governments, 
populations,  wealth,  cost  of  the  war, 
loans,  taxation,  pronunciations,  govern- 
ment war  boards,  cantonments,  the  draft, 
insurance,  army  and  navy  pay,  history 
of  the  war  in  chronological  form,  are 
only  a  few  of  the  features  covered. 

The  book  is  published  at  half  a  dollar; 
size,  ZVi  x  5y2;  bound  in  keratol,  gold 
side  stamp  and  red  edges. 

CAMELS  IN  WAR  WORK 

"With  the  R.  A.  M.  C.  in  Egypt,"  a 
wonderfully  interesting  and  informing 
new  book  of  the  war,  which  differs  from 
every  other  we  have  seen,  contains 
thirty-two  illustrations  from  photo- 
graphs, seventeen  of  which  show  to  what 
uses  the  camel  is  put  in  Army  Medical 
Service,  where  it  is  the  chief  beast  of 
burden.  What  the  camel  carries,  and 
how  it  carries  it,  will  surprise  every 
reader.  Without  it  desert  warfare,  such 
as  Great  Britain  has  waged  in  Africa, 
would  be  impossible.  Without  it  medical 
stores  could  not  be  moved  far  inland,  as 


these  have  been  during  the  present  war, 
and  wounded  men,  sick  men,  could  not  be 
transported;  indeed,  without  it  how 
could  the  British  Expeditionary  Army 
have  been  fed? 

BEYOND  THE  MARNE 

An  interesting  announcement  is  "Be- 
yond the  Marne,"  a  companion  volume  to 
Mildred  Aldrich's  "A  Hilltop  on  the 
Marne,"  written  by  Mademoiselle  Hen- 
riette  Cuvru-Magot,  "the  little  friend  and 
neighbor"  mentioned  in  Mildred  Ald- 
rich's books — "A  Hilltop  on  the  Marne" 
and  "On  the  Edge  of  the  War  Zone." 

Mademoiselle  Henriette  Cuvru-Magot, 
who,  since  the  early  months  of  the  war, 
has  been  nursing  the  wounded  at  the 
Auxiliary  Hospital  of  l'Union  des  Fem- 
mes  de  France,  at  Quincy,  near  Meaux, 
lives  in  the  picturesque  village  of  Vois- 
ins,  a  dependency  of  that  commune.  She 
is  but  eighteen  years  old. 

She  is  a  daughter  of  a  superior  officer 
who  played  an  active  and  brilliant  part 
in  the  war  of  1870,  granddaughter  of  a 
Garde-du-Corps  of  Louis  XVI.;  she  heard 
from  childhood  in  her  home  many  tales 
of  valiant  deeds  performed  by  the 
French  army.  And  now,  in  her  turn,  she 
tells  what  she  saw  from  her  mo'dest  cot- 
tage and  traces  a  poignant  picture  of  the 
events  which  took  place  under  her  eyes. 

WAR   TIME    HYMNS 

Several  of  the  largest  and  most  in- 
fluential New  York  city  churches,  desir- 
ing a  collection  of  hymns  adapted  to  the 
present  tragic  times  and  suitable  for  use 
in  connection  with  the  regular  churcii 
services,  have  compiled,  under  the  im- 
mediate direction  of  Dr.  William  P. 
Merrill,  pastor  of  the  Brick  Church,  New 
York  City,  assisted  by  Mr.  Clarence 
Dickinson,  organist  of  the  church,  a  col- 
lection entitled  "War  Time  Hymns." 
This  is  not  a  collection  of  popular  camp 
songs,  but  of  the  more  serious  hymns, 
voicing  the  deepest  sentiments  and  as- 
pirations of  all  earnest  souls.  The  col- 
lection has  been  published  in  a  paper 
edition  by  Revell's. 

LADIES   FROM   HELL 

R.  D.  Pinkerton  certainly  has  selected 
a  sensational  title  for  this  war  book: 
"Ladies  From  Hell,"  published  by  Mc- 
Clelland, Goodchild  &  Stewart.  The  sig- 
nificance of  that  name  for  it  is  the  ap- 
plication to  the  kilted  London  Scottish 
Regiment  of  which  the  author  was  a 
member. 

The  Scots  were  in  the  thick  of  things 

from  the  Marne  on,  and  Mr.  Pinkerton 

came  to  know  war  for  what  it  is.     The 

author's    remarkable    description    of   the 
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To    the    Memory    of    My    Beloved    Son 
CAPTAIN   JOHN   LAUDER 

First    8th    Argyle    and     Sutherland 
Highlanders,    killed    in    France, 
December  28,   1916 
By     Harry    Lauder,    whose    book,    "A 
Minstrel    in    France,"    has    just    ap- 
peared. 
Oh,   there's   sometimes   1   am   lonely 
And    I'm    weary   a'   the   day 
To    see    the    face    and    clasp    the    hand 
Of   him    who    is   away. 
The   only   one   God   gave   me, 
My    one    and    only    joy, 
My  life  and  love  were  centered  on 
My   one  and   only   boy. 

I    saw   him    in    his    infant    days 

Grow  up  from  year  to  year, 

That   he   would   some  day   be  a  man 

I    never    had    a    fear. 

His   mother   watched   his   every   step, 

'Twas   our   united   joy 

To   think   what   he    might   be    one   day 

My   one   and    only   boy. 

When   war  broke   out   he   buckled   on 

His    sword,    and    said,    "Good-bye, 

For   I  must   do  my  duty,  Dad; 

Tell    mother    not   to    cry, 

Tell    her    that    I'll    come    back    again." 

What    happiness    and   joy! 

But    no,    he    died    for    liberty, 

My    one   and   only   boy. 

The    days    are    long,    the    nights    are 

drear, 
The  anguish   breaks   my  heart, 
But    oh!    I'm   proud   my   one   and   only 
Laddie    played    his    part. 
For  God  knows  best,  His  will  be  done, 
His    grace    does    me    employ. 
I    do    believe    I'll    meet   again 
My   one   and    only   boy. 


Battle  of  Lille  was  written  immediately 
following  it  while  the  full  details  were 
fresh  in  his  mind.  Indeed,  the  first 
draught  of  the  book  was  done  in  the 
midst  of  the  terrific  thing  that  is  called 
war,  and  the  book  has  captured  the  very 
atmosphere  of  the  Western  front. 

The  reader  will  re-live,  with  the 
author,  in  minutest  detail,  his  months  of 
training  and  fighting;  the  reader  will  be 
made  a  comrade  in  arms  with  the  cap- 
tivating "Ladies   From   Hell." 

Canadian  readers,  especially  the  many 
thousands  of  Scotch  descent,  will  be 
good  prospects  for  sales  of  this  book 
and  this  circumstance  should  not  be 
overlooked    by   booksellers. 

The  claim  is  made  that  the  latest 
developments  of  American  chemists 
will  win  the  war.  This  adds  interest  to 
Van  Nostrand's  Chemical  Annual  for 
1918  edited  by  John  C.  Olsen.  It  is  a 
handbook  of  useful  data  for  analytical, 
manufacturing  and  investigating  chem- 
ists   and    for    chemical   students. 
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BIRTHDAYS  AND  A  WAR  PARTY 

A  hostess  was  called  upon  to  give  a 
"War  Party,"  by  reason  of  having  at- 
tended one,  which  required  her  to  repeat 
the  privilege  for  others,  and  to  present 
some  simple  program.  Having  a  copy  of 
"Inspiration  and  Ideals,"  the  new  book 
by  Grenville  Kleiser  which  is  much  ad- 
mired by  her,  with  its  brief  page-essay 
for  every  day  in  the  year,  she  asked  each 
lady  present  to  take  the  book,  find  her 
own  birthday,  and  read  aloud  the  little 
essay  for  that  day.  Music  in  "the  be- 
tweens"  allowed  time  for  passing  the 
book  around,  and  the  ladies  gladly  co- 
operated, the  comment  of  one  being  read- 
ily assented  to  by  all  that  no  one  had  to 
tell  her  age!  And  the  aptness  of  selec- 
tions was  quite  astonishing;  the  origin- 
ality of  the  program  afforded  general  de- 
light. We  pass  on  the  suggestion  to  any 
lady  who  for  any  reason  wishes  to  en- 
tertain a  small  company  in  a  manner  un- 
usual  and   quite   charming. 

WOMAN-POWER 

The  new  book  by  Harriet  Stanton 
Blatch  on  "Mobilization  of .  Woman- 
Power"  will  be  published  under  the  aus- 
pices of  the  Young  Women's  Christian 
Association.  It  takes  up  the  problem 
of  women  in  business,  professional  and 
industrial  life  as  affected  by  the  war, 
and  is  based  on  the  author's  own  experi- 
ence in  seeing  the  mobilization  of  women 
in  Great  Britain  and  France.  Contrary 
to  most  of  the  books  on  the  subject, 
this  is  from  the  purely  American  point 
of  view,  by  a  woman  who  has  had  women 
in  mind  all  her  life.  The  author  deals 
with  conditions  as  they  are  to-day,  with 
a  very  definite  thrust  at  the  possibilities 
for  women  in  the  reconstruction  period 
after  the  war.  It  is  a  frank  and  brave 
attempt  to  bring  women  to  a  conscious- 
ness of  their  huge  national  duties  to-day 
and   to-morrow. 

CANADIANS   TELL   OF  THEIR 
ESCAPES 

A  new  Canadian  war  book  shortly  to 
appear  is  "Out  of  the  Jaws  of  Hun- 
land,"  by  Corporal  Fred  McMullen  and 
Private   Jack   Evans. 

Corporal  McMullen,  sniper,  was  blown 
headlong  out  of  a  Canadian  trench  in 
the  Battle  of  Zillebeck  and  at  the  same 
time  severely  wounded.  He  lay  in  No 
Man's  Land  all  day  while  a  British  and 
a  German  barrage  passed  over,  wound- 
ing him  twice  more.  During  this  time 
a  German  charge  and  retreat  passed 
over  him.  Finally  he  was  hauled  into  a 
German  trench.  From  there  he  was 
transferred  through  several  hospitals 
and,  after  convalescing  somewhat,  was 
quartered  in  three  different  prison 
camps.  Twice  he  escaped,  once  while 
clad  in  a  civilian  uniform  secured  from 
German  soldier-sentries  in  return  for 
bits  of  soap,  only  to  be  apprehended  and 
brought  back  again  to  the  same  awful 
privation,  harsh  treatment,  and  galling 
conditions.  Finally,  by  stepping  at  mid- 
night  over  two   sleeping     sentries     and 


crawling  through  two  trapdoors,  he  got 
away  again,  and,  after  a  series  of  hair- 
breadth escapes  and  thrilling  adventures, 
made   his   way   into   Holland 

Private  Evans,  machine  gunner  and 
bomber,  after  losing  all  but  one  of  his 
section  in  the  same  engagement,  made 
a  break  for  the  Canadian  support  tren- 
ches, only  to  find  himself  surrounded  by 
Germans.  He,  too,  though  wounded  in 
three  places,  was  sent  to  a  prison  camp 
and,  a  little  time  later,  to  a  coal  mine, 
where  he  was  forced  to  labor,  under  con- 
ditions one  can  scarcely  credit,  with  Ger- 
man civilians.  As  a  result  of  a  fight 
with  three  guards  he  was  tried  three 
times  before  German  tribunals  and,  won- 
derful to  relate,  won  his  case  each  time. 
When,  with  no  food  and  inhuman  treat- 
ment, conditions  became  intolerable,  he 
tried  three  times,  unsuccessfully,  to  es- 
cape, on  one  of  these  occasions  getting 
within  two  hundred  yards  of  the  Dutch 
border  when  apprehended.  Finally,  he 
too,  after  going  through  privation  and 
almost  unimaginable  dangers,  managed 
to  get  "out  of  the  jaws." 


THOMAS   TIPLADY 
Author    of    "The    Soul     of    a     Soldier." 

THE  SOUL  OF  A  SOLDIER 

Good  as  was  "The  Cross  at  the  Front," 
Thomas  Tiplady's  new  book,  "The  Soul 
of  a  Soldier,"  will  be  pronounced  by 
many  as  still  better.  In  his  inner 
glimpses  of  the  soldier-actors  in  this 
terrible  drama,  Tiplady  sweeps  a  wider 
horizon,  goes  deeper  and  with  sacrificing 
simplicity  proves  himself  a  keen  student 
of  human  nature. 

It  is  an  astonishing  story  Chaplain 
Tiplady  has  to  tell — one  in  which  the 
very  foundations  of  existence  seem  tem- 
porarily parted  and  the  world  turned 
upside-down.  Yet  never,  in  the  telling 
does  he  lose  the  unswerving  note  of 
"The  Cross  at  the  Front,"  nor  for  a 
moment  relax  his  belief  that  the  cause 
of  justice,  truth  and  righteousness  is 
that  for  which  the  Allied  Armies  are 
now  fighting — the  cause  that  must,  and 
will,    eventually    prevail. 

Through  the  courtesy  of  Hodder  & 
Stoughton,  BOOKSELLER  AND  STA- 
TIONER is  enabled  to  present  herewith 
a  half-tone   reproduction   of  the   author. 
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"WELL?" 

"Rouuh  Rhymes  of  a  Padre,  just  pub- 
lished by  Hodder  &  Stoughton,  is  a  most 
readable  book  of  poems,  chief  of  which 
is  "Well?"  In  this  poem  a  soldier  tells 
of  a  dream  he  had  revealing  a  more 
genuine  conception  of  what  follows  the 
last  trump  than  had  been  drum- 
med into  the  Cockney  Tommy  by  the 
padre  whom  the  fighting  boys  called 
"Dismal  Jim."  He  tells  of  Billy  Briggs 
who  was  helping  a  pal  when 
"There   came   and   bust  atween   'is   legs, 

A  big   Boche  5.9  pill. 

And   I   picked   up   'is   corpril's   stripes, 

That's  all  there  was  o'  Bill." 

Then  is  recalled  a  typical  circumstance 
revealing  the  late  Bill's  prowess  at  pro- 
fanity: 
"Well  when  we  got  there  by  the  switch, 

A  loose  board  tipped  right  up, 
And    Bill,   'e    turned   a   somersault, 

And    dahn    'e   came,    and    whup! 
I've  'eard  men  blind,  I've  'eard  'em  cuss 

And   I've   'eard   'em   do  it   'ard, 
Well  'aven't  I  'eard  our  R.S.M., 

Inspectin'  special  guard? 
But   Bill,   'e   left   'im   standin'   still. 

'E   turned   the   black  night  blue, 
And  I  guess  the  Angel  Gabriel 

'Ad  short'and  work  to  do. 
Well    'ow   would   poor  old   Bill   go   on, 

When   'e   stood   all   alone, 
And  'ad  to  'eir  that  tale  read  out, 
Afore  the  great  white  throne  ? 
If   what   our   Padre    says   is   right, 

'E'd    'ave   a   rotten   spell, 
And   finish   up   ov   it,  I   s'pose, 

'E'd   'ave  to   go  to   'ell. 
And  yet  'e  were  a  decent  lad, 

And    met    a    decent   end, 
You'll   never  finish  decenter, 

Than  tryin'  to  'elp  a  friend. 
But  some'ow  I  c^n't  think  it's  ri<^ht, 

It   ain't  what   God   would    do. 
This    tale    of    all    these   record    books, 

I    thinks    it's    all   napoo. 
'Twould  let  some  rotten  beggars   in, 

And  keep  some  good  'uns  out, 
There's     lots     of    blokes,    what   does    n 
wrong, 

As   can't   do   nowt  but   shout." 

Thus  the  storv  in  rhyme  proceeds  and 

this  is  how  it  ends: 

"There   ain't  no   throne,  and  there  ain't 

no  books, 

It's  'Im  you've  got  to  see, 
It's  'Im    iust  'Tm.  that  is  the  iudze 

Of  blokes  like  you  and  me. 
And,  boys,  I'd  sooner  frizzle  ud. 

I'  the  flames  of  a  burning  'Ell, 
Than    stand    and   look    into    'Is   face, 

And   'ear  'Is  voice  say — 'Well  ?'  " 


In  view  of  the  frequent  discussions 
one  hears  as  to  what  the  United  States 
actually  has  accomplished  thus  far  in 
the  prosecution  of  the  war,  booksellers 
have  a  fine  opportunity  to  introduce  a 
book  on  this  subject  entitled  "Our  First 
Year  in  the  Great  War,"  by  General 
Francis  Greene.  It  consists  of  five  chap- 
ters entitled  "The  Prospects  of  Peace," 
"Our  Contribution  in  Man  Power," 
"Transportation,"  "The  Tactics  of  the 
Five  Arms  (Formerly  the  Three  Arms)," 
"The  Prospects  of  Victory." 
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Business  Library  For  City  of  Bradford 

Following  Lead  of  Glasgow,  Scotland,  Where  8,000  Visitors 
Made  Enquiries  in  First  Two  Months 


INDICATIVE  of  the  growth  of  inter- 
est in  business  information,  its 
sources  and  methods  of  locating 
them,  is  a  movement  in  Bradford,  Eng- 
land, to  form  a  commercial  library  and 
business  information  bureau  which  will 
provide  data  and  counsel  on  business 
generally,  and  trade  in  Bradford  par- 
ticularly. 

The  Bradford  city  library  already  pos- 
sesses a  big  collection  of  technological 
books  dealing  with  the  manufacturing 
side  of  products  made  in  Bradford,  but 
it  is  planned  to  make  the  new  library  a 
source  of  material  on  distribution  and 
marketing  also.  Further,  the  new  library 
will  be  centrally  located  in  the  city,  and 
will  be  in  charge  of  a  librarian  possess- 
ing intimate  knowledge  of  the  commer- 
cial needs  of  the  city.  It  is  intended  that 
the  bureau  shall  serve  as  a  distributing 
centre  of  the  commercial  information 
furnished  by  the  Commercial  Intelli- 
gence Department  of  the  Board  of 
Trade,  and  also  to  provide  information 
on  all  matters  relating  to  commercial 
law,  business  practice,  patents,  home  ana 
foreign  trade,  etc.  This  will  involve 
stocking  the  library  with  directories  of 
British  and  foreign  cities;  classified 
directories  of  manufacturers,  shippers, 
distributing  agencies,  etc.;  commercial 
atlases,  maps,  gazetteers,  codes,  tele- 
phone directories,  Government  and  offi- 
cial publications  relating  to  trade,  manu- 
facturers' and  trade  catalogues,  trade 
and  industrial  journals,  reports,  etc. 

So  far  as  known  the  only  city  in  the 
British  Isles  that  has  so  far  established 
such  a  commercial  library  is  Glasgow, 
where  some  8,000  visitors  made  inquiries 
in  the  first  two  months. — "Associated 
Advertising." 


NEW  LIBRARIES 

Cobalt.  May  17. — A  move  is  on  foot 
to  establish  a  public  library  in  town, 
and  with  this  in  view  a  deputation  wait- 
ed on  the  town  council  last  night.  The 
proposal  would  involve  an  initial  expen- 
diture of  about  $700. 

Vancouver,  B.C.,  May  11. — The  first 
public  school  library  in  this  city  was 
opened  last  nio:ht  at  the  Alexandra 
School,  Clark  drive.  The  bookcases  with 
their  rows  of  neatly-labelled  contents 
were  the  centre  of  much  interest  and 
admiration,  for  during  the  past  six 
months  while  the  collection  was  being 
made  the  opening  function  has  been 
eagerly  anticipated.  Inspection  reveal- 
ed a  wide  range  of  literature  dear  to 
children  of  all  ages,  and  both  sexes,  in- 
cluding such  favorite  authors  as  Dickens, 
Scott,  Henty,  Nellie  McClung',  Alice 
Hea:an  Rice,  Kate  Douglas  Wiggin, 
Robert  Louis  Stevenson,  Jack  London, 
Dumas  and  Ralph  Connor.  The  sub- 
jects embrace  fiction,  technical  and  scien- 
tific works,  history,  adventure  and  verse, 


600  volumes  in  all,  and  valued  at  about 
$400.  The  bookcases  were  made  by 
Frank  Templar,  manual  training  inspec- 
tor, to  whose  services  the  school  is  much 
indebted,  the  material  being  donated  by 
the  School  Board. 

Q*S  NEW  BOOK 

"Foe-Farrell"  is  the  title  of  a  new 
novel  by  "Q"  (Quiller-Couch),  which  has 
just  appeared. 

Like  Stevenson's  "Dr.  Jekyll  and  Mr. 
Hyde,  it  is  a  psychological  study  of  the 
transformation  of  character.  It  is  also 
a  rousing  story  of  adventure,  the  inci- 
dents of  which  take  the  principal  char- 
acters around  the  world  and  involve  a 
number  of  unusual  and  interesting 
people. 

A  good  lead  for  booksellers  is  this 
comparison  with  "Dr.  Jekyll  and  Mr. 
Hyde,"  and  by  playing  that  up  it  will  be 
easier  to  sell  this  new  book. 

SEAPLANE    CHASES    ZEPP 

Capt.  Albert  Munday,  author  of  "The 
Eyes  of  the  Army  and  Navy,"  who  is  a 
former  Toronto  newspaper  man,  took 
part  in  a  fight  with  a  Zeppelin  sighted 
in  the  North  Sea  by  the  seaplane  com- 
manded by  T.  C.  Pattison,  of  Leeds. 
Many  rounds  were  fired  by  the  plane 
into  the  Zepp  which  retreated  to  the 
German  coast. 

FOLD-A-WAY  TOYS 

A  clever  and  most  entertaining  series 
of  new  toy  books  is  the  series  of  Fold- 
a-way  Toys  in  book  form  put  out  by  the 
Reilly  &  Britton  Co.,  of  Chicago,  being 
marketed  in  Canada  by  the  Copp,  Clark 
Co.  Among  the  specimen  books  which 
have  been  received  by  BOOKSELLER 
AND  STATIONER  are  "Dolly  Blos- 
som's Bungalow,"  "Dolly  Blossom  and 
Her  Wardrobe,"  "Dolly's  Breakfast," 
"The  Story  of  Peter  Rabbit"  and  "The 
Story  of  Little  Black  Sambo."  In  these 
latter  story  books  the  text  of  the  story 
is  accompanied  by  colored  pictures  on 
each  page  for  cutting  out.  Thus  the  child 
can  "play  out"  the  story  as  it  proceeds. 
It  will  be  appreciated  that  this  feature 
makes  these  books  an  inexpensive 
amusement  that  is  both  entertaining 
and  educational,  being  especially  suit- 
able for  birthdays,  holidays,  rainy  days 
and  vacation  days.  The  idea  of  these 
fold-a-way  toys  originated  with  Will 
Pente  who  has  designed  all  these  books. 

SEVIGNY  GETS  POST 

Ottawa,  May  10.— Hon.  Albert  Sevigny, 
former  Minister  of  Inland  Revenue,  who 
suffered  defeat  at  the  general  election  in 
December  last,  will  be  appointed,  it  is 
understood,  to  the  office  of  General  Lib- 
rarian of  Parliament.  He  will  succeed 
Alfred  D.  Decelles,  LL.D.,  who,  it  is 
stated,  is  retiring  with  the  superannua- 
tion allowance,  to  which  his  long  service 
entitles  him. 
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MANAGING    A    BUSINESS    IN    WAR 
TIME 

NEW  business  books  continue  to 
come,  and  one  of  the  latest  works 
is  a  two-volume  edition  entitled, 
"Managing  a  Business  in  War  time," 
published  at  $3  by  the  A.  W.  Shaw  Co., 
Chicago. 

The  first  chapter — Adjusting  a  Busi- 
ness to  War-time  Conditions — tells  ex- 
actly how  a  British  business  met  the 
new  conditions  and  sudden  problems  that 
the  war  brought.  Other  chapters  in  the 
first  volume  are:  What  American  Busi- 
ness Men  Can  Learn  from  British  Ex- 
perience; Hints  on  Handling  War-time 
Business;  How  Working  Hours  Affect 
Output;  Training  the  Boy  Worker.  The 
second  volume  treats  particularly  of 
ways  for  American  business  to  meet 
war-time  conditions. 

Nor  are  the  business  problems  that 
will  confront  us  when  peace  is  declared 
forgotten.  Some  of  the  men  who  have 
made  these  books  valuable  for  business 
men  by  their  contributions  are  Lord 
Leverhulme,  Sir  Charles  W.  Macara,  Rt. 
Hon.  John  Hodge,  M.P.,  Minister  of 
Labor;  Laurence  R.  Dicksee,  of  the  Uni- 
versity of  London;  Ralph  E.  Heilman,  of 
North-Western  University;  W.  R.  Bas- 
set, of  Miller,  Franklin,  Basset  &  Co.; 
Reginald  Trantschold,  John  Hays  Ham- 
mond, Theodore  E.  Burton,  Noble  F. 
Hoggson,  and  other  successful  business 
men. 

In  short,  these  books  show  the  busi- 
ness man  just  what  he  must  do  to  re- 
adjust his  business  to  the  demands  of 
war,  from  securing  the  necessary  help  to 
the  character  of  the  product  he  should 
handle,  from  the  minor  problems  which 
may  be  more  or  less  obvious  to  anticipat- 
ing the  modifications  that  the  Govern- 
ment might  otherwise  suggest,  sooner  or 
later. 

The  concerns  which  serve  the  country 
best  during  the  war  are  the  ones  most 
likely  to  come  out  of  the  war  stronger 
than  they  went  in.  To  wait  for  the  Gov- 
ernment to  suggest  needed  changes  is,  at 
best,  to  trifle  with  opportunity. 

Booksellers  could  sell  this  by  espe- 
cially canvassing  the  big  business  men 
in  their  respective  communities,  and  the 
very  act  of  letting  these  men  know  that 
important  new  books  of  this  calibre  are 
obtainable  at  a  book  store  in  the  home 
town  will  add  prestige  in  their  eyes  to 
such  a  store. 


Bank  circulation  in  Canada  with  busi- 
ness pushed  at  war  pressure  has  in- 
creased from  $90,000,000  in  July,  1914, 
just  before  the  war,  to  more  than  $150,- 
000,000  in  July,  1917.  It  is  this  stimu- 
lated, augmented  and  systematically 
sustained  business  and  industrial  ac- 
tivity which  has  made  it  possible  for 
Canada  to  supply  money  and  materials 
as  well  as  men  in  unstinted  measure  for 
the  war. 

Enough  lumber  for  a  couple  of  wood- 
en ships  is  daily  wasted  in  the  pencil 
sharpeners  of  this  country.  Don't  jam 
in  the  pencil.  Hold  it  so  that  the  crank 
turns  easily.  It  saves  the  pencil  and  the 
sharpener,  and  you  get  a  better  point  in 
less  time.     Try  it! 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in   Canada 


THOMAS  ALLEN 
Fiction 

The  Son  Decides,  A.  S.  Pier,  cloth, 
$1.35;  The  Sheriff's  Son,  W.  McLeotl 
Raine,  cloth,  $1.50;  The  Lost  Naval  Pa- 
pers, Bennet  Copplestone,  cloth,  $1.50; 
Miss  Pirn's  Camouflage,  Lady  Stanley, 
cloth,  $1.50;  The  Statue  in  the  Wood, 
Richard  Pryce,  cloth,  $1.50. 

Non-Fiction 

Tenting  To-night,  Mary  Roberts  Rine- 
hart,  cloth,  $1.75;  Bird  Woman,  James 
W.  Schultz,  cloth,  $1.50;  War-Time 
Breads  and  Cakes,  Amy  L.  Handy,  cloth, 
75c;  Dorothy  Perkins  Canadian  Garden- 
Book,  Dorothy  Perkins,  cloth,  $1.00;  The 
Melody  of  Earth,  Mrs.  Waldo  Richards, 
cloth,  $1.50;  The  Secret  of  Typewriting 
Speed,  M.  B.  Owen,  cloth,  $1.00;  They 
the  Crucified,  Florence  Taberholt,  cloth, 
$1.00;  The  Chicago  Produce  Market,  Ed- 
win G.  Nourse,  cloth,  $2.25;  In  Audu- 
bon's Labrador,  C.  W.  Townsend,  M.D., 
cloth,  $2.50;  Trucking'  to  the  Trenches, 
John  Kautz,  cloth,  $1.00;  Over  Periscope 
Pond,  Esther  S.  Root  and  Marjorie 
Crocker,  cloth,  $1.50;  The  Faith  of 
France,  Maurice  Barres.  cloth,  $1.60; 
The  Bethlehem  Bach  Choir,  Raymond 
Walters,  cloth,  $2.50;  The  Psychology  of 
Conviction,  Joseph  Jastrow,  cloth,  $2.50; 
The  Warfare  of  To-day,  Lieut.-Col.  Paul 
Azan,  cloth,  $2.50. 

WILLIAM    BRIGGS 

Fiction 

'  En  L'air,  "In  the  Air,"  Lieut.  Bert  Hall, 
cloth,  $1.50;  The  Rider  in  Khaki,  Nat 
Gould,  cloth,  $1.25;  The  Adventures  of 
Arnold  Adair — American  Ace,  Laurence 
L.  Driggs,  cloth,  $1.35;  Hester  Redeem- 
ed, Guy  Thorne,  cloth,  $1.35;  The  Pro- 
digal of  the  Hills,  Edgar  Wm.  Dynes, 
cloth,   $1.35. 

Non-Fiction 
Letters  to  the  Mother  of  a  Soldier, 
Richardson  Wright,  cloth,  $1.00;  With 
God  and  the  Colours.  Mrs.  L.  A.  Foust, 
cloth,  50c  (A  Mother's  Prayers  for  Her 
Soldier  Boy);  Dere  Mable  (Love  Letters 
of  a  Rookie),  E.  Streeter,  cloth,  75c. 

THE  COPP,  CLARK  CO. 
Fiction 

The    Wire   Devils,   Frank   L.    Packard, 
cloth,  $1.35;  The  Making  of  George  Gro- 
ton,  Bruce  Barton,  cloth,  $1.40. 
Juvenile 

Fold-a-Way  Cut-Out  Toy  Books,  Will 
Pente,  boards,  50c.  Dolly  Blossom's 
Wardrobe  and  Doll,  Dolly  Blossom's 
Bungalow,  Dolly  Can't-Break  Dishes, 
The  Wonder  Circus.  Fold-a-Way  Cut- 
Out  Play  Story  Books,  each  $50c.  Little 
Black  Sambo,  Peter  Rabbit,  Cinderella, 
Three  Bears. 

THOMAS   LANGTON 
Fiction 

Cleek,    the    Master    Detective,    by    T. 


W.  Hanshew,  $1.40;  The  Golden  Block, 
by  Sophie  Kerr,  $1.40;  Blown  in  by  the 
Draft,  by  Frazier  Hunt,  $1.25;  The 
Whirlwind,  E.  W.  Underwood,  $1.50; 
Vicky  Van,  Carolyn  Wells,  $1.35;  The 
Heart  of  Arethusa,  by  Frances  B.  Fox, 
$1.35;  Something  That  Begins  With  a 
"T,"   $1.35. 

WAR  BOOKS 
Shellproof  Mack,  Arthur  Mack,  $1.3"j. 

THE  MACMILLAN   CO. 

Fiction 

First  the  Blade,  Clemence  Dane, 
cloth  $1.50;  The  Boardman  Family,  Mary 
S.  Watts,  cloth  $1.50;  The  Martial  Ad- 
ventures of  Henry  and  Me,  William 
Allen  White,  cloth  $1.50;  The  Flying 
Teuton,  and  Other  Stories,  Alice  Brown, 
cloth  $1.50;  The  Book  of  the  High  Ro- 
mance,   Michael    Williams,    cloth    $1.50; 

Non-Fiction 

The  Vocational  Education  of  Girls 
and  Women,  A.  H.  Leake,  cloth  $1.75; 
Criminology,  Maurice  Parmelee,  clotn 
$2.00;  Per  Arnica  Silentia  Lunae,  W.  B. 
Yeats,  cloth  $1.50;  Moments  of  Vision, 
Thomas  Hardy,  cloth  $2.00;  The  Case 
for  Compulsory  Military  Service,  G.  G. 
Coulton,  cloth  $2.50;  Christianity  in 
History,  Bartlet  &  Carlyle,  cloth  $4.00; 
The  Philosophy  of  Bendette  Croce,  H.  W. 
Carr,  cloth  $2.50;  Lovers'  Gift  and 
Crossing,  R.  Tagore,  cloth  $1.25; 
Through  War  to  Peace,  A.  G.  Keller, 
cloth  $1.25;  Co-operation:  The  Hope 
of  the  Consumer,  E.  P.  Harris;  cloth 
$2.00;  The  New  Horizon  of  Church  and 
State,  W.  H.  P.  Faunce,  cloth  60c;  Re- 
incarnations, James  Stephens,  cioLh 
$1.00;  Psychology  and  Preaching,  C.  S. 
Gardner,  "cloth  $2.00;  The  Dawn  of  a 
New  Patriotism,  N/E.,  John  D.  Hunt, 
cloth  $1.25;  The  Record  of  a  Quaker 
Conscience,  R.  M.  Jones,  cloth  60c. 

McCLELLAND,    GOODCHILD    AND 
STEWART 

The  Amazing  Interlude,  Mary  Roberts 
Rinehart,  $1.40;  The  Passport  Invisible, 
Perley  Poore  Sheehan,  $1.00;  Fore, 
Charles  E.  Van  Loan,  $1.35;  Howard 
Chase,  Red  Hill,  Kansas,  Charles  M. 
Sheldon,  $1.25;  The  Two  Faced  Man, 
Varick  Vanardy,  $1.40;  The  Invisible 
Enemy,  George  C.  Shedd,  $1.40;  Prester 
John,  John  Buchan,  $1.35. 
Non-Fiction 

Winged  Warfare,  Major  W.  A.  Bishop, 
V.C.,  D.S.O.,  M.C.,  $1.50;  A  Minstrel  in 
France,  Harry  Lauder,  $2.00;  Out 
There,  Charles  W.  Whitehair,  $1.50; 
French  Windows,  John  Ayscough,  $1.50; 
Fronts  Lines,  Boyd  Cable,  $1.50;  Camp- 
ing Out,  Warren  H.  Miller,  $1.50;  Over 
the  Hills  of  Home,  Lilian  Leveridge, 
$1.00;  Mexico's  Dilemma,  Carl  W.  Ack- 
erman,  $1.50;  Sonnets  of  Sorrow  and 
Triumph,  Ella  Wheeler  Wilcox,  $1.25; 
The  Mind  of  Arthur  James  Balfour,  Wil- 
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frid  M.  Short,  $2.50;  Aircraft  in  War 
and  Commerce,  W.  H.  Berry,  $1.50; 
Ladies  from  Hell,  R.  Douglas  Pinkerton, 
$1.50;  A  Banjo  at  Armageddon,  Barton 
Braley,  $1.00;  My  German  Correspon- 
dence, Prof.  Douglas  W.  Johnson,  50c; 
America  at  War,  A.  B.  Hart,  $1.50; 
Frontiers  of  Freedom,  Newton  D.  Baker, 
$1.50;  The  Silver  Trumpet,  A.  J.  Burr, 
$1.00. 

GEORGE  J.  McLEOD,  LTD. 
Fiction 

The    Restless   Sex,   Robert  W.   Cham- 
bers, cloth,  $1.50;  The  Way  Out,  Emer- 
son  Hough,   cloth,   $1.50;    Bruce    of    the 
Circle  A.,  Harold  Titus,  cloth,  $1.35. 
Non-Fiction 

Runaway  Russia,  Florence  MacLeod 
Harper,  cloth,  $2.00;  The  Story  of  the 
Salonica  Army,  G.  Ward  Price,  cloth, 
$2.00;  The  Big  Fight,  Capt.  D.  Fallon, 
M.C.,  cloth,  $1.50. 

PRIVATE    PEAT    IN    TORONTO 

During  the  recent  visit  of  Private 
Peat  to  Toronto,  on  the  occasion  of  his 
address  delivered  at  Massey  Hall  under 
the  auspices  of  the  Great  War  Veterans' 
Association,  several  of  the  bookshops 
had  special  displays  of  the  book,  "Pri- 
vate Peat,"  and  many  additional  sales 
of  the  book  resulted.  Particularly  com- 
mendable were  the  window  displays  at 
Tyrrell's,  Wiancko  Bros.,  the  Upper  Can- 
ada Tract  Society's  bookstore,  Eaton's, 
Simpson's  and  Murray-Kay's,  while 
Britnell's  had  a  good  table  display  in- 
side the  store,  being  unable  to  devote  ' 
one  of  their  windows  to  the  book  at 
the  time  because  it  was  just  in  the 
midst  of  their  "Thousand  Wonder  Book 
Sale,"  which  was  one  of  the  events  of 
the  year  in  the  book  trade  in  Toronto. 
This  sale  was  a  great  success. 

The  increased  demand  for  "Private 
Peat"  was  felt  by  booksellers  in  other 
cities  and  towns  as  well,  on  the  strength 
of  the  great  publicity  which  was  given 
to  Private  Peat  and  his  book,  both  in  the 
news  columns  and  in  display  advertise- 
ments in  the  Toronto  press.  This  pub- 
licity campaign  was  in  the  hands  of 
Frank  Harris  of  George*  J.  McLeod, 
Ltd.,  and  he  is  to  be  congratulated  upon 
the  success  that  attended  his  efforts. 
He  did  good  work,  too,  in  arranging  for 
advertising;  of  the  lectui'e  and  inciden- 
tally the  book  by  means  of  slides  in 
many  of  the  moving  picture  theatres 
and  this  affords  an  additional  suggestion 
to  booksellers  in  the  different  cities  and 
towns.  BOOKSELLER  AND  STA- 
TIONER would  again  emphasize  the  de- 
sirability on  the  part  of  booksellers  of 
arranging  some  form  of  co-operation 
between  bookstores  and  moving  picture 
houses  whereby  each  may  obtain  valu- 
able publicity  and  promote  each  other's 
interests. 


One  of  Canada's  Veteran  Booksellers 


William  Williamson  Has  Been  in  Business  in  Port  Hope  Since  1875- 

Practical  Use  of  His  Hobby,  Photography 


-He  Makes  Good 


THIS  month  BOOKSELLER  AND 
STATIONER  is  privileged  to  show 
a  likeness  of  one  of  Canada's 
veteran  booksellers,  William  Williamson, 
of  Port  Hope,  Ont.,  who  has  been  in 
the  book  and  stationery  business  in  that 
town  continuously  for  the  past  forty- 
three  years.  In  1875  he  bought  out  the 
book  store  which  had  been  for  years 
conducted  there  by  R.  L.  Middlemis. 

Mr.  Williamson  to-day  is  the  dean  of 
the  retail  merchants  of  that  goodly 
town. 

The  Williamson  bookstore  has  long 
been  known  as  one  of  the  best  conducted 
retail  book  and  stationery  concerns  in 
this  country.  In  earlier  years  an  exten- 
sive printing  and  bookbinding  business 
was  conducted  in  connection  with  the 
book  and  stationery  trade  but  these 
branches  have  been  dropped,  efforts  be- 
ing concentrated  upon  the  latter,  to- 
gether with  wall  paper  which  forms  an 
important  branch  of  this  business,  being 
in  charge  of  Mr.  Williamson,  Jr.,  who 
has  been  in  partnership  with  his  father 
for  the  past  ten  years,  returning  from 
Scranton,  Pennsylvania,  upon  the  death 
of  an  elder  brother  who  had  remained 
in  the  business  with  the  father.  In 
Scranton,  Mr.  Williamson,  Jr.,  was  in 
charge  of  the  practical  branch  of  book 
bindery,  the  department  devoted  to 
bookbinding  in  the  International  Corre- 
spondence Schools.  He  had  before  going 
there  achieved  a  wide  reputation  as  an 
expert  in  that  industry. 

Mr.  Williamson,  Sr.,  is  an  enthusiastic 
photographer  and  himself  does  the  de- 
veloping and  printing  for  the  amateur 
photographers  among  the  customers  at 
.this  store.  He  has  a  well-equipped  dark 
room  and  in  view  of  the  experience  he 
has  gained  and  the  interest  photography 
holds  for  him,  the  camera  devotees  of 
of  Port  Hope  and  district  rightly  con- 
sider themselves  fortunate  in  having  the 
advantage  of  the  expert  service  they  re- 
ceive  at  the   hands    of   Mr.   Williamson. 

Port  Hope  is  one  of  the  several  towns 
of  Ontario  which  have  remained  almost 
the  same  size  for  the  past  forty  or 
fifty  years.  It  is  a  good  substantial 
town  of  somewhat  over  5,000  popula- 
tion and  in  its  earlier  history  was  set- 
tled largely  by  people  from  England, 
some  of  them  well-to-do,  who  built  fine 
homes  with  large  grounds  suggestive  of 
the  estates  in  the  old  land.  This  aus- 
picious start  accounts  for  the  substantial 
character  which  has  ever  since  charac- 
terized Port  Hope  as  a  community.  Lat- 
terly there  has  been  quite  a  movement 
of  wealthy  American  families  to  pro- 
perties in  and  near  Port  Hope,  some  of 
the  fine  old  English  homes  being  pur- 
chased for  use  as  summer  homes.  This, 
it  will  be  appreciated,  has  tended  to 
benefit   Port   Hope   commercially. 


It  is  a  genuine  pleasure  to  visit  a 
bookstore  like  that  which  has  for  so 
many  years  been  conducted  by  W.  Wil- 
liamson and  it  may  truly  be  said  that 
it  would  benefit  many  of  the  younger 
booksellers  and  stationers  to  pattern 
their  business  careers  upon  that  of  this 
veteran  among  Canadian  booksellers. 
Long  may  he  be  spared  to  continue  to 
guide  the  affairs  of  "The  Port  Hope 
Bookstore." 


W.     WILLIAMSON 
Port   Hope's    Veteran    Bookseller. 

THE    BRITISH    FLEET 

When  a  customer  comes  into  the 
store  for  a  new  book  and  the  book- 
seller finds  him  interested  in  the  naval 
aspect  of  the  war,  a  good  book  to  intro- 
duce to  him  is  Archibald  Hurd's  meri- 
torious new  volume  published  by  Con- 
stable's, entitled,  "The  British  Fleet  in 
the  Great  War."  It  has  chapters  head- 
ed  as   follows: — 

The  Foundation  of  Victory,  Naval  and 
Military  Power,  First  Phase  of  the 
Naval  War,  What  Would  Nelson  Have 
Done?  Gun  Policy,  of  the  Rival  Navies, 
The  Battle  of  Jutland,  Testing  the  New 
Navy,  "A  Decisive  Battle  at  Sea,"  in- 
vasion and  Sea  Heresy,  The  Submarine: 
Its  Menace  and  Achievement,  "The  Free- 
dom of  the  Seas,"  Germany's  Policy. 

MAJOR  REDMOND'S  BOOK 

"Trench  Pictures  From  France,"  pub- 
lished by  McClelland,  Goodchild  & 
Stewart,  is  the  title  of  a  book  by  the 
late  Major  William  Redmond,  M.P.,  who 
was  killed  in  action.  Major  Redmond 
was  a  brother  of  the  late  Irish  National 
leader,  John  Redmond.  The  articles 
which  make  up  the  bulk  of  this  book 
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were  contributed  to  the  London  Daily 
Chronicle  under  a  pseudonym.  There  is 
a  most  interesting  introduction  by  E.  M. 
Smith-Dampier,  giving  a  biographical 
sketch. 

THE    HOLY    SPIRIT 

Every  minister  of  the  Gospel  and  all 
others  known  to  be  deeply  interested 
in  religious  matters  should  be  sought 
out  by  the  bookseller  and  told  about  a 
book  just  published  by  Putnam's,  en- 
titled, "The  Holy  Spirit."  It  is  a  lay- 
man's conception,  the  author  being  Wil- 
liam   Ives    Washburn. 

There  is  needed  a  revival  of  know- 
ledge of  the  Holy  Spirit,  a  renaissance 
of  instruction,  that  ministers  and  people 
alike  may  have  a  quickened  insight  into 
the  character,  power,  and  service  of  this 
too  much  neglected  Person  of  the  God- 
head. 

An  important  contribution  to  this  end 
is  this  thoughtful  volume.  The  author 
brings  home  to  the  reader  the  intimate 
place  that  the  Holy  Spirit  occupies  in 
the  inner  life  of  each  and  all,  and  the 
functions  and  attributes  that  are  His. 
It  is  a  reverent  treatment  of  a  subject 
of  first-rate   spiritual  importance. 

WILL  CONSULT  SOLICITOR 

In  the  interests  of  the  various  book- 
shops and  stationery  stores  of  Toronto, 
now  organized  as  the  Retail  Stationers' 
and  Newsdealers'  Association,  a  firm  of 
lawyers  wrote  to  the  Police  Commis- 
sioners protesting  against  the  sale  of 
magazines  and  periodicals  by  newsboys 
on  the  streets.  The  City  Solicitor  will 
be  consulted  regarding  the  jurisdiction 
which  the  Board  has  in  this  mutter  and 
the  Commissioners  will  act  according  to 
instructions. 

STATIONERY    FOR    SOLDIERS 

Next  to  the  actual  fighting  there  is 
not  an  organization  in  the  United 
States  doing  as  much  actual  work  for 
the  comfort  of  our  boys  "over  there" 
as  the  Young  Men's  Christian  Asso- 
ciation. A  Y.M.C.A.  "load"  left  an 
Atlantic  port  a  few  days  ago,  and 
among  other  things,  it  included  200,000 
letterheads,  100,000  envelopes,  100  talk- 
ing machines,  5,000  records,  500,000 
talking-machine  needles,  4,000  quarts  of 
ink,  504,000  pens,  100,800  penholders, 
100,800  pencils,  500  baseball  gloves,  40 
baseball  bats,  300  basket  balls,  5,000 
baseballs,  7,000  sets  of  checkers,  20,000 
Testaments,  10,000  hymn  books,  100 
typewriters  and  1,200  magazine  holders, 
and  the  best  of  it  is,  their  "lo^ds"  are 
leaving  weekly. — National  Office  Jour- 
nal. 

A  new  edition  of  Henry  Drummond's 
"The  Greatest  Thing  in  tM  World"  has 
just  been  brought  out  entirely  produced 
in  Canada.  There  is  a  new  introduction 
by  the   author. 


SOLDIER 
TRADE 


SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at  Home 

for  Forwarding  to  Soldiers  at  the  Front,  in  Training  and 

in  the  Base  Hospitals 


WRITING  HOME 


More  About  Subject  of  Books  For  Soldiers 

Something  About  the   Good   Work   Being  Accomplished   in 

Montreal,  With  Revelations  as  to  the  Wide  Variety  of 

Books  Called  for  by  Convalescent  Soldiers 


THE  tedium  of  the  long,  weary- 
hours  that  returned  wounded  sol- 
diers must  necessarily  spend  in 
military  hospitals,  is  lightened  chiefly 
by  the  reading  of  books  and  magazines, 
and  while  good  work  toward  affording 
these  soldiers  ample  supplies  of  reading 
matter  is  being  accomplished  in  some 
hospitals,  notably  in  Toronto,  through 
the  instrumentality  of  Dr.  Locke  of  the 
Public  Library,  and  in  Montreal  by 
reason  of  the  efforts  of  such  organiza- 
tions as  the  McGill  Alumnae  Society, 
there  is  still  much  to  be  done,  and  there 
is  a  special  way  in  which  booksellers 
can  help  in  addition  to  their  own  per- 
sonal contributions,  and  that  is  by  bring- 
ing this  duty  to  the  minds  of  customers 
in  their  stores.  Tactful  suggestions 
will  enable  them  to  make  many  sales  of 
books  to  be  forwarded  to  the  soldiers. 
The  following  interesting  description 
from  the  Montreal  Star  tells  of  the  good 
work  accomplished  by  the  McGill 
Alumnae  Society,  who,  recognizing  the 
need  of  reading  matter  in  the  military 
hospitals,  undertook  nearly  two  years  ago 
to  supply  the  need.  The  first  library 
established  in  the  Drummond  Street 
Home  was  the  parent  of  several  others, 
all  operated  by  the  McGill  Alumnae 
Society. 

Volunteer  library  workers  under  Miss 
Inez  Baylis,  a  skilled  librarian,  have 
charge  of  the  distribution  of  the  books. 
They  were  to  be  seen  at  the  General 
Hospital  carrying  armfuls  of  books 
through  the  wards,  stopping  at  each  bed- 
side so  that  each  soldier  might  choose 
from  the  armful.  Possibly  he  did  not 
care  for   any   of  the  books   offered.     In 


that  case  he  was  questioned  as  to  the 
type  of  book  that  appealed  to  him,  and 
every  effort  was  made  to  secure  the  book 
of  his  choice.  Many  pilgrimages  did 
the  workers  make  to  the  big  bookcase 
that  houses  the  books  before  every  sol- 
dier was  satisfied. 

A  young  fellow  who  looked  less  than 
20  years  old,  a  convalescent  case, 
sprawled  on  his  bed  reading  a  technical 
book  on  field  surveying.  Before  enlist- 
ing he  had  had  a  little  experience  in  sur- 
veying,   and    he    intends,    when      he      is 


— Copyright    International    Film    Service. 

COLLECTING    BOOKS    FOR    THE    FIGHTING    BOYS. 

The  collection  stands  in  front  of  the  New  York  Public  Library  where 
anyone  who  has  a  book  to  donate  to  the  fighting  boys  is  welcomed 
Thousands  of  books  have  already  been  contributed  and  thousands  more 
are   needed. 

38 


eventually  discharged,  to  go  back  to  his 
old  job. 

The  other  day  he  asked  the  library 
worker  for  a  "book  about  surveying." 
The  modest  library  provided  by  the  Mc- 
Gill Alumnae  Society  had  nothing  quite 
so  technical  on  its  shelves,  but  as  it  is 
the  unwritten  law  of  the  library  that 
any  request  for  an  educational  book  must 
be  granted,  the  McGill  Science  Depart- 
ment was  consulted  and  a  suitable  book 
procured.  Its  owner  now  spends  many 
hours  a  day  studying  its  pages.  When 
a  library  worker  asked  him  the  other 
day  if  he  did  not  wish  the  loan  of  a 
novel  to  vary  his  reading,  his  reply  was: 
"No,  I  don't  want  anything  more  ex- 
citing than  this — I  guess  it's  as  exciting 
to  me  as  anything  could  be." 

A  returned  soldier  who,  through  para- 
lysis of  the  spine  is  unable  to  move  hand 
or  foot,  enjoys  the  ad- 
vantages of  the  library 
too,  for  on  two  after- 
noons a  week  a  volun- 
teer worker  reads  to 
him  from  a  book  or 
magazine  chosen  by 
himself. 

Robert  Service  is  the 
prime  favorite  of  an- 
other returned  man 
who  has  recently  un- 
dergone an  operation. 
The  soldier  had  done 
little  or  no  reading  pre- 
vious to  enlisting,  but 
while  in  the  General 
Hospital  he  happened 
to  delve  into  "Rhymes 
of  a  Red  Cross  Man," 
the  property  of  the 
\lumnae  Library.  The 
rhythmical  march  of 
the  poems  delighted 
him;  he  demanded 
more  of  Service's 
poems  and  still 


BOOKS  E L  L E R    AND    STATIONER 


more.  He  has  read  them  all  now 
over  and  over  again,  and  he  insists 
that  no  novel  can  be  half  as  capti- 
vating as  they  are.  He  absolutely  re- 
fused to  permit  himself  to  be  taken  to 
the  operating  room  a  few  days  ago,  until 
he  had  first  been  permitted  a  few 
minutes'  glance  at  his  beloved  Service. 

Books  of  adventure  are  of  course  the 
favorites  with  most  of  the  soldiers.  Op- 
penheim  takes  precedent  of  all  other 
authors.  James  Fenimore  Cooper's 
books  fascinate  the  soldier  boys  as  they 
have  fascinated  two  generations  before 
them.  Historical  novels  are  asked  for 
frequently. 

The  library  does  not  yet  number  many 
technical  books,  but  any  that  are  par- 
ticularly desired  by  the.  soldier  patients 
are  instantly  procured.  A  book  on  as- 
tronomy was  bought  the  other  day  at 
the  request  of  one  of  the  soldiers  who 
is  reading  it  with  avidity.  Another  finds 
pleasure  in  reading  books  on  psychology. 

It  is  a  curious  fact  that  the  experience 
in  other  libraries  to  the  effect  that  sol- 
diers do  not  care  for  "war  books"  is 
contradicted  by  the  experience  of  the 
library  workers  at  the  General  Hospital, 
for  few  books  are  more  popular  than 
such  works  as  "Over  the  Top"  and 
"Private   Peat." 

There    is    every    probability    that     the 
new  military  hospital  at  St.  Anne's  will 
have  installed   in   it     a     fourth     McGill 
Alumnae  library. 
PERIODICALS   FOR  SOLDIERS 

A  writer  on  "What  Soldiers  Read" 
ends  up  by  saying:  "But  by  far  exceeding 
all  other  literature  is  the  reading  of  the 
newspapers  and  magazines,"  upon  which 
point  "The  Democrat  and  Chronicle" 
(Rochester)  comments: 

"If  this  is  true  of  the  British  soldier, 
we  may  be  sure  that  it  is  equally  true  of 
the  American,  for  he  is  three  thousand 
miles  from  home  and  in  a  land  where 
even  the  language  is  strange  to  him. 
Home  newspapers  and  magazines,  under 
such  circumstances,  must  have  a  value 
far  above  that  of  books. 

"There  may  be  a  question  about  the 
kind  of  book  that  a  particular  soldier 
will  enjoy,  but  there  can  be  no  question 
about  the  avidity  with  which  he  will 
seize  upon  an  American  newspaper  or 
magazine,  though  in  the  latter  case  the 
word  'magazine'  should  not  be  under- 
stood as  including  flashy  publications 
containing  only  erotic  fiction." 
A  GREAT  BOOK  TO  SEND  "OVER 
THERE" 

"The  Mystery  of  the  Red  Flame."  by- 
George  Barton,  published  by  the  Page 
Co.,  Boston,  is  a  most  enthralling  tale 
of  mystery  and  adventure.  The  story 
is  admirably  worked  out  and  suggests 
itself  as  a  most  suitable  sort  of  book  to 
send  to  soldiers  at  the  front,  giving 
them  something  genuinely  interesting 
and  exciting  entirely  apart  from  the 
war.  With  this  in  view  booksellers 
should  have  no  difficulty  in  successfully 
introducing  it  to  prospective  purchasers 
"over  here"  recommending  them  to  read 
the  book  themselves,  then  passing  it  on 
to  some  soldier  boy  "over  there." 


Munition  Girls — New  Book  Buyers 

Great  Buyers  of  Cheap  Editions  of  Popular  Novels — Some  of 
Them  Buy  One  of  the  Latest  Novels  Each  Week 


NEWS  comes  from  England  of  an 
entirely  new  bookselling  field  and 
as  Canada  as  well  has  her  muni- 
tion shops,  this  is  probably  equally  ap- 
plicable to  the  book  trade  in  this  coun- 
try. 

This  is  not  a  branch  of  soldier  trade 
proper  but  is  so  akin  that  it  has  been 
deemed  advisable  to  include  it  in  the 
Soldier  Trade  Department.  In  any  event 
it  is  indicative  of  another  new  avenue 
for  effort  in  bookselling. 

"The  whole  character  of  my  business 
has  changed,"  said  a  prominent  London 
bookseller  recently.  "Four  years  ago 
my  trade  was  miinly  in  serious  litera- 
ture. I  kept  a  big  stock  of  good-class 
books,  and  booklovers  came  in  great 
numbers   to   examine  and   to  buy. 

"To-day  the  old-time  book-buyer  has 
almost  disappeared,  and  his  place  has 
been  taken  by  the  new  patrons  of  litera- 
ture— the  munition  girls  and  the  girls  in 
Government  departments. 

"These  girls  buy  books  in  quantities 
that  would  surprise  people  who  do  not 
know  them.  Quite  a  number  of  girls 
come  here  and  buy  a  5s.  or  6s.  novel 
every  week.  As  for  the  cheaper  editions 
of  popular  novels,  our  difficulty  is  not 
to  sell  them  but  to  obtain  sufficient 
stocks  to  supply  the  demand. 

"Very  few  of  these  girls  buy  serious 
books.  They  patronize  fiction  almost  ex- 
clusively and  in  nineteen  cases  out  of 
every   twenty    one    particular  school   of 


fiction.  The  great  favorites  are  Maud 
Diver  and  Bertha  Ruck.  We  buy  Bertha 
Rucks  by  the  dozen  and  sell  them  by 
the  dozen  daily. 

"The  girls  like  romantic  tales  of 
modern  life,  tales  of  city  girls  or  girls 
coming  to  cities  who  have  splendid  ad- 
ventures. My  view  as  a  bookseller  is 
that  the  novelist  who  can  paint  Prince 
Charming  in  modern  guise,  and  bring 
romance  to  the  London  girl's  life  as 
spent  by  her  in  1918,  has  a  bigger  pub- 
lic than  Marie  Corelli  had  in  her  hey- 
day.   The  munition  girls  will  see  to  that. 

"Another  change  has  been  due  to  the 
demand  for  books  for  soldiers  at  the 
front.  Here  only  cheap  editions  are 
wanted,  because  the  books  have  usually 
to  be  left  behind  after  they  are  read. 
So  far  as  my  business  goes,  the  out- 
standing feature  in  the  sale  of  books 
for  soldiers  has  been  the  revival  of  in- 
terest in  the  novels  of  Dumas.  Among 
modern  novelists  their  favorites  are 
Jack  London  and  Rex  Beach. 

"The  demand  for  war  books  has  sharp- 
ly declined.  An  outstanding  book  will 
still  sell,  but  there  is  little  call  for  the 
average  mediocre  war  book. 

"The  munition  girl  is,  as  I  have  said, 
my  mainstay,  and  if  I  had  room  I  would 
fit  up  a  comfortable  parlor  for  her  with 
easy  chairs  and  a  big  selection  of  all 
the  books  she  likes  on  the  walls,  so 
that  she  could  taste  and  buy  at  leisure." 


SOLDIERS'  TOY   FACTORY? 

E.  H.  McAndrews  and  Dr.  T.  Staten 
waited  on  the  Board  of  Control  to-day 
and  asked  for  financial  assistance  -to 
establish  a  toy  factory  where  returned 
soldiers  would  be  employed  at,  they 
stated,  excellent  wages. 

"This  is  a  very  good  thing,  but  the  city 
has  no  power  to  make  a  grant.  We 
might  grant  the  use  of  a  building  for  a 
little  while,  however.  The  Government 
should  take  this  matter  up.  The  toy 
industry  was  in  enemy  hands  before  the 
war,"  said  the  Mayor. 

"We  encourage  the  industry  for  the 
city,"  said  Con.  Robbins. 

"We  should  get  the  Soldiers'  Aid  Com- 
mission to  take  this  up,"  said  Con. 
Maguire. 

"We  want  permission  to  hold  a  bazaar 
to  put  this  industry  on  its  feet,"  said 
Dr.  Staten. 

"No  more  tag  days,"  declared  the 
Mayor.  "Put  your  request  in  writing, 
and  we  will  consider  it." — Toronto 
"Telegram.-" 

A  new  Boyd  Cable  book  may  be 
looked  forward  to  as  one  item  in  the 
autumn  literary  harvest.  It  will  have 
the  stimulating  title  of  "The  Old  Con- 
temptibles." 
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BOOK  HAS  "MOVIE"  INTEREST 

It  is  from  the  story  presented  in  a 
new  book  entitled  "The  Rosebush  of  a 
Thousand  Years,"  by  Mabel  Wagnalls, 
published  by  Funk  &  Wagnalls  Co.,  that 
Madame  Nazimova's  very  successful 
screen  production,  "Revelation,'  now 
running  in  our  leading  motion-picture 
theatres,  was  adapted.  It  is  full  of 
dramatic  situations  and  sharp  character 
contrasts  worked  out  against  the  pic- 
turesque background  of  an  old  world 
monastery   garden. 

The  book  is  embellished  by  a  number 
of  full-page  reproductions  of  Madame 
Nazimova  at  critical  moments  in  the 
development  of  the  screen  version.  This 
"movie"  interest  will  help  booksellers  to 
dispose  of  more  copies  of  this  book  than 
they   would    ordinarily .  be    able    to    sell. 

Library  buildings  have  been  erected, 
we  are  told  by  "The  Publishers'  Weekly," 
in  thirty-four  of  the  large  training- 
camps  of  United  States,  capable  of  hous- 
ing from  10,000  to  15,000  volumes;  and 
"there  are  branches  and  small  deposit 
stations  throughout  the  Y.M.C.A.  huts 
and  barracks,  and  the  work  is  being  ex- 
tended to  the  camps  in  France  as  rapidly 
as  the  facilities  at  the  command  of  the 
Library  War  Service  will  allow." 
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Canadian  Stationers  and  the  Loose-Leaf  Trade 

Conditions  Have  Improved  to  a  Marked  Degree  During  the  Past  Half-dozen  Years- 

the  Standardization  Movement  in  the  United  States  Has  Had  Most  Beneficial 

Results  and  its  Blessings  Have  Spread  to  Canadian  Stationeiy  Trade  as  Well 


WHILE  Canada  is  still  naturally 
somewhat  behind  the  United 
States  as  regards  the  develop- 
ment of  the  loose-leaf  business  in  the 
legitimate  stationery  trade,  conditions 
in  this  country  too  are  continually  im- 
proving as  respects  the  opportunities 
afforded  the  retail  stationers  for  work- 
ing up  a  good  profitable  loose-leaf  trade. 
Direct  to  consumer  business  is  stiil 
far  more  prevalent  over  here  than  it  i.-; 
in  the  United  States  and  there  are  a  few- 
big  houses  that  completely  ignore  the 
retailer  in  marketing  their  product.  It 
is  argued  that  this  means  better  prices 
for  the  consumer,  but  it  is  a  fact,  since 
the  selling  of  loose-leaf  equipment  by 
retail  stationers  has  in  the  last  decade 
been  developed  to  considerable  propor- 
tions, that  there  has  been  a  most  radi- 
cal downward  revision  of  prices,  succeed- 
ing the  old  monopolistic  and  exorbitant 
prices  that  used  to  obtain.  This  condi- 
tion of  affairs,  so  detrimental  to  the 
interests  of  the  consumer,  was  hedged 
about  by  freakish  features  maintained 
by  certain  makers  so  as  to  oblige  pur- 
chasers to  get  their  loose-leaf  supplies 
where  they  sought  their  binders.  In  the 
past  half  dozen  years  especially,  stan- 
dardization has  made  great  strides  in 
the  United  States  and  its  benefits  have 
more  recently  come  to  Canada  as  well. 
To-day  we  have  in  this  country  several 
reputable  manufacturers  of  loose-leaf 
systems  whose  business  is  done  in  co- 
operation with  the  retail  stationery  trade 
and,  more  and  more,  the  retailers 
throughout  the  country  are  waking  up 
to  the  unexampled  opportunity  which  is 
theirs  for  building  up  a  more  extensive 
iind  more  lucrative  trade  by  going  ac- 
tively and  adequately  into  the  merchan- 
dising of  various  items  making  up  the 
loose-leaf  industry,  from  the  small  loose- 
leaf  memo  books  to  the  big  machine 
posting  equipments. 

Following  is  a  reply  sent  in  to  "Office 
Appliances"  of  Chicago  by  one  of  the 
biggest  loose-leaf  manufacturing  con- 
cerns in  the  United  States.  The  condi- 
tions    which     it     describes     are     some- 


what too  mature  to  apply  to  Canada  as 
yet,  but  the  tendency  over  here  is  to- 
ward a  realization  of  the  same  state  of 
trade  and  for  that  reason  the  letter  in 
question  makes  interesting  reading  for 
the  stationers  of  Canada: 

"The  dealers'  situation  in  the  handling 
of  loose-leaf  goods  is  stronger  and  more 
satisfactory  to-day  than  it  has  ever  been 
before.  This  is  due  to  several  causes, 
namely: 

1.  The  lines  of  loose-leaf  binders  and 
systems  now  at  the  disposal  of  the  trade 
have  been  made  more  complete  and  up- 
to-the-minute  in  every  sense  of  the  word. 

2.  Standardization  of  styles,  sizes  and 
grades  has  made  it  possible  for  manu- 
facturers and  dealers  to  carry  more  com- 
plete stocks  and  to  concentrate  their  ef- 
forts on  fewer  styles.  This  elimination 
of  duplicate  lines  has  meant  better  ser- 
vice and  greater  profit. 

3.  Dealers  have  found  that  they  can 
successfully  introduce  stock  systems  for 
loose-leaf  accounting  and  thus  develop 
new  business  in  addition  to  taking  care 
of  their  customers  on  repeat  orders. 

4.  The  quality  of  loose-leaf  goods  now 
being  offered  to  the  dealer  is  of  a  higher 
standard  than  ever  before.  Close  com- 
petition among  the  manufacturers  for 
dealer  trade  has  made  it  necessary  for 
each  manufacturer  to  work  constantly 
;oward  a  higher  degree  of  perfection  in 
the  materials  and  workmanship  going 
into  his   products. 

5.  Untried  novelties  with  freak  mech- 
anisms have  given  place  to  staple  lines 
of  standard  merchandise  which  have 
been  carefully  tested  and  refined  through 
years  of  study  and  experiment.  Deal- 
ers can  now  stock  the  established  lines 
of  loose-leaf  goods  with  the  certainty 
that  they  will  find  a  steady  demand  for 
them. 

6.  Loose-leaf  goods  are  commanding 
better  prices  and  are  paying  the  dealers 
larger  net  profits  than  ever  before.  This 
is  due  to  a  large  extent  to  the  superior 
quality  of  the  goods  now  being  offered 
by  the  trade,  to  the  better  service,  which 
naturally  commands  a  higher  price,  and 
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to  the  fact  that  a  large  part  of  the  busi- 
ness is  now  being  created. 

7.  The  co-operation  of  the  manufac- 
turers in  the  way  of  advertising  and  dis- 
play helps,  instruction  to  salesmen,  elc, 
has  been  greatly  strengthened,  and  the 
traveling  representatives  of  the  manufac- 
turers are  of  a  higher  calibre  than  ever 
before,  thus  giving  the  dealer  and  his 
salesmen  direct  contact  with  men  who 
are  equipped  to  be  of  real  help  to  them 
in  putting  their  selling  ideas  on  a  higher 
plane. 

8.  The  practice  of  manufacturers  sell- 
ing direct  to  the  consumer  has  been 
largely  done  away  with  in  the  loose- 
leaf  line.  Leading  manufacturers  are 
now  confining  the  sale  of  their  products 
almost  entirely  to  the  dealer — the  only 
exceptions  being  certain  large  corpora- 
tions whose  business  the  local  station- 
ers have  agreed  is  too  large  to  be  han- 
dled through  the  trade. 

9.  The  selling  of  machine  posting  sup- 
plies has  opened  up  a  new  and  profitable 
field  for  the  stationer  and  its  rapid  de- 
velopment bids  fair  to  make  it  an  ever 
increasing  opportunity  for  the  dealer 
who  is  awake  to  its  requirements." 

From  the  same  paper  are  taken  the 
following  excerpts  from  an  article  en- 
titled "Office  Equipment — Its  Place  in 
the  World."  This  is  an  inspiration  to 
stationers  to  throw  themselves  energet- 
ically into  the  intensive  development  of 
business   in   modern   office   equipment: 

Few  people  realize  to  what  an  extent 
the  elaborate  equipment  of  the  Twentieth 
Century  office  not  only  supplements  the 
brain  of  man,  its  master,  but  actually 
releases  that  brain  for  creative  work. 
The  money  loss,  if  the  world  were  sud- 
denly to  revert  to  1880  standards  of 
business  appliance,  is  easily  imaginable. 
But  it  measures  inadequately  a  poverty 
of  the  mind  and  spirit  far  greater,  were 
such  a  transformation  to  occur.  Cre- 
ative life,  suddenly  deprived  of  all  those 
means  of  functioning  to  which  it  was 
accustomed,  would  go  fallow  for  lack 
of  exercise. 

Continued   from   page   42 


Music  Pen  Used  in  Original  Showcards 


Well  Adapted  to  Small  Letters  Not  Over  One  Inch  in  Height — Invented  and 
Primarily  For  Writing  Music — Two  Splits  in  Point  Make  it  Suitable  to 
Cardwriting — Series  in  Cardwriting 

By  Robt.  T.  D.  Edwards. 


Used 


AMONG  the  many  tools  used  by 
most  modern  cardwriters  we  find 
the  music  pen,  an  instrument 
which  plays  an  important  part  in  his 
daily  work.  This  pen  is  exceedingly 
popular  for  all  forms  of  Roman  or  spur- 
red lettering,  but  is  not  practical  for  a 
square-faced  letter.  It  is  only  good  for 
small  lettering  up  to  about  one  inch  or 
so  in  height,  and  is  used  for  the  most 
part  for  single  stroke  work  and  is  used 
very   seldom   for   outline   lettering. 

Its  popularity  in  the  United  States  is 
quite  extensive  and  it  is  used  by  the  larger 
percentage  of  departmental  store  card- 
writers  where  small  neat  letters  are  re- 
quired. In  show  card  shops  they  are 
used  extensively  and  the  window  trim- 
mer who  writes  his  own  cards  also  fav- 
ors these  pens  for  small  lettering.  In 
fact  the  music  pen  when  properly  mani- 
pulated will  form  a  far  better  and 
cleaner  letter  than  can  be  made  by  the 
outline  process  and  the  work  can  be  done 
in  about  one-quarter  of  the  time. 

As  you  will  know  by  the  name  of  this 
pen  it  was  not  invented  for  the  card- 
writer's  use.  In  fact  when  it  was  first 
made  its  use  as  a  lettering  pen  was  not 
thought  of.  It  was  invented  and  made 
for  the  purpose  of  writing  music.  That 
is,  for  putting  the  notes,  etc.,  on  the 
already  ruled  sheets  of  paper.  Its  ad- 
vantages as  a  lettering  pen  were  not 
found  out  until  later. 

The  music  pen  in  appearance  just 
looks  like  an  ordinary  nib  but  when 
the  point  is  spread  two  splits  are  re- 
vealed instead  of  one,  as  in  the  ordi- 
nary nib,  thus  making  it  a  three-point- 
'  ed  pen  as  shown  in  Fig.  1.  This  nib  is 
made  from  flexible  steel  and  lasts  a  long 
time  and  is  very  reasonable  in  price. 
There  is  no  reason  why  any  cardwriter 
should  not  have  a  dozen  on  hand.  Use 
them  in  an  ordinary  pen  holder.  The 
thicker  kind  is  the  one  to  be  desired 
because  with  continuous  work  it  is  not 
so  liable  to  cramp  the  fingers  as  does 
the  thinner  one. 

You  might  ask  the  question,  why  is 
this  pen  better  than  the  round  writing 
pen  ?  The  blunt  round  writing  pens  are 
good  tools,  but  there  is  quite  a  differ- 
ence in  the  work  they  do.  First  of  all 
it  takes  all  eleven  sizes  of  the  round 
writing  pen  to  do  anything  near  what 
one  music  pen  can  do.  Even  at  that 
you  cannot  get  as  good  results.  For  in- 
stance, to  make  a  proper  spur  on  a 
Roman  letter,  such  as  on  the  ris:ht  of 
the  upper  case  "E"  with  the  round  writ- 
ing pen,  you  have  to  make  more  than 
one  stroke  and  also  have  to  turn  the 
pen  sideways,  thus  losing  time.  You 
also  get  away  from  the  single  stroke 
principle.     But  with   the   music   pen  all 


this  can  be  done  in  a  second  and   with 
one  stroke. 

Now,  the  first  thing  to  learn  in  con- 


nection with  the  handling  of  this  pen 
is  the  principle  by  which  all  strokes  are 
made,  and  when  this  is  mastered  all 
else  will  come  easy.  First,  all  narrow 
strokes  are  made  when  the  point  of 
the  nib  is  closed,  and  all  wider  than  the 
narrow  strokes  are  made  by  pressing  on 
the  point  of  the  nib  until  the  desired 
thickness  is  reached.  In  other  words, 
the  width  of  the  stroke  desired  is  regu- 
lated by  the  amount  of  pressure  placed 
upon  the  pen.  Of  course  considerable 
practice  is  required  in  order  to  get  a 
uniform  stroke,  but  if  you  practice  a 
uniform  pressure  you  should  have  little 
trouble. 

This  principle  applies  only  to  straight 
strokes.  But  with  the  curved  strokes 
a  different  principle  is  applied.  Now 
we  will  take  for  instance  either  strokes 
of  the  letter  "O."  These  begin  and 
end  with  narrow  but  gradually  get  heavy 
toward  the  centre.  This  sort  of  stroke 
requires  a  great  deal  of  practice  and 
all  depends  how  you  are  able  to  regu- 
late  the   pressure  placed  upon   the  pen. 

The  principle  of  forming  these  pen 
letters  is  a  great  deal  similar  to  brush 
stroke  Roman.  The  pen  should  be  held 
squarely  on  the  surface  of  the  card,  that 
is,  all  three  points  when  spread  apart 
should  be  touching  the  card.  The  only 
time  when  it  is  necessary  to  hold  the 
pen  differently  is  in  making  the  narrow 
cross  strokes,  the  ones  parallel  with  the 
guide  lines.  To  do  this  have  the  pen 
point  facing  to  the  left. 


ivwxyz 


Method  of  Procedure  in  Forming    Letters 
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Strokes  for  Practice  Use  With  Music    Pen 


Many  cardwriters  try  to  get  the  same 
effect  with  the  brush  as  is  gotten  with 
the  music  pen,  but  let  it  be  understood 
that  it  is  almost  impossible  to  get  as 
clear  a  letter  or  as  perfect  as  can  be 
done  with  the  pen.  The  brush  is  always 
getting  out  of  shape  while  the  pen  al- 
ways stays  the  same. 

A  great  deal  depends  upon  the  ink 
or  color  you  use  as  to  the  success  of  this 
work.  First,  never  use  other  than  an 
opaque  color.  So  use  your  ordinary 
show  card  colors,  for  brush  work,  slight- 
ly thinned  with  water,  but  mix  them  thor- 
oughly. The  proper  flowing  con- 
sistency will  be  found  out  by  experience. 
Never  under  any  consideration  use 
transparent  or  carbon  inks.  They  are 
entirely  useless  for  this  work.  The 
music  pen  is  the  most  successful  way 
to  letter  with  a  light  color  on  a  dark 
cardboard.  White,  yellow,  cream,  etc., 
flow  lovely  on  dark  surfaces  and  you  can 
form  just  as  perfect  a  letter  with  this 
as  with  black  color  on  a  white  card. 

One   of  the   best  points   in   this   pen's 

favor  is  that  it  puts  the  color  on  thick 

and    when   it   dries   it   stands    out   much 

better  than  when  put  on  with  a  brush. 

Slanting   Form   of   Letter 

The  alphabet  we  are  demonstrating 
this  month   shows  another  stvle  of  let- 


Spec/a/ 
Showing 

Summer 
Goods 


ter  formation  used  by  Toronto  card- 
writers.  This  is  a  slanting  type  and 
one  when  practiced  that  can  be  made 
with  considerable  speed.  It  is  not  an 
alphabet  which  can  be  used  for  all  round 
work,  but  is  meant  for  the  better  class 
of  show  card.  One  of  the  main  things 
to  watch  in  forming  these  slant  letters 
is  to  have  the  straight  lines,  such  as 
No.  1  in  "B,"  No.  1  in  "D,"  No.  1  in 
"F"  and  "E,"  Nos.  1  and  2  in  "N,"  etc., 
in  the  upper  case  alphabet,  all  at  the 
same  angle.  But  you  will  find  that  all 
we  can  say  or  explain  in  these  columns 
will  be  of  no  use  unless  you  practice 
this  lettering  diligently. 

The  best  method  for  practicing  is  to 
lay  out  a  blank  sheet  of  card  with  guide 
lines  and  proceed  to  practice  as  shown 
in  Fig.  2,  only  practice  stroke  many 
times  more  than  here  shown.  Practice 
every  line  in  the  alphabet  many  times 
until  each  one  is  mastered.  The  com- 
pleted cards   show  this   type   in  use. 


Show  Cards  Designed  With  the  Music  Pen 


STATIONERS  AND  LOOSE  LEAF 
TRADE 

Continued  from  page  40 
Let  us  be  concrete.  Here  is  the  office 
file.  Suppose  we  did  not  have  it.  What 
would  happen  ?  First,  a  great  many  pa- 
pers would  be  discarded  which  later 
would  .be  required.  Small  ^equipment  al- 
ways produces  a  carelessness  in  record- 
keeping. Simplicity  per  se  breeds  ne- 
glect. Letters  answered  would  be  tuck- 
ed away  in  drawers,  or  pigeonholed.  Pic- 
ture the  confusion.  Imagine  the  rage 
of  a  manager  with  orderly  mind  when 
some  valuable  document  was  unobtain- 
able. Vision  the  waste  of  time  and  labor 
and   nervous   energy. 

The  typewriter  is  so  much  a  part  of 
the  office  to-day  that  the  mere  idea  of 
penned  letters  seems  absurd.  Still,  con- 
ceive it.  Next  to  the  penman,  labori- 
ously transcribing  dictation,  sits  an  at- 
tenuated bookkeeper,  in  peaked  cap,  add- 
ing sans  machine  or  system.  An  old 
copying-press  smudges  the  day's  mail 
into  semi-legible  tissue  pages  of  a  bulg- 
ing dyspeptic-looking  volume,  which  the 
hales  manager  swears  over  regularly 
over  the  office  boy's  shoulder.  Only  the 
waste  basket  and  the  telephone  remind 
us  of  the  twentieth  century. 

Shut  your  eyes,  and  see  it.  Then 
open  them  upon  the  modern  well  ap- 
pointed office,  and  mentally  appraise  the 
advance  so  swiftly  and  silently  made. 
All  these  metallic  antennae  of  the  com- 
mercial animal  corporate  are  so  many 
electric  wires  releasing  energy.  Business 
once  went  naked — or  nearly  so.  We  are 
out  of  Eden.  Equipment  clothes  the 
magnetism  which  i«i  reshaping  the  face 
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of  the  world.  The  current  created  its 
own  wires.  The  men  who  made  the  ma- 
chines remade  the  thinking  and  creating 
power  of  the  men  who  use  them.  Every 
time  you  dictate  a  letter  you  turn  on 
the  electricity  which  devised  the  type- 
writer. Every  time  you  press  a  factory 
lever,  in  a  certain  sense,  you  share  in 
the   devising   of  the   machine. 

Forget  the  barbarous  sidelines  of  the 
soldier'  stock,  and  consider  the  Great 
War  as  a  triumph  of  mechanical  sci- 
ence. Brush  the  image  of  the  dead  and 
dying  from  your  mind,  for  just  a  mo- 
ment, and  see  the  battlefield  as  a  cross- 
section  of  inventive  system.  We  realize 
the  march  of  genius  in  Flanders  because 
it  is  so  destructive.  What  kills  appals 
us.     What  creates  we   ignore. 

Think  constructively,  then.  Business 
is  a  battlefield.  The  battlefield  of  peace, 
stretching  for  leagues  of  time  after  the 
war  drums  throb  no  longer  and  men 
muse  on  the  folly  of  shooting  each  other 
to  determine  which  is  greatest.  Business 
makes  wars  possible,  so  it  has  the  right 
to  discuss  the  institution  it  supports, 
even  as  it  is  subscribing  to  its  necessary 
maintenance  in  this  stage  of  civilization. 
Transfer  the  fervor  of  your  patriotism 
to  the  place  where  products  to  econo- 
mize and  preserve  life  are  made.  Here 
is  as  keen  and  swift  an  advance  against 
the  Germans.  Join  it.  What  is  its 
secret? 

The  principle  of  successful  warfare, 
shaped  to  useful  ends.  Co-operation. 
Union.  And  the  freeing  of  the  spirit  of. 
man  by  the  very  multiplication  of  the 
means  of  its  mechanical  expression.  You 
are  chafing,  perhaps,  because  a  nearer 
duty  seems  to  forbid  you  to  go  to  war — 
you  and  the  bright  young  men  of  your 
office  staff.  Well,  here  is  the  recruiting 
officer.  In  business,  as  in  battle,  he'  is 
the  orderly.  He  will  take  your  name — 
for  special  and  intensive  service — to- 
morrow, at  the  hour  at  which  you  usually 
go  on  the  job.  America  needs  you.  En- 
list NOW. 


NEW  PHONOGRAPH  REPRODUCER 

A  new  phonograph  reproducer  has 
been  perfected  by  the  manufacturers  of 
the   Brunswick  Phonograph. 

This  sound  box  includes  two  dis- 
tinctly new  inventions  for  which  revo- 
lutionary importance  is  claimed  by  the 
company.  The  reproducer  is  construct- 
ed in  form  along  the  same  lines  as  a 
spool;  that  is,  it  contains  two  dia- 
phragms, and  the  various  makes  of 
records  can  be  played  by  simply  chang- 
ing its  position. 


SELF  AND  SEX  SERIES 

Keep    these    books    in    sight.      They    are    stead] 
selleis  because  9)  out   <.f  every  W  who  pass  you! 
store    are    prospectrre    customers. 
Four   Hooks   to  Men:— 

What  a  Young  Boy  Ought  to  Know. 

Wh.il    a   Young   Man  Ought   to   Know. 

What    a    Young    Husband    Ought    to  Know. 

What    a    Man    of  45   Ought   to   Know. 
Four   Books  to   Women:— 

What    a    Young    flirt    Ought    to    Know. 

Wliat   a   Young   Woman   Ought   to  Know. 

Whit    a    Young    Wife   Ought    to    Know. 

What    a    Woman   of  45  Ought    to   Know. 
$1.00    Each. 

WILLIAM  BR1GGS.    Publisher.    Toronto 
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Are  YOU  Satisfied  With  Your  Book 

Trade  ? 

Do  You  Use  a  Well-planned  Selling  Campaign  to  Put  an  Important  New 
Book  Across  in  a  Big  Way  in  Your  Town? 

WHAT  is  your  book  business  going  to  be  next  year,  the 
following  year — five  years  from  now — if  your  present 
methods  of  selling  books  and  coping  with  competition 
are  continued? 

These  wartime  years  constitute  a  period  that  will  reveal  who  are  the  men 
of  foresight  and  imagination — the  creators  of  business. 

Are  you  preparing  for  second  place,  for  retirement  or  for  leadership? 

If  your  business  is  built  on  the  public's  knowledge  of  you  and  its  good- 
will toward  you,  are  you  going  to  keep  that  good  will  active  or  not? 

To  make  sales  and  have  a  business  grow,  booksellers  and  assistants  must 
train  themselves  properly.  Your  public  must  be  given  information  pub- 
licity about  all  worth-while  new  books. 

Among  effective  publicity  methods  nothing  excels  the  show  window  in  sales  pro- 
ductivity. 

Specialization  in  bookselling  is  the  logical  policy  to  adopt. 

When  a  new  book  comes  along  that  affords  opportunity  for  big  accomplishment 
in  sales,  you  can  create  such  a  stir  that  that  book  will  logically  be  put  across 
in  a  big  way  in  your  town. 

Among  the  advertisements  in  this  issue  of  BOOKSELLER  AND  STATIONER 
you  will  find  several  announcements  of  really  important  new  books,  any  one  of 
which  may  be  made  the  subject  of  a  big  selling  campaign  and  the  different  books 
might  well  be  taken  up  in  turn  and  exploited  in  such  a  manner  that  every  man, 
woman  and  child  in  your  town  will  become  inquisitive  as  to  what  sort  of  book 
it  is. 

It  will  not  do  to  weary  in  this  well-doing.  Keep  everlastingly  at  it!  People  will 
soon  get  to  know  that  you  are  a  real  bookseller  and  they  will  naturally  become 
better  book  buyers. 
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-,  the  writer  of  the  following  letter,  aban- 


T    IEUT.-COLONEL 

doned  a  lucrative  business  and  joined  the  Canadian  forces  in  August,  1914.  He  has 
never  been  out  of  uniform  since,  He  has  been  in  some  of  the  heaviest  fighting;  has  been 
wounded  several  times;  was  given  up  by  the  doctors;  recovered  and  is  again  at  the  Front; 
was  offered  command  of  a  brigade.  He  is  regarded  as  a  man  of  so  much  importance  that  he 
has  been  guaranteed  a  sure  seat  in  the  House  of  Commons  and  will  be  one  of  the  chiefs,  if 
not  the  leader,  in  the  returned  soldiers'  movements  in  Canada. 

Lt.-Col.  John  Bayne  Maclean,  Prance,  April  5th,  1918. 

Toronto ,  Canada  . 
Deai\Colonel  Maclean: - 

Yesterday  I  had  handed  to  me  by  Captain a  copy  of  MacLean*  s 

Magazine  with  your  article  on  '  'WHY  WE  ARE  LOSING  THE  WAR,  '  '  which  has  been  sent 
to  him  by  a  lady  from  Edmonton  because  of  the  reference  made  in  it,  no  doubt, 

to I  have  read  the  article  over  carefully  and  so  have  many 

of  my  officers  and  I  thought  I  ought  to  let  you  know  how  deeply  impressed  we  all 
are  with  your  array  of  facts  and  arguments  and  the  manner  in  which  you  have  marsh- 
alled them  together  in  a  brief  that  should  bring  envy  from  the  best  legal  minds 
in  Canada . 

For  a  long  time  I  have  been  filled  with  the  same  ideas  with  reference 
to  the  infantile  handling  of  the  great  affairs  of  State  by  the  big  men  of  our 
country  and  as  one  who  has  been  brought  up  in  the  greatest  awe  and  respect  for 
those  high  in  authority  in  England  I  tried  to  fight  against  the  gradual  turn  my 
mind  and  heart  was  taking  towards  these  great  leaders.  Furthermore,  being  a 
soldier,  I  felt  it  would  not  be  in  keeping  with  my  duty  to  make  comment  or 
criticize  those  in  authority  and  perhaps  also  I  lacked  the  courage  lest  I  might 
bring  about  my  ears  criticism  which  must  always  follow  attacks  upon  big  men. 
I  believe  there  are  many  others  who  have  shared  the  same  views  and  for  the 
same  reasons  refrained  from  '  'Talking  out  in  Meetings.  '  '  You  have  stepped  into 
the  breach  and  taken  upon  your  own  shoulders  the  burden  of  a  whole  people  and 
in  doing  so  I  realize  what  it  will  mean  to  you  and  the  courage  and  fearlessness 
which  you  must  have  in  order  to  have  taken  this  step.   I  know  of  no  other  man 
who  has  so  boldly  set  before  us  Britishers  our  own  case.  You  will,  no  doubt, 
having  attacked  these  great  leaders,  find  yourself  in  a  maelstrom  of  criticism. 
You  will  be  called  disloyal  and  you  will  be  vilified  and  abused,  but  the  truth 
of  your  statements  cannot  be  gainsaid  and  you  must  eventually  stand  out  as  a 
great  and  fearless  citizen  who  was  not  afraid  to  place  himself  in  jeopardy,  that 
EVEN  YET  A  ROTTEN  SITUATION  MIGHT  BE  TURNED  INTO  VICTORY  BY  PROPER  HANDLING. 

The  history  of  this  war  has  been  a  history  of  bungling  on  the  part 
of  the  higher  ups  ,  interwoven  with  a  history  of  devotion,  loyalty  and  doggedness 
on  the  part  of  man  in  the  ranks,  which  can  never  be  excelled.  It  has  been  one 
continual  panorama  of  '  'light  brigade'  '  episodes  and  our  brave  men  still  go  on 
fighting  knowing  that  ''someone  has  blundered  ,  '  '  yet  feeling  that  blunder  or  no 
blunder,  we  must  fight  and  fight  on  that  civilization  may  be  preserved  and 
British  traditions  maintained 


OUR  MEN  MUST  HANG  ON  FOR  THE  TURN  OF  THE  TIDE  IN  THE  BRITISH  PUBLIC  LIFE 
FOR  AT  THE  SAME  TIME  THERE  WILL  BE  THE  TURN  OF  THE  TIDE  TOWARDS  VICTORY  IN  FRANCE. 

Faithfully 


Signed 

Commanding , 


This  letter  was  not  marked  "private,"  but  for  good  reasons  the  name  is  temporarily  withheld.  If 
desired  it  will  be  given  in  confidence  to  Sir  Robert  Borden  or  Sir  Wilfrid  Laurier.  MACLEAN'S 
MAGAZINE  and  THE  FINANCIAL  POST  have  outstripped  all  other  Canadian  newspapers  and  maga- 
zines in  information  on  the  big  war  and  political  problems  of  special  interest  to  business  men.  Address 
MacLean  Publishing  Company,   University  Avenue,  Toronto,   Canada. 
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WELDON  ROBERTS  RUBBER  ERASERS 


88  STYLES 


THE  NAME  GUARANTEES  THE  QUALITY 


It  is  quality  that  makes  a  thing  desirable,  and  there  is  no  article  in  a  stationer's  stock  in  which 
quality  is  more  imperative  than  in  a-  rubber  eraser. 


Your  customers  should  know  the  excellence  of  the  WELDON  ROBERTS 
is  specially  adopted  to  some  specific  need. 

Illustrated  catalog  to  any  stationer  on  request. 


STYLES,  for  each 


Weldon  Roberts  Rubber  Co.    newark,New  jersey,  U.S.A. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.   London 


271    Ninth  St. 
BROOKLYN.  N.Y. 


We  desire  to  announce  the 
publication  of 

Tell  Me  Another  Story 

By  Carolyn  Sherwin  Bailey 

(An   answer  to  the  universal  plea  of  childhood) 

Price  $1.50 


OTHER  BOOKS  BY  THE  SAME  AUTHOR 
which  we  carry  in  stock: 

For  the  Children's  Hour      -  $1.50 

Firelight  Stories      -       -       -  1.00 
Stories   and    Rhvmes   For   a 

Child       -----  1.25 

For  the  Story-Teller       -       -  1.50 

Stories  Children  Need      -      -  1.50 

Trade  Discount  33  1-3%. 

The  Geo.  M.  Hendry  Co.,  Ltd. 

TORONTO 

Sole   Canadian   Agents  for 
MILTON  BRADLEY  CO.,  SPRINGFIELD,  MASS. 
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"AA"  Lever  Self-Filling 

frtnntoiri  DAnn  Can  be  conveniently  filled 
rOUIllcUIl  r  eilS  from  any  ink-well  or  bottle 


These  pens  have  many  distinctive 
points  of  advantage.  The  lever  fill- 
ing device  is  simple  and  positive  in 
action,    and    its    construction    is    such 

that  it  will  not  get  out  of  order.     Of  superior  construction  and   design  throughout.     The 

"A. A."    Pen    will   please   your    most   fastidious   customer. 

Prices,   Trade   Discounts   and   information   on   special   assortments   upon    request. 

MPinFRN   PFN    CC\      170  Broadway      Can. Representative:  A. R.McDougall&Co. . 
lUlSlSCI\n    rCll    V/U.    N.Y. City.  N.Y.     Ltd.,  468-474   King   St.  W.,  Toronto.  Ont. 
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RELIANCE 
INKS 

MANUFACTURERS   OF 

Ink  Paste  Mucilage 

Grip  Seals  Liquid  Glue 

Sealing  Wax  Water  Glass 

Embossing  Powder  China  Cement 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,   MAN. 


What's  Wanted 


Almost  every  week  you  want  some- 
thing which  you  could  quite  easily 
secure  by  consulting  with  your  fel- 
low Grocers. 

Perhaps  you  need  a  clerk.  The  best 
of  them  read  Canadian  Grocer  and 
watch  the  "Wanted"  page  for  new 
opportunities. 

Possibly  you  want  to  buy  or  sell  a 
grocery  business.  Canadian  Grocer's 
subscribers  are  the  best  prospects  in 
Canada.  Talk  to  them  through  our 
columns  with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange 
some  surplus  stock?  Here  again  the 
Want  Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  in- 
sertion; 1  cent  per  word  for  subse- 
quent insertions  of  the  same  ad.  Box 
Number  5  cents  extra. 


A    leaf  for  each  loved 
one  on  service. 


Canadian 

Service 

Flags 

Orders  are  pouring  in 
from  e\ery  town  and 
city. 

Do  YOU  know  about 
this  live  proposition  ? 
A  postal  card  will 
bring  you  .full  parti- 
culars. 

IY-CRAFT  CO. 


1710  ROYAL  BANK  BUILDING, 


TORONTO 


Banker's 
Specie" 


is  the  banker's  favorite 
quality.      It  is  a  thor- 
oughly reliable  wax,  pos- 
sessing    a     brilliancy     of 
colour,  combined  with   the 
greatest    adhesiveness,     and 
has  the  additional  advantage 
of  being  sold    at    a   moderate 
price. 


SjSMSETEgggi 


8  St  Bride  Street- Ludoate Circus •       l.qjf-. 

o  o  London  •  ex-  mk 
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SHOT  WITH  CRIMSON 

By   George   Barr  McCutcheon. 

This  is  fiction  in  McCutcheon's  best 
style  and  that  is  sufficient  recommendation. 
But  it's  more  than  fiction.  Not  only  Ger- 
mans but  Americans  are  involved  in  the 
machinations  of  this  clever  group  of  the 
Kaiser's  agents,  and  you  follow  with  in- 
tense interest  their  schemes  and  plots.     $1. 


DERE  MABLE 

Love     Letters     of     a     Rookie. 
By   E.   Streeter. 

Read  them — and  live  with  the  Rookie 
through  all  his  perplexities,  through  all  his 
amusements,  through  all  his  work,  live  with 
him    and    laugh     with    him — and    at    him  ! 

For  genuine  humor  nothing  written  in 
recent    years    surpasses    them.  75c. 


WILLIAM  BRIGGS 


ARNOLD  ADAIR 

American   Ace. 
By    Laurence    L.    Driggs. 

Chapter  after  chapter  describe  with  abso- 
lute exactness  and  with  technical  fidelity 
to  facts,  a  submarine  hunt  by  French 
aeroplanes,  an  attack  against  a  Zeppelin  in 
which  Arnold  and  his  friend  Phillipe  are 
successful,  bomb-dropping  expeditions  and 
frequent   fights    in   the   air.  $1.35. 


TORONTO 


WILLOW,  THE  WISP 

A     Big     Canadian     Novel. 
By   Archie   P.   McKishnie. 

This  vivid  tale  of  the  Canadian  Woods 
does  for  that  region  what  the  stories  of 
Rex  Beach  and  Jack  London  do  for  the 
Yukon.  Ready  now.  Order  early.  Colored 
frontispiece.  $1.35 


OH,  MONEY,  MONEY 

By   Eleanor  H.   Porter 

"If  one  wants  to  banish  the  war  entirely, 
then  try  'Oh,  Money.  Money  !'  the  story  of 
the  strange  things  that  happen  in  a  New 
England  town  when  an  eccentric  Western 
millionaire  drops  fortunes  into  the  laps  of 
his  remote  and  dazzled  kinsfolk."  Boston 
"Post."       Illustrated.  $1.50. 


THE  LOST 

NAVAL  PAPERS 

A    Story   of   the    Secret    Service. 
By    Bennett    Copplestone. 

Probably  the  most  remarkable  spy  story 
of  the  present  war.  It  is  comparable  to 
the  best  Conan  Doyle's  Sherlock  Holmes 
stories  and  the  book  has  the  great  virtue  of 
a  derided  vein  of  genuine  humor.  $1.50 


Thomas  Allen 

Publisher 
215  Victoria  St.   -   TORONTO 


SUMMER 
READING 


If  people  were  made  to  realize 
how  their  enjoyment  of  the  sum- 
mer months  may  be  enhanced  by 
means  of  good  books,  there  would  be 
a  great  fillip  in  summer  bookselling. 

It  is  the  bookseller's  special  func- 
tion to  give  people  the  service  of 
placing  before  them  the  particular 
books  that  are  most  worthy,  cover- 
ing  different   branches   of   literature. 

This  is  going  to  be  a  summer  of 
varied  reading.  There  will  be  moods 
when  people  will  want  complete  re- 
laxation and  escape  from  the  events 
of  the  day — that  means  light  litera- 
ture and  there  are  some  fine  new 
novels    this    season. 

The  spirit  of  the  times  favors 
more  efficient  occupation  of  spare 
time  — this  opens  a  field  for  wider 
reading  of  more  serious  books,  in- 
cluding technical  titles  and  other 
volumes  for  pursuing  specialized 
study. 

When  it  somes  to  war  books 
there  has  never  been  a  year  since 
the  great  war  began,  when  there 
were  so  many  really  worth-while 
books  dealing  with  the  various 
phases  of  the  world  conflict,  so  that, 
summing  up  the  whole  situation, 
this  season   promises  to  be 

A    RECORD -BREAKING 
SUMMER   FOR   BOOKS 


GOLD    AND    IRON 
By    Joseph    Hildesheimer 

This  volume  contains  three  notable  long 
stores.  "Wild  Oranges"  (the  Georgia  Sea- 
board), "Tubal  Cain"  (Middle  Pennsylvania) 
and  "The  Dark  Fleece"  (the  New  England 
Sea  Coast).  The  best  American  fiction  of 
the  day  is  represented  by  these  stories  and 
the     same     author's     outstanding     success. 

$1.50 

THE    THREE    BLACK    PENNYS 

This  book  is  now  in  its  third  edition  in 
Canada.  It  has  succeeded  in  a  big  way  and 
it  will  live.  Both  these  books  will  be 
big   sellers   this  summer.  $1.50 

S.  B.  GUNDY 

23  Richmond  St.  W.   ■   TORONTO 
3  GOOD  ONES 

SUSPENSE 
By    Isabel    Ostrander. 

A  big  new  story  of  mystery  and  adven- 
ture by  the  author  of  "The  Clue  in  the 
Air,"  "The  Primal  Law,"  and  other  suc- 
cesses. "Suspense"  is  a  breathless  book. 
It  captures  your  interest  at  the  very 
first  page  and  doesn't  let  go.  Full  of 
thrills  and  excitement:  with  the  right 
kind  of  her  line.     Re- d  it.  $1.40 

UNDER   FIRE    <LE   FEU) 
By    Henri    Barbusse. 

Ei  nest  Poole,  in  the  New  York  "Sun," 
says:  "By  all  odds  the  most  significant 
book  I  have  read  in  the  last  year  is 
"Under  Fire."  That  seems  to  tower  above 
all  war  stories  that  have  yet  been  written." 

$1.50 
CAPTAIN  GAULT 
By    Ralph    Hope    Hodgson. 

You  wouldn't  call  Captain  Gault  a  villain 

he  has  merely  an  easy  conscience.  In 
this  story  of  his  exploits  and  adventures 
with  customs  officers,  treasury  officials,  and 
the  like,  this  genial  runner  of  contraband 
is  given  many  an  opportunity  to  test  his 
wits    to  the  utmost.  $1.35 

J.  M.  DENT  &  SONS,  Limited 


27  Melinda  Street 


TORONTO 


The  Royal  Flying  Corps  in  the  War 

WING  ADJUTANT 

TN    August,    1914,    the    Flying    Corps    mustered    about    1,100    Officers    and    Men,    with    about    80    serviceable 

machines — doing  about  65   miles  per  hour. 

Now  the  Flying  Corps  has  become  "the  eye  of  the  Army."  It  claims  the  best  of  our  youth — the  best 
of  our   inventive   faculties.      Its   developments    have   been   enormous. 

"Wing  Adjutant" — a  thin  disguise  for  one  of  our  most  distinguished  Airmen — in  this  vivid  volume  tel's 
the  story  of  the  R.F.C. — the  training  of  the  fearless  boys  who  comprise  it — their  dare-devil  deeds,  their 
heroism,   their   resourcefulness. 

"A  singularly  vivid  picture  of  air-fighting"  ("The  Times").  "Tells  the  story  in  a  really  satisfying 
fashion  without  the  usual  silly  touches  which  reviewers  imagine  the  public  wants"  ("Sporting  and 
Dramatic    News"). 

Cloth   bound,    60c   net.        With    Three-Color    Pictorial   Jacket. 


THE  HOUSE  OF  CASSELL 


55  BAY  STREET 
TORONTO 
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BO  0 KSELLE R     A N  D     ST  A  T I 0  N  E  K 


3MIMM  -r.' 


ARO-yv\AC 


SUNDRIES 


SELLING  DIRECT  FROM  FACTORIES" 


R  MacDougall  8  Co 

■SSB9SSS  gMKl 


ARO-MAC 

LI  INI  ELS 

5  >0/V/ 


TORONTO 


SUNDRIES 


ft'* 


Penrhyn  Stanlaw's 

"Girls  of  the  Allied  Nations" 


"Each    Stitch    a    Prayer.' 


"Her  Heart  in  the  Service." 

Harrison  Fisher's 
Popular  Pictures 


\s. 


'Russia.' 


'United     States." 


"Great    Britain." 


"Belgium. 


'Italy.' 


"Japan. 


— to  decoraU   summer  cottages  <n><l  camps  are 
bright,  timely  and  inexpensive. 

— to  forward  "Somewhere  in  France"  for  cheer 
contribute  to  the  morale  of  the  soldier  boy. 

— to  hang  in  a  room  as  a  decoration  add  to  //" 
joy  of  living. 

— to  send  to  friends  as  gifts  are  ideal  and  always 
acceptable. 

ALL  11  x  14  INCHES  IN  FULL  COLORS.    RETAIL 
PRICE   20   CENTS    EACH. 

Send  for  catalog  and  discounts. 


A.  R.  MacDougall  &  Co.,  Ltd.  «S s*epwe,s t~ 
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Dealers! 

Get  our  1918  General 
Catalog  just  issued! 

It  is  brimful  of  "best  sellers" 
in  Stationery,  Fancy  Goods, 
Toys,  Dolls  and  Novelties. 

Just  the  sort  of  goods  you 
need — the  goods  you'll  feel 
like  recommending  because 
you  know  they've  got  the 
real  customer-pleasing  quali- 
ties. 

You  need  a  copy  of  this  cata- 
log. Write  for  it  to-day. 
It  will  be  a  big  help  to  you 
in  selecting  stocks  that  sell 
and  satisfy. 

We'll  mail  it  by  return — free 
of  charge. 

Bell  Novelty  &  Fancy  Goods 
Company,  Limited 

Importers  and  Wholesalers  Stationery,  Drug 
Sundries,  Toys,  Dolls 

Hargrave  and  Cumberland  Ave.,  Winnipeg 


Everyone  Stops 
for  CI  CO  Paste 


CARTER  INX 

MUCILAGE  and  PASTE 
Made  in  Canada 

THE   CARTER'S  INK   COMPANY 

655  DROLET  STREET  MONTREAL,  QUE. 


THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will   always  hold    first    place    as  an  Edition  of 
Standard,  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent,  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "Exclusively  Sheet  Music  House" 
in  the   World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NEW  YORK  CITY:  145  W.  45th  STREET 


"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my  final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy  toilers   who  are  my  constant  friends  ?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 
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Rare     b  e  a  u  t  y     and     exquisite 
richness    are    given    full    expres- 


sion in 


Qranes 


ofo 


(THE  CORRECT  WRITING  PAPERl 

One  quality  only — but  offering 
a  wondrous  selection  in  styles, 
finishes  and  tints  approved  by 
Fashion's  latest  mandates. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,    Massachusetts 

Toronto  Office  :   266-268  King  Street  West 


r 


Every  Day  and  Legal  Blank  Files 


"N 


vj 


Needed  in  every  up-to-date  office.  Sub- 
stantial and  attractive.  Papers  may  be 
filed  by  names  or  the  lettered  tabs  may 
serve  as  an  index  to  the  use  of  the  vari- 
ous compartments,  such  uses  being  noted 
on  the  index  sheet  inside  of  front  cover. 
Show  these  efficiency  makers  to  your 
trade  and  see  them  sell. 

Our  illustrated  list  describes  this  and 
our  other  office  supply  lines  in  detail. 
Copy  will  be  mailed  you  fall. 


STRATFORD,  ONT. 


\J 


Get  this 
counter  display 
working  for  you 

It's  a  dandy.  A  well- 
made,  neatly  colored 
display  stand  that 
makes  the  selling  of 
Cane's  Canadian- 
made  pencils  doubly 
easy. 

Cane's  Pencils  are 
good  pencils  —  good, 
firm,  easy-  writing 
"leads,"  and  they're 
Made-in -Canada. 


The  Counter  Display  will  help  you  sell  them.  It  contains  half  a  gross,  tip- 
ped and  finished  in  six  different  colors.  One  half  sticks  up — sure  attention 
getters. 

Ask  your  wholesaler  for  one  of  these  displays. 

The  Wm.  Cane  &  Sons  Company,  Limited 

Newmarket,  Ontario,  Canada 
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STANDARD  BRAND 
BLOTTINGS 

are   setting   the   pace   everywhere   in   rapid 
selling  and  customer-satisfaction. 
Dealers   find    Standard   Brand   worth  while 
always.        Pleased      customers     and     good 
profits   are   the   invariable   rule   where   this 
quality  blotting  is  concerned. 
Other  good  lines  to  feature: 
"Standard,"  "Sterling,"  "Curi-Curl,"  "Pris- 
matic/' "Royal  Worcester"  and  "Defender" 
(enameled). 
Try  these  in  your  next  blotting  order. 

Standard  Paper  Mfg.  Co, 

Richmond,  Va.,  U.S.A. 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose  Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
djistanceof 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dept  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,  where   to   buy  stock,   etc. 


ii 


PLAYTHINGS" 


each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAE  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

18  East  12th  Street 
NEW  YORK 


McCREADY  PUBLISHING  CO., 


Royal     Ink     Powder 

ONE  LITTLE  25c.  VIAL  MAKES 

Hall  Pint  Best  Blue-black  Ink 

SEND  ONE  TO   BOYS 

OVERSEAS 

SO-DZ-Y  T.   —I*.   .„,.,   VW   ....  S  FU  «  CI-.   W.u.   .„..„, 


Royal  Ink  C?  \  sen  d  for  a  card  as  above. 


53YONCE    ST. 

TORONTO,  Can. 


Quick  Sellers  ' 


PROFIT. 


Feature  Royal  Ink  Powder  for 
Overseas  Shipping 

Put  Royal  Ink  Powder  in  your  displays.  Tell 
your  customers  how  the  mere  adding  of  clean 
water  will  make  a  free-flowing  non-corrosive  ink, 
a    dandy    ink    for    steel    or    fountain    pens. 

Royal  Ink  Powders  are  proof  against  freezing 
or  breakage  thus  solving  the  problem  of  ship- 
ping good  ink  "Over  There"  in  a  safe  and 
convenient     form. 

Have  you  a  stock  of  Royal  Ink   Powders  on  hand? 

ROYAL  INK  CO. 

53  Yonge  St.      -      Toronto 


HOLD  THE  LINE 


(.Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON.  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
sale 
houses   in 
Toronto 

and 
Montreal 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton,  London.  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   18  42.    MONTREAL. 
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BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

Mote  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina   Ave..   Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS   CARDS 

A  Five  and  Ten  Cent  Line 

AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


Lonsdale  &  Bartholomew,  Ltd, 

Publishers  of  the 
Famous  "ART" 
Ser ies  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


Please  Mention 

this  Paper  when 

writing  to 

Advertisers 


ART   SUPPLIES. 

Artists'   Supply   Co..   77   York   St.,   Toronto. 
A.   Ramsay   &   Son   Co.,   Montreal. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St.. 
Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 

Geo.   M.   Hendry   &   Co.,   215  Victoria   St..   Toronto. 

BLANK  BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn.   N.Y. 

Brown    Bros.,    Ltd.,    Toronto.  • 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The   Copp.   Clark   Co..  Toronto. 
Warwick    Bros.    &   Rutter.   Toronto. 

BLOTTING   PAPERS. 

The    Albemarle    Paper   Co.,    Richmond,   Va. 

Eaton-Dikeman   Co.,   Lee,   Mass. 

Standard   Paper  Mfg.   Co.,   Richmond,   Va. 


New 


King     St.     W. 


CODE    BOOKS. 

The    American     Code    Co.,     83     Nassau    St., 
York. 

CRAYONS. 

Binney    &    Smith,   New  York. 
A.     R.     MacDougall     &     Co..     468 
Toronto. 

EYELETTING  MACHINES. 

Elbe  File  and  Binder  Co.,  New  York.  N.Y. 
ENVELOPES. 

Brown    Bros..    Limited,   Toronto. 

Buntin,   Gillies   &   Co.,   Hamilton. 

Copp,    Clark    Co.,   Toronto. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto, 

nipeg. 
Menzies   &   Co 


Win- 


Warwick    Bros. 


Limited,   Toronto. 
&    Rutter,   Toronto. 
ERASERS. 
St.   Mungo   Mfg.    Co.,    Glasgow.    Scotland 
Weldon   Roberts   Rubber   Co.,    Newark,   N.J. 

FANCY   PAPERS.   TISSUES   AND    BOXES. 
Dennison   Mfg.   Co.,    Boston. 
Menzies  &  Co.,  Toronto. 

A.     R.     MacDougall     &     Co..     468     King     St.     W.. 
Toronto. 

FOUNTAIN   PENS. 

Arthur  A.   Waterman   Co.,   Ltd.,   New   York. 

Mabie.   Todd   &   Co..    473   College   Ct..   Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co.,    Brown    Bros.,    Ltd..    Toronto, 

Canadian   Agents. 

INKS,  MUCILAGE   AND   GUMS. 

Chas.   M.   Higgins   &   Co..    Brooklyn,   N.Y. 
The  Carter's   Ink   Co.,  Montreal. 

W.     V.     Dawson,     Limited.     Montreal,     Toronto, 
Winnipeg. 

Royal    Ink    Co..    53    Yonge    St..    Toronto. 

S.    S.    Stafford    Co.,    Toronto. 

"Glucine."   Menzies    &    Co.,   Limited,    439   King   St. 
W..   Toronto. 

INDELIBLE   INK. 

Carter's   Ink    Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co.,    Toronto. 

INKSTANDS. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 

Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St.. 
Toronto. 

LEAD   AND   COPYING    PENCILS. 

American   Pencil   Co.,  New  York. 

Wm.    Cane   &   Sons,   Newmarket,    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W., 

Toronto. 
Eberhard     Faber    Co.,     New     York. 
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THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  I'ost  ami  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog;    OC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  &  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN  PUBLISHING 
CO.,   Limited 

1  43  University  Ave.  TORON  1  O 

WATERSTON'S 


BEE 


BRAND 


MARK 


SEALING   WAX 


Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


BOOKSELLER     AND     STATIONER 


BUYERS'  GUIDE 


School  Rulers 

NEW  LINE  NOW  READY 

New  Shapes   and    Right    Prices. 
Send  for  samples  and  quotations. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing  in  Picture  Framing  outiits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame     them     at     low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  s'atues.  $75.00  will  make  a  beauti- 
ful   display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N..  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List        a 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark  Co..  Toronto. 
Luckett    Loose    Leaf,     Limited,    215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill  &   Vietor,  22  Cliff  St..  New  York  City. 
Warwick    Bros.    &    Rutter,    Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway.    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd'.,   Toronto. 

MAPS   AND   GLOBES 
Rand,    McNally    &    Co..    Chicago. 
The  Copp.   Clark    Co.,   Toronto. 
Geo.    M.   Hendry    Co.,    215    Victoria   St.,   Toronto. 
The    Scarborough    Co.    of    Canada,    Hamilton,    Ont 

PAPER    BALERS 
Climax    Baler    Co..    Hamilton.    Ont. 
PAPER   FASTENERS. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St.,    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons,     Limited.     W.     V.,     159     Queen 
Victoria     St..     London,     E.C. 

PAPETERIES   AND   WRITING   PAPERS. 

The    Copp    Clark    Co..    Toronto. 

Buntin,    Gillies    &    Co.,    Hamilton,    Ont. 

Clark    Bros.    &    Co.,    Winnipeg,    Man. 

W.   V.   Dawson,    Limited,   Montreal,   Toronto,    Win- 
nipeg. 

The  Brown   Bros.,   Ltd.,  Toronto. 

Warwick    Bros.    &    Rutter.    Toronto. 
PLAYING   CARDS. 

Goodall's   English    Playing    Cards,    A.   O.    Hurst,    32 
Front   St.    W.,    Toronto. 

U.    S.    Playing    Card    Co.,    Toronto.    Canada. 
POST    CARDS,    GREETING    CARDS,    ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell     Road,     Lon- 
don,   E.C. 

A.    O.    Hurst,    Canadian    representative,    32    Front 
St.    W.,    Toronto. 

Menzies   &    Co.,   Limited,    Toronto. 

Philip    G.    Hunt    &     Co.,    332    Balham    High    Rd., 
London,    Eng. 

Pugh    Specialty   Co.,    38-42   Clifford   St.,   Toronto. 

Ritchie    &    Sons,    Ltd.,    William. 

Valentine   &    Sons    Publishing    Co..   Toronto. 
SCIENCE    APPARATUS 

Geo.   M.   Hendry   &  Co.,   215   Victoria   St.,   Toronto. 
SCHOOL   SUPPLIES. 

Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The  Up-to-Date   Co.,    Canister,  N.Y. 
SHEET   MUSIC. 

McKinley  Music   Co.,    1501-15   East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL     PUBLICATIONS. 

Morton,  Phillips   &  Co.,  Montreal. 

STATIONERS'   SUNDRIES. 
Beveridge  Paper  Co.,  Montreal,   Que. 
Brown   Bros.,   Ltd.,   Wholesale   Stationers,    Toronto. 
Buntin,   Gillies   &  Co.,  Hamilton. 
The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.   V.  Dawson,   Limited,   Montreal,   Toronto,    Win- 
nipeg. 

Warwick  Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,    Wells   &   Co.,   Birmingham,  Eng. 

Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian   Representatives. 


ELBE  FILE   &   BINDER   CO. 


97  Reade  Street 


New  York 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC 
TOR   PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.A. 


EVERY 
BOOKSELLER 

should  stock  our  high 
grade  PLASTER 
CASTS.  They  are 
very  artistic  and  very 
saleable.  Every  cus- 
tomer will  want  to 
buy.  Prices  reason- 
able. Catalog  on  re- 
quest. 

The  Florentine  Art 
Plaster  Company 

2208-10-12  Chestnut    St 
PHILADELPHIA.  PA. 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations.  We  are  papermakers 
and   wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.   BOWATER  &   SONS,  LIMITED 

159  Queen  Victoria  St.,  London,  E.C.  4, Eng. 
Cables:  " Sparteolus"  London. 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St.,  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 
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BOOK  BUYERS'  GUIDE 


CODE  WILL  FORM 

Simple,  clear  and  concise 

Ready-made  Will. 

Price  $1.80  per   dozen. 

The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


Where  You  Sell 
Office    Station- 
ery  You   Can 
Sell  The 
Financial  Post. 

Business  men  will  ap- 
preciate your  intro- 
duction of  THE 
POST  to  them,  for 
THE  POST  has  the 
proper  editorial  or- 
ganization to  place 
before  them  every 
week  the  important 
business  news  of  Can- 
ada most  accurately, 
but  most  easily  read  in 
brief  time.  Send  for 
particulars  to 

THE  MACLEAN 
PUBLISHING  Co. 

153   University   Ave.,  Toronto 


DIRECTORY   OF   PUBLISHERS. 
FICTION. 

Thomas   Allen,   215   Victoria   St.,   Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto, 

Ont. 
Cassell   &   Co.,   55    Bay   St.,   Toronto,   Ont. 
(Our,   Clark   Co.,   517   Wellington   St.   W..   Toronto, 

Ont. 
J.   M.  Dent  &  Sons.  27  Melinda  St.,   Toronto,  Ont. 
S.    I!.    Gundy,    25    Richmond    St.    W..    Toronto,    Ont. 
Hodder   &   Stoughton,    17   Dundaa   St.   E..  Toronto. 

Ont. 
Thomas    Langton.   23   Scott  St.,   Toronto,   Ont. 
Macmillan    Co.   of   Canada,   70    Bond    St.,    Toronto, 

Ont. 
McClelland.    Goodchild    &    Stewart,    266    King    St. 

W.,    Toronto.    Ont. 
Geo.   J.   McLeod,    Ltd.,   266   King   St.    W.,   Toronto, 

Ont. 

n    Book    Co..    17   Dumlas  St.    E.,   Toronto.   Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 

Toronto,    Ont. 

BUSINESS    BOOKS. 
Musson  Book  Co..   17  Dnndas  St.  E.,  Toronto,  Ont. 
Morton     Phillips     &     Co.,     115     Notre     Dame     St., 

Montreal. 
Wycil    &   Co..   85   Fulton   St.,   New    York    City. 

CODE    BOOKS    AND   CONVERSION   TABLES 
John    u     Bartfield,   N.Y.   Produce   Exchange,   NY. 

Cfty. 

PERIODICALS. 
Life,   17   W.  31   St.,  New  York   City. 
MacLean's  Magazine,  113  University  Ave.,  Toronto 
Imperial    News    Co..    Ltd..   Toronto,    Montreal    and 
Winnipeg. 

i.    &    Gotch,     136    Bay    St..    Toronto.    Ont. 
Toronto  News   ('■        '        i    ..  and  Hamilton,  Ont. 
Montreal    News    Co..    Montreal,    Quo. 
Winnipeg   News    Co..    Winnipeg,    M:in. 

SELF   AND    SEX    BOOKS 
Wm.     Briggs,     Toronto. 
McClelland,    Goodchild    &    Stewart.    Ltd..    Toronto. 

DICTIONARIES 

Ci.    &   C.   Merriam   Co.,   Springfield,    Mass. 

W.    &   R.   Chambers,    London    and    Edinburgh, 

Laird   &   Leo.   1782   Michigan   Ave..  Chic 

TOY    BOOKS 
Valentine  &  Sons  Pub.  Co.,  Toronto,  Montreal  and 

Winnipeg. 
Raphael     Tuck     &     Sons,     London,     England,     ami 

Now    York    City. 
Blackie    &    Sons.    Glasgow,    Scotland. 

BIBLES. 
McClelland,    Goodchild    &    Stewart,    266    King    W.. 

nto. 

Oxford  University  Press,  25  Richmond  W.,  Toronto 


Classified  Advertising 

Advertisements  under  this  heading,  2c  per 
word   per  insertion. 

Where  replies  come  to  our  care  to  be  for- 
warded, five  cents  must  be  added  to  cost  to 
cover   postage,   etc. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  lisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  So  ho  Square,  London,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


Otto  Sauer  Series 

German.  French,  Spanish 
and     Italian    Grammars 


Grammar  Separate,  $1.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

85  Fulton   Street,   New  York  City 

Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity Winfield  Scott  Hall.  M.D.,  Ph.D.,  assisted 
by   Jeanette    Winter    Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have  Sex  Knowledge  Every  Young  Woman 
Should  Have—  Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have  Sex  Knowledge  Every  Father 
Should  Have— Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated.  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 


266  King  Street  West 


Toronto,  Canada 


HARTFIELD'S 

Sterling   Conversion 
Tables 

Sterling  into  American  Currency  and 
Vice  Versa 
Exchange  from  $4.50  to  $4.99  advancing  by 
single  cents,  including  the  decimal  equiva- 
lents of  32ds,  20ths,  lfiths,  8ths,  4ths  and  Vi 
of  a  cent,  with  a  range  of  Sterling  Amounts 
from  Id.  to  19,  lid.  advancing  by  Id.  £1  to 
£99   advancing  by  £1,  and   £100  to   £10,000, 

advancing    by    £100 
CONTAINING   ALSO   TABLES   COVERING 
Discount    and    Interest 

Interest   Differences 

American   Par  Values 

Canadian   Par  Value* 

Brokerages 

For    quick    reference    a    reinforced     linen     flat 

cut-in    index   is  provided   down   this   edge.       As 

the   cover   is   raised,   the   index   catches  the  eye. 

Price,    $10.00   per   copy,    net. 

Computed    and    Publishsd    by 

JOHN   W.   HARTFIELD 

Compiler,    Printer   and    Publisher   of 

CABLE   CODES   and    TELEGRAPH    CIPHERS 

All   Codes  Supplied.      Correspondence  Solicited. 

NEW    YORK    PRODUCE    EXCHANGE 

BUILDING, 

New   York   City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All    good    titles   and    full 

of  colour. 

Full  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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r~ — 

"Always  Something  New" 

Local  View  Post  Cards 

There  is  a  big  demand  for  local  views  of  all  kinds, 
and  we  have  excellent  facilities  for  delivering 
these.    The 

Real  Photo 

line  we  can  ship  three  days  after  receipt  of  your 
order,  and  we  can  make  them  up  in  quantities  of 
125  or  250  of  a  view.    The 

Black  and  White 
Collotype 

we  can  deliver  about  four  weeks  after  we  receive 
your  order.  These  we  can  make  up  in  lots  of  one 
thousand  of  a  view.  For  both  lines,  we  can 
reproduce  from  any  good  photograph  or  kodak 
film,  post  card  size  or  over. 

WRITE  FOR  OUR  LATEST  QUOTATIONS 

Rumsey  &  Co.,  Limited 

POST  CARD  SPECIALISTS 
1528  Queen  Street  West,       -       Toronto 

< J 


Why  not  build  up  vour  business  on  the 
quality  RIBBONS  and  CARBONS  of  the 
CARIBONUM  kind?  Write  to  us  re  our 
Sampling  Scheme,  which  means  better 
business  and  MORE  profit  to  you. 

Caribonum  Company,  Ltd. 

54  Wellington  Street,  East 
Toronto 


A 

Albemarle  Paper  Mfg.  Co 49 

Allen,  Thomas 47 

American  Lead  Pencil  Co 6 
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Boorum  &  Pease 6 

Bowater  &  Co.,  Ltd 53 

Bradford,  John 53 

Brown  Bros.,  Limited 2 

Briggs,  Wm 47 

Buntin,  Gillies  &  Co.   .  .  .   Back  Cover 

C 

Cane  &  Sons,  Limited,  Wm 50 

Caribonum  Co.,  Ltd 55 

Carter's  Ink  Co 49 

Chambers,  Ltd.,  W.  &  R 54 

Cassell,  House  of 47 

Climax  Baler  Co 52 

Copp,  Clark  Co.,  Ltd 13-52-53 

D 

Dawson,  Ltd.,  W.  V 4 

Dent  &  Sons,  J.  M 47 

Dominion  Blank  Book  Co 11 

E 

Eaton,  Crane  &  Pike  Co 50 

Eaton-Dikeman  Co 14 

Elbe  File  &  Binder  Co 53 

Esterbrook  Pen  Manfg.  Co 9 

F 

Faber,  Eberhard    10 


INDEX   TO   ADVERTISERS 

Financial  Post  of  Canada    48-54 

Florentine  Art  Plaster  Co 53 

G 

Globe  Wernicke  Co.,  Ltd 50 

Gale  &  Polden    54 

Gundy,  S.  B 47 

H 

Hartfield,  John  W 54 

Heath,  John,  &  Sons 51 

Hendry  Co.,  Ltd.,  Geo.  M 45 

Higgins   &   Co.,  Chas.   M 45 

Hinks,  W'ells  &  Co 14 

Hodder  &  Stoughton,  Ltd 15 

I 

Imperial  News  Co.,  Ltd 5 

Irish,  G.  L 53 

Irving-Pitt  Mfg.   Co 3 

L 

Lonsdale  &  Bartholomew,  Ltd.   .  .  52 

Luckett  Loose  Leaf  Co.,  Ltd.    ...  12 
MacDougall  &  Co.,  Ltd.,  A.  R.  . .  8-48 

MacLean's  Magazine 56 

McClelland,  Goodchild  &  Stewart, 

Ltd 16-17 

McCready  Publishing;  Co 51 

McFarlane,  Son  &  Hodgson,  Ltd.  53 

McKinley    Music    Co 49 

Meyers,  Fred  J.,  Mfg.  Co 53 

Mittag  &  Volger,  Inc 

Inside  back  cover 

Modern  Pen  Co 45 

Monarch  Paper  Co.,  Limited  ....  52 

Musson  Book  Co.,  Limited 20 

55 


N 

National  Blank  Book  Co 11 

National  Cash  Register  Co 7 

P 

Packard  Bros 52 

Pavson's  Indelible  Ink 54 

Philco  Publishing  Co 14 

R 

Ramsay  &  Son  Co.,  A 51 

Reliance  Ink  Co 46 

Religious  Tract  Society,  The  ....  1 

Richmond  Paper  Co.,  The   10 

Rockhill  &  Vietor 51 

Royal  Ink  Co 51 

Rumsey  &  Co.,  Ltd 55 

S 

Scarborough  Co.  of  Canada  ....  53 

Sinclair  &  Sons,  Ltd.,  Wm 14-53 

Stafford,  S.  S.,  Inc.  Inside  Back  Cover 

Standard  Paper  Mfg.  Co 51 

Stationers'  Loose  Leaf  Co 52 

T 

Terry,  Herbert,  &  Sons,  Ltd.   ...  14 

Torcan  Fancy  Goods  Co.,  Ltd.   .  .  18 

Toronto  Trophy-Craft  Co 46 

U 

Up-to-date   Advertising   Co 53 

W 
Warwick  Bros.  &  Rutter,  Ltd.   .  . 

Front  Cover  and  Inside  Front  Cover 
Waterston  &  Sons,  Ltd.,  Geo.   ..46-52 

Weeks  Mfg.  Co.,  Frank 53 

Weldon  Roberts  Rubber  Co 45 

Wycil  &  Co 54 


BOOKSELLER    AND    STATIONER 


PRIVATE  PEAT 


^pHE  famous  young  Canadian  soldier-author,  whose  book  has 
-^  made  such  a  wonderful  record  in  sales,  is  writing  a  series  of 
articles  for  MACLEAN'S — stories  of  the  war  told  in  his  vigor- 
ous and  trenchant  style.  The  first  will  appear  in  the  July  issue. 
It  will  be  featured  prominently  and  will  unquestionably  make 
that  number  a  rapid-fire  seller. 

It  contains,  besides,  a  cluster  of  other  big  features  —  readable, 
fearless  and  strong.    Here  are  a  few  of  the  best: 

'The  Passing  Of  the  Old  Guard"      -     By  George  Pearson 


The  War     -     -  ( 


'The    War  Situation"  -  -     By  Lt.-Col.  J.  B.  Maclean 


Imperial  Topics 

PolitiCS       -  -  -     <      TheUplifters 


I    "Pocketing  Our  Imperial  Pride"         -   By  h.  g.  weiis 
I    "Canada's  Place  in  the  Empire"        -  By  prof.  Kennedy 


-     By  H.  F.  Gadsby 


Fiction 


/    "The  Strange  Adventure  of  the  Open  Door" 

By  Arthur  Stringer 

"The  Three  Sapphires"  -  -  -  By  w.  a.  Fraser 
"The  Torby  Tragedy"  -  -  -  By  a.  c.  Aiienson 
"The  Magic  Makers"        -         -         -  By  Alan  suiiivan 

''Lennix  Ballister — Diplomat"  -    By  Archie  P.  McKishnie 


All  the  Regular  Features  as  well :  Review  of  Reviews,  The  Best  Books,  The  Business 
Outlook,  The  Investment  Situation,  Women  and  Their  Work. 

JULY  MACLEAN'S 

"Canada's  National  Magazine" 
Make  MacLean's  Your  Best  Seller. 

Here  is  a  Canadian  publication  that  is  worth  while — full  of  live  material  by  the 
greatest  authors  (look  over  that  list  above!)  and  offering  articles  and  stories  that 
are  entertaining,  up-to-the-minute  and  fearless.  It's  a  live  magazine.  It  is 
advertised  extensively.  Get  behind  it  and  push.  It  means  an  ever-increasing 
volume  of  business  for  you.    Put  in  an  increased  order  for  July  number  now. 
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=  You  should  emphasize 
|j  the  reliability  of 

|  M.  &  V. 

1  TYPEWRITER  RIBBONS  &  CARBONS 


Tn 


I  w«l£w 


The  Acme  of  Perfect  on  in 
regulation    weight  carbons 


The  purchaser  of  typewriter  supplies  must  needs  look 
to  ilic  quality  of  the  goods  which  is  of  paramount 
importance. 

The  quality  of  M  &  V  Typewriter  Ribbons  Mini  Carbons 
i-  beyond  question.  Modern  methods  of  manufacture 
combined  with  the  scientific  use  of  the  besl  ingredients 
have  made  M  &  Y  Products  reliable,  permanent  and 
<  conomical. 

Recommend  the  M  &  V  lines  to  every  cusi er.  Results 

will  count  in  your  favor. 

MITTAG  &  VOLGER,  Inc. 

Principal  Of f ice  and  Factory:  Park  Ridge,  N.J.,  U.S.A. 
Agencies  all  over  the  world. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


The  fastest 
selling  box 

of  the 

fastest  selling 
Crayons 


£ 


(RAYOlA 


Eight  \HM^2,f  Colors 

SCHOoKikRAYONS 

W JDUCATI0NAL  C0lOR^°RKv 


'trz£»/v  cow/1  cr.  co/yrs/y/fA'T'j 


l^\  TRADE.  •■»» 

(RAYOLA    No.  8 

^—^  MARK  JL       m 

"Crayola"  is  furnished  in  assortments  of  six, 
eight,  twelve,  sixteen,  eighteen  and  twenty- 
four  colors  to  the  box. 

Perhaps  you  are  interested  in  Crayons  for 
office  and  factory  use.  Write  us  for  samples  of 
any  Crayon  you  desire — also  catalog  describing 

Gold  Medal  Crayons 
For  Every  Use 

Binney  &  Smith  Co. 


81-83  Fulton  St., 


New  York 


A  great  many  people  do  not  yet  appreciate  the  labor- 
saving  and  economic  possibilities  of  paper  products.  A 
timely  display  of  these  articles  will  undoubtedly  increase 
the  demand  among  Housekeepers,  Campers,  Teachers, 
Students,  etc. 


In  sanitary,  dustproof  packages  and  in  bulk.  Three  sizes — 5  in., 
8  in.,  9  in.    The  cleanest,  strongest  and  cheapest  plates  to  be  had. 

Sanitary,  inexpensive,  easy  to  carry.  Made  of  waxed  paper 
throughout.  Sold  in  five  cent  original  packages  and  in  tubes  of 
100  cups. 

Absolutely  sanitary,  save  laundry  bills,  add  to  the  appearance 
of  a  well-set  table. 

Pure  white  crepe  tissue,  size  42  by  56  inches. 

An  entirely  new  range.  Dainty  designs,  fast  colors,  strong  crepe 
tissue. 

Consisting  of  one  white  crepe  tablecloth  and  twelve  napkins,  in 
transparent  envelope.  Dustproof  and  sanitary.  Retail  for  ten 
cents. 

Indispensable  for  wrapping  lunches,  lining  baking  tins,  and  a 
hundred  and  one  other  household  purposes. 

Samples  of  any  of  the   above  lines,  with  prices  and  particulars,  will  be  mailed  on  request 


iWSW 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


VOL.  xxxiv. 


PUBLICATION     OFFICE:     TORONTO,      JULY,      1918 


No.  7 


The  marked  superiority  of  Wis- 
taria stationery  in  texture,  color 
and  finish  has  to  a  certain  extent 
popularized   the  De   Luxe   line. 

This  is  largely  due  to  quality  of 
stock  and  skilled  workmanship. 

If  you  are  acquainted  with  Wis- 
taria you  know— if  not,  let  us 
introduce  it  to  you. 

Warwick  Bros.  &  Rutter, 

Limited 
Manufacturing  Stationers 

TORONTO 


BOOKS  E  L  L E R     A  N  I )     S T  A T  I  O  X E R 


Scribbling 
Books 


You  may  have  sold  the 
"Imperial  Series"  of  Scrib- 
bling and  Exercise  Books 
last  year,  and  know  that 
they  were  the  best  on  the 
market ;  but  you  cannot 
know  h  o  w  much  BET- 
TER they  are  this  season, 
until  you  see  the  new 
samples. 

Beautiful  cover  designs, 
bigger  books,  and  BEST 
POSSIBLE  value.  By  in- 
creasing our  output  w  e 
reduce  the  initial  cost  to 
a  minimum.  You  will 
have  no  regrets  if  you 

SEE  THE 
IMPERIAL  SERIES 
BEFORE  BUYING 

Warwick  Bros.  & 
Rutter,  Limited 

Manufacturing  Stationers 

TORONTO 


BOOKSELLER    AND    STATIONER 


-    "COUNT  US  IN"   , 

on  your 

VALENTINE  and  EASTER 

BUSINESS 

WE  are  going  to  show  you  in  the 
course  of  the  next  few  weeks  a 
line  of  Valentines  and  Easter  Cards 
which  will  be  sure  to  please  you. 

The  art  work  is  the  last  word  in  originality  and  dainti- 
ness, and  the  sentiments  are  such  that  to  read  them 
means  to  buy  them. 

Beautifully  produced  from  engraved  steel  dies  and 
copper  plates,  combined  with  dainty  hand-painted 
effects,  on  materials  of  the  finest  grade. 

You  can  retail  the  line  from  5  cents  to  35  cents  each, 
and  make  a  man's  size  profit. 

It's  not  possible  for  us  to  see  everybody  personally,  but 
if  you  say,  "make  us  up  an  assortment,"  at  any  amount, 
you  are  sure  to  be  pleased.  We  won't  have  anything 
else  but  a  pleased  customer. 

WILLIAM  E.  COUTTS 

Office  :  Factory  : 

266-268  King  Street  West  455  King  Street  West 

TORONTO  TORONTO 


BOOKSELLER    AND    STATIONER 


Let  This  Silent  Salesman 
Work  For  You 


Assortment  No.  "N" 

AN  INNOVATION  IN  LOOSE  LEAF 
PRICE    BOOK   MERCHANDISING 

Of  the  many  new  additions  to  our 
line,  this  assortment  idea  of  merchan- 
dising Loose  Leaf  Price  Books  has 
proven  the  most  popular. 

The  assortment  consists  of  ten  of 
the  best  selling  sizes,  all  standard 
gauges,  each  book  complete  with 
sheets  and  index. 

6  Complete  Books,  Sheet  size     6%  x  3% 
2  "  "  "         "       8 1/8  x  51/2 

2  "  "  "         "     11       x8V2 

Packed  in  a  strong,  wooden,  oak- 
finished  box,  requiring  very  little 
counterspace  and  displaying  the 
books  to  the  best  possible  advantage. 

The  covers  are  bound  in  flexible 
seal  grain  Fabri-Buff  and  Art  Leath- 
er, which  looks  better  and  wears 
better  than  the  ordinary  leather  of 
to-day. 

The  fillers  are  in  popular  rulings, 
and  as  the  sizes  are  standard,  any 
style  ruled  sheets  may  be  used. 

Additional  books  to  replenish  the 
assortment  box  are  carried  in  open 
stock. 

Send  us  your  order  for  this  profit- 
able assortment  box  "N"  to-day. 

Boorum  &  Pease  Company 

Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 

Salesrooms: 

109-111    Leonard    Street  Republic  Building 

New  York  Chicago,   II). 

Old     South     Building:  4000    Laclede    Avenue 

Boston,    Mass.  St.   Louis,   Mo. 


The  House  for 
STATIONERY  SUNDRIES 


We  have  on 
hand  a  very 
com  plete  stock 
of  Paper  Fasten- 
ers and  Clips,  in. 
eluding  McGill's, 
Star,  Gem,  Ideal, 
Niagara,  Maple 
Leaf,  Wing, 
"  O.K.,"  Stand- 
ard,   Pinch,    etc. 


Chemical  Ink  Tablets 

Our  Ink  Tablets  make  a  perfect  Writ- 
ing Ink  at  less  than  half  the  cost  of 
Fluid  Ink.  The  Universal  size  pack- 
age makes  any  desired  quantity  from 
1  ounce  to  a  quart. 

The  Fountain  Pen  Size  contains  40 
Tablets,  each  sufficient  for  one  filling 
of  an  ordinary  Fountain  Pen. 


Stamp  Racks 

Get  our  prices  on 
Rubber  Stamp 
Racks.  We  have  a 
complete  stock  of 
both  Castor  and 
Strip  Styles. 


Pencils 

We  have  a  very  complete  stock  of  all 
the  Standard  and  many  Special  lines 
of  the  better  grades  of  Office,  Draw- 
ing, Colored  and  Copying  Pencils. 

the  BROWN  BROTHERS 

LIMITED 
Wholesale  and  Manufacturing  Stationers 

TORONTO 


BOOKSELLER  AND  STATIONER 
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?clopedia  of 
wsinessEfficiency 

ADDRESS 

IRWG-PiTT  MANUFACTURINC  CO. 

KANSAS  CITY  MISSOURI 
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Remember  the  Date! 

Gene  Stratton  Porter  Day 

That  is  when  "A  Daughter  of  the  Land,"  the  big,  new  story  by  the 
author  of  "Freckles,"  "The  Harvester,"  etc.,  is  to  appear. 

ADVANCE  CANADIAN  SALE  15,000  COPIES 

Booksellers:  We  are  ready  to  help  you  with  good,  striking 
POSTERS  AND  WINDOW  DISPLAYS  THAT  WILL  DO  YOUR 
STORE  CREDIT. 

Big  advertising  campaign  in  leading  magazines  will  help  sales  in 
the  Bookstores. 

Thomas  Langton  ?££KWi, 

Doubleday,  Page  &  Co.,  Garden  City,  N.  Y. 


BOOKSELLER    AND    STATIONER 


Get  Your  Share  of  Prestige  and  Profit  Out 

of  McLoughlin  Books 


No.  3875.  Grimm's  Fairy  Tales.  Com- 
plete Edition.  Bound  in  red  cloth. 
Lithographed  cover.  More  than  150 
illustrations.  384  pages,  8vo.  Boxed 
with  lithographed  top.  Retails  at  $2. 
The  only  really  complete  Grimm's  pub- 
lished   in    America. 


aajoao      jo      aiiq         -g^g        on 

Washington.      One    of    the    we' 

known    one-syllable    series — each 

word     is     divided     into     syllables 

to   facilitate   reading.      Bound    in 

buff  cloth  stamped  in  color  with  figure  of  Washington. 

Covered    with    beautiful    8-color    jacket.      6    full-page 

illustrations   in   color.     120  pages.   Retails   at   50  cents. 


9.  Treasure  Island.  One  of 
ng  Folk's  Standard  Library  of 
;s.  A  fine  low-priced  edition  of 
son's  Classic,  bound  in  red 
Has  8-color  jacket.  Illustra- 
include  colored  frontispiece. 
Black  and  white  portait  of  the  author,  and  numerous 
thrilling  incidents  in  the  narrative.  160  pages.  8vo. 
Retails   at   35    cents. 


For  more  than  90  years  the  firm  of 
McLoughlin  Bros,  has  grown  as  the 
nation  itself.  And  like  the  nation,  it 
has  expanded  by  having  high  ideals 
and  living  up  to  them. 

McLoughlin  books,  besides  amusing, 
educate  the  mmd  and  instill  patriotism 
in  the  heart  of  Young  America. 

The  McLoughlin  line  has  always  been 
an  attractive,  all-year  seller,  but  mod- 
ern commercial  art  and  color-engrav- 
ing processes  have  been  recently 
utilized  at  prodigious  expense  to  set  it 
right  in  keeping  with  the  spirit  of 
1918. 

Numerous  new  books  are  scheduled 
to  appear.  Almost  all  the  books  are 
now  covered  with  beautiful  8-color 
jackets.     The  large  octavo  editions  of 


popular  fairy-tales  are  encased  in 
glazed,  lithographed,  cardboard 
boxes. 

Many  volumes  are  arranged  in  library 
series  with  the  idea  of  stimulating  the 
purchase  of  several  more. 

The  useful,  as  well  as  recreative  pur- 
poses, the  fine  quality,  the  popular 
prices,  the  reputation  of  McLoughlin 
books  will  surely  draw  trade  and  cre- 
ate good-will.  The  liberal  discounts 
will  prove  a  day-in  and  day-out  source 
of  substantial  profit. 

"Railroad  congestion"  prompts  this 
suggestion  :  "Place  your  orders  early." 
Write  to-day — a  postcard  will  do. 
Complete  information  and  prices  will 
be  forwarded  promptly.  Come  to  see 
our  display. 


McLoughlin  Bros. 

•INCORPORATED* 
ESTABLISHED  1828 

890  Broadway  at  19th  Street 
NEW  YORK  CITY 
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The  old  way 


The  new  way 


A  man  should  not  do  the  work  a 
machine  will  do  for  him 


A  merchant,  with  all  his  troubles, 
should  never  do  the  work  that  a  machine 
does  better  and  quicker. 

Our  newest  model  National  Cash 
Register  makes  the  records  which  a 
merchant  needs  to  control  his  business. 
It  does  fifteen  necessary  things  in  three 
seconds. 

Without  the  register  a  man  cannot  do 
these  things  in  half  an  hour. 


With  the  register,  even  a  new  clerk  can 
do  them  just  by  pressing  the  keys. 

Our  new  electric  machines  are  as  much 
better  than  old  machines  as  an  up-to-date 
harvester  is  ahead  of  a  sickle  for  cutting 
grain. 

The  latest  model  National  Cash  Register 
is  a  great  help  to  merchants  and  clerks. 
It  pays  for  itself   out   of   what  it  saves. 


Merchants  need  National  Cash  Registers  now  more  than  ever  before 


Fill  out  this 
coupon  and  mail 
to-day 


Dept.  02,  The  National  Cash  Register  Company  of  Canada,  Limited, 

Toronto,  Ont. 

Please  give  full  particulars  about  the  up-to-date  N.C.R.   System  for 
my  kind  of  business. 


Nl: 


i  me. 


Business. 
Address. 
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NEARLY  READY 


An  Invaluable  Book  for  all  Students  of  Aviation 


The  A  B  C  of  AVIATION 

By  Captain  Victor  W.  Page,  Sig.  R.  C.  Aviation  Sec. 

Member    of    Society    of    Automotive    Engineers.        Author    of    "Aviation    Engines,"    "Modern    Gasoline    Automobile,"    Etc. 

350  Octavo  Pages;   130  Specially      D».:~^     <fcO    CA 
Made    Illustrations    with    7   Plates       *    IlCC     «J)^.D.U 

A  Self-Educator  on  Aviation  Without  an  Equal  -Practical-Complete— Easily  Understood 

THIS  practical  volume  has  been  prepared  by  a  wjll-known  authority  on  Aviation  with  much  practical 
experience  as  an  instructor  at  Government  Fly  ng  Schools.  It  has  been  written  with  special  refer- 
^  ence  to  the  requirements  of  non-technical  men,  such  as  soldiers,  mechanics  and  students  who  have 
taken  up  aviation  as  a  government  activity  and  who  desire  authoritative,  easily  understood  explanatory 
matter  relative  to  all  types  of  air  craft.  It  can  be  understood  by  anyone  because  elementary  principles 
of  flight  are  considered  and  fully  explained  before  instructions  are  given  for  lining  up  or  adjusting  air- 
planes. These  basic  principles  are  clearly  stated  and  illustrated  with  specially  prepared  diagrams  so 
everything  is  made  understandable  even  to  the  non- technical  mind.  The  instructions  are  based  on  a 
series  of  lectures  given  aviation  students  by  the  Author  when  instructing  in  Aerodynamics  and  Airplane 
Flight  at  one  of  the  Signal  Corps  Aviation  Schools. 

This  is  a  book   of    real    merit   because   it   is   authoritative  and   written   by   an   expert   and   pioneer  Aeronautical  Engineer.       Nothing 
has    been   slighted    that    Government    censorship    regulations    permit    to    be    published. 

This  book  describes  the  basic  principles  of  aviation,  tells  how  a  balloon  or  dirigible  is  made  and  why  it  floats  in  the  air. 
Describes  how  an  airplane  flies.  It  shows  in  detail  the  different  parts  of  an  airplane,  what  they  are  and  what  they  do.  Describes 
all  types  of  airplanes  and  how  they  differ  in  construction  ;  as  well  as  detailing  the  advantages  and  disadvantages  of  different 
types  of  aircraft.  It  includes  a  complete  dictionary  of  aviation  terms  and  clear  drawings  of  leading  airplanes.  The  reader 
will  find  simple  instructions  for  unpacking,  setting  up  and  rirging  airplanes.  A  full  description  of  airplane  control  principles 
is  given   and   methods   of   flying   are   discussed   at   length. 

This    Book    answers    every    question    one    can    ask    about      modern     aircraft,     their    construction     and     operation. 

CONDENSED  TABLE  OF  CONTENTS. 
Chapter  1— Aircraft  Types— Balloons  and  Dirigibles — How  Airplane  Flies.  Chapter  2— Lighter-than-air  Craft.  Chapter  3 — 
Early  Airplanes  and  General  Design  Considerations.  Chapter  4— Design  and  Construction  of  Aerofoils.  Chapter  5 — Arrange- 
ment. Construction  and  Bracing  of  Airplane  Wings.  Chapter  8  —  Airplane  Fuselage  Construction.  Chapter  7 — Airplane  Power 
Plants.  Chapter  8 — Airplane  Propeller  Construction  and  Action.  Chapter  9— Airplane  Equilibrium  and  Control  Principles — Notes 
on  Flying.  Chapter  10— How  to  Set  Up  and  Adjust  Typical  Airplane.  Chapter  11— Inspection  of  Airplane.  Chapter  12  Stand- 
ard   Aircraft   Nomenclature   and   Dictionary   of   Terms. 

AVIATION  ENGINES  ^"^JES 


Operation  and  Repair 


By     Capt.     Victor     W.     Page,     Aviation     Section,     S.C.U.S.R. 


576    Octavo    Pages 


Price  $3.00  Net 


253    Specially    Made    Engravings 


This  treatise,  written  by  a  recognized  auth- 
ority on  all  of  the  practical  aspects  of  internal 
combustion  engine  construction,  maintenance  and 
repair,  fills  the  need  as  no  other  book  does.  The 
matter  is  logically  arranged  ;  all  descriptive  matter 
is  simply  expressed  and  copiously  illustrated,  so 
that  anyone  can  understand  airplane  engine  opera- 
tion and  repair  even  if  without  previous  mechani- 
cal training.  This  work  is  invaluable  for  any- 
one desiring  to  become  an  aviator  or  aviation 
mechanician. 


The  latest  rotary  types,  such  as  the  Gnome  Mono- 
soupape  and  LeRhone,  are  fully  explained,  as  well 
as  the  recently  developed  Vee  and  radial  types. 
The  subjects  of  carburetion,  ignition,  cooling  and 
lubrication  also  are  covered  in  a  thorough  manner. 
The  chapters  on  repair  and  maintenance  are  dis- 
tinctive and  found  in  no  other  book  on  this  sub- 
ject. Invaluable  to  the  student,  mechanic  and 
soldier  wishing  to  enter  the  aviation  service.  Not 
a  technical  book,  but  a  practical,  easily  under- 
stood work  of  reference  for  all  interested  in  aero- 
n;.utical    science. 


Aviation   Chart — Location   of   Airplane   Power   Plant   Troubles   Made   Easy 

By  Capt.  Victor  W.  Page,  A.S..  S.C.U.S.R.  A  large  chart  outlining  all  parts  of  a  typical  airplane  power  plant,  showing  the 
points  where  trouble  is  apt  to  occur,  and  suggesting  remedies  for  the  common  defects.  Intended  especially  for  aviators  and 
aviation   mechanics   on   school   and   field  duty.  Price,     50     cents. 

Any   of   these   books   sent   prepaid    on    receipt  of   pri;e,    or    a    special    circular    of   them    sent    on    request. 
FREE — Our   new   Catalog   of    Prac  ical    Books    sent   free   on    request. 

THE  NORMAN  W.  HENLEY  PUBLISHING  CO.,  2  West  45th  Street,  New  York,  U.S.A. 

McClelland,  goodchild  &  stewart,  Limited 
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EfiUS 


^FI^ELOT      DEGHE.E.S1 


PENCILS 


r  I  ^  HE    very    highest    quality,   a    reputation  extending  over 
-*-   years,   a   perfect  degree   for   every   purpose— that's    what 
brings  customers  into  your  store  to  buy  the  famous   VENUS 
Pencils  again  and  again. 

17  black  degrees  — 6 B  softest  to  9H  hardest — with 
eraser  tip  (No.  3820)  and  without  eraser  {No.  3800) 
and  hard  and  medium  indelible  copying — all  matchless. 

AMERICAN  LEAD   PENCIL  CO. 

220  FIFTH  AVENUE,  NEW  YORK 

AND  CLAPTON,  LONDON,  ENGLAND 


ACTIVE   SERVICE   BANNERS 

Made  of  good  quality  sateen.  Price  $15.00  per  100  in 
any  quantity.  Has  tin  top  and  hanger.  Colors,  white 
centre,  blue  border,  red  maple  leaf  with  autumn  tints. 

Canada's  national  emblem  is  at  its  best  in  the  fall,  when 
it  is  a  rich  red  with  the  autumn  tints,  and  it  fittingly 
represents  the  red-blooded  Canadian  who  is  at  his  or 
her  best  when  serving  King  or  Country  on  active  ser- 
vice. For  those  who  have  made  the  supreme  sacrifice, 
the  royal  color,  purple,  is  used. 

We  carry  in  stock  and  can  ship  promptly  any  of  the 
following  active  service  banners: 

With  from  one  to  ten  red  leaves,  order  CA361,  state 
number  of  leaves  wanted. 

With  one  purple  leaf,  order  CA361-A. 

With  one  purple  and  one  red  leaf,  order  CA361-B. 

With  one  purple  and  two  red  leaves,  order  CA361-C. 

With  one  purple  and  three  red  leaves,  order  CA-361-D. 

Any    other    combination    of    purple    and    red    leaves    up    to    ten    leaves,    we 
will   make  to  order   without  extra   charge,   and   ship   in   two  or  three  days. 
We    also    make    the    active    service    banner    in    silk.        Same    colors    and    same 
variety   of   maple   leaves.       Size   8M:   x    12VZ   inches. 

Price,  $7.50  per  dozen. 

size  9  x  is  inches  PUGH  SPECIALTY  COMPANY,  Limited 

With  every  order  we  send  a  Display  Card  •»»•    +•.•.->        ,    *-..m. ..,_  v. 

It  helps  you  sell  them.  38-42  Clifford  St.,  TORONTO,  Canada 
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The  Globe 

Office 

Tickler 


u 


A  handy  little  desk  fixture  that  acts 
as  a  memory  jogger  every  day,  every 
month,  every  year. 
Made  of  Quartered  Oak,  Antique 
Finish,  lock  corners,  equipped  with 
monthly  and  daily  (1-13)  guides.  Ac- 
commodates papers  as  large  as  10  x 
141/4.  Guides  of  heavy  grey  press 
board  with  celluloid  •  tabs. 
Don't  omit  this  seller  from  your  stock. 
It's  a  good  money  maker  because  it's 
needed  by  every  office  man. 

Two  Styles— Open  Top  and  Closed  Top 
with  hinged  cover. 


STRATFORD,  ONT. 


How  Do  You  Sell  Pens? 

Does    selling    pens    mean    showing    an    occasional    customer   a 
few   styles    contained    in    boxes    on    your   shelves  ? 
Or,    are    you    creating    an    active    pen    trade    by    suitably    dis- 
playing an  adequate  assortment? 

There  is  a  big  difference  between  the  two — 
a   difference   in   dollars   and   cents  to  you. 

Esterbrooks  Counter  Display  Cases 

There  are  ten  styles  of  Esterbrook  Counter 
Display  Cases.  The  larger  sizes  contain 
assortments  that  meet  every  pen  re- 
quirement. 

By  concentrating  on  the  Estefbrook 
line,  and  displaying  Esterbrook  pens 
in  one  of  these  cases,  you  achieve  five 
important   results  : 

1.  You  tie  up  less  money   in  stock. 

2.  You    save    counter    space. 

3.  You   get   a   maximum   display. 

4.  You    offer    the    most    complete    as- 
sortment. 

5.  You    make    it    easier    for    the    cus- 
tomer  to  buy. 

An    Esterbrook   sign    in    your   store   also 
means    pen    prestige.       Esterbrooks    are 
known    everywhere,   through    advertising 
and    reputation.      This    stimulates    sales. 
If    you    are    not   giving    your    customers 
"Esterbrook  Service,"  start  to-day.     You 
do    a    bigger    pen    business.      Your    pen 
customers    frequently    make    other    pur- 
chases, 
rite  us  for  suggestion  as  to  how  you  can 
make   your  pen   department  a  big  asset. 
ESTERBROOK   PEN    MFG.   CO., 
18-70  Cooper  St..  Camden,  New  Jersey,' 
U.S.A. 
Brown    Bros.,    Ltd.,    Toronto,    Ont.,    Agents    for    Canada. 
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Everyone  Stops 
for  CI  CO  Paste 


And  they'll  buy  the  entire  line  of 
Carter  Inx  Quality  Products  if  you 
stock  them  and  display  them.  All  of 
these  products  are  Made  in  Canada — 
your  guarantee  of  best  quality  and 
new  goods — always. 

THE  CARTER'S  INK  COMPANY 

Mt.  Royal  Ave.  and  Drolet  Sts.  Montreal,  Que. 


THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will  always  hold    first    place    as  an  Edition  of 
Standard,  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
eopyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "Exclusively  Sheet  Music  House" 
in  the  World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NEW  YORK  CITY:  145  W.  45th  STREET 
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THE 


TERRY 


"  Avecta  " 


Pen  or  Pencil  Clip 

will  bring  you  good  returns.     Send 
for  terms  and  sample  NOW. 


Herbert  Terry  &  Sons,   Ltd. 

The  Spring  and  Presswork  Specialists        '  7 
REDDITCH, ENGLAND 


J 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  tinr  steel  and  made 
Id  one  of  Birmingham's  best 
i  Quipped  facto]  ies,  this  dandj 
:  pen  will  prove  a  mights 
fine   b<  Her   for   every   live   ■  I 


HKKS-  WELLS  &  C«J 


to  see  samples  or  l( '   your  m 


tin  l  our  pi  lei  -    i"'  light. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


EBERHARD  FABER 

NEW  YORK 

RUBY  RUBBER  BANDS 

IN  ENVELOPES 

METAL    CABINET 

Handsomely  Lithographed  in 
Colors.  There  are  six  compart- 
ments each  containing  1  dozen 
envelopes  of  five  popular  sizes 
and  one  of  assorted  sizes  of 
RUBY  BANDS. 

Seventy-two  envelopes  of  the 
famous,  brilliant  red  RUBY 
RUBBER  BANDS. 

Saves  time  and  trouble  in  selling. 
Does  away  with  counting  and  weigh- 
ing. Just  hand  the  customer  an 
envelope  of  the  size  selected  from 
illustrations  on  front  of  cabinet. 


A   leaf  for  each  loved 
one  on  service. 


Canadian 

Service 

Flags 

Orders  arc  pouring  in 

from  every  town  and 

city. 

Do  YOU  know  about 

this  live  proposiiion  ? 

A    postal    card    will 

bring  you  full   parti- 


THE  TOKUNTU  1K0PHY-CRAFT  CO. 

1710  ROYAL  BANK  BUILDING.  -  TORONTO 


If  You're  Wise 

You'll  learn  how  to  make  MORE 
MONEY  handling  TOYS. 

PLAYTHINGS 

_  TELLS  YOU  HOW. 

Subscription— $2.00     per    year. 
(Foreign,    $3.00) 

Send    your    subscription    NOW    and     get    the 
"  BIG  3"— also  the  Toy   Directory 


Playthings 


118  E.  28th  Street 
NEW  YORK 
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TIMELY  SUGGESTIONS 
for  SUMMER  WEDDINGS 

$25.00  Assortment  Contains : 

1  only  Oval  Serving  Tray  to  sell  at  $  3.50 


Square 


a 
a 
a 
<< 
<< 


a         a 

a       a 

a        u 

a       a 

u         a 

a        a 

a         a 

u        u 

a         a 

a        a 

Casserole  with  Metal  Stand  to  sell  at 


Pie  Plate 


a 
a 

u 


Vase 

Mustard 

Condiment  Set  with  Metal  Stand  to  sell  at 

Water  Set 


5.00 
3.00 
3.50 
2.50 
2.25 
3.50 
3.25 
2.00 
2.50 
2.00 
2.00 
2.00 
4.00 


Total  retail  value  $41.00 

Price  per  case,  $25.00  net. 
No  charge  for  packing. 

$15.00  Assortment  Contains: 

1  only  Oval  Serving  Tray  to  sell  at  $  3.50 

1         n              a                 a                 a         a        u        u  n  or 

'     Square     "           "      "     "     "  ZZZZZZZ'Z''.  3^00 

'     Casserole  with  Metal  Stand  to  sell  at  3.50 

'     Pie  Plate      "         "          "       "     "      "  2.75 

'     Condiment  Set  with  Metal  Stand  to  sell  at 2.00 

'     Vase              "       "         "          "       "     "     "  2.00 

'     Mustard         "       "         "          "       "     "     "  2.00 

'     Water  Set                                                         4.00 


Total  retail  value $26.00 

Price  per  case,  $15.00  net. 
No  charge  for  packing. 

As  the  supply  of  these  Assortments  is  limited,  we  would  ask  you  to  send 
in  your  order  early.     Orders  will  be  filled  in  order  received. 


Torcan  Fancy  Goods  Co.,  Ltd. 

THE  HOUSE  OF  SERVICE 
77  BAY  STREET     -     TORONTO 
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NATIONAL 


BLANK  BOOKS 


National  Time  Books 

Time  books  in  some  form  or 
other  are  now  in  use  in  every 
office  and  factory,  and  every 
stationer  should  be  sure  that  he 
has  an  ample  and  varied  stock 
on  hand.  National  Time-keep- 
ing Books  may  be  had  for  Week- 
ly, Fortnightly  or  Monthly 
Time-keeping  systems,  in  bind- 
ings from  imitation  press  board 
to  full  sheep. 


WRITE  FOR   PRICES  ON  ALL 
ACCOUNT  BOOK  REQUIREMENTS 


NATIONAL 
BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


Everyone  uses  a  memorandum 
book  of  some  kind,  and  the  Do- 
minion Line  offers  a  range  of 
these  necessary  books  to  cover 
every  requirement.  In  a  variety 
of  binding  that  includes  every- 
thing from  brown  kraft  paper  to 
American  Russia,  in  all  sizes, 
shapes  and  styles,  with  a  corre- 
sponding range  of  prices. 

Are  you  acquainted  with  the  ex- 
tent of  our  complete  Canadian- 
made  list  of  blank  books?  If 
not,  let  us  send  you  a  catalog. 
We  shall  be  glad  to  give  you 
prompt  quotations  on  your  re- 
quirements. 


Dominion    Blank 
Book  Co.,  Limited 

Berthierville,  Que. 
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WE  ARE  NOW  SELLING  ALL 
THE  BOOKS  WE  CAN  PRODUCE 


Percival  Marshall  &  Co.  regret 
to  announce  that  owing  to  the 
paper  shortage  they  are  unable  to 
open  new  accounts  for  the  supply 
of  their  popular  technical  hand- 
books. These  books  have  a  world- 
wide reputation,  and  are  in  con- 
stant demand  all  through  the 
British  Empire.  Canadian  book- 
sellers who  wish  to  take  advant- 
age of  the  industrial  boom  after 
the  war  should  negotiate  for  a 
supply  of  Percival  Marshall  books 
as  soon  as  peace  is  in  sight. 

PERCIVAL  MARSHALL  &  CO., 

TECHNICAL  JOURNAL   AND 
BOOK   PUBLISHERS 

66  Farringdon  St.,  LONDON,  ENGLAND 


The 

Four 

Leading 

Lines  in 

Letter 

Files 


Quick 


THE  "REGENT"  LEVER  FILE 
Packs  Flat. 


ROTAX       Spring 
Clip 

KISMET 

Binder 
FALINGE       Flat 

File 
REGENT     Lever 

File 

(Packs  Flat) 

Specially 

designed  for 

EXPORT 


Manufactured  by 


W.  H.  HILTON  &  CO. 

VEROTAX  WORKS,  ROCHDALE,  England 

Catalogues  and  Samples  on  application. 


PICTURE  POSTCARDS 

A   unique  collection  to  suit  all  tastes 

Birthdays     Easters     Comics      Heather     Relatives, 

Xmas  and  New  Year     Studies     Greetings 

Lovers     Lucky   Black   Cats 

St.  Patrick's  Dav 


Specialty:  Local  View  Printing  from 
customers'  originals. 


New  Collection  of 

CHRISTMAS  FOLDING  CARDS 

$1.00   to  $7.00  per  gross. 

now  ready  a  WONDERFUL  VALUE!!! 


Writing   Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cahinets 

Birthday  Folding  Cards 


Terms:      Goods  shipped   through  London    Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 

The 

"PHILCO" 


Holborn  Place 


llil 


hidtsbe 


PUBLISHING 
Co 

London,  W.C.I.    Eng. 


Cable  Address:     "  Philcoco,"  London 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:     22  Ivy  Lane.  Paternoster  Row.  E.C.  4 
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A  Square  Deal  at  Last 


The  news  dealer  to-day  wants  a 
square  deal,  and  we'll  see  that  he 
gets  it.  Our  magazines  are  ship- 
ped on  publication  dates  at  prices 
in  many  cases  two  cents  cheaper, 
and  in  all  cases  one  cent  cheaper 
than  other  houses. 


AMERICAN   PERIODICALS 

FULLY  RETURNABLE 

Pictorial  Review   lie 

Collier's    Weekly    7c 

Canada   Weekly    3c 

Parisienne     lie 

Saucy   Stories    lie 

Smart  Set   19c 

Field  and  Stream   15c 

Fascinating    Fiction     18c 

Clever  Stories   18c 

Motion  Picture  Magazine 15c 

Motion   Picture   Classic    15c 

15'  ^  RETURNABLE. 

Country    Gentleman     3c 

Railroad  Magazine 8c 

Argosy  Magazine    8c 

Munsey     Magazine     20c 

All  Story  Magazine   8c 

10';    RETURNABLE. 

Metropolitan    15c 

Ladies  Home  Journal    14c 

NON  RETURNABLE. 

Saturday  Evening  Post   3%c 

MacLean's     15c 

Photo-Play  World   . . " 19c 

Jack    Canuck     

Puck   (American)    lie 

Motor 19c 

Motor    Boating    lie 

Cosmopolitan    Magazine     15c 

Hearst's  Magazine    15c 

Harper's  Bazaar    19c 

Good    Housekeeping    lie 

Literary  Digest   8c 


Imperial  News  Co. 

Limited 

Winnipeg 


IT'S 

HIGH 
TIME 


for  very  newsdealer 
in  Eastern  Ontario 
and  Quebec  to  wake 
up  to  the  fact  that 
there  is  money  to  be 
saved  by  Imperial 
Service  on  American 
Magazines. 

Why  divide  your 
magazine  business 
and  so  pay  more  ? 

Another  Point:  — 
We  do  not  charge 
you  exchange. 

Learn  the  advant- 
ages of  Imperial 
Service  on  the  fol- 
lowing magazines: 


Kunsey's 

Argosy 

Railroadman's 

All   Story 

Jack    Canuck 

Pictorial     Review 

Ladies'  Home  Journal 

Saturday   Evening   Post 

Fie'd  and  Stream 

Fascinating   Fiction 

C?ever  Stories 

Metropolitan 

Canada   Weekly 

Motion    Picture    Magazine 

Motion   Picture  Classic 

Country  Gentleman 

Everywoman's   World 

Literary    Digest 

Colliers' 

Parisienne 

Saucy    Stories 

Smart   Set 

Cosmopolitan 

Hearst's 

Good   Housekeeping 

Harper's   Bazaar 

Motor 

Motor  Boating 

Puck 

MacLean's 


Write   for   Order   Form   with 
Prices    and    Conditions. 


IMPERIAL  NEWS  COMPANY 


LIMITED 

348  St.  James  Street 
MONTREAL 
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SW^G  NOTE  BOOKS 


A  New  Low  Price  Book 

Retails  from  35c  to  50c 

A  handsome,  durable  RING  Book.    Opens  and 

closes  with  the  usual  spring  action. 

Bound  in  red  cloth  back,  leatherette  sides. 

Made  in  three  popular  sizes — 51/?  x  81/?,  91/?  x  71/?, 

and  IO1/2  x  8. 

Order  now  for  July  or  August  shipment,  so  as  to 

be  sure  of  your  supply  on  time. 

We  cannot  guarantee  prices  after  the  present 

supply  is  exhausted.    ORDER  NOW. 

OTHER  LINES 

Memo  Books,  Ring  Books,  Price  Books,  Ledgers,  Sectional 
Post  Binders,  Post  Binders,  Holders,  Desk  Pads,  Punches, 
Diaries,  Recipe  Books,  Post  Price  Books,  Leather  Goods 
and 

MULTIPLE  MAGAZINE  BINDERS 

Be  sure  to  order  this  last  item 
MADE  IN  CANADA  and  Made  RIGHT 


Ste'rl'in^ 


Luckett  Loose  Leaf,  Limited 

539-543  King  St.  West  Toronto,  Can. 


9*^S*G 
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THE  MUSSON  BOOK  CO.,  LIMITED,  Publishers,  TORONTO 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 

Vol.  XXXIV.  JULY,  1918  No.  7 


IN  THIS  ISSUE 


Office  Equipment  For  Smaller  Stationer 

May  Legislate  Against  Price-cutting 

What's  New  in  the  Toy  Trade 

About  Welcome  Home  Specialties 

Big  Business  in  Developing  and  Printing  Photographs 

The  Grinham  Bookshop    at  Oakville 

The  Jarvis  Bookstore  at  Ottawa 

The  Stationery  Situation  in  England 

The  Best  Selling  Books  of  the  Month 

Literature  of  the  War 

Records  of  New  Books 

New  Goods  Described  and  Illustrated 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 

JOHN  BAYNE  MACLEAN,  President  H.  T.  HUNTER,  Vice-President 

H.  V.  TYRRELL,  General  Manager  T.  B.  COSTAIN,  General  Managing  Editor. 

Publishers  of  Hardware  and  Metal,  The  Financial  Post,  MacLean's  Magazine,  Farmer's  Magazine 
Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review,  Printer  and  Publisher,  Bookseller  and 
Stationer.  Canadian  Machinery  and  Manufacturing  News,  The  Power  House,  The  Sanitary  Engineer, 
Canadian   Foundryman,   Marine   Engineering  of   Canada. 

Cable    Address :    Macpubco,    Toronto ;    Atabek.    London,    Eng. 

ESTABLISHED    1887 

BOOKSELLER  AND  STATIONER 

FINDLAY  I.   WEAVER,   Manager 
CHIEF   OFFICES: 

CANADA— Montreal,  Southam  Building,  128  Bleury  Street;  Telephone  Main  1004.  Toronto,  143-153  University  Ave 
Telephone    Main    7324 ;    Winnipeg,    1207    Union    Trust  Building,    Telephone   Main    3449. 

.JREAT  BRITAIN— LONDON,  The  MacLean  Company  of  Great  Britain,  Limited,  88  Fleet  Street,  E.C.,  E  J  Dodd 
Director.     Telephone  Central  12960.     Cable  Address :  Atabek,    London,   England. 


UNITED  STATES— New  York.  R.  R.  Huestis,  Room  620,  111  Broadway,  N.Y.,  Telephone  Rector  8971-  Boston  C 
L.  Morton,  Room  733.  Old  South  Building,  Telephone  Main  1204.  A.  H.  Byrne,  Room  900,  Lytton  Bids  14 
E.    Jackson    Street,    Chicago ;   telephone   Harrison    1147.  ' 

SUBSCRIPTION  PRICE— Canada,  Great  Britain,  South  Africa  and  the  West  Indies,  $1.0ft  a  year-  United  <?t»t». 
$1.50    a    year:    other    countries,    $2.00    a    year;    Single   Copies.     10     cents.       Invariably     in     advance.  otate». 


i 
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Dawson's  News  For  Stationers 


MONTREAL 
93  to  103  St.  Urbain  Street 


JULY   1,  1918 


TORONTO 
64  Wellington  Street  West 


The  Jackdaw 
Brand 

You  will  find  it  on 

The     Most     Complete 
Line  of  Blank  Books. 
The   Finest   Range  of 
Loose  Leaf  Goods. 
The  Greatest  Assort- 
ment of  Typewriting 
Papers. 

An  Extensive  Range  of 
High-grade   Envelopes. 
A     complete     Comple- 
ment of  School  Work 
Books — Scribblers,  Ex- 
amination Cap,  Draw- 
ing Books,  etc. 
Correspondence  Papers 
in  Ream  Goods,  Pape- 
teries  and  Tablets. 
MADE  IN  CANADA 
and  a  full   range  of 
Stationers'  Sundries 

Blank  Books 

The  Dawson  Line  includes 
a  most  varied  and  complete 
range  of  Bound  Blank  Books 
of  all  descriptions  and  sizes, 
including  Demy  Accounting 
Books,  also  our  large  range 
of  Cap  Account  Books.  We 
would  mention  specially  our 
Line  21,  bound  in  Half  Ameri- 
can    Russia     leather,     black 


Prompt  and 

courteous  attention 

to  all  orders — 

large  or  small 


cloth  side  with  gold  fillets, 
paged  and  titled;  also  our 
Line  25  which  is  bound  same 
as  above  only  with  imitation 
leather.  We  have  much 
pleasure  also  in  offering  our 
other  lines  of  Blank  Books, 
including  Counter  Books, 
Stud  Books,  Demy,  Large 
Post,  Post  and  Cap  Quarto 
Books,  Oblong  Books,  Royal 
Octavo  Books,  down  to  12mo. 
and  18mo.  Memorandum 
Books,  also  our  Quire  Books, 
Bookkeeping  Books,  Index 
Books,  Bill  Books,  Time 
Books,  Price  Books,  Order 
Books,  Receipt  and  Scrap 
Books,  etc. 

Everything  required  for  a 
complete  Blank  Book  stock 
for  stationers,  including  our 
most  attractive  range  of 
stenographers'  note  books  as 
illustrated  below — a  big  sell- 
ing attraction. 

School  Goods 

With  September  S  c  h  o  ol 
opening  to  be  prepared  for, 
we  would  direct  the  trade's 
attention  to  our  ten  styles  of 
quarto  books,  each  in  three  to 
four  thicknesses  made  of  the 
best  writing  paper. 

In  scribblers,  exercise 
books,  practice  books  we  pro- 
vide the  trade  with  quality 
lines  that  win  trade — so  with 
the  Examination  Cap  and 
Drawing  pads  of  the  Jackdaw 
brand.  Stock  these  Lines  for 
September. 


(Wed 

Transfer  Binder. 

"The  Binder  of  Highest  Ef- 
ficiency." 

Simple  Locking  Device  con- 
trolled by  Buttons  in  the 
metal — no  keys  necessary — 
most  simple  yet  the  most 
secure  locking  device  of  any 
transfer  binder  made. 

Its  supreme  superiority  is 
such  that  we  are  content  to 
let  it  speak  for  itself.  We 
want  you  to  examine  it  in 
your  own  office. 
MADE  AT  THE  DAWSON 

WORKS. 
We    would    like  to  send  you 
particulars    of    this    and    all 
other   Adco   Loose   Leaf  sys- 
tems.    May  we? 

Envelopes 

From  regular  stock  we  offer 
you  commercial,  official,  pam- 
phlet, catalogue  or  tension 
(button  and  string)  envelopes 
at  lowest  market  prices.  We 
make  special  size  envelopes 
to   order. 

In  envelopes  for  society  cor- 
respondence we  would  direct 
the  trade's  special  attention 
to  our  Large  Boudoir,  Long 
Flap  and  Large  Boudoir 
Wallet  shapes. 

Typewriting  Papers 

I  Our  Sample  Book  comprises  an 
immense  range  of  samples  sup- 
plemented by  multigraph  and 
mimeograph  papers,  MSS.  cover 
papers,  etc.  Typewriter  papers 
8%"  x  11"  and  8V2"  x  14"  all 
grades  and  thicknesses,  includ- 
ing the  scarce  very  thin  but 
strong  papers  for  manifolding. 
We  especially  commend  to  you 
SEA    FOAM   BOND    IN    WHITE 

AND  COLORS. 
Be  sure  to  see  these  when  the 
Dawson  traveller  in  your  ter- 
ritory next  calls  or  have  us  mail 
you  samples  with  prices.  Com- 
plete Sample  Books  supplied  to 
the    Trade. 

Watch  for  more  news  about  Daw- 
son    Goods     in     the     August     issue 


I^Dxm^iv 


MONTREAL  AND  TORONTO 


Be  ready  for 

the  demand 

for  office 

supplies 
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Editorial  Chronicle  and  Comment 


COMBATING  A  MOVIE  EVIL 

IN  considering  the  relationship  of  the  bookseller  to 
the  local  motion  picture  houses  and  how  they  may 
co-operate  to  mutual  advantage,  the  point  suggefts 
itself  that  the  booksellei  has  the  opportunity  of  doing 
some  good  work  for  the  henefit  of  his  community  by 
offering  suggestions  to  the  moving  picture  theatre 
man  as  to  the  best  class  of  stories  for  children.  The 
proprietor  of  the  theatre  would  he  able  to  ascertain 
readily   which  of  these  were  obtainable  for  the  screen. 

A  librarian  in  charge  of  one  of  the  children's 
departments  in  Toronto  spoke  recently  of  the  fre- 
quent requests — received  from  children — for  books 
of  an  undesirable  nature.  She  attributed  this  had 
taste  in  literature  to  the  influence  of  the  movies. 
Children  were  taken  to  cheap  picture  shows  and  al- 
lowed to  see  films  absolutely  unlit  for  young  people 
of  any  age.  This  created  a  taste  for  sensational 
literature,  with  doubtful  moral  tune,  in  quite  young 
people. 

She  was  of  the  opinion  that  this  degrading  con- 
dition would  prevail  until  women  were  employed  on 
the  censor  hoards.  Good  women  realized  the  import- 
ance of  providing  the  child  mind  with  what  is  good 
and  true  in  pictures,  hooks  and  everything  else. 


POPULARITY  OF  FRENCH  IVORY 

A  WHOLESALE  house  controlling  the  output  of 
a  Toronto  factory  making  French  ivory  special- 
ties is  hooking  so  many  orders  that  the  factory  is  he- 
hind  schedule  in  turning  out  the  goods  for  filling 
these  orders. 

These  Made-in-Canada  productions  are  most 
creditable,  comparing  most  favorably  with  the  im- 
ported goods  of  this  class.  The  line  includes  such 
items  as  children's  rattles,  tie  racks,  watch  holders. 
pin  cushions,  manicure  implements,  mirrors,  combs, 
brushes,  hud  vases,  puff  and  hair  receivers,  tooth 
brush  holders,  tumble  dolls  and  other  specialty  dolls. 
and  special  mention  must  he  made  of  an  extensive 
line  of  French  ivory  souvenirs  comprising  items  such 
as: — Photo  frames,  trays,  blotters,  calendars,  ribbon 
novelties,  hat  pin  holders,  hair  pin  holders,  tie  racks, 
napkin  rings,  blotter  rollers,  watch  holders,  pen  racks, 
and  various  fancy  boxes.  These  goods  are  all  made 
up  with  local  views,  consequently  it  is  not  surprising' 
that  they  constitute  a  souvenir  line  that  is  in  great  de- 
mand. 


ON  PUSHING  LOOSE  LEAF 

THE  utility  of  loose-leaf  together  with  ihe  con- 
vincing appeals  that  can  consequently  be  made 
on  the  score  of  financial  advantage  in  making  for  a 
better  conducted  business  is  a  good  cue  for  window 
displays  for  this  line.  By  making  an  aggressive  hid 
for  loose  leaf  trade  by  means  of  newspaper  advertis- 
ing at  the  same  time  the  latter  will  add  to  the  effec- 
tiveness of  the  former  and  vice  versa,,  both  making 
personal  introduction  by  a  salesman  far  more  likely 
to  impress  the  prospective  purchasers,  by  reason  of 
the  interest  hound  to  he  created  by  both  the  window 
and  newspaper  publicity  well  done. 


ENEMY  PROPAGANDA 

IN  the  office  of  the  Pugh  Specialty  Co..  a  BOOKSEL- 
LEB  AM)  StaTION'EB  representative  was  banded 
the  following  which  had  just  come  to  that  linn  from 
the  Steelier  Lithographing  Co..  of  Rochester.  Ap- 
proving the  sentiments  expressed,  the  letter  is  given 
prominence  here  so  as  to  have  it  come  to  the  atten- 
tion of  the  booksellers  and  stationers  throughout 
Canada,  who  in  turn  may  wish  to  further  extend  its 
circulation  among  their  customer-: 

"The  unbridled  tongues  of  foolish  and  disloyal 
citizens  can  quickly  change  our  land  into  a  field  of 
carnage  and  riot.  The  false  rumors  and  malicious 
stories  constantly  being  circulated  discrediting  our 
high  officials,  the  Red  Cross,  the  care  and  conduct  of 
our  troops,  the  condition  of  cantonments,  etc.,  is 
enemy  propaganda,  intended  to  create  distrust  and 
discontent  among  our  soldiers  and  our  people,  and 
also  discourage  those  working  for  the  Government. 
These  stories  are  accepted  as  news  and  unfortunately 
are  being  given  the  widest  circulation  by  patriotic 
citizens  who  do  not  think  they  are  aiding  our 
enemies. 

'"Every    loyal    citizen    should    assist    in  stopping 
these  malignant  stories.    Enlist  your  friends  by  mail- 
ing to-day  six  or  more  of  these  letters. 
"Yours  truly, 
"Steelier  Lithographing  Company." 
"The  above  is  given  to  you  a.s  it  came  to  us  from  a 
business  associate.    We  pass  it  on  in  the  hope  that  it 
may  do  some  good." 
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Office  Equipment^ 
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Business  Systems 


Office  Equipment  Department 

Advantage  of  Its  Establishment  in  the  Store  of  the  Smaller 

Stationer 


LEADING  commercial  stationers  in 
the  larger  cities  have  long  since 
awakened  to  the  advantage  of  sell- 
ing various  items  of  office  equipment  to 
the  old  restricted  line  classed  as  station- 
ery and  more  recently  there  has  been  an 
active  trend  hi  this  direction  on  the  part 
of  smaller  stationers,  those  situated  in  the 
towns  and  those  outside  the  big  business 
zones  of  the  metropolitan  centres. 

Robert  F.  Salade  has  an  interesting 
article  on  this  subject  in  the  current  issue 
of  "Walden's  Stationer."  We  reprint  it 
herewith  for  the  interest  and  value  it 
will  have  for  Canadian  stationers: 

It  is  the  purpose  of  this  article  to  ex- 
plain briefly  how  certain  owners  of 
smaller  and  medium  size  stationery  stores 
have  succeeded  in  building  up  little  but 
"live"  business  equipment  departments. 
Every  business  venture  must  have  a  mod- 
est beginning,  and  to  be  successful  it 
must  develop  gradually.  Thus  it  is  not 
too  optimistic  to  cast  a  prediction  that 
some  of  these  stationers  will  be  proprie- 
tors of  great  office  equipment  houses  of 
the  future. 

In  the  uptown  section  of  a  big  city  is 
a  medium  size  stationery  house  which 
has  become  very  popular  among  the 
people  of  that  section.  This  popularity 
is  due  mainly  to  the  fact  that  a  great  vari- 
ety of  stationery  lines  are  carried  at  the 
store.  Many  people  of  the  neighborhood 
deal  here  steadily  because  they  have 
learned  that  they  can  buy  practically 
everything  desired  in  the  stationery  lines 
at  moderate  prices.  It's  a  case  of  "Why 
spend  a  dime,  and  waste  time  running 
down  town  when  you  can  get  the  goods 
you  want  at  Blank's?" 

This  store  is  located  in  a  section  where 
there  are  many  of  the  smaller  business 
houses,  such  as  dealers  in  coal,  haberdash- 
ers, grocers,  house  furnishers,  and  other 
merchants  of  this  class.  In  the  district 
there  are  also  a  number  of  small  fac- 
tories, lumber  yards,  mills,  etc.  In  a 
measure,  the  section  was  just  like  a  little 
town  apart  from  the  city  itself.  Without 
going  out  of  the  neighborhood,  one  could 


buy  almost  everything  needed  with  the 
exception  of  office  equipment  and  sup- 
plies, such  as  typewriter  ribbons,  for  ex- 
ample. 

This  fact  had  been  in  the  mind  of  the 
stationer  for  a  long  period,  and  one  day 
he  decided  that  it  would  be  a  good  idea 
to  add  a  small  business  equipment  depart- 
ment to  his  business.  He  knew,  of  course, 
that  it  would  require  time  to  build  up 
such  a  venture,  but  he  figured  that  within 
a  few  months  or  so  the  business  folk  of 
his  section  would  learn  about  the  new 
department,  and  would  no  doubt  patronize 
it. 

First,  after  having  installed  a  limited 
supply  of  the  new  goods,  the  stationer 
arranged  an  attractive  window  display, 
featuring  a  well-known  typewriting  ma- 
chine, filing  cabinet,  index  card  system, 
letter  files,  loose-leaf  ledgers,  and  other 
business  equipment  such  as  the  smaller 
dealer  or  merchant  is  interested  in. 

Here  was  an  unusual  window  display 
for  an  uptown  store,  and  for  that  rea- 
son it  attracted  a  great  deal  of  attention 
from  local  residents.  The  first  order 
come  from  the  neighborhood  bank.  One 
of  the  directors  noticed  the  sign  in  the 
window,  and  later  in  the  day  he  telephon- 
ed to  the  stationer: 

"That's  a  nice  window  display,  Mr. 
Blank.  I  see  by  your  sign  that  you  are 
now  in  a  position  to  take  orders  for  desks, 
chairs,  and  the  like." 

"Why,  yes,  Mr.  Childs.  I  have  ar- 
ranged with  one  of  the  largest  furniture 
manufacturers  of  the  country  to  solicit 
orders  for  his  goods.  It  is  my  intention 
to  carry  a  few  samples  at  the  store,  and 
I  expect  to  have  them  in  by  the  end  of 
this  week." 

"Well,  we  are  in  need  of  two  additional 
roll-top  desks,  chairs,  and  a  steel  filing 
cabinet.  You  are  a  depositor  here,  so  I 
think  you  should  have  the  order.  When 
you  find  time,  come  in  with  your  catalogue 
and  we  will  make  selections." 

Armed  with  the  manufacturer's  illus- 
trated catalogue,  the  stationer  hurried 
over  to  the  bank,  and  within  an  hour  he 
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had  received  a  very  substantial  order 
which  under  other  circumstances  would 
have  gone  to  some  downtown  store. 

During  the  following  month  the  sta- 
tioner sold  a  considerable  number  of  type- 
writer ribbons,  ledgers,  letter  files,  etc., 
to  business  concerns  of  the  uptown  section. 
Pretty  Miss  Wilson,  stenographer  for  a 
local  builder  and  contractor,  came  in  one 
morning  to  examine  a  new  model  type- 
writer machine. 

"We  are  in  need  of  a  new  machine  im- 
mediately," she  remarked,  after  a  close 
study  of  the  stationer's  model.  "I  am 
greatly  pleased  with  this,  and  you  may 
have  one  delivered  as  soon  as  possible. 
Mr.  Davis,  my  employer,  asked  me  to  run 
down  town  and  order  one  that  would  suit 
me,  but  I  saw  your  window  display,  so  I 
decided  to  give  you  the  order.  You  know, 
Mr.  Davis  believes  in  patronizing  the  local 
dealers  as  much  as  possible.  I  suppose 
he  did  not  know  that  you  carry  such  things 
as  typewriters,  else  he  would  have  told 
me  to  buy  the  machine  here." 

"I  thank  you  very  kindly  for  your 
favor,"  answered  the  stationer  grate- 
fully. "I  am  now  conducting  what  you 
nisy  term  a  'complete  service  stationery 
store.'  While  my  place  is  not  large  en- 
ough to  carry  a  wide  assortment  of  office 
furniture,  adding  machines,  steel  cabi- 
nets, and  so  forth,  I  am  taking  orders  for 
such  goods  at  prices  which  are  no  higher 
than  those  of  the  big  down  town  stores. 
I  have  put  in  a  full  stock  of  typewriter 
ribbons,  carbon  papers,  blank  books,  etc. 
When  you  are  in  need  of  such  supplies,  I 
would  be  pleased  to  have  you  call  and 
look  over  the  line." 

"I  will  be  glad  to  do  so,"  responded  the 
stenographer.  "I  hate  to  run  down  town 
for  office  supplies." 

The  stationer  now  made  a  change  in  the 
window  "trim,"  placing  an  adding  ma- 
chine as  "the  centre  of  attraction."  In 
back  of  the  device  a  placard  was  set  ex- 
plaining some  of  the  remarkable  things 
the  machine  was  capable  of  performing. 

Jenson,  the  grocer,  was  one  of  the  first 
buyers  of  the  adding  machines.  "Just 
what  I  need  in  my  business,"  he  admitted 
as  the  stationer  gave  a  practical  demon- 
stration of  the  device.  "But,  I  wouldn't 
have  thought  of  buying  one  if  vou  hadn'v 
shown  that  model  in  your  window." 

In  this  way  the  little  office  equipment 
department  developed  rapidly.     Practic- 
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ally  all  of  the  local  business  folk  are  to- 
day buying  their  office  supplies  at  this 
store.  The  stationer  has  sold  quite  a 
number  of  typewriters  and  adding  ma- 
chines to  dealers  in  the  neighborhood,  and 
he  has  sold  complete  outfits  of  office  fur- 
niture to  several  of  the  larger  business 
concerns  in  the  vicinity  of  his  store. 

The  proprietor  of  a  stationery  estab- 
lishment of  a  smaller  town  recently  added 
an  office  equipment  department,  and  he 
announced  the  fact  by  having  an  attrac- 
tive folder  mailed  to  every  business  place, 
school  and  institution  in  the  city.  His 
show  window  was  spacious,  and  in  this 
he  arranged  an  exhibit  which  illustrated 
how  the  small  but  modern  business  office 
would  appear  when  furnished  with  the 
proper  equipment. 

Being  the  only  stationer  in  that  town 
having  an  office  equipment  section,  the 
attention  of  business  people  was  soon 
attracted  to  his  store.  He  has  received 
a  large  number  of  orders  for  desks,  tables, 
chairs,  typewriting  and  adding  machines, 
steel  filing  cabinets,  index  card  systems, 
etc.,  and  it  seems  safe  to  say  that  his 
new  venture  will  prove  highly  successful. 


PICTURE  FRAMES  ARE  ACTIVE 

NEW  YORK.— Veterans  in  the  fancy 
goods  and  notions  field  say  that  the  de- 
mand for  picture  frames,  principally  in 
the  smaller  and  medium  sizes  and  in 
wood,  leather  or  metal,  is  rapidly  ap- 
proaching the  point  where  it  will  be 
larger  than  at  any  other  time  since  the 
Civil  War.  The  bulk  of  this  demand  is 
attributed  to  the  fact  that  the  war  has 
claimed  one  young  man  or  more  from 
very  many  of  the  country's  homes,  and 
that  the  frames  have  either  been  bought 
to  encase  their  pictures  or  to  hold  pic- 
tures given  them  when  they  left  for  ser- 
vice. The  demand  for  trench  kits  and 
for  separate  trench  mirrors  is  said  just 
now  to  be  between  the  hay  and  grass 
season,  but  business  in  these  goods  is  ex- 
pected to  revive  materially  with  the  call- 
ing of  the  second  increment  in  the  selec- 
tive draft. 


tended  to  four  substitutes  for  rubber, 
used  extensively  for  making  goods  in 
imitation  of  those  made  from  genuine 
rubber.  These  four  are:  guttajoolatong, 
gutta  siak,  gutta  percha  and  balata. 
Importations  of  gutta  percha  and  balata 
will  be  restricted  for  the  coming  year  to 
650  tons  of  the  former  and  1,400  tons  of 
the  latter. 

The  importation  of  the  other  two  com- 
modities will  be  restricted  entirely.  All 
importations  will  be  subject  to  the  regu- 
lations giving  the  government  an  option 
of  purchase  at  the  standard  prices  fixed 
by  the  board.  This  is  to  prevent  specu- 
lation and  increase  of  prices. 

Several  of  these  products  are  used  in 
the  manufacture  of  fountain  barrels, 
and  as  some  time  ago  the  importation 
of  India  rubber  was  cut  down  50  per 
cent.,  the  available  supply  of  raw  ma- 
terial for  fountain  pens  is  therefore  still 
further  reduced. 


RUBBER  IMPORT  RESTRICTIONS 

Washington,  D.C.,  June  24. — In  ad- 
dition to  restrictions  on  the  importation 
of  rubber  the  same  ruling  has  been  ex- 


The  Hegone  Studio,  gift  novelty  mak- 
ers, New  York,  have  removed  to  larger 
quarters  at  37-39  West  28th  St. 


The  Stationery  Situation  in  England—What 

We  May  Come  To 


By  Oxford,  in  The  Stationery  Trades  Journal 


BUYERS  are  more  willing  to  accept 
service  than  sellers  are  to  offer  it. 
That  is  the-  common  experience  of 
the  trade  to-day.  There  is  no  merit  in 
salesmanship  except  on  the  restrictive 
aspect.  Every  class  of  stationery  ware 
is  affected  by  the  conditions  which  pre- 
vail, and  the  great  difficulty  is  to  main- 
tain a  respectable  stock.  Possibly  paper 
goods  are  more  severely  affected  than 
others,  excepting  perhaps  copying  pen- 
cils, patent  clips   and   timberware. 

Envelopes  are  most  difficult  to  secure, 
and  where  obtainable  the  price  is  ap- 
palling. Common  sizes,  which  in  pre- 
war days  could  be  bought  for  58c  per 
1.000  are  now  costing  anything  between 
$2.25  and  $3.  Official  bags  are  practic- 
ally cleared  off  the  market,  with  no 
prospect  of  adequate  replenishment  be- 
cause no  supplies  of  manila  are  coming 
in  from  Norway.  The  demand  for  fiat 
manila  for  printing  purposes  will  ac- 
count for  all  the  paner  of  that  grade 
that  can  be  made  at  home. 

The  Government  demand  for  envelopes 
is  insatiable.  Mills  are  booked  up  well 
ahead  on  official  orders,  hence  the  ordi- 
nary consumer  is  well  back  in  the  queue. 
We  hear  of  Government  orders  for  large 
cloth-lined  envelopes  by  the  million, 
while  buff  bags,  official  and  small  en- 
velopes run  into  figures  which  are  sim- 
ply staggering  to  the  man  who  deals  in 
mere  tens  of  thousands. 

While  pottering  round  after  official 
ba°s,  the  writer  discovered  that  a  con- 
siderable gain  could  be  made  by  having 
envelopes  made  from  own  various  grades 
of  stock.     With  the  commonest  foolscap 


manilas  costing  towards  $5  per  1,000, 
this  can  be  readily  understood  on  re- 
flection, provided  that  the  stationer  is 
in  the  happy  position  of  owning  a  quan- 
tity  of  paper  fit  for  the  purpose. 

One  comes  across  various  examples  of 
war  envelopes,  as  for  instance  so-called 
manilas  made  from  M.  G.  poster  paper, 
common  cream  woves,  made  from  news- 
print paper,  tinted  bonds  made  from  for- 
eign glazed  tints.  Still  for  all  these 
there  is  a  ready  market,  as  buyers  are 
eager  for  anything  that  will  serve  the 
purpose. 

Most  envelope  makers  have  made  fair- 
ly good  business  out  of  orders  for  large- 
sized  bags  supplied  to  home  trade  es- 
tablishments as  substitute  for  cardboard 
boxes.  This  is  a  line  that  should  be  fol- 
lowed up  by  stationers  generally,  for 
profits  are  good  and  no  expense  is  at- 
tached. 

Die  stamping  is  in  great  evidence  just 
now.  Munition  works  and  manufactur- 
ers whose  pre-war  ambition  never  lifted 
beyond  the  letterpress  headings  have 
suddenly  realized  the  value  of  good  sta- 
tionery. Or  perhaps  they  are  in  the  posi- 
tion of  paying  excess  profit  duty.  Either 
way  the  die-stamping  trade  has  not  suf- 
ficient machines  to  cope  with  the  volume 
of  trade  now  flowing  in.  Engravers  are 
busy  on  new  dies,  and  with  depleted 
staffs  delivery  is  usually  long  delayed. 
In  the  process  of  steel  die-cutting  it  is 
necessary  to  cut  the  work  on  the  soft- 
ened steel,  which  afterwards  requires 
hardening.  This  part  of  the  business  ac- 
counts for  a  great  time-waste,  for  the 
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foundries  have  small  regard  for  station- 
ery headings  when  shells  are  about. 

Calling  at  a  well-known  provincial 
house,  we  were  shown  an  order  for  die 
stamped  headings  in  which  six  different 
stampings  were  involved  to  secure  two 
colors.  The  cost  worked  out  at  6c  per 
quarto  sheet  but  the  order  was  placed 
regardless  of  price. 

Die  stamped  headings  are  the  thin^, 
of  the  future,  and  already  many  station- 
ers are  lamenting  a  lost  opportunity,  for 
there  is  not  a  new  or  second-hand  modern 
die-stamping  machine  available  in  the 
country.  If  there  were  the  price  ob- 
tainable would  be  well  ahead  of  actual 
value. 

Economy  in  paper  and  the  great  scar- 
city has  created  a  famine  in  scrap  pads 
and  tablets.  Many  houses  are  disposing 
of  their  offcuts  from  the  printing  ware- 
house at  remarkable  figures.  We  hear  of 
one  establishment  with  a  standing  order 
to  deliver  any  amount  of  assorted  off- 
cuts  cut  to  miscellaneous  sizes  glued  at 
head,  at  60c  per  pound.  As  much  of  the 
offcut  paper  is  a  survival  from  pre-war 
periods,  it  can  readily  be  realized  that 
the  business  is  profitable. 

At  the  present  time  it  behooves  every 
stationer  to  overhaul  his  stock  and 
search  out  all  the  older  lines,  particu- 
larly those  which  have  seen  their  better 
days  in  pre-war  time.  Under  prevailing 
conditions  it  is  a  poor  salesman  who  can- 
not dispose  of  them  at  current  prices. 
One  thing  is  reasonably  sure:  if  they 
don't  go  now,  they  will  not  make  a  profit 
later. 


BOOKSELLER  AND  STATIONER 


LEAVES  FROM  THE 
OTHER  FELLOW'S  BOOK 


as  well  as  frames,  gets  direct  access  to 
rooms  on  the  walls  of  which  are  almost 
always  pictures  badly  in  need  of  more 
modern  and  proper  framing. — "Picture 
and  Art  Trade  Journal." 


TIMELY    ADVERTISING 

Russell-Lang's    Busy  Bookshop  News  is 
the   heading   of   a   particularly   effective 
small  space  newspaper  advertisement  of 
this  live  Winnipeg  firm.       Registration 
Certificates  were  featured  as  follows: 
Should  be  protected  in  your  pocket. 
We  have  special   cases  at  20c,  35c, 
50c,  95c,  $1.00  to  $2.50  each.     The 
higher  priced  ones  are  fine  leathers 
with    extra    space    for     stamps,    car 
tickets,  etc. 

Then,  it  being  a  Friday  advertisement, 
followed  this  significant  paragraph: 
FILMS  FOR  WEEK-END 
Big  supply  fresh  films,  etc.    Bring 
your  rolls  to  us  for  development. 

1,000  books  at  45c.     Regular  copy- 
right novels  up  to  $1.50  each.     Some 
slightly     shop-soiled.      Clearing     at 
45c,  5  for  $2.00.     See  also  the  big 
table  of  fiction  at  35c,  3  for  $1.00. 
Follansbee  &  Co.,  of  Newcastle,  N.B., 
in  one  of  their  June  newspaper  ads  fea- 
tured   books    and    magazines    under    the 
prominent  heading,  "Summer   Reading." 
Then  attention     is     paid  to  the  "Lucky 
Curve"  fountain  pen  with  the  suggestion 
that  a  fountain  pen  makes  an  acceptable 
gift  for  either  soldier  or  civilian. 

Vickory's  Bookstore,  Yarmouth,  N.S.,  in 
a  newspaper  advertisement  headed,  "Suit- 
able Gifts  for  Brides,"  featured  fine  china, 
cut  glass,  brass  goods,  casseroles,  leather 
goods  and  white  ivory  goods. 

H.  O.  Longford,  Wolseley,  Sask.,  has 
been  playing  up  pound  packages  of  linen 
notepaper  at  60c  a  pound  in  his  newspaper 
advertising. 

— ♦ 

MAKING  ADVERTISING  PAY 

Harold  F.  Eldridge,  advertising  man- 
ager of  the  Columbia  S.C.  "State,"  has 
compiled  and  published  a  volume  called 
"Making  Advertising  Pay"  which  pre- 
sents methods  and  experiences  drawn 
from  many  sources  on  the  various  phases 
of  advertising  by  recognized  authorities. 

The  book  is  divided  into  the  following 
sections: 

1.  The  Economic  and  Social  Side  of 
Advertising. 

2.  Advertising  for  the  Wholesaler  and 
Manufacturer. 

3.  How  Successful  Retailers  Get  Results 
From  Advertising. 

4.  Analysis  of  the  Psychological  Task  ■ 
of  Advertising. 

In  the  foreword  Mr.  Eldridge  says: 
"This  book  is  an  attempt  to  place  before 
merchants,  business  men  and  inexperi- 
enced or  prospective  advertisers  the  basic 
principles  upon  which  successful  adver- 
tising must  be  built."  Most  readers  will 
agree  that  he  has  accomplished  his  pur- 
pose. 


PUSH     YOUR     PICTURE     FRAMING 
BUSINESS 

We  have  it  straight  from  at  least  a 
dozen  leading  firms  in  the  last  twelve 
months  that  the  work  they  have  put  in 
pushing  the  framing  end  of  their  busi- 
ness was  the  most  profitable  thing  they 
had  attempted. 

Not  that  the  picture  end  need  be  ne- 
glected. By  no  means.  No  pictures,  no 
frames.  The  two  go  together  hand-in- 
hand.  The  framing  end  can  be  promoted 
in  many  ways.  How?  When  a  picture 
is  given  to  be  framed  there  can  be  at 
least  a  polite  inquiry  as  to  whether  there 
are  not  some  pictures  at  home  that 
should  be  re-framed.  Attention  can  be 
called  to  the  fine  line  of  mouldings  from 
which  a  choice  can  be  made  and  a  hint 
thrown  out  that  possibly  some  valued 
picture  may  be  unworthily  framed.  Much 
can  be  suggested  along  this  line.  And 
then  a  dealer  or  his  assistant  who  hangs, 


FORTY  PER  CENT.  ACTUAL  PROFIT 

In  his  paper  on  "Drug  Store  Side 
Lines,"  read  before  a  recent  druggists' 
association  meeting,  D.  F.  Dexter,  one  of 
its  members,  stated:  "Treating  of  sta- 
tionery, visiting  cards,  social  cards,  as- 
sorted congratulation  cards,  tissue 
paper,  blank  account  books  and  fountain 
pens,  I  would  say  all  go  to  make  up  a 
complete  department,  and  if  handled  pro- 
perly can  be  made  to  pay  at  least  40  per 
cent,  actual  profits  on  gross  sales,  as  in 
this  line  four  turnovers  a  year  can  be 
had,  with  an  average  '10  per  cent,  net  on 
each  turnover." 


A  NEW  AND  UNIQUE  DISPLAY 

A  display  container  in  the  form  of  a 
gigantic  pencil  mounted  so  that  it  re- 
volves easily,  is  a  new  dealer-help  put 
out  by   the   American   Pencil   Co. 

Made  of  heavy  gauge  sheet  steel  there 
is  nothing  to  break,  bend  or  get  out  of 
order.  Slots  are  cut  in  the  sides  of  the 
pencil,  each  slot  being  just  large  enough 
to  accommodate  a  box  holding  one  dozen 
pencils. 


FLAGS  !  Si  FLAGS  ! ! 


IF** 


The  Duke  of  Devonshire  visits  our  Town  Tuesday 
i  8th.  Some  flags  on  your  porch  will  make  appear- 
ances bright  and  gay.  Put  up  a  few  Monday  Even- 
ing ready  for  Tuesday  Morning. 

25c  per  doz.  and  up.      All  sizes  and  Nations 


FOR  THE  VERANDAH 

Chinese  Lanterns        Hammocks  and  Couches 
Aerolux  Screens  4ft.  to    12ft. 

FOR  THE  PICNIC 

Paper  Lunch  Sets,  Paper  Cups.    Lunch  Paper, 
Lunch  Boxes,  Thermos  Bottles.    Bathing  Caps 


§  BROWN'S  *?£££■ 


This   good    live   advertisement   of   Brown's,   of   Collingwood,    serves   as   a   good   example   for  other 
stationers.     Even   if  the  Duke   is   not  going  to  visit  your  town,  there   are  frequent  occasions  for 

advertising   of   this    nature. 
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The  Jarvis  Bookstore  at  Ottawa 

Children's  Department  on  Mezzanine  Floor  is  a  Distinctive  Feature — Thirty  Years  at 

One  Address 


A  STORE  that  is  well  planned  and 
a  business  that  is  well  conducted 
to  cater  to  certain  specified 
branches  of  the  book  and  stationery 
trade,  eliminating  altogether  lines  that 
can  be  more  advantageously  merchan- 
dised in  stores  more  favorably  situated 
for  trading  in  such  lines,  is  "The  Book- 
store," which  has  for  thirty  years  been 
conducted  at  the  same  address  on  Bank 
street,  Ottawa,  by  A.  H.  Jarvis. 

A  new  store  building  was  completed  a 
few  years  ago  and,  with  its  good  front 
together  with  other  attractive  features 
such  as  the  mezzanine  floor  for  the  de- 
partment devoted  to  children's  goods,  it 
is  one  that  may  well  serve  as  a  model 
for  other  booksellers  and  stationers  who 
may  be  contemplating  the  erection  of 
new  stores. 

The  windows  are  spacious  and  being 
most  attractively  arranged  on  the  occa- 
sion of  the  recent  visit  by  a  representa- 
tive of  BOOKSELLER  AND  STA- 
TIONER, were  attracting  a  great  deal 
of  attention  on  the  part  of  pedestrians. 
Bank  street  is  a  busy  thoroughfare  and 
as  this  particular  time  was  at  the  noon 
hour,  the  street  was  thronged  with  many 
people  having  time  to  look  into  shop  win- 
dows. A  noteworthy  circumstance  was 
that  many  who  stopped  to  look  went  in 
to  buy — at  least  ostensibly  so. 

From  this  it  may  be  judged,  and 
rightly  so,  that  Mr.  Jarvis  is  not  only 
alive  to  the  business-pulling  power  of  the 
store  windows,  but  has  the  faculty  of 
showing  the  goods  that  create  in  the 
minds  of  the  people  the  desire  for  pos- 
session   when  they  see  them. 

The  book  stock  in  this  store  is  exten- 
sive and  admirably  arranged,  there  be- 
ing systematic  divisions  according  to  the 
different  classifications  of  literature. 

In  plain  view,  as  one  enters  the  store, 
is  an  immense  sign  which  serves  as  a 
general  index  of  the  book  stock,  with  re- 
ferences to  the  different  classes. 

As  indicated  on  this  sign,  the  chil- 
dren's books  are  found  in  the  gallery. 
There,  too,  are  stocked  toys  and  games, 
making  this  mezzanine  floor  a  most  in- 
teresting children's  department  and  one 
which  is  the  means  of  considerably  aug- 
menting the  receipts  from  the  sale  of 
picture  books,  story  books,  toy  books  and 
ether  lines  for  children  over  what  would 
be  realized  if  these  were  merged  with 
the  other  books  as  is  the  case  in  most 
bookstores.  This  department,  from  the 
interest  and  enthusiasm  displayed  re- 
garding it  by  Mr.  Jarvis,  may  perhaps 
be  characterized  as  his  hobby  and  as 
such  it  may  be  appropriately  remarked 
that  he  is  most  fortunate  in  his  choice 
of  a  hobby,  considered  from  the  mone- 
tary viewpoint,  so  much  so  that  other 
booksellers  might  most  profitably  take 
the  children's  trade  leaf  from  Mr.  Jar- 
vis' merchanidising  book. 


There  are  in  this  store  goodly  stocks 
of  stationery  sundries,  while  society  sta- 
tionery forms  an  important  part  of  the 
stock,  with  most  attractive  displays  of 
high-grade  papeteries.  School  books 
and  various  school  supplies  constitute 
another  extensive  department  in  which 
big  business  is  done  in  this  store. 

Blank  books  are  stocked,  but  not  so 
extensively  as  in  the  other  leading  Ot- 
tawa bookstores,  and  as  to  office  supplies 
generally,  Mr.  Jarvis  said  that  he  did 
not  specialize  in  these  goods,  preferring 


to  leave  this  trade  to  the  stationers 
whose  stores  are  situated  in  what  is 
described  as  the  business  section  of  the 
city.  Being  more  favorably  situated  for 
office  supply  trade,  they  were  able  to 
give  better  service  to  customers  in  that 
trade,  while  at  the  Jarvis  store,  not  be- 
ing obliged  to  spend  the  large  propor- 
tion of  time  and  attention  required  to 
properly  conduct  an  office  equipment  de- 
partment, they  were  able  to  develop 
trade  in  the  other  book  and  stationery 
lines  with  greater  efficiency. 


UNIQUE  IDEA  WHICH  SOLD  FOUN- 
TAIN PENS 

A  stationer  desiring  to  reduce  his 
stock  of  fountain  pens  sent  his  mailing 
list  of  active  customers  and  also  pros- 
pects a  letter  which  in  body  was  type- 
written, but  in  salutation  written  in  lead 
pencil.  The  paragraphs  that  followed 
cleared  the  idea  in  these  words: 

Notice  the  faintness  of  your  name  in 
comparison  with  our  pen  signature  at 
the  extreme  bottom.  Quite  a  difference, 
isn't  there? 

Pencil  marks  easily  rub  away  or  get 
smudged,  whereas  good  dependable  pen 
marks,  like  the  proverbial  summer  visi- 
tor, stay  forever. 

Your  duties  as  a  business  man  force 
you  constantly  to  make  notes  on  your 
telephone-pad,  notebook  or  diary,  and 
many  of  these  notes  are  important  re- 
minders of  future  events. 

Why  add  hazards  to  your  already 
hard-pressed  obligations  by  "penciling 
memoranda"  which,  later  on,  may  cause 
a  great  loss  of  time  to  decipher?  Then, 
again,  don't  forget  many  pencil  notes  are 
destroyed  in  routine,  as  their  appearance 
lacks  importance! 

Pen  your  notes — get  the  fountain  pen 
habit  and  eliminate  another  office  risk. 

See  Wellman  to-day — he  carries  every 
type  and  kind  of  fountain  and  plain  pen. 

As  a  follow-up  this  stationer  had  his 
clerks  sketch  off  a  supply  of  short  notes 
written  in  ink  and  reading:  "Don't  for- 
get that  fountain  pen  which  Wellman 
has  for  your  memoranda."  Mailing  this 
message,  written  on  clean  strips  of 
scratch  paper,  he  added  to  his  list  of 
sales  and  marked  himself  as  a  salesman 
of  originality. — "American  Stationer." 


BLANK  BOOK  PRICES 

New  York,  June  20. — The  upward  ten- 
dency of  prices  has  caught  up  blank 
books,  and  practically  all  the  leading 
blank  book  makers  have  advanced  prices 
12%  per  cent.  This  notice  sent  out  by 
one  firm  is  typical  of  all: 

"By  reason  of  the  constantly  increas- 
ing costs  of  our  product,  we  are  com- 
pelled to  withdraw  all  existing  prices 
to-day. 
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"All  orders  received  from  now  on  will 
be  billed  at  present  prices,  plus  12  V2  per 
cent,  added  to  the  foot  of  invoice,  pend- 
ing the  issue  of  new  price  list,  which 
we  are  preparing. 

"General  market  conditions  are  so  well 
understood,  we  hardly  think  it  necessary 
to  call  to  your  attention  that  a  scarcity 
of  merchandise  is  inevitable  and  delays 
unavoidable;  orders  with  which  we  are 
favored  will  be  executed  with  as  little 
delay  as  possible." 


BRITISH   INDUSTRIES  FAIR 

Stationery,  fancy  goods  and  toys  were 
again  prominent  at  this  year's  British 
Industries  Fair  in  London,  which  was  a 
greater  success  than  ever  despite  the 
deepening  war  conditions.  Such  firms 
as  James  Spicer  &  Sons,  Ltd.,  Harrison. 
Townsend  &  Co.,  Ltd.,  Millington  &  Sons 
Ltd.,  Andrew  Whyte  &  Son,  Ltd.,  Thomas 
de  la  Rue  &  Co.,  had  extensive  displays 
of  manufactured  stationery.  Raphael 
Tuck  &  Sons,  Ltd.,  E.  T.  W.  Dennis  & 
Co.,  D.  Harper  &  Co.,  Hildesheimer  & 
Co.,  the  Philco  Publishing  Co.,  Wm. 
Ritchie  &  Sons,  Ltd.,  Valentine  &  Sons, 
Ltd.,  C.  W.  Faulkner  &  Sons  Ltd.,  show- 
ed interesting  and  extensive  collections 
of  greeting  cards  and  other  art  publica- 
tions. Other  creditable  exhibitions  were 
those  of  the  St.  Mungo  Mfg.  Co.,  makers 
of  all  varieties  of  erasers;  Harbutt's 
Plasticine,  the  Wyvern  Pen  Co.,  foun- 
tain pens;  Perry  &  Co.,  steel  pens  and 
rubber  bands;  John  Hogg,  the  "Scribe" 
pen  for  Craft  writire  and  their  Craft 
series  of  technical  books;  Messrs.  Arthur 
Johnson.  Ltd.,  pencil  manufacturers; 
George  Rowney  &  Co.,  lead  pencils,  eras- 
ers, etc.  There  were  numerous  stalls  in 
which  toys  and  fancy  goods  lines  were 
exhibited  by  various   firms. 


FIGHTING    FOOD 

"And  now  what's  this?"  grunted  the 
hungry  husband. 

"That's  another  kind  of  war  bread. 
You  know  we  must  overcome  the  Huns 
with  food,"  replied    the    patriotic    wife. 

"Well,  this'll  do  it  all  right,  if  you  can 
get  it  to  'em." 


SOLDIER 
TRADE 


SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at  Home 

for  Forwarding  to  Soldiers  at  the  Front,  in  Training  and 

in  the  Base  Hospitals 


WRITING  HOME 


GOODS  for  soldiers  must  continue 
to  be  kept  in  evidence.  It  ia 
everybody's  natural  wish  that 
the  slaughter  in  Europe  may  soon  end 
with  adequate  victory  for  the  Allies  to 
assure  permanent  peace  and  universal 
democracy,  but  the  end  is  as  yet  not  in 
sight  and  more  and  more  soldiers  are  to 
be  supplied  with  various  necessities  and 
comforts. 

Besides  the  various  items  coming  into 
this  category  as  sold  in  book  and  station- 
ery stores,  which  have  already  had  at- 
tention in  the  Soldier  Trade  Section, 
there  are  such  items  as  soldiers'  money 
belts,  brass  button  sticks,  pocket  peris- 
copes, kit  bag  locks  and  handles, 
privates'  haversacks,  photo  cases,  cigar- 
ette cases,  swagger  sticks,  sergeants' 
canes,  whips,  and  signalling  sticks,  be- 
sides other  items  of  a  similar  class,  all 
of  which  are  ready  sellers,  both  direct  to 
soldiers  and  to  others  for  presentation 
to  men  with  the  colors. 

Active  service  mirrors  have  been  fea- 
tured before,  but  it  will  do  no  harm  to 
mention  them  again.  These  are  obtain- 
able in  different  quality  holders,  retail- 
ing at  from  35c  to  a  dollar  each. 

Photo  cases  constitute  one  of  the 
fastest  selling  lines  of  goods  for  soldiers, 
especially  the  25c  retail  items.  Others 
made  of  genuine  leather  to  sell  at  50c 
each  and  higher  are  also  ready  sellers. 

The  whole  range  of  these  goods,  in- 
cluding those  described  in  this  section  in 
previous  issues,  is  so  wide  that  it  is  hard 
to  think  of  a  line  of  goods  that  lend 
themselves  more  readily  to  attractive 
display.  BOOKSELLER  AND  STA- 
TIONER invites  retailers  to  send  in 
photographs  of  their  window  or  interior 
displays  of  these  goods  for  reproduction 
in  this  sectin.  Those  stores  that  include 
cameras  in  stock  will  he  able  to  take 
good  photographs  themselves  suitable 
for  this  purpose.  To  illustrate  displays 
in    this      manner    will    benefit    retailers 


throughout  the  country,  and  those  send- 
ing photos  will  benefit  by  reason  of  the 
displays  by  other  dealers,  which  they 
will' see  reproduced. 

Some  merchants  will  continue  the  atti- 
tude of  contributing  nothing,  but  absorb- 
ing ideas  as  set  forth  by  others,  but  this 
policy  is  not  at  all  fair.  There  should  be 
a  real  spirit  of  co-operation,  and  to  re- 


fuse to  come  out  of  one's  shell  is  not 
only  selfish,  but  detrimental  to  the  best 
interests  of  any  merchant,  because  by 
this  very  action  he  restricts  his  vision 
and  handicaps  his  own  activities  in  the 
direction  of  building  up  more  business. 
Let  there  be  a  real  response  to  this 
call  for  trade  service.  Mr.  Junior  Clerk, 
this  includes  you! 


Books  That  Sailors  Prefer 

Midshipmen  Give  Jack  London's  Tales  First  Place — A  List  of 
Other  Favorites  of  Midshipmen 


WHEN  we  use  the  term  "soldier 
trade"  we  of  course  mean  to  in- 
clude the  fighters  in  the  navy  as 
well.  We  have  had  a  lot  to  say  about 
books  for  soldiers,  and  in  general  these 
could  have  as  well  be  referred  to  as 
books  for  sailors,  but  to  come  down  to 
a  more  specific  reference  to  midshipmen's 
tastes  for  books,  it  is  interesting  to  re- 
fer to  an  investigation  made  by  the 
Brooklyn  Public  Library.  Over  seven 
hundred  midshipmen  who  entered  the 
Naval  Academy  there  voted  to  express 
their  choice  of  books.  The  result  of  this 
register  gives  first  place  to  the  books 
of  Jack  London.  Following  is  a  list  of 
the  books  which  received  the  most  votes 
in  the  order  named:  "The  Sea  Wolf," 
by  Jack  London;  "The  Call  of  the  Wild," 
by  Jack  London;  "Treasure  Island,"  by 
Robert  Louis  Stevenson;  "Tom  Sawyer," 
by  Mark  Twain;  "Over  the  Top,"  by 
Arthur  Guy  Empey;  "Huckleberry  Finn," 
by  Mark  Twain;  "When  a  Man's  a  Man," 
by  Harold  Bell  Wright;  "Poems,"  by 
Rudyard  Kipling;  "Two  Years  Before 
the  Mast,"  by  R.  H.  Dana,  jr.;  "The 
Virginian,"  by  Owen  Wister;  "Mr. 
Britling  Sees  It  Through,"  by  H.  G. 
Wells;  "The  Three  Musketeers,"  by 
Alexander  Dumas;  "The  First  Hundred 
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Thousand,"  by  Ian  Hay;  "The  Spell  of 
the  Yukon,"  by  Robert  Service;  "Twenty 
Thousand  Leagues  Under  the  Sea,"  by 
Jules  Verne;  "The  Adventures  of  Sher- 
lock Holmes,"  by  A.  Conan  Doyle;  "The 
Clansman,"  by  Thomas  Dixon;  "The 
Count  of  Monte  Cristo,"  by  Alexander 
Dumas,  and  "The  Crisis,"  by  Winston 
Churchill. 


SURLINESS  DOES  NOT  PAY 

You  cannot  afford  to  be  surly  with  any 
customer.  Your  customer  in  old 
clothes  often  proves  to  have  money  in 
his  pocket.  Your  clerks  will  notice  your 
methods  with  customers  and  take  their 
cue  from  what  the  yobserve.  Careless 
proprietors  make  careless  clerks.  The 
men  who  do  the  least  for  their  clerks  are 
pretty  apt  to  be  the  ones  who  are  most 
troubled  by  the  scarcity  of  good  help. 

Begin  by  being  polite  and  obliging  to 
every  customer,  whether  you  think  there 
is  a  chance  for  a  sale  or  not.  Make  it 
plain  that  it  is  not  only  no  trouble  for 
you  to  show  goods  but  a  pleasure.  Make 
your  customers  feel  at  home  with  you 
on  the  instant  by  an  immediate  willing- 
ness to  serve  them  intelligently. 


How  You  Can  Increase  Sales  of  Soldiers'  Goods 

This  Applies  to  the  Stationer  Situated  in  the  Small  Town  or  the  Large  City — How  to 

Develop  Customers 


IN  this  issue  as  in  the  soldier  section 
of  past  issues,  definite  suggestions 
of  certain  items  are  set  forth  telling 
of  goods  that  stationers  may  exploit  for 
sale,  not  so  much  direct  to  new  soldiers 
going  into  training,  but  to  relatives  and 
friends  of  soldiers  who  have  gone  across 
to  France.  There  are  many,  many 
articles  that,  if  properly  and  persistently 
displayed  and  personally  introduced  to 
prospective  purchasers,  will  enable  re- 
tailers to  considerably  augment  their 
sale  of  goods  to  send  to  soldiers. 

It  must  be  remembered  that  it  is  not 
only  the  bare  necessities  of  existence 
that  the  boys  in  the  trenches  want.  So 
often  some  cynical  remark  is  heard  to 
the  effect  that  the  soldiers  have  enough 
to  carry  without  burdening  them  up  with 
articles  that  they  do  not  actually  need. 
That  remark,  to  put  it  mildly,  is  a  most 
selfish  one.  It  represents  the  attitude 
of  the  man  who  evades  responsibility  in 
the  matter  of  providing  a  greater  meas- 
ure of  comfort  for  the  fighting  boys  in 
France.     The  dealer  should  give  no  ear 


to  such  croakings,  but  listen  to  the  more 
healthy  sentiments  such  as  "There's  no- 
thing too  good  for  the  soldiers."  Re- 
tailers would  do  well  to  have  a  separate 
department — a  liberal  portion  of  a 
counter  in  the  best  part  of  the  store,  or 
a  prominently  placed  table  or  booth  for 
stocking  and  effectively  showing  goods 
for  soldiers.  This  should  be  backed  up 
by  frequent  window  displays  of  a  strik- 
ing nature  with  showcards  and  terse 
suggestions  that  will  catch  the  eye  and 
impel  action  on  the  part  of  people  look- 
ing into  the  window.  Good  newspaper 
advertising  should  further  augument 
these  plans.  If  the  retailer  will  show 
himself  in  some  such  manner  as  this 
to  be  a  real  "live  one,"  he  will  find  that 
people  will  soon  be  talking  of  that  store 
as  a  good  place,  if  not  the  best  place, 
to  buy  goods  for  sending  to  soldiers. 

To  refer  in  particular  to  one  very 
small  item,  the  picture  postcard,  nobody 
can  characterize  the  postcard  as  a  neces- 
sity for  soldiers,  but  who  will  deny  that 
it  serves  a  good  purpose  to  send  them  ? 


The  merchant  or  clerk  can  by  repeatedly 
suggesting  to  any  one  customer  the 
pleasure  that  the  receipt  of  a  postcard 
from  a  friend  back  home  brings  to  a 
soldier  in  France  get  that  customer  into 
the  habit  of  mailing  postcards  regularly 
or  frequently  to  that  soldier.  The  same 
plan  followed  out  with  other  customers 
will  soon  put  new  life  into  the  postcard 
trade  and  similar  plans  of  developing 
sales  of  books  and  other  articles  that 
soldiers  will  welcome  may  be  so  prose- 
cuted as  to  lead  to  a  surprising  increase 
of  sales  of  these  goods  as  compared  with 
what  would  be  sold  without  such  special 
effort.     Try    this    plan. 

Leather  Goods  for  Soldiers 
In  goods  for  soldiers  retail  stationers 
should  give  good  place  to  leather  covered 
cases  known  as  "Emergency"  or  "First 
Aid"  cases.  Other  supplies  for  soldiers 
that  they  can  sell  readily  to  people  over 
here  for  sending  "over  there"  are  col- 
lapsible drinking  cups,  and  handy  roll- 
up  holders  of  hair  brush,  tooth-brush, 
soap  box,  razor,  mirror,  etc. 


Active  Service  and  Welcome  Home  Specialties 

A  Line  Big  With  Sales  Possibilities — Retailers  Cannot  Go  Wrong  in  Buying  Them 

Because,  Eventually,  When  All  the  Boys  Come  Marching  Home,  the 

Demand  Will  Exceed  the  Supply 


ACTIVE  service  flags  and  banners 
as  now  being  supplied  by  several 
Canadian  firms  are  an  adaptation 
of  this  idea  as  originated  in  the  United 
States,  where  stars  are  used.  One  firm 
has  further  developed  the  idea  by  show- 
ing the  maple  leaf  in  its  autumn  tints. 
As  a  selling  help  for  retailers  a  printed 
slip  is  supplied  with  each  flag  bearing 
this  wording: 

Active  Service  Banners 

"For  display  in  the  homes,  stores, 
offices,  factories,  lodges,  etc.,  who  have 
members  on  active  service.  Supplied 
with  from  one  to  ten  leaves.  A  leaf  for 
each  representative. 

"Canada's  national  emblem  is  at  its 
best  in  the  fall  when  it  is  a  rich  red  with 
the  autumn  tints,  and  it  fittingly  repre- 
sents the  red-blooded  Canadian  who  is 
at  his  or  her  best  when  serving  King 
or  Country  on  active  service. 

"For  those  who  have  made  the  su- 
preme sacrifice,  the  royal  color,  purple, 
is  used." 

This  maple  leaf  idea,  indicating  the 
number  of  representatives  on  active 
service,  has  been  extended  by  one  house 
to  a  line  of  French  ivory  photo  frames, 
and  the  same  firm  has  just  put  out  an 
active  service  pennant.  The  banners 
and  flags  are  made  in  silk  in  addition  to 
the   more   prevalent    sateen    productions. 


"Welcome   Home" 

In  Toronto  these  days  one  can  hardly 
find  a  street  that  has  not  at  leasi  one 
house  decorated  with  "Welcome  Horn  >" 
banners  for  some  fighting  lad  back  home 
from  the  front.  The  same  condition  to 
a  greater  or  lesser  degree  is  true  of  a'l 
parts  of  Canada,  and  a  circumstance 
that  should  make  retailers  feel  that  they 
cannot  possibly  go  wrong  in  buying 
heavy  stocks  of  these  goods  is  the  fact 
that  sooner  or  later  when  all  the  boys 
come  marching  home  there  will  not  be 
enough  of  these  to  supply  the  insistent 
demands  that  will  come  from  every 
nook  and  corner  of  Canada. 

There  are  banners  of  various  sires  u  ) 
to  almost  seven  feet  in  length;  also 
shields  and  pennants  with  different  de- 
signs bearing  the  same  words,  "Welcome 
Home."  Other  new  items  will  probably 
appear  from  time  to  time. 

Retailers  should  keep  close  tab  on 
this  development  and  the  aim  of  every 
store  should  be  to  become  reputed  as 
headquarters  for  these  and  all  associated 
patriotic  items.  To  that  end  adequate 
stocks  and  wide  varieties  of  these  goods 
should  be  displayed  and  advertised  con- 
tinually, these  displays  and  advertise- 
ments being  changed  frequently  and  care 
observed  to  have  all  the  meritorious 
new  things  of  this  class  as  they  are 
brought  out  by  the  manufacturers. 
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AN   UNFORTUNATE  APPOINTMENT 

Professor  Goodwin,  speaking  at  the 
annual  meeting  of  the  Canadian  Manu- 
facturers' Association,  quoted  from  a 
Canadian  technical  paper  to  prove  some 
interesting  information  he  was  present- 
ing to  the  Association,  and  said:  "The 
fact  that  we  now  have  a  technical  paper 
devoted  to  the  chemical  industry  in 
Canada  is  a  most  encouraging  factor  in 
the  development  of  this  most  important 
feature  of  Canadian  life." 

Yet,  M.  E.  Nichols,  for  whom  Hon. 
Wesley  Rowell  says  he  hand-picked 
Canada  to  fill  the  $6,000  job  of  Director 
of  Public  Information,  after  careful  in- 
vestigation says  that  technical  papers 
are  of  no  value,  and  that  they  should  not 
be  admitted  to  the  Canadian  newspaper 
mails.  A  man  who  made  such  a  gigantic 
failure  of  his  own  newspaper  property  is 
hardly  an  authority  on  Public  Informa- 
tion, much  less  on  Technical  Informa- 
tion. Any  man  who  can  supply  the  pub- 
lic with  general,  special  or  technical 
news,  such  as  they  want,  can  make  a 
success.  Mr.  Nichols  failed  to  give  the 
people  of  Montreal  what  they  wanted  in 
the  way  of  news.  He  squandered  over 
$500,000  of  friends'  money  in  trying  to 
establish  The  Mail  in  opposition  to  The 
Gazette,  but  the  latter  came  out  of  the 
fight  stronger  and  more  reputable  than 
ever. 
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J.  G.  Gardiner,  formerly  with  Cassell's 
is  now  on  the  road  for  J.  M.  Dent  &  Sons, 
Toronto. 

The  Leathersmith  Shops,  Philadelphia, 
are  now  in  a  new  and  larger  home  at  212 
North  13th  St.,  Philadelphia. 

The  Century  Company,  publishers,  New 
York,  have  appointed  McClelland,  Good- 
child  &  Stewart  their  Canadian  selling 
representatives. 

The  British  Canadian  Toy  Company, 
Ltd.,  has  been  incorporated  at  Toronto 
with  a  capital  of  $40,000,  to  manufacture 
and  deal  in  toys  and  goods  of  every  des- 
cription. 

George  T.  Smith,  president  of  the  Jo- 
seph Dixon  Crucible  Company,  Jersey 
City,  N.J.,  was  recently  called  to  Wash- 
ington to  assume  the  position  of  treas- 
urer of  the  United  States  Shipping 
Board. 

Robert  D.  Patterson,  a  former  presi- 
dent of  the  National  Association  of  Sta- 
tioners of  the  United  States,  has  retired 
from  the  Buxton  &  Skinner  Company,  of 
St.  Louis,  and  is  now  with  the  McMillan 
Loose  Leaf  Co.,  of  Syracuse. 

McRae  Bros.,  booksellers  and  station- 
ers, Prince  Rupert,  B.C.,  and  one  of  tne 
pioneer  firms  of  that  city,  are  removing 
their  premises  from  Sixth  Street  to  the 
Hart  Block,  Third  Avenue.  Their  new 
location  brings  them  a  good  deal  nearer 
to  the  post  office,  city  hall  and  newspaper 
offices  of  Prince  Rupert,  and  is  an  indi- 
cation of  the  trend  of  business  movement 
in  the  city  since  pioneer  days.  McRae 
Bros,  have  one  of  the  largest  businesses 
in  office  stationery  and  equipment,  books, 
magazines,  gramophones  and  records, 
photographic  materials  and  surveying  or 
civil  engineering  instruments,  etc.,  north 
of  Vancouver,  and  do  important  business 
also  in  toys,  fancy  goods  and  some  sport- 
ing lines. 

♦ 

A    NEW   BOOKSTORE 

Sydney,  N.S.,  June  24.— G.  L.  Murphy, 
of  Murphy's  Bookstore,  Sydney,  N.S.,  has 
opened  a  branch  store  at  Glace  Bay,  C.B. 
Mr.  Murphy  started  in  the  book  and  sta- 
tionery business  in  Sydney,  March,  1915, 
in  a  modest  way  and  by  close  attention  to 
business  has  in  the  three  years  enlarged 
his  business  many  times  over,  and  to-day 
has  one  of  the  most  complete  stationery 
stores  in  Eastern  Nova  Scotia.  There 
should  be  further  success  in  store  for  the 
Murphv  Bookstores  with  this  branch  in 
"The  Biggest  Town  in  Canada." 


PLAYING  CARD  TAX 

The  full  regulation  concerning  the  im- 
position of  the  tax  on  matches  and  play- 
ing cards  has  been  received  at  the  Inland 
Revenue  offices. 

The  tax  on  playing  cards  is  eight  cents 
for  e\  ery  package  containing  fifty-four 
cards  or  fractions  thereof.  Packages 
containing  more  than  fifty-four  and  not 
over  a  hundred  will  pay  16  cents.  An  In- 
land Revenue  stamp  for  cards  is  being 
prepared  and  will  be  ready  in  ten  days. 
In  meantime  other  stamps  may  be  used. 

Playing  cards  which  were  imported  or 
manufactured  in  Canada  before  May  1, 
1918,  and  on  that  date  were  in  stock  of 
importers  or  manufacturers,  are  not  sub- 
ject to  the  tax  unless  remaining  in  hands 
of  dealers  on  July  1.  All  playing  cards 
imported  or  manufactured  in  Canada 
after  April  30,  1918,  and  stock  in  hands 


of  agents,  wholesalers,  retailers  or  other 
dealers  on  July  1  will  be  subject  to  tax. 

The  same  regulations  regarding  dates 
apply  to  matches,  the  tax  being  one  cent 
per  package  of  100  or  fractions  thereof. 

As  respects  matches  in  the  hands  of 
wholesalers,  manufacturers,  agents,  job- 
bers, retailers  or  other  dealers  on  July  1, 
the  tax  will  be  at  once  collected  unless 
the  individual  small  packages  bear  an  in- 
separable imprint  indicating  the  war  tax 
has  been  paid,  with  a  proviso,  however, 
that  if  matches  are  not  so  stamped  an  in- 
voice showing  war  tax  is  paid  will  be  ac- 
cepted. 

Other  clauses  in  the  regulation  control 
the  shipping  and  exportation  of  matches, 
etc. 

Manufacturers  will  make  the  first  pay- 
ment of  the  war  excise  tax  two  month? 
from  the  first  day  of  May  and  thereafter 
monthly. 


Objects  to  Jump  in  Prices 

Strenuous  Reply  of  Western  Firm  to  Firm  of  United  States 

Magazine  Publishers 


A  new  book  of  sermons  by  Rev.  Prof. 
Law  is  to  come  soon. 


From  D.  C.  Nixon,  Ltd.,  Moose  Jaw, 
Sask.,  come  copies  of  correspondence 
passed  between  a  United  States  firm  of 
magazine  publishers  affecting  two  of 
their  publications,  a  weekly  and  a  month- 
ly. The  circular  letter  from  the  publish- 
ers under  the  heading,  "Your  Profits  to 
be  Increased,"  announced  an  increase  in 
the  price  of  the  weekly  from  5c  to  10c, 
and  in  the  trade  price  from  3Msc  to  7%c 
The  letter  concluded  with  a  paragraph 
announcing  that  the  extra  cent  profit  on 
the  monthly  magazine  to  dealers  in  West- 
ern Canada  would  be  withdrawn,  now 
that  the  twenty-cent  price  was  universal 
throughout  Canada,  and  the  trade  price 
would  be  15c. 

Nixon's   Reply 

Following  is  an  extract  from  D.  C. 
Nixon,  Ltd.'s  reply: 

"We  are  in  receipt  of  your  circular 
headed  Your  Profits  to  be  Increased,  in 
which  you  advise  us  that  we  in  future  will 
have  to  pay  more  for  your  publications. 
Our  viewpoint  as  retailers  may  be  of 
some  interest  to  you. 

"In  the  first  place  do  you  think  we  are 
illogical  when  we  state  that  'in  jumping 
your  price  from  SV2  cents  to  IV2  cents, 
you  are  deliberately  robbing1  the  retailer 
of  his  share  of  the  spoils  of  war.  You 
know  very  well  that  in  more  than  doubl- 
ing the  price  you  are  making  a  direct 
attack  on  the  retailer.  Granted,  your 
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costs  may  have  increased,  but  not  to  the 
extent  of  four  cents  per  copy  at  one  jump. 
The  retailers  have  to  face  increased  costs 
also  in  these  times,  but  how  on  earth  ca'nj 
he  make  it  up  when  he  has  the  wholesale 
and  retail  pr"ice  set  for  him  by  the  pro- 
ducers ?  The  retailer  is  not  only  used  by 
the  producers,  but  this  is  a  case  where 
he  is  absolutely  abused.  This  is  our 
candid   opinion  at  any  rate." 

This  letter  goes  on  to  deal  with  the  ad- 
vance in  the  price  of  the  monthly  publica- 
tion to  15c,  to  the  trade,  on  the  under- 
standing that  it  was  to  continue  to  sell  at 
20c  a  copy. 

"We  may  inform  you  that  you  will  find 
in  the  West  that  the  retailer  will  have  to 
charge  25  cents  per  copy  for  he  cannot 
attempt  to  "carry  on"  on  the  miserable 
margins  set  by  you." 

The  point  is  made  that  Nixon's  have 
been  pushing  the  sales  of  another  month- 
ly of  a  similar  nature  and  automatically 
decreasing  sales  of  the  one  complained 
about,  "just  because  we  can  make  a  big- 
ger margin  out  of  the  former  publica- 
tion." 

The  letter  concludes: 

"Be  content  with  your  legitimate  profit 
and  leave  us  room  enough  to  get  our 
legitimate  profit,  then  the  purchasing 
public  will  get  a  square  deal.  Your 
camouflage  circular  may  go  down  with 
some  people  but  not  with  us." 


Embargo  on  Postcards  and  Greeting  Cards 

These  Goods  Are  Affected  by  Recent  Ruling  —  Wholesale  Postcard  Association  Seeks 
Redress  and  Gets  Good  Hearing  From  War  Trade  Board 


IT  has  been  surprising  to  learn  how 
small  a  percentage  of  retail  stationers 
and  in  fact  jobbers  have  been  un- 
aware of  the  fact  that  the  recent  embargo 
put  into  effect  by  the  authorities  at  Ot- 
tawa affects  greeting  cards  and  post 
cards.  Nevertheless  it  is  a  fact.  One 
Canadian  firm  making  greeting  cards  has 
had  definite  assurance  to  that  effect  from 
the  War  Trade  Board. 

When  the  members  of  the  Wholesale 
Postcard  Association  of  Canada  ascer- 
tained that  the  ruling  affected  postcards 
and  greeting  cards  they  got  busy  and 
appointed  William  Banks,  of  the  Valen- 
tine Publishing  Co.,  and  J.  H.  Dyas  as 
representatives  of  the  association  to  go 
to  Ottawa  and  wait  upon  the  War  Trade 
Board  to  state  the  case. 

They  got  a  good  hearing  and  they  sub- 
sequently, at  the  War  Trade  Board  s  re- 
quest, submitted  the  salient  features  in 
the  form  of  a  statement  as  affecting  the 
question  of  post  cards  and  greeting  cards 
under  Tariff  Item  No.  180. 
This   statement   follows: 
Revenue 
Annual  importation  of  post- 
cards, 30,000,000  at  $3  per  M  $90,000.00 
Annual  importation  of  greet- 
ing cards,  1,500,000    at    $15 
per  M   22,500.00 


$112,500.00 
Duty     22y2%     and 

l^kcfc     ...'. $33,750.00 

Postage  on  30,000,000 

p.  c.  at  2c  each   .  .  600,000.00 
Postage  on  1,500,000 

greeting  cards  at  3c 

each    45,000.00  678,750.00 

Trade  balance  $112,500.00. 

Against  loss  in  revenue  to  government 
of  $678,750.00. 

These  figures  speak  for  themselves. 

Economy. — Cards  are  being  largely 
used  in  place  of  gifts,  as  every  one  wants 
to  remember  their  friends  or  dear  ones 
on  special  occasions,  such  as  at  Christ- 
mas, Easter,  birthdays,  etc.,  and  a  card 
conveys  the  kindly  thought  just  as  well 
as  a  more  expensive  gift.  Cut  out  on 
the  card  and  you  must  fall  back  on  the 
•gift. 

Sentiment. — From  this  point  of  view 
cards  are  very  necessary  as  the  printed 
greetings  convey  the  message  which  the 
average  person  could  not  express,  and 
strong  sentimental  cards  are  being  sent 
in  innumerable  quantities  to  the  boys  at 
the  front,  and  the  morale  of  everybody 
is  being  kept  up  by  sentiment. 

Advertising. — Canada  has  had  no  bet- 
ter advertising  medium  than  view  post- 
cards as  view  cards  by  the  million  are 
sold  each  year,  and  in  the  big:  years  of 
immigration  tremendous  quantities  were 
sent  abroad,  and  to-day  it  is  a  very  small 


percentage  of  visitors  who  do  not   send 
a  few  cards. 

Business  Loss. — Apart  from  the  loss 
to  the  importers  in  Canada,  the  many 
thousand  small  storekeepers  would  suf- 
fer, who  find  the  line  a  profitable  one, 
without  having  to  make  a  large  invest- 
ment. 

Licenses 

As  yet  no  action  has  been  taken  on 
this  statement  other  than  is  contained 
in  the  reply  received  by  one  firm  to  a 
question  put  to  the  Board  as  to  whether 
firms  would  be  granted  licenses  to  im- 
port specific  goods,  there  having  been 
a  rumor  extant  that  licenses  would  be 
granted  in  all  cases  upon  request,  cover- 
ing these  goods  for  import  sold  previous 
to  June  1. 

The  reply  to  this,  while  not  commit- 
ting the  War  Trade  Board,  was  of  such 
a  nature  as  to  raise  hopes  that  such 
licenses  will  be  granted.  It  was  to  the 
effect  that  the  representations  of  the 
Wholesale  Postcard  Association  had 
made  a  favorable  impression  upon  the 
War  Trade  Board  in  view  of  which  the 
suggestion  was  made  that  this  particular 
jobbing  house  make  forward  a  definite 
request  for  a  license  to  cover  specific 
shipments  of  postcards  and  greeting 
cards  which  they  proposed  to  import. 

Should  be  Followed   Up 

The  chance  of  a  satisfactory  outcome 
indicated  by  this  reply  is  such  as  to  in- 
dicate that  there  is  still  work  to  be  done 
by  members  of  the  trade — both  wholesale 
and  retail — in  seeking  to  get  action  as 
sought  by  the  Wholesale  Postcard  Asso- 
ciation. 

The  newly  organized  Retail  Stationers 
and  Newsdealers'  Association  of  Toronto 
can  help  and  so  can  the  individual  re- 
tailers who  should  get  busy  with  the 
members  of  Parliament  in  their  respective 
constituencies  asking  them  to  take  up 
the  case  on  its  merits  as  set  forth  in 
the  foregoing  statement. 

Circulate  Petition 

A  meeting  of  leading  members  of  the 
trade  will  be  held  in  Toronto  about  July 
10th  to  consider  what  further  action 
may  be  taken  to  get  the  War  Trade 
Board  to  act  favorably  toward  the  con- 
tinued importation  of  postcards  and 
greeting  cards  in  view  of  the  obvious 
advantage  to  the  interests  of  the  Gov- 
ernment as  well  as  the  trade.  It  will 
be  proposed  at  this  meeting  that  a  mon- 
ster petition  be  presented  to  the  War 
Trade  Board  to  bear  the  name  of  jobbers 
and  retailers  throughout  the  country. 

It  will  be  especially  advisable  for  those 
dealers  who  have  bought  from  Canadian 
jobbers  to  send  in  letters  supporting  such 
a  petition  and  those  retailers  have  al- 
ready applied  for  licenses  to  import  cards 
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they  have  ordered  for  import  should  be 
just  as  keen  to  support  the  movement, 
having  the  future  in  mind. 


TO  BOOST  GREETING  CARD  SALES 

The  National  Association  of  Greeting 
Card  Manufacturers  in  convention  at 
Philadelphia  last  month  took  action  to- 
ward spending  $50,000  in  advertising 
greeting  cards  in  the  most  important 
magazines  to  create  a  demand  for  greet- 
ing cards  from  the  public,  and  it  is  ex- 
pected that  an  energetic  campaign  to- 
ward this  end  will  be  carried  out  as  a 
result   of   the    plans   made. 

The  advertisements  will  be  based  on 
the  principle  that  it  is  to  the  nation's 
welfare  that  cards  will  be  used  without 
stint  in  sending  greetings  to  the  soldiers 
at  the  front,  and  in  an  interchange  of 
greetings  between  the  people  at  home.  It 
will  be  pointed  out  that  no  more  economi- 
cal method  of  exchanging  felicitations 
can  be  made  than  through  the  medium 
of  the  modest  cost  greeting  card,  and  it 
will  be  shown  that  on  such  an  inter- 
change of  greetings,  of  friendship  and 
good  spirits  rests  a  good  part  of  the 
morale  of  the  nation. 

A.  M.  Davis,  of  A.  M.  Davis  Co., 
Boston,  was  appointed  chairman  of  the 
committee.  Mr.  Davis  selected  Ernest 
Dudley  Chase  and  Fred  Rust  as  his  asso- 
ciates. 

The  new  officers  are  as  follows:  Honor- 
ary president,  Dr.  Wm.  H.  Greene;  presi- 
dent, Charles  S.  Clark,  New  York;  vice- 
president,  A.  M.  Davis,  Boston;  secre- 
tary-treasurer, Frederick  M.  Leonard, 
291  Broadway,  New  York,  N.Y. 

Executive  Committee:  Howard  E. 
Betelle,  Philadelphia;  Ernest  Dudley 
Chase,  Boston;  Fred.  W.  Rust,  Boston; 
Wm.  H.  Webster,  Gibson  Art  Co.,  New 
York;  Sidney  J.  Burgoyne,  Stephen 
Greene  Co.,  Philadelphia. 


IRISH'S  NEW  CATALOGUE 

A  forty  page  catalogue  of  statuary, 
framed  pictures,  mouldings,  sheet 
pictures,  photo  frames,  patriotic  certi- 
ficates, mottoes  and  various  novelties 
suitable  for  sale  in  stationery  stores 
comes  from  G.  L.  Irish,  499  Queen  street, 
West  Toronto.  The  statuary,  which  is 
extensively  illustrated,  is  described  as 
the  only  alabastine  statuary  made  in 
Canada.  The  catalogue  comprises  forty 
large  pages,  and  its  appearance  and 
get-up  is  a  credit  to  Mr.  Irish. 

As  to  picture  framing  it  may  be  well 
for  the  attention  of  retail  stationers  to 
reprint  this  paragraph: 

"There  is  big  money  in  picture  fram- 
ing— $150  will  start  you  in  a  money- 
making   business." 
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HAVE  MORE  THAN  REFERENCE 
VALUE 

Retailers   May   Adopt   Good   Advertising 

Ideas  for  Their  Own  Publicity  From 

Trade  Paper  Announcements 

and  Catalogues  Issued 

by  Wholesalers 

IF  retailers  will  keep  an  eye  open  for 
advertising  ideas  that  they  them- 
selves may  adopt  they  can  get  more 
than  mere  reference  value  from  the  ad- 
vertisements of  different  firms  in  the 
trade  paper  and  from  circulars  and  cata- 
logues issued  by  manufacturers.  An  ex- 
ample of  this  is  afforded  by  the  new 
catalogue  of  the  Seneca  Camera  Co., 
which  has  just  reached  BOOKSELLER 
AND  STATIONER.  Here  are  a  few 
typical  paragraphs  from  the  introduc- 
tion. This  constitutes  good  matter  for 
retailers  to  use  in  their  newspaper  and 
other  publicity  advertising  cameras  and 
photo  supplies: 

One  may  cultivate  an  educated  musical 
taste  without  ever  knowing  a  note  by 
means  of  an  inexpensive  phonograph  and 
a  few  appropriate  records.  A  situation 
very  like  this  is  true  of  photography.  No 
matter  what  your  status  in  life  or  your 
advantages  are;  no  matter  if  you  are 
without  the  time  or  opportunity  to  study 
photography,  one  of  the  simple  and  inex- 
pensive little  cameras  will  develop  an 
artistic  taste  and  feeling;  will  enable  you 
to  master  the  art  of  picture  making. 

Everyone  finds  pleasure  in  picture 
taking — gets  something  from  it.  The 
camera  is  the  key  that  unlocks  nature  to 
all  of  us,  and  photographs  have  become 
more  than  mere  likenesses  or  pictorial 
reproductions;  they  are,  for  the  most 
part,  artistic  appreciations,  well  worthy 
of  being  classed  with  the  works  of 
etchers  and  painters  of  long  ago.  Photo- 
graphy as  practised  to-day  is  in  full  ac- 
cord with  art,  as  to  details,  naturalism 
and  realism. 

Really  you  must  take  up  photography. 
Get  a  camera  and  begin  now.  Do  this, 
if  you  will,  for  the  mere  pleasures  that 
photography  will  bring  you,  but  prefer- 
ably for  the  educational  and  elevating 
value,  because  photography  is  really 
coming  into  its  own,  and  you  will  want  to 
know  about  it;  to  practise  it;  perhaps 
to  make  a  profession  of  it. 

This  new  Seneca  catalogue,  by  the 
way,  comprises  forty  pages,  describing 
and  illustrating:  the  various  models  of 
cameras  made  by  the  firm,  together  with 
a  large  variety  of  photographic  ap- 
pliances. 

ONE  NEW  TEXT  BOOK 

Only  one  new  text-book  is  being  au- 
thorized by  the  Department  of  Education 
for  use  in  the  high  schools  of  the  pro- 
vince for  the  next  school  vear.  accord- 
ins-  to  an  announcement  by  Hon.  Dr. 
Cody.  No  new  books  are  beine  author- 
ized for  the  public  schools.  In  cases 
where  the  contracts  for  printing  the 
text-books  expired  this  midsummer,  new 
contracts  have  been  awarded  and  the 
books  reauthorized. 

The  new  book  for  the  high  schools 
is  the  revised  edition  of  the  grammar. 
It  will  be  retailed  at  the  same  price  as 


the  edition  in  use  at  the  present.  Three 
or  four  months  ago  there  was  consider- 
able criticism  of  the  department,  as  it 
was  contended  they  were  considering- 
issuing  new  text-books  which  were  un- 
necessary. 

The  contract  has  also  been  awarded 
to  a  Toronto  publisher  by  the  department 
for  supplying  the  secondary  schools  with 
a  standard  note-book.  The  price  of  sci- 
ence note-books  and  other  blank  books 
for  school  exercises  has  steadily  risen  in 
the  last  two  or  three  years.  The  new 
note-book  will  be  the  loose-leaf  style  and 
will  contain  one  hundred  and  twenty- 
eight  pages.  The  books  will  be  largei 
than  those  used  in  the  past,  and  will  be 
sold  at  much  lower  than  current  prices 
for  the  old  books. 

Arrangements  have  also  been  made 
with  the  publisher  for  refilling  sheets  at 
less  than  half  the  price  of  the  original 
book.  After  July.  1919,  no  other  note- 
book  will   be   used    in   the   high   schools, 


continuation  schools  and  collegiate  insti- 
tutes of  the  province. 

CERTIFICATE  HOLDERS 

Bogue  Bros,  and  Henry,  St.  James  St., 
Montreal,  have  put  out  a  creditable  regis- 
tration certificate  holder,  a  15c  retail  pro- 
position, which  is  supplied  to  the  trade 
with  a  g:ood  display  card.  Another  popu- 
lar priced  certificate  holder  is  that  of- the 
Montreal  Envelope  Co.,  while  more  expen- 
sive genuine  leather  holders  for  the  same 
purposes  have  been  put  out  by  the  Julian 
Sale  and  the  Edwards  leather  goods 
manufacturing  concerns  of  Toronto. 

These  different  holders  have  all  been 
well  received  and  the  more  aggressive 
dealers  who  have  displayed  them  promin- 
ently have  made  many  sales.  Only  a  re- 
latively small  proportion  of  the  total  reg- 
istered have  bought  registration  certifi- 
cate holders  of  any  kind,  so  that  they  will 
continue  to  be  good  sellers  and  dealeis 
will  do  well  to  put  in  adequate  stocks. 


Big  Business  in  Developing  and  Printing 

Three  Employees  Continuously    Employed    at  This  Work  in 
Summer  Months  in  One  Ottawa  Stationery  Store 


REID'S  Book  Store,  Ottawa,  is  well 
situated  in  a  spacious  store  on 
Sparks  Street. 
An  immense  stock  is  carried  with 
many  lines,  in  addition  to  books  and 
stationery  proper.  Among  these  may  be 
especially  noticed  for  their  suggestive 
value  to  other  retailers  such  goods  as 
phonographs  and  phonograph  records, 
sheet  music,  player-piano  rolls,  there 
being  a  player-piano  at  the  back  of  the 
store;  framed  and  sheet  pictures,  picture 
frames,  and  various  novelties. 

There  are  goodly  stocks  of  books  and 
stationery.  In  correspondence  papers,  in 
addition  to  some  of  the  best  known  lines 
of  ream  goods,  papeteries  and  tablets  put 
out  by  Canadian  stationery  manufactur- 
ing houses  in  Toronto  and  Montreal,  are 
to  be  observed  goodly  assortments  of  the 
lines  made  by  one  of  the  oldest  and  best 
known  manufacturers  of  high  grade  cor- 
respondence papers  in  the  United  States. 

Picture  framing  constitutes  an  impor- 
tant branch  of  the  business  here,  and  so 
does  developing  and  printing  for  amateur 
photographers.  At  this  time  of  the  year 
three  employees  are  kept  busy  continu- 
ously at  this  latter  work.  Naturally  an 
immense  trade  is  done  in  amateur  photo 
supplies,  but,  strange  to  say,  no  cameras 
are  stocked  in  the  Reid  store,  Mr.  Rein 
taking  the  stand  that  they  are  a  detri- 
ment rather  than  a  help  to  his  photo 
supply  trade.  His  experience  had  been 
that  when  customers  bought  cameras 
they  required  so  much  extra  attention 
while  they  were  learning  and  blamed  all 
poor  results  due  to  inexperience  on  the 
cameras  and  in  the  natural  sequence 
upon  the  man  who  sold  them,  that  he  had 
found  cameras  as  stock  to  be  the  source 
of  more  trouble  than  they  were  worth  in 
trade. 

It  would  be  interesting  to  get  the  views 
of  some  other  dealers  on  this  particular 
phase     of     the     question,     and     BOOK- 
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SELLER  AND  STATIONER  hopes  to  be 
able  to  present  some  of  these  in  an  early 
issue. 

Referring  again  to  the  stationery  de- 
partment in  this  store,  it  is  worthy  of 
special  mention  that  Mr.  Reid  has  a  big 
trade  in  writing  tablets  bearing  his  own 
imprint.  These  tablets  are  of  particu- 
larly fine  appearance  and  good  stock,  and 
by  purchasing  them  in  goodly  quantities 
a  wholesale  price  is  obtained,  and  ever} 
tablet  sold  is  a  good  advertisement  not 
only  by  reason  of  the  prominence  given 
by  means  of  the  imprint,  but  on  the 
"quality"  account  as  well. 

This  idea  is  not  mentioned  because  it 
is  original  with  Mr.  Reid.  The  plan  is* 
an  old  one,  and  is  doubtless  known  to  all 
stationers,  large  and  small;  but  Mr. 
Reid's  case  is  thus  emphasized  and  be- 
cause here  is  a  good  instance  of  special 
business  being  built  up  to  good  propor- 
tions by  efficient  specialization  with  a 
line  of  true  merit.  It  is  a  plan  that  every 
stationer  who  has  not  already  done  so 
should  adopt. 

MUST  GO  AFTER  BUSINESS 

The  time  is  long  past  when  the  suc- 
cessful or  growing  business  can  be  car- 
ried on  with  no  other  advertising  than 
the  signboard  over  the  door.  The  mer- 
chant to-day  in  order  to  gain  and  hold 
his  customers  must  induce  them  to  trade 
with  him.  In  order  that  a  business  may 
grow,  new  customers  must  constantly 
be  brought  to  the  store  and  the  adver- 
tising means  which  is  to  bring  them 
must  be  fair  and  honest,  for  the  time  is 
certainly  here  when  straightforward, 
truthful  statements,  free  from  exagger- 
ation or  deception,  are  to  form  the  best 
subject  of  advertising  matter.  The 
customer  who  comes  into  the  store  for 
the  first  time  must  leave  bearing  a  feel- 
ing- of  satisfaction  and  confidence  that 
will  impel  him  to  repeat  his  visit  when 
goods  in  the  line  are  desired. 


A  YEAR  BOOK  OF  CANADIAN 
VERSE 

Canada  has  a  growing  circle  of  young 
poets  whose  work  is  well  worthy  of 
greater  permanency  than  that  afforded 
in  the  columns  of  our  newspapers  and 
magazines.  The- opportunity  has  now 
come  to  these  writers  to  have  their  best 
work  each  year  preserved  in  book  form. 
Before  the  close  of  1918  the  initial  vol- 
ume of  the  Year  Book  of  Canadian  Verse 
will  make  its  appearance.  The  editor, 
Donald  G.  French,  president  of  the  Cana- 
dian Literature  Club,  of  Toronto,  has 
the  work  now  well  in  hand,  but  will  be 
pleased  to  receive  clippings  or  copies  of 
published  poems,  or  contributions  of  ori- 
ginal verse  from  writers  whose  work  is 
appearing  from  time  to  time  in  the  Cana- 
dian press.  As  the  1918  volume  is  the 
first  of  the  series,  it  is  not  intended  to 
confine  the  selections  strictly  to  the  cur- 
rent year.  Communications  relating  to 
the  Year  Book  should  be  addressed  to  the 
editor  at  15  Toronto  Street,  Toronto. 

THE  POEMS  OF  JOHN  McCRAE 

Considering  the  widespread  attention 
won  by  "In  Flanders  Fields,"  booksell- 
ers will  not  only  welcome  a  book  of 
poems  by  Lt.-Col.  John  McCrae,  who 
gave  us  that  war  epic,  but  will  seize 
this  exceptional  opportunity  of  featuring 
a  Canadian  book  in  a  big  way  because 
of  the  ready  sales  that  will  result.  The 
volume  contains  other  poems  that  are 
hardly  less  beautiful  if  indeed  they  fall 
short  of  the  high  standard  attained  by 
his  best-known  production. 

John  McCrae,  physician,  soldier,  and 
poet,  died  in  France  from  pneumonia, 
complicated  by  meningitis,  on  Januarv 
28,  1918.  He  was  born  in  Guelph,  Ont., 
in  1872,  the  son  of  Colonel  and  Mrs. 
David  McCrae,  who  survive  him.  He 
held  the  dual  position  of  lecturer  in 
pathology  and  lecturer  in  medicine  at 
the  Medical  School,  McGill  University. 
At  the  outbreak  of  war  in  1914  Mc- 
Crae had  just  arrived  in  London.  He 
cabled  to  Canada  offering  his  services 
and  was  appointed  surgeon  to  the  First 
Brigade  of  Canadian  Artillery.  He  was 
!  with  the  guns  along  the  Ypres  sector 
i  for  a  continuous  period  of  fourteen 
months,  and  was  in  the  thick  of  the 
engagements  where  the  Canadian  forces 
made  an  undying  name  for  their  valor. 
His  brigade  was  behind  the  area  where 
the  first  gas  attack  was  delivered  and 
his  description  of  their  moving  up  to 
!  hold  the   front  line   was   most   graphic. 


They  were  under  intense  fire  for  seven- 
teen days,  and  on  one  occasion  a  shell 
came  through  his  dressing  station,  but 
he  escaped  injury.  When  in  the  service 
of  his  country  he  was  a  man  of  few 
words,  and  few  there  are  who  have  an 
appreciation   of  what  he  endured. 


RICHARD     LE     GALLIENNE, 
Author  of   "Pieces   of   Eight" — his   first   novel. 

BRAZIL 

Fourteen  years'  experience  in  Brazil 
as  a  missionary  preacher,  during  which 
time  he  was  as  freely  admitted  to  the 
homes  of  the  rich  as  to  the  hovels  of  the 
poor  and  in  which  he  had  frequent  inter- 
views with  governors  and  political  lead- 
ers, has  equipped  the  author  of  "Brazil" 
with  a  rich  store  of  knowledge  about  that 
great  South  American  Republic.  The 
author  is  Rev.  J.  D.  McEwan.  The  book 
is  divided  into  four  parts.  The  first 
headed  "Journeys  in  Brazil,"  the  second 
"Products  and  Materials — Things  of  Bra- 
zil," the  third  "Providences  Leading  to 
and  in  Brazil,"  and  fourth  "Things  Past 
and  to  Come"  with  pen  pictures  of  fa- 
mous Brazilians. 

The  book  is  rich  in  most  interesting 
information  about  this  greatest  of  the 
South  American  nations.  The  book  is  a 
product  of  "The  Witness  Press,"  Mont- 
real. 

HUMOR  IN  THE  TRENCHES 

In  "A  Surgeon  in  Arms,"  by  Capt.  R. 
J.  Manion,  the  true  experience  of  a 
Canadian  surgeon  in  France  is  recorded. 
Here  is  a  choice  bit  of  conversation  over- 
heard by  Capt.  Manion  between  two  men 
resting  in  a  dugout.  Although  total 
strangers,  with  the  usual  spirit  of  "cam- 
araderie" of  all  those  "out  there,"  they 
began  to  chat.  After  exchanging  the 
numbers  of  their  battalions,  which  hap- 
pen to  be  both  Canadian  and  in  the  same 
brigade,    one    says: 

"But  you're  not  a  Johnny  Canuck;  you 
talk  like  an   Englishman." 
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BEST    SELLING    BOOKS    IN    CANADA 

Fiction 

Points 

1 — Oh,     Money,     Money  !       Porter     ....  85 

2 — Amazing      Interlude.        Rinehart....  61 

3— U.      P.     Trail.        Grey 50 

4 — Pawns    Count.       Oppenheim 39 

5 — False    Faces.       Vance     32 

6 — Sonia.       McKenna      20 

War    Books 

1 — Face    to    Face    With    Kaiserism. 

Gerard      37 

2 — Winged    Warfare.      Bishop    35 

3 — Minstrel    in    France.      Lauder 28 

4 — Over   the   Top.      Empey    17 

5 — Lichnowsky's    Revelations    10 

6 — German     Atrocities.       Morgan 10 

Juvenile 

Thornton    Burgess,    Bedtime    Stories. 


"That  may  be;  I  was  born  in  England. 
But  I  am  a  Canadian.  I've  been  out 
there  for  seventeen  years,"  the  other  re- 
turned, a   little  proudly. 

"Hindeed!  I  was  in  Canada  only  three 
years.  W'ere'd  you  come  from  in  old 
England?" 

"Faversham,  Kent." 

"Faversham!  Well,  I'm  blowed!  That's 
my  'ome.    What  the  'ell's  yer  name?" 

"Reggie  Roberts." 

"W'y,  blime  me,  I'm  your  brother 
Bill!" 

CHRISTIE   BELL 

A  delightful  romance  and  a  most  pleas- 
ing volume  in  appearance  is  "Christie  Bell 
of  Goldenrod  Valley,"  by  Harry  Thew 
Stephenson,  which  has  just  been  publish- 
ed in  Indianapolis,  by  the  Federal  Pub- 
lishing Co.  It  is  a  tale  of  Southern 
Indiana  and  of  Cincinnati  in  the  olden 
time.  Christie  Bell  is  a  most  charming 
girl.  The  book  is  well  illustrated  and 
altogether  creditable. 

REGARDING    "BARTIMEUS" 

Lewis  A.  Da  Costa  Ricci  chose  the 
nom  de  plume  "Bartimeus,"  the  blind 
man  of  the  Bible,  remembering  his  mid- 
shipman days  when  he  feared  the  light 
had  failed.  Under  the  care  of  skilled 
oculists  he  escaped  the  terror  of  blind- 
ness with  the  sight  of  but  one  eye  lost. 

Ricci  is  a  paymaster  in  the  Royal 
British  Navy  and  just  before  the  war 
became  known  as  a  writer.  On  the 
publication  of  his  wonderful  sea  yarns, 
it  was  Rudyard  Kipling  himself  who  sent 
"Bartimeus"  a  letter  of  congratulation. 
"A  Tall  Ship  on  Orhet  Naval  Occasions," 
by  "Bartimeus"  depicts  life  in  the  Brit- 
ish Navy  in  war-time — the  life  of  the 
officers'  mess,  and  the  stoke-hole — the 
grime  as  well  as  the  glory — the  heart- 
ache and  misery,  and  the  joyous  good 
nature. 

Human    interest    matter    such    as    the 


BOOKSELLER    AND    STATIONER 


foregoing  is  suitable  for  newspaper  use. 
This   is  a  tip  for  booksellers. 

A  LECTURE  ON  KEATS 

There  is  a  versatile  man  in  Toronto 
who  will  lecture  on  almost  any  subject 
under  the  sun,  and  as  he  has  appeared  on 
various  platforms  throughout  the  prov- 
ince frequently  "getting  away  with  it,"  to 
use  an  expressive  slang  phrase,  he  gets 
occasional  calls  by  wire  to  come  and  lec- 
ture on  a  certain  subject.  The  other  day 
a  wire  came  from  an  Ontario  city  as  fol- 
lows: "Will  you  lecture  here  next  Mon- 
day evening  on  Keats?" 

The  platform  man  wasn't  long  on 
knowledge  about  the  poet  so  he  wired 
back: 

"What  are  Keats?" 

NEW  MOTOR  CAR  AND  TRACTOR 
BOOKS 

There  is  now  in  press  the  1918-19  edi- 
tion of  "The  Modern  Motor  Car,"  by 
Harold  P.  Manly.  It  will  be  issued  in 
one  compact  volume  of  536  pages,  large 
12mo,  with  225  illustrations  from  detail 
drawings  and  photographs  and  a  24- 
page  alphabetical  index,  durably  bound 
in  flexible  keratol,  with  round  corners 
and  colored  edges.  The  revisions  and 
additions  bring  this  standard  work  up  to 
the  very  minute,  making  it  a  complete, 
practical  and  handy  reference  cyclopedia 
on  all  matters  connected  with  the  care, 
repair  and  upkeep  of  every  type  of  auto- 
mobile, old  and  new.  The  same  firm  have 
also  in  hand  for  immediate  publication: 
"The  Farm  Tractor — Its  Care  and  Re- 
pair," by  Wallace  B.  Blood.  This  will  be 
uniform  in  style  and  size  with  "The 
Modern  Motor  Car." 

These  are  notable  additions  to  the 
growing  library  of  books  having  to  do 
with  motor  vehicles  and  similar  subjects. 
From  time  to  time  BOOKSELLER  AND 
STATIONER  has  been  advocating  inten- 
sive cultivation  of  this  branch  of  the 
book  trade,  and  those  who  have  followed 
this  advice  are  now  reaping  good  profits 
from  the  extra  book  sales  that  have  re- 
sulted. 

A  DAUGHTER  OF  THE  LAND 

Gene  Stratton  Porter's  new  book,  "A 
Daughter  of  the  Land,"  is  to  come  on 
August  17th,  the  author's  birthday. 

The  book  has  had  an  advance  sale  of 
over  15,000  copies  in  Canada. 

The  story  is  one  of  a  woman's  hard 
struggle  for  happiness.  It's  big  theme  is 
a  desire  to  possess  land  and  possessing  it, 
to  give  over  one's  life  to  the  task  of 
increasing  the  possession.  That  was  the 
obsession  of  the  heroine's  father.  The 
youngest  daughter  asserted  her  inde- 
pendence but  land  again  intervenes  and 
she  marries  the  wrong  man.  Struggle 
and  adversity  is  finally  succeeded  by 
tranquility  in  realization  of  the  bigger 
things   of  life. 

RED  RUTH 

This  book  comes  from  a  new  publish- 
ing concern,  the  Arc  Publishing  Co.,  of 
Chicago.  In  it  the  author,  Anna  Ratner 
Shapiro,  tells  a  story  which  is  intended 
to  show  the  invincible  power  of  love  as 
a    means    of    overcoming    evil.      To    em- 


MARY    ROBERTS    RINEHART. 
Whose    New    Book    "The    Amazing    Interlude,"    has    just    appeared. 


phasize  her  point  the  author  describes 
the  adventures  of  several  characters  in 
different  circumstances,  invariably  bring- 
ing them  to  a  happy  conclusion  through 
the  above  mentioned  panacea.  The  hero- 
ine herself,  who  has  been  lured  into  the 
clutches  of  a  rich  and  unscrupulous  pro- 
fligate, saves  herself  by  trusting  im- 
plicitly to  her  powers  of  moral  suasion 
and  appealing  to  the  latent  better  nature 
which  exists  within  him. 

The  book  is  idealistic  and  its  climax 
comes  in  the  formation  of  a  Utopian 
community  on  a  Pacific  island  where  the 
principles  advocated  by  the  author  are 
put  into  actual  practice.  The  book  is 
one  that  will  carry  a  strong  appeal  to 
those  who  like  to  see  men  pictured  as 
they  oujrht  to  be  rather  than  as  they  are. 

LIBRARY  NOTES 

This  year's  Ontario  Library  Institutes 
will  be  held  in  October  and  November  in 
Hamilton,  Toronto,  London,  Ottawa  and 
North  Bay. 

The  Ontario  Educational  Department 
will  conduct  a  Training  School  for  Libra- 
rianship  in  Toronto  from  September  9th 
to  November  9th. 

A  rebound  edition  of  "My  Four  Years 
in  Germany,"  to  retail  at  75c,  has  been 
issued. 

CANADIANA 

R.  A.  Hood,  of  Vancouver,  has  written 
a  fine  novel  entitled  "The  Chivalry  of 
Keith  Leicester,"  which  will  be  published 
in  the  fall. 

W.  A.  Fraser's  "The  Three  Sapphires," 
run    in    MacLean's    Magazine,    is    to    be 
brought  out  shortly  in  book  form. 
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A  new  novel  by  H.  A.  Cody  is  down 
for  autumn  publication. 

A  new  book  of  verse  by  the  Canadian 
writer,  Isabel  Ecclestone  MacKay,  is  to 
appear  in  the  coming  season. 

A    new    volume    of    poems  by  Robert 
Norwood    is  in  train  for  autumn  publica- 1 
tion.    It's  title  will  be  "The  Shining  Ship 
and  Other  Verses." 

"Sons  of  Freedom,"  a  new  book  by 
Rev.  John  MacNeill,  is  to  appear  in  the 
autumn. 

Another  book  of  verse  by  Jean  Blewett 
is  to  come   soon. 

Douglas  L.  Durkin's  "The  Fighting 
Men  of  Canada,"  is  announced  for  early 
appearance. 

Eight  new  titles  in  the  All-Canadian 
Entertainment  series  will  be  published  in 
the  forthcoming  season. 


"THE    FAITH   OF  FRANCE" 

"This  boog  seems  to  me  the  finest 
flower  of  the  war  thus  far,"  says  Dr. 
Henry  Van  Dyke,  in  a  letter  ordering 
a  copy  of  "The  Faith  of  France,"  by 
Maurire  Barres  sent  to  a  friend.  "I  wish 
some  one  would  make  the  same  kind  of 
a  spiritual  evaluation  of  the  herioi 
sacrifices  made  by  the  sons  of  Great 
Britain  and  Belgium  in  this  great 
struggle  for  justice  and  liberty.  The 
time  has  not  yet  arrived,  but  it  will  soon 
come,  when  a  similar  volume  should  be 
prepared  in  regard  to  the  offerings 
which  the  sons  of  America  are  bringing 
to  the  high  altar  of  devotion  and  sacri- 
fice." 


Monthly  Record  of  New  Books 

Published  by  Firms  Established  in  Canada 


WILLIAM  BRIGGS 
Fiction 

Dere  Mable,  Love  Letters  of  a  Rookie, 
by  E.  Streeter,  75c;  Romance  of  West- 
ern Canada,  by  R.  G.  MacBeth,  $1.50; 
Sands  of  Gold,  by  Kathlyn  Rhodes, 
$1.35;  Some  Honeymoon,  by  Chas.  E. 
Hall,  $1.25. 

Non-Fiction 

German  Atrocities,  by  Newell  Dwight 
Hillis,  $1.00;  With  God  and  the  Colors, 
by  Leila  Atwood   Foust,   50c. 


S.   B.   GUNDY 
Fiction 


Gold  and  Iron,  Joseph  Hergesheimer, 
cloth,  $1.50. 

Juvenile 

Joan  Tudor's  Triumph,  E.  L.  Haver- 
field,  cloth,  $1.50;  The  Ripswayd  Ring, 
Richard  Bird,  cloth,  $1.50;  Tom  of  Tri- 
poli, Robert  Addison,  cloth,  $1.50;  At  All 
Risks,  John  Finban,  cloth,  $1.50;  In 
Arms  for  Russia,  Captain  Gilson,  cloth, 
$1.50. 

HODDER    &    STOUGHTON 
Fiction 

Three  of  Hearts,  Berta  Ruck,  cloth, 
$1.35;  The  Wasp,  T.  G.  Roberts,  cloth, 
$1.25;  A  Maid  and  Her  Money,  Mark 
Allerton,  cloth,  $1.25;  Dream  Child  Come 
True,  Margery  Royce,  cloth,  $1.25;  The 
Blue  Germ,  Martin  Swayne,  cloth,  $1.25; 
The  Case  of  Richard  Eden,  Mark  Aller- 
ton, cloth,  $1.25;  The  Silent  Legion,  J. 
E.  Buckrose,  cloth,  $1.25;  The  Silver  Lin- 
ing, Harold  Brighouse,  cloth,  $1.25;  Con- 
rad in  Quest  of  His  Youth,  Leonard 
Merrick,  cloth,  $1.50;  The  Islands  of  Ad- 
venture, T.  G.  Roberts,  cloth,  $1.25;  At- 
lantic Gold,  J.  J.  Bell,  cloth,  $1.25. 

Non-Fiction 

The  British  Campaign,  1916,  Volume  3, 
Sir   A.   Conan   Doyle,   cloth,   $2.00. 

McCLELLAND,    GOODCHILD   & 

STEWART 

Fiction 

Ransom,  Arthur  Somers  Roche,  $1.35. 
Non-Fiction 

When  the  Somme  Ran  Red,  Dugmore, 
$1.75;  Prayers  for  Use  in  Home  and 
School,  Beard,  $1.00;  Audacious  Adven- 
tures of  Miles  McConaughy,  Smith, 
$1.35;  The  War  and  After,  Lodge,  $1.50; 
Practical  Gardening,  Findlay,  $2.00; 
Women  Wanted,  Daggett,  $1.50;  Ger- 
many as  it  is  To-day,  Cyril  Brown,  $1.35; 
A  Surgeon  in  Arms,  Robert  J.  Manion, 
$1.50;  Psychical  Investigation,  Hill, 
$2.00;  Frontiers  of  Freedom,  Baker, 
$2.00;  Silver  Trumpet,  Burr,  $1.25;  The 
Heart  of  a  Soldier,  Watt,  $1.35;  Cross 
the  Flood,  Reading,  $1.00;  The  Uncivil 
War,  Brownie,  $1.25;  2,000  Questions 
and  Answers  About  the  War,  Doran, 
$2.00;  America  at  War,  Doran,  $1.50. 


Juvenile 

Sunday  Story  Hour,  Cragin,  $1.25; 
Kindergarten  Stories,  Cragin,  $1.25;  Old 
Testament  Stories,  Cragin,  $1.25;  Kin- 
dergarten Bible  Stories,  Cragin,  $1.25; 
Camping  Out,  Miller,  $1.50;  Nature 
Stories  to  Tell  Children,  Sears,  $1.25; 
Boys'  Book  of  Engine  Building,  Collins, 
$1.35. 

THE  MacMILLAN  CO. 
Fiction 

His  Second  Wife,  Ernest  Poole,  cloth, 
$1.50;  The  Witch,  and  Other  Stories, 
Anton  Chekhov,  cloth,  $1.50;  The  Wife, 
and  Other  Stories,  Anton  Chekhov, 
cloth,  $1.50;  Foe-Farrell,  Sir  A.  Quiller- 
Couch,  cloth,   $1.50. 

Non-Fiction 

In  the  Fourth  Year,  H.  G.  Wells,  cloth, 
$1.25;  Lessons  in  Personal  Efficiency, 
R.  Grimshaw,  cloth,  $1.50;  Women  and 
French  Tradition,  F.  L.  Ravenel,  cloth, 
$1.50;  What  is  "National  Honour?"  L. 
Perla,  cloth,  $1.50;  The  Bible  at  a  Single 
View,  R.  G.  Moulton,  cloth,  $1.00;  Essays 
on  the  Early  History  of  the  Church 
and   Ministry,   H.   B.   Swete,  $4.25. 

THOMAS  NELSON  &  SONS 
Fiction 

Jim  of  the  Ranges,  G.  B.  Lancaster, 
cloth,  50c;  A  Rollins  Stone,  B.  M.  Cro- 
ker,  cloth,  50c;  Married  or  Single,  B.  M. 
Croker,  cloth,  50c;  Dr.  Syn,  Russell 
Thorndyke,  cloth,  50c;  Zoroaster,  F. 
Marion  Crawford,  cloth,  50c;  Helbeck  of 
Bannisdale,  Mrs.  Humphrey  Ward,  cloth, 
50c;  Vrouw  Grobelaar,  Percival  Gibbon, 
cloth,  45c;  Cinderella,  S.  R.  Crockett, 
cloth,  45c. 

Non-Fiction 

History  of  the  War,  Vol.  19,  John 
Buchan,    cloth,    50c. 

Juvenile 

Children's  Story  of  the  War,  No.  40 
(monthly  edition),  Sir  Edward  Parrott, 
paper,  12c;  Children's  Story  of  the  War, 
Vol.  6,  Sir  Edward  Parrott,  cloth,  $1.50. 

MUSSON    BOOK    CO. 

Fiction 

The  Wings  of  Youth,  Elizabeth  Jor- 
dan, cloth,  $1.40;  The  Girl  in  His  House, 
Harold  MacGrath,  cloth,  $1.25;  The 
Great  Modern  French  Stories,  Willard 
H.  Wright,  cloth,  $1.50;  The  One  Who 
Survived,  Camille  Marbo,  cloth,  $1.35; 
On  the  Other  Side  of  the  Marne,  H. 
Cuvru-Magot,  cloth,  ill.,  50c;  The  Soul 
of  a  Soldier,  Thomas  Tiplady,  cloth, 
$1.25;  Jim  Spurling  Fisherman,  Albert 
W.  Tolman,  cloth,  $1.25;  Marie  Grubbe, 
Jens  Peter  Jacobsen,  cloth,  $1.50;  My 
Uncle  Benjamin,  Claude  Tillier,  cloth, 
$1.60;  Sanity  of  Art,  George  Bernard 
Shaw,  cloth,  70c;  Fragments  of  Phil- 
osophy, John  McQuarrie,  cloth,  $1.00; 
Men  in  War,  Andreas  Latzko,  cloth, 
$1.50. 
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DEATH   OF   THOMAS   LANGTON 

The  death  occurred  suddenly  on  June 
30  of  Thomas  Langton,  publisher,  To- 
ronto, of  heart  failure.  He  was  60  years 
of  age,  a  native  of  Toronto,  and  was  one 
of  the  veterans  of  the  Canadian  book 
trade,  having  been  on  the  road  for  over 
thirty-five    years. 

He  began  as  an  apprentice  printer 
with  Hunter,  Rose  &  Co.,  and  later  rep- 
resented that  house  on  the  road  when 
they  carried  on  a  general  book  publish- 
ing and  jobbing  business.  Later  Mr. 
Langton    became    associated     with      the 


THE    LATE    THOS.     LANGTON 

Whose    death    occurred    suddenly    at    his    home    in 
Toronto    last    month. 


Musson  Book  Co.,  subsequently  the  firm 
of  Langton  &  Hall  was  formed,  and 
about  twelve  years  ago  he  established 
the  business  successfully  carried  on  as 
Thomas  Langton.  This  business  will 
be  continued  by  Thomas  Langton  Jr., 
who  was  on  the  road  for  his  father  and 
was  at  Regina  when  the  sad  news  of 
his    father's    death    reached    him. 

The  late  Thomas  Langton  was  one  of 
the  most  popular  men  in  the  Canadian 
book  trade.  It  used  to  be  a  standing 
trade  joke  that  he  was  "the  biggest 
publisher  in  Canada"  as  he  tipped  the 
beam  at  310  pounds. 


John  Henry  Timmins  succeeds  The 
Timmins,  Noble  Co.,  stationers,  Mon- 
treal. 


LITERATURE  OF  THE  WAR 
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"LIFE  OF  GENERAL  FOCH" 

Surprisingly  little  is  known  about 
General  Ferdinand  Foch,  the  man  who 
has  the  overwhelming  responsibility  of 
being  at  the  head  of  six  millions  of 
soldiers  and  to  whom  four  great  nations 
have  entrusted  their  armies  and  their 
destinies.  A  "Life  of  General  Foch," 
brief,  but  comprehensive,  is  now  an- 
nounced for  publication  in  the  very  near 
future.  It  will  give  the  story  of  his  life 
and  military  career,  and  is  written  by  an 
eminent  historian  and  military  expert. 
The  book  will  have  as  frontispiece  a  re- 
production in  colors  of  a  painting  of 
General  Foch.  Booksellers  should  open 
a  list  of  subscribers  in  advance  for  the 
sale  of  this  book. 
A    SELF-SUPPORTING    EMPIRE 

This  is  the  title  of  a  book  by  Edward 
Sounders,  of  the  South  African  Feder- 
ated Chamber  of  Industries,  and  vicer 
chairman  of  the  British  Empire  Pro- 
ducers' Organization,  which  discusses 
the  principles  of  industrial  policy  as  af- 
fecting the  public  welfare  of  the  British 
Empire  as  a  whole.  Those  who  believe 
that  the  way  back  to  prosperity  after  the 
war  will  be  shown  rather  by  a  great  re- 
vival of  organized  private  enterprise 
than  by  Government  control  will  find 
much  in  this  book  to  support  their 
opinion;  but  Mr.  Saunders  necessarily 
deals  also  with  the  broad  political  basis 
on  which  an  Empire,  self-supporting  in 
all  material  essentials,  can  be  main- 
tained. Sir  Edward  Carson  has  contri- 
buted an  introduction.  The  book  will 
shortly  be  published  in  London.  This 
book  will  appeal  to  many  in  Canada. 
Subscription  lists  for  advance  sales 
should  be  opened  by  booksellers. 

BUCHAN'S  HISTORY 

The  nineteenth  volume  of  Nelson's 
"History  of  the  War,"  by  John  Buchan, 
deals  with  the  spring'  campaigns  of  1917, 
opening  with  the  bie:  German  retreat  in 
the  West.  There  is  taken  uo  in  turn  the 
Battle  of  Arras,  the  second  battle  of  the 
Aisne,  the  fighting  in  Mesopotamia, 
Syria,  the  Balkans,  Italy's  camrjaign  fol- 
lowing the  fall  of  Gorizia.  and  the  pro- 
gress of  the  Russian  revolution.  There 
are  thirty-five  maps. 

RUSSIA  THROUGH  WOMAN'S  EYES 

"Runaway  Russia,"  by  Florence  Mac- 
Leod Harper,  has  iust  been  published  by 
Geo.  J.  McLeod,  Ltd.  This  book  presents 
the  Russian  revolution  as  seen  through  a 
woman's  eyes,  and  with  special  reference 
to  the  cataclysm  as  it  affected  women. 
Mrs.  Harper  was  in  the  thick  of  the  re- 
volution   from    its    beginning    until    the 


passing  of  Kerensky.  The  volume  de^l? 
with  such  a  big  subject,  and  Russian  con- 
ditions are  so  confusing  to  the  people  of 
this  country  that  there  should  be  a  real 
demand  for  just  such  a  book.  It  should, 
therefore,  be  good  business  for  book- 
sellers to  make  out  a  list  of  people  of 
their  community  most  likely  to  be  in- 
terested and  to  bring  the  book  to  their 
direct  attention. 

THE  FIGHTING  FLEETS 

In  the  closer  sympathy  between  the 
United  States  and  Canada  which  Uncle 
Sam's  entry  into  the  war  has  inspired 
there  is  a  widened  opportunity  for  the 
sale  of  books  that  will  promote  a  greater 
measure  of  belief  on  the  part  of  the 
people  of  one  country  in  the  capability 
of  the  other.  A  book  that  should  find  a 
good  sale  in  Canada  for  that  reason  and 
even  more  so  because  of  its  "win-the- 
war"  significance  will  be  Ralph  Paine's 
"The  Fighting  Fleets,"  which  is  the  first 
complete  and  authorized  account  of  the 
splendid  work  of  the  American  navy  in 
the  present  war.  This  book  will  be  a  $2 
volume.     It  will  have  81  illustrations. 

TURKISH  PERSECUTIONS 

From  Constable's  comes  a  copy  of 
"Persecutions  of  the  Greek  Population  in 
Turkey  Since  the  Beginning  of  the  Euro- 
pean War."  It  is  based  on  official  re- 
ports of  Hellenic  diplomatic  and  con- 
sular agents.  These  persecutions  are 
shown  to  be  continuations  of  the  settles 
plan  for  the  extermination  of  the  Greeks 
in  the  Ottoman  domains  that  had  been 
carried  on  since  1913  by  the  Young 
Turks.  This  is  a  small  book  that  book- 
sellers may  readily  sell  by  personal  in- 
troduction to  people  likely  to  be  in- 
terested in  Turkey.  There  is  a  relation- 
ship to  the  more  brutal  atrocities  carried 
out  against  the  Armenians,  and  many 
people  interested  in  the  Armenian  ques- 
tion will  want  to  read  this  book,  too. 

MOBILIZING  WOMAN-POWER 

A  book  that  is  characterized  as  "a  call 
to  the  women  of  America"  is  Harriot 
Stanton  Blatch's  "Mobilizing  Woman- 
Power."  There  is  a  foreword  by  Theo- 
dore Roosevelt. 

After  a  careful  study  of  the  work  that 
is  being  done  by  the  women  of  Great 
Britain  and  France,  Mrs.  Blatch  has  re- 
turned to  America  to  awaken  her  coun- 
try-women to  a  realization  of  their  re- 
sponsibilities not  onlv  in  helping  to  hold 
the  "Second  Line  of  Defence,"  but  in  lay- 
ing the  foundations  for  the  period  of  re- 
construction that  is  to  follow. 

Among  the  topics  discussed  are:  the 
reasons  for  the  war;  mobilizing    women 


in  Great  Britain  and  France;  the  neces- 
sity for  continuing  business  as  usual; 
America's  contributions  in  men,  women, 
food,  labor  and  money;  remuneration  for 
women's  work;  women  in  agriculture; 
co-operation,  and  women's  part  in  saving 
civilization. 

This  book  is  an  issue  of  the  "Woman's 
Press"  of  New  York  City,  represented  in 
Canada  by  J.  M.  Dent  &  Sons. 

BOOKS  FOR  THE  BLIND 

What  Men  Live  By,"  by  Dr.  Richard 
C.  Cabot,  and  "Life  in  a  Tank,"  by  Cap- 
tain Richard  Haigh,  commander  of  the 
tank  Britannia,  are  to  be  put  into 
Braille  type  for  the  use  of  the  blind. 

3,000   BOOKS   FOR  SOLDIERS 

In  Winnipeg  the  Y.M.C.A.  collected 
3,000  suitable  books  for  soldiers  in 
training  camps.  Great  assistance  in  this 
work  was  accorded  by  the  centrally 
situated    churches. 


WEDDING  STATIONERY  ORDERS 

Stationers  should  be  careful  not  to 
allow  jewelers  or  druggists  conducting 
stationery  departments  to  outdo  them  in 
service  or  in  efficient  development  of 
trade.  In  a  United  States  paper  a  writer 
has  the  following  to  say  on  proper^ 
methods  of  soliciting  wedding  orders: 

There  may  be  a  question  as  to  the 
best  method  of  soliciting  wedding  busi- 
ness, but  it  is  good  policy  to  solicit  these 
orders  and  not  wait  for  them  to  come 
to  you. 

One  way  is  to  watch  the  papers  ecah 
day  for  engagement  announcements  and 
write  the  prospective  bride  a  letter  call- 
ing her  attention  to  your  stationery  de- 
partment, and  ask  the  privilege  of  sub- 
mitting samples  and  price  of  invitations 
and  announcements.  A  quantity  of  these 
letters  should  be  prepared  ahead  and 
ready  for  the  name  to  be  filled  in  and 
mailed  on  th  same  day  the  announce- 
ment appears  in  the  daily  papers. 

The  emthod  we  most  favor  is  the  pre- 
sentation of  a  bride's  book.  These  books 
cost  from  thirty  to  thirty-five  dollars  a 
hundred  and  are  something  any  bride 
will  appreciate.  We  hand  letter  the 
name  on  the  fly-leaf  in  an  attractive 
manner,  which  makes  the  book  seem  a 
little  more  personal,  and  either  mail  or 
send  it  by  delivery  boy.  Upon  receiving 
the  book  the  prospective  bride  will  prob- 
ably either  call  to  express  her  appre- 
ciation, and  this  gives  you  the  oppor- 
tunity to  solicit  her  business  and  show 
your  samples  in  person.  If  she  does  not 
cal  lafter  receiving  the  book  follow  it 
up  with  a  letter  or  a  call. 
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The  Advertising  of  Books— —Booksellers' 

Viewpoint 

Extracts  From  an  Address  Delivered  by  J.  W.  Le  Gallez  at  the 
American  Booksellers'  Convention 


SOME  good  constructive  suggestions 
for  booksellers  were  brought  out  in 
an  address  by  James  W.  Le  Gallez, 
of  Philadelphia,  on  the  subject  of  book 
advertising.  He  maintained  that  the 
average  bookseller  "stops  advertising 
before  he  has  really  commenced."  The 
reason  for  that  was  that  he  expected  too 
much  from  it  all  at  once. 

"Is  advertising  the  retail  bookstore  an 
expense? 

"Only  a  small  percentage  of  any  com- 
munity read  books.  Doesn't  this  fact 
open  up  a  great  opportunity  to  the  book- 
seller? Why  shouldn't  booksellers  help 
educate  the  people  of  their  towns  to  own 
and  read  books?  The  newspaper  is  the 
medium  to  use  in  this  campaign  of  edu- 
cation. Do  not  be  afraid  of  the  cost; 
consider  it  an  investment  instead  of  an 
expense." 

Store   Service 

This  is  a  very  important  factor  in  your 
advertising  scheme.  This  is  the  great 
force  that  builds.  It  is  service  that 
makes  the  transient  customer  a  per- 
manent advocate  of  your  store.  It  is 
service  that  makes  repeat  sales,  for  the 
customers  that  your  newspaper  advertis- 
ing brings  into  your  store.  It  is  the 
force  that  pays  dividends  from  the 
money  you  invest  in  newspaper  advertis- 
ing, window  displays,  store  arrangement, 
etc. 

It  is  rather  difficult  to  define  service, 
for  it  includes  much  that  seems  in- 
tangib'e.  Your  sales  force  is  a  factor  in 
your  service  that  many  booksellers  over- 
look. Service  depends  vitally  on  your 
sales  force,  and  your  sales  force  on 
leadership.  IService  in  profitable  mer- 
chandising is  the  final  tie-up  to  all  your 
efforts  and  is  the  nourishing  spring  that 
feeds  a  constantly  growing  business. 
Newspaper  advertising  and  service  com- 
bined are  the  keystone  of  successful 
bookselling. 

Window  Display 

This  phase  of  retail  advertising  was 
very  ably  demonstrated  at  a  previous 
convention,  and  it  seems  unnecessary  for 
me  to  dwell  very  long  on  it. 

You  all  know  that  your  windows  are 
an  important  element  and  that  they  are 
an  index  to  the  passerby  as  to  the  kind 
of  stock  you  handle;  also  the  kind  of 
store,  etc.  In  short  they  are  the  eyes 
through  which  the  public  sees  you.  Be 
sure  that  you  give  each  window  much 
thought  and  use  all  the  splendid  material 
that  the  publishers  are  glad  to  furnish 
gratis.  Do  not  overload;  leave  lots  of 
light.  Fewer  articles  nicely  arranged 
are  much  more  attractive  than  a  solid 
display.  I  could  go  on  for  some  time, 
but  in  order  to  leave  something  for  the 
discussion,  I  will  leave  this  phase  here. 


Store  Decoration 

You  all  know  that  artistic  decoration 
and  arrangement  helps  your  sales  very 
materially.  We  can  aptly  apply  the  old 
saw,  "Goods  well  displayed  are  half 
sold."  Try  to  hook  up  your  store  de- 
coration with  each  window;  that  is  on 
the  front  tables.  Many  merchants  tell 
me  that  this  is  a  very  successful  thing 
to  do.  Be  sure  to  make  your  store  ar- 
rangement one  whereby  your  customer 
sees  and  shops  easily. 

Catalogues 

I  have  asked  several  booksellers  how 
their  catalogues  worked  as  an  advertis- 
ing medium  and  business  getter,  and  also 
were  they  worth  while?  All  of  them 
voice  the  same  opinions  in  the  main,  that 
is,  you  must  keep  everlastingly  at  it  if 
vou  would  get  results.  Not  all  issues 
pay  as  a  sinele  issue,  but  in  the  long 
run  it  is  worth  while.  Personally,  I  am 
not  an  ardent  advocate  of  catalogues. 
Before  I  used  one  I  would  be  sure  I  was 
making  100  per  cent,  clean-up  in  my  im- 
mediate vicinity. 

Circulars 

These  can  be  had  for  the  asking;  the 
best  that  money  can  buy.  I  had  only 
time  to  inquire  of  a  fewbooksellers  their 
experiences  with  circulars,  one  a  very 
hisrhly  specialized  man  along  these  lines. 
They  all  told  me  that  if  they  got  2  per 
cent,  return  they  were  very  well  pleased. 
The  highly  specialized  one  said  that  on 
four  follow-up  letters,  and  at  a  large 
expense,  he  was  able  to  increase  the 
original  2  per  cent,  to  5  per  cent.,  and 
never  better  than  6  per  cent. 

Don't  think  that  because  you  get  cir- 
culars gratis  that  you  can  use  them 
without  anything  on  your  expense 
column.  This  is  another  phase  that  is 
speculative  and  again  each  bookseller 
will  have  to  decide  for  himself  after  ex- 
periment. 

In  conclusion,  I  wish  to  reiterate  that 
the  newspaper  is  your  best  medium  be- 
cause you  can  reach  a  larger  audience 
more  quickly  than  in  any  other  way. 
You  must  consider  it  an  investment  in- 
stead of  an  expense. 

I  was  talking  to  a  young  lady  in 
Brentano's  the  other  day,  and  I  said, 
"What  influences  book-buying  most?" 
She  said  just  as  soon  as  the  Times  or 
some  other  publication  here  in  the  city 
comes  out  with  a  reading  notice  or  a 
review  or  a  criticism  in  the  reading 
columns  of  the  paper,  we  can  immediate- 
ly feel  the  effect  of  it  in  the  sales.  It 
would  seem  to  me  that  the  publisher 
ought  to  know  that.  It  is  true  that  he 
buys  space  in  the  advertising  columns  to 
get  space  in  the  reading  columns.  That 
is  his  hope,  you  know.  He  prays  for 
that.  But  why  can't  he  put  the  same 
intelligence,  the  same  salability,  the 
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same  kind  of  material  into  his  advertise- 
ments and  tell  what  he  has  got  for  sale  ? 

We  have  seen  it  recently  in  a  great 
many  instances.  Take  the  case  of  Mark 
Twain.  They  advertised  Mark  Twain  for 
I  don't  know  how  many  years,  and  he  had 
been  through  different  publishers  in  the 
usual  fashion.  Suddenly  they  commenc- 
ed to  dramatize,  emotionalize  and 
humanize  Mark  Twain,  until  he  became 
in  his  books  a  living  entity  again,  and 
we  saw  it  in  the  advertisements. 

I  just  took  a  copy  of  last  week's  New 
Kepublic  and  I  looked  through  just  a  few 
of  the  book  advertisements,  and  there 
were  five  "Epoch-making"  books  in  it 
There  were  nine  that  were  "vital  and 
vivid."  I  do  not  know  what  that  means 
as  a  thing  by  itself,  you  know,  and  I  do 
not  know  what  "epoch-making"  means 
There  were  four  of  "The  greatest  con- 
tributions to"— you  can  put  any  book  in 
there— then  "Since."  You  can  put  any 
book  in  there  that  you  want,  of  any 
author.  Thus  they  seem  to  have  big 
notices  already  printed,  and  they  simply 
put  in  the  name  of  the  publisher,  the 
author  or  title.  And  there  were  17  of 
them  in  the  last  issue  of  the  Times 
Review,  which  had  "remarkable  dramatic 
power." 

Those  words  are  meaningless  and  that 
is  the  kind  of  stuff  that  is  written  by 
some  poor  nitiful  hack,  probably  up  on 
the  ninth  floor  of  some  office  building, 
looking  out  over  chimney  pots,  smelling 
smoke,  who  never  saw  a  book  buyer  in 
his  life,  and  the  only  books  he  ever  had 
in  his  life  were  given  to  him. 

You  mav  say  that  is  rubbing  it  in,  and 
so  it  is,  but  it  needs  to  be  rubbed  in, 
because  this  thing  you  have  met  here  to- 
day you  have  been  meeting  for  years, 
and   you  are  discussing  book  problems. 

But  I  tell  you  the  great  invariable 
problem  in  the  book  business  yet  is  the 
great  American  public,  and  you  can  talk 
about  percentages,  how  much  the  pub- 
lisher ought  to  give  you  as  discount,  but 
I  say  the  greatest  discount  you  can  put 
upon  your  own  business  is  the  discount 
you  put  upon  the  person  on  the  o^her 
side  of  the  counter.  And  you  have  as- 
sumed something  that  is  not  true,  thit 
the  American  people  do  not  want  to  read. 
They  do  not  want  to  read  because  thev 
have  not  been  shown  how  to  read.  They 
have  not  been  made  to  understand  what 
is  in  books  that  can  help  to  make  better 
and  bigger  and  broader  lives,  and  until 
you  get  that  into  your  advertising,  and 
until  you  get  that  into  your  salesman- 
ship, you  could  have  all  the  discount  in 
the  world  and  you  would  go  broke. 

"Why  is  it  that  publishers  of  books 
purporting  to  tell  of  living  men  should 
be  so  little  touched  by  the  life  of  men, 
by  the  life  of  the  masses  of  the  people, 
the  market  place,  and  the  world  at  large? 
Is  there  something  about  the  book  busi- 
ness that  makes  men  believe  that  they 
belong  to  a  something  that  lifts  them  up 
above  everybody  else,  and  that  they  de- 
mean themselves  if  they  get  down  to  the 
market  place  and  try  to  understand  the 
people  they  are  trying  to  interest?    Read 
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the  Sermon  on  the  Mount  if  you  want 
to  get  a  sermon  on  advertising  and  sales- 
manship, and  I  say  it  with  all  reverence. 
Read  Paul's  Epistles  to  the  Corinthians 
if  you  are  a  salesman,  if  you  are  an 
advertiser  read  those  things,  and  then 
you  will  begin  to  realize  that  the  greatest 
of  men  was  not  above  men.  He  was 
with  them. 

I  would  like  to  ask  the  publishers 
another  question,  why  is  their  advertis- 
ing apparently  written  by  men  to  whom 
the  world  is  either  a  mannikin  world  of 
make-believes  or  a  stiff,  cold,  con- 
ventional world  of  stained  glass  im- 
potency?  Why  has  publishers'  advertis- 
ing been  so  little  affected  by  the  great 
success  of  the  Britannica,  the  advertising 
of  Wanamaker  and  Marshall  Field  in 
the  book  business?  I  knew  Mr.  Wana- 
maker in  the  old  days  in  Philadelphia — 
a  great  merchandiser.  Neverthe'ess,  he 
was  a  great  book  man  as  well,  proving 
clearly  to  my  mind  that  the  two  could 
go  together. 

I  remember  talking  to  a  publisher  in 
Philadelphia  at  that  time.  He  said. 
"You  know,  Mr.  Lewis,  this  is  all  very 
"•ood;  selling  books  is  not  like  selling 
clocks."  That  was  supposed  to  be  a  verv 
crushing  statement,  and  I  said,  "No,  it 
is  true;  that  is  the  reason  I  presume  that 
so  many  more  people  r.i-e  making  monev 
selling  clocks  than  books.  But,"  I  said, 
"if  you  would  realize  the  great  service 
that  the  publisher  is  to  the  American 
people  and  understand  what  his  dutv  is. 
then  you  could  get  down  to  the  level  of 
where  he  is  going  to  talk  to  these  people 
in  terms  of  their  own  understanding  and 
as   denominators   of  their   own  thought. 

As  a  book  buyer,  here  is  what  I  want 
to  know  about  books. 

Tn  t^e  first  place,  tell  me,  for  heaven's 
sake,  what  the  book  is  about.  What  did 
your  reader  have  in  his  mind  when  he 
recommended  it,  and  what  did  the  pub- 
lisher have  in  his  mind  when  he  published 
it?  Why  is  it  important  that  it  should 
be  about  that?  Then  who  has  written 
the  book?  What  has  he  done?  I  don't 
rare  what  some  other  critic  or  other 
thinks  about  him,  because  when  I  buy  a 
book  I  am  going  to  be  a  critic  myse1^ 
Then  when  you  get  through,  tell  us  why 
ym  published  it. 

I  see  Harper's  name,  Double 'a'-, 
Pace's.  Ronald  Press,  and  after  a  while 
I  see  them  come  and  come  and  come.  I 
see  them  taking  up  more  space  on  mv 
library  shelves,  until  those  publishers 
become  human  beings  to  me  of  a  certain 
class  of  interest  through  which  they  ap- 
peal to  me.  They  become  men;  they  be- 
come institutions  that  can  give  me  the 
kind  of  thing  I  am  after,  and  interest 
that  I  am  after,  the  problem  that  I  am 
a<"ter.  the  idea  that  I  am  after,  a  line 
of  philosophy  and  individuality  of 
character,  a  very  real  thing.  That 
helps  to  sell  lots  of  books.  I  know 
lots  of  books  that  rre  sold  on  the 
imprint.  Some  of  the  old  houses  under- 
stand that,  but  thev  work  it  overtime 
Then  who  is  it  for?  Who  is  the  book 
for?     And  then  how  much? 

Then  another  thing:  You  know  I  came 


into  a  bookstore,  picked  up  a  book  the 
other  day.  And  if  there  is  anything  that 
I  despise,  it  is  when  I  pick  up  a  book 
and  I  am  standing  there  looking  over  the 
contents,  to  have  some  solicitor's  voice  in 
my  ear  say:  "Anything  I  can  do  for 
you?"  "No."  "That  is  a  very  interest- 
ing book."  Then  I  see  red  about  that 
time,  because  when  I  am  getting  ac- 
quainted with  a  book  I  don't  have  to  be 
told  anything  about  it.  I  am  looking  at 
the  book  to  get  acquainted  with  it  my- 
self, and  I  don't  have  to  be  told  anythin-r. 
I  have  not  any  objection,  of  course,  and 
I  would  instruct  my  sales  people,  as 
I  do  instruct  my  sales  people,  to  be 
around. when  you  are  wanted,  but  do  not 
be  around  when  you  are  not  wanted.  The 
fine  art  of  selling  is  to  distinguish  when 
you  are  wanted  and  when  you  are  not 
wanted,  and  to  distinguish  between  the 
time  when  you  are  helping  and  when  you 
are  hindering. 

Therefore  I  would  suggest  to  mv  pub- 
lisher friends  that  I  would  like  them  first 
to  study  the  market.  In  the  second 
place,  get  the  kind  of  neople  who  really 
have  a  message  for  t^at  market,  who 
really  know  that  market;  who  could 
write  intelligently  about  it,  informing 
me  about  it,  and  with  mastery.  You  sav 
that  is  a  hard  job  Fine!  Then  don't 
publish  a  book  until  you  get  it.  Then 
you  won't  have  so  many  remainders  for 
somebody  else  to  buy  in  carload  lots  and 
to  sell  at  the  real  price  they  ou"rht  to  be 
sold  for  in  the  first  place,  price  main- 
tenance notwithstanding.  Don't  forget 
about  this  price  maintenance  business. 
I  am  thoroughly  in  accord  with  it.  T 
am  fighting  for  it.  I  have  been  in 
Washington  half  a  dozen  times  about  it: 
pnd  all  that  kind  of  thing.  I  know  all 
about  your  Fair  Trade  Leagues.  It  is 
a  great  proposition  for  you  to  contribute 
to  its  support  It  needs  it.  It  has  done 
a  great  work  for  the  maintenance  of 
prices.  But  don't  forget  one  thin<r,  that 
all  the  maintenance  of  prices  in  the 
world  won't  sell  a  Oc  book  for  $2.50.  Just 
remember  that. 

What  do  I  want  when  I  walk  into  a 
store?  And  here  I  come  to  the  retail 
part  of  it.  In  the  first  place  I  ask  them 
to  have  a  store  that  is  a  pleasant  place 
in  which  to  be.  I  want  it  lighted  well. 
I  want  it  arranged  so  that  I  can  browse 
about.  There  have  been  more  sales  made 
by  permitting  customers  to  browse  from 
shelf  to  shelf,  from  table  to  table,  than 
have  been  made  by  the  obsequious  and 
persistent  sales  person  coming  un  an  1 
trying  to  sell  something.  I  want  a 
pleasant  place  in  which  to  trade.  I  want 
the  atmosphere  of  the  place  right.  I 
don't  want  hurry  and  rush  at  the  place. 

In  the  second  place  I  want  information. 
There  are  various  ways  of  giving  infor- 
mation. The  third  thing  I  want  is  a 
sales  person  that  is  intelligent  and 
sympathetic. 

Then,  of  course,  the  store  has  got  to 
deal  fairly  with  me  on  the  question  of 
prices,  and  with  regard  to  the  kind  of 
service   they  give. 

There  are  three  types  of  clerks: — th? 
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strenuous  clerk,  the  systematic  clerk,  and 
the  creative  clerk. 

The  strenuous  clerk,  when  you  say 
"fiction"  or  suggest  a  novel,  immediately 
he  wants  to  show  you  all  he  has  got.  He 
does  not  stop  long  enough  in  one  place 
to  sell  something,  but  he  or  she  shows  a 
lot  of  titles. 

The  systematic  clerk  first  finds  out 
what  kind  of  fiction,  author  or  particular 
line  you  are  interested  in,  adventurous 
stories  or  romantic  stories,  and  so  on, 
and  the  creative  clerk  will  get  that  line, 
sell  you  something  and  then  begins  to 
suggest  things  to  you  with  respect  to 
similar    titles. 

But  now  as  to  the  question  of  train- 
ing. You  can  train  clerks.  You  can  de- 
velop them  and  you  can  make  better 
salesmen  out  of  them.  You  can  train 
the  clerk  to  get  the  atmosphere  of  the 
store,  the  attitude  of  the  store  towards 
the  customer,  and  towards  the  stock.  I 
say  train  him  in  the  lines  of  the  depart- 
ment, train  him  to  become  an  instrument 
bv  which  you  obtain  certain  results,  and 
for  that  reason  I  believe  in  the  bonus 
idea  for  salesmen's  compensation,  but  not 
based  on  dollars  and  cents.  I  believe  in 
basing  it  upon  a  point  system,  a  svslem 
where  the  clerks  get  credit  "for  the  dollars 
and  cents  sales,  of  course;  but  the  point 
system  is  figured  out  on  the  basis  of  the 
amount  of  sale,  the  particular  item.  I 
do  not  believe  in  the  marked  down  or 
special  items  that  are  given  to  them  fo^- 
special  compensation.  This  is  purelv  a 
point  system,  you  understand.  Get  n 
noint  system  that  will  give  them  credit 
for  getting  the  names  and  addres-es  of 
rustomers.  extra  bonus  on  new  charge 
accounts,  if  you  are  attempting  to  de- 
velop that  line,  and  the  point  system  of 
credits  on  new  books  or  certain  titles; 
and  a  promotion  and  pay  to  the  clerks 
on  the  basis  of  that,  point  system. 

Now,  in  sum  minor  up  I  would  sav  that 
successful  bookse'ling  depends,  there- 
fore, on  successful  merchandising  from 
the  customers'  standpoint.  It  depends 
first  on  these  elements  in  the  publisher's 
line;  to  study  the  market  at  first  hand, 
to  find  out  what  that  market  wants,  and 
will  absorb;  second,  selling  creative'y  to 
aid  the  retailer  in  disposing  of  stock, 
and  that  as  a  whole  line  of  deve'opment 
to  be  considered. 

I  believe  that  publishers  should  go 
more  definitely  into  that  whole  line  o? 
thought  with  respect  to  the  question  of 
co-operation  from  the  merchandising 
standpoint  with  the  retailer,  on  the  ad- 
vertising to  interest  the  buyer,  not  the 
professional,  and  the  making  of  the  ad- 
vertising a  human  appeal,  developing 
pull,  and  again,  a  co-operation  anion 
publishers  in  an  effort  to  develop  book 
buyers  through  a  more  intelligent  co- 
operation with  their  desires  for  the 
things  the  boo1:*  might  give  if  they  knew 

it. 

On  the  part  of  retailers,  an  analysis 
of  local  demand  and  a  selection  of  what 
f-ev  desire  to  cater  to;  education  of  their 
sales  fo^-ce  to  know  people  and  how  to 
h".n:Ve    them;    intelligent   advertising   as 
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a  book  service,  a  personal  service  in  the 
store,  and  the  study  of  the  uses  of  store 
space  and  a  development  of  efficient 
methods  in  handling  the  business  in  its 
physical   aspect. 

Those  are  the  things  I  wish  to  leave 
with  you  this  afternoon  as  thoughts  re- 
lative to  the  thing's  that  affect  the  atti- 
tude of  the  man  on  the  other  side  of  the 
counter. 

The  book  business  ought  to  be  one  of 
the  greate-t  businesses  of  the  country 
from  the  standpoint  of  its  reward  to  the 
bookseller  and  the  publisher.  There  are 
great  opportunities  because  millions  of 
people  are  here  who  are  interested  to- 
day in  the  great  and  vital  subjects  of  life 
and  all  the  things  that  life  touches.  The 
newspapers  do  not  reach  it;  the  maga- 
zines do  not  reach  it;  and  the  mere  fact 
of  the  great  demand  for  books  that  comes 
through  mail  order  houses,  for  instance, 
is   an   indication   of  what  the  bookseller 


means,  and  the  bookseller  in  his  own 
local  environment  ought  to  be  the 
dominant  figure  in  the  book  business  in 
his  county,  city  and  state,  if  he  is  bi<™ 
enough,  and  he  can  be  if  he  will  realize 
it. 

One  thing  that  he  must  realize  is  that 
the  man  on  the  other  side  of  the  counter 
is  the  man  who  is  going  to  determine  his 
life  and  success  and  his  profit,  and  if  he 
understands  that  person  and  puts  that 
understanding  into  active  practice  in  the 
management  of  his  business,  there  is 
absolutely  but  one  answer  to  the  propo- 
sition. It  has  been  proven  all  over  the 
world  in  every  line  of  business  that  I 
know  anything  about,  and  that  is  that  he 
will  be  rewarded  to  the  extent  of  the 
sympathetic  service  that  he  gives,  and 
there  is  enough  of  it  to  pay  any  man 
that  is  in  the  book  business  to-day,  be- 
cause there  are  only  one-half  as  many 
as  there  ought  to  be. 


May  Legislate  Against  Price-Cutting 

Federal  Trade  Commission  in  the  United  States  in  Forbidding 

Fixed  Retail  Prices  Hints  at  Congressional  Action 

to  Curb  Price  Cutting 

IN  the  United  States  the  question  of 
fixed  retail  prices  has  again  come 
into  the  spot  light  by  reason  of  the 
recent  Supreme  Court  decision  against 
the  American  Gramophone  Company. 

In  forbidding  fixed  retail  prices,  the 
Federal  Trade  Commission  referred  also 
to  the  unfair  competition  of  below  cost 
price-cutting,  and  suggests  that  this  evil 
may  have  to  be  remedied  by  legislation. 
Dealing  with  this  subject,  "Geyer's  Sta- 
tioner" says: 

The  action  of  the  Federal  Trade  Com- 
mission in  announcing  its  antagonism 
to  the  fixed  resale  price  may  be  entirely 
right  in  its  attitude,  but  until  some  check 
is  put  on  the  ruthless  price  slasher  this 
action,  if  anything,  lends  encouragement 
to  the  type  of  merchant  who  lures  his 
patrons  through  the  cut  price  ticket. 

The  ruling  of  the  Federal  Trade  Com- 
mission forbidding  the  fixing  of  resale 
prices  by  manufacturers  follows  natur- 
ally on  the  recent  decision  of  the  United 
States  Supreme  Court  in  the  American 
Gramophone  Company  case.  Both  deci- 
sion and  ruling  are  probably  legally  cor- 
rect, both  may  even  be  for  the  best;  and 
yet  both  together  do  not  alter  the  fact 
that  indiscriminate  competition  in  the 
matter  of  price-cutting  is  an  evil  not 
only  for  the  manufacturer  and  the  deal- 
er, but,  in  spite  of  some  little  surface  in- 
dications to  the  contrary,  for  the  buying 
public  as  well.  In  fact,  the  Federal 
Trade  Commission  recognizes  this  when 
it  forbids  cutting  prices  below  cost, 
which  it  describes  as  "unfair  competi- 
tion." 

The  commission  admits  that  the  entire 
question  is  far  from  settled  and  suggests 
congressional  action,  which  will  prob- 
ably result  when  pressing  war  legisla-_ 
tion  will  permit.  In  the  meantime  war 
conditions  have  made  price-cutting  less 
popular,  and  manufacturers  and  dealers 


can  await  developments  without  serious 
loss. 

The  definite  and  final  recognition  of 
price-cutting  as  an  evil  which  calls  for 
abatement  has-  been  delayed  by  a  number 
of  more  or  less  popular  beliefs  or  senti- 
ments. The  struggle  of  the  manufac- 
turers and  their  trade  association  allies 
has  been  brought  to  nauarht  largely  by 
the  popular  distrust  of  all  powerful  cor- 
porations and  individuals;  and  at  the 
same  time  governmental  regulation  has 
been  held  back  by  a  powerful,  if  not 
really  popular,  sentiment  against  fur- 
ther governmental  interference  in  whac 
have  been  considered  private  affairs. 
Nevertheless,  it  seems  inevitable  that 
sooner  or  later  the  Federal  Trade  Com- 
mission or  some  other  Government 
agency  will  be  called  on  more  and  more 
to  deal  with  the  price-cutter.  Just  as 
the  commission  now  holds  that  selling 
below  cost  is  "unfair  competition,"  so  it 
can  hold  that  selling  at  cost  or  below  a 
living  profit  comes  in  the  same  category; 
and  it  is  along  some  such  road  that  the 
resale  price  question  may  be  expected  to 
travel  until  we  arrive  at  complete  gov- 
ernmental regulation. 

Then  we  may  discover  that  all  this  has 

(Continued  on  page  37.) 


NOW  LOCATED 

In  our  new  premises  with  increased  facilities  we  shall  be  able  to  extend  to  our  customers  im- 
proved service  in  all  departments  of  our  trading. 

In  addition  to  the  merchandise  sold  previously  in  our  store  we  have  added    sections    for   the 
sale  of 

Choice  Perfumery  and  Toilet  Articles 

These  being  new  will  enable  supplies  to  be  obtained  in  all  their  freshness,  usually  absent  in 
lonr/  stotKed  mater'a's.     i'he  requirements  of  both  ladies  ard  gentlemen  are  provided    for. 

Also,  we  shall  now  have  on  sale 

Chocolate?,  Candies  And  Gum 

by  well-known  makers,  including 
Cowan's,    McCormick's,    Neilson's,  Willard's,    etc. 
The  oversea  packets  for  our  soldier  boys"  we  shall  specially  care  for. 


Stationery 

Choice  Papers  and  Paperteries, 
Writing  Tablets  and  Enrelopes 
High    In    quality,   low    In    prfce 

Sole    Agents  for 

Eaton.  Crane  &   Pike  Co 'b  Writing 

Papers  and  the  Paper  De  Luxe 

Waterman's  and  Swan 

Fountain  Pens 


Office   Supplies 

For   all    purposes   and 

requirements 

Reliable   Inks 

Phone  enquires  solicited. 


Choice  Art  Pottery 

Pictures,  Ornaments 
for   gift   purposes. 


Books 


Latest    Works    and    Fiction 

Immediately    published 

Reprint  Editions 

Books  of  Travel 

Books  for  Presentation. 

Books  for  the  Thinker. 

Books  for  the  Worker 

Books  for  Children. 
Bibles.  Testaments,   Hymn.   Prayer 
and    Devotional    Books. 


Sporting   Goods 


For  the  play 
Baseball,  Bowls, 

Golf,  Tennis. 

Canoe  Supplies 
Hammocks 


of 


Lending  Library 

Will   be  carefully  provided   for. 

Newest   and   selected    Books  added 

as   published. 

All   eligible   for   membership. 

2c  per  day;    10c  per  week. 


School   Supplies 


ext  Book*  fc 
and  G 
Materials  and  G 

Equipment 
Always  in  si< 


les 


Leather  Goods 

Choice  Ladles"  Bags. 
Bill  Folds.    Pocketbooks 
and  Cases. 
Collar  Cases 
Handkerchief    Ca?es 
Music  Roils.  Travelling  Ca 
Soldiers'   Companions. 
Belts,  etc. 


Ladies'  Dress  Patterns 

In    addition    to   the    McCALL'-S 

we    are    adding    at    on    early    tlatO 

those  of 

THE    PICTORIAL    REVIEW 

See  later  notice. 


Magazines.   Current   Periodicals  and  Publications  on  sale  i 


issued.    Daily    and    Weekly    Newspape 


Patterson's  Book  Store 

Opposite  the  City  Hall        WELLINGTON     STREET,     STRATFORD         Phone  No.  3fi: 


PATTERSON'S  IN  NEW  STORE 

Patterson's  Book  Store,  Stratford, 
Ont.,  is  in  a  new  home  and  the  news- 
paper advertisement  as  reproduced  in  re- 
duced size  herewith  shows  the  manner  jn 
which  the  people  of  Stratford  were  in- 
formed about  the  new  store  and  its  aug- 
mented stock.  The  advertisement  would 
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have  been  more  effective,  however,  by 
having  a  more  significant  heading  than 
the  ineffectual  words  "Now  Located."  It 
is  interesting  to  observe  that  perfumery 
and  toilet  articles  as  well  as  confection- 
ery are  now  being  sold  in  this  store.  Ob- 
serve, too,  the  line  in  reference  to  over- 
seas packets  for  soldiers. 


The  Grinham  Bookshop  at  Oakville,  Ontario 

Good  Example  of  a  Book  and  Stationery  Business  Successfully  Conducted  in  a  Small 

Town 


IN  1916  F.  W.  Grinham  established  a 
new  book  and  stationery  business  in 
Oakville,  thirty  miles  from  Toronto, 
a  goodly  town  of  about  3,000  people. 
From  its  inception  this  new  business  has 
proved  a  successful  venture,  and,  at  the 
present  rate  of  going,  this  year's  volume 
of  business  promises  to  double  that  of 
1917,  the  average  weekly  sales  approxi- 
mating an  amount  that  will  mean  turn- 
ing over  the  stock  seven  or  eight  times 
during   the   year. 

There  are  several  contributing  agencies 
which  account  for  the  success  which  has 
been  achieved  in  Grinham's  Bookshop,  as 
it  is  called,  but  practically  all  cf  them 
are  open  to  all  booksellers  and  stat. oners 
located  in  towns  of  similar  size. 

Mr.  Grinham  had  the  advantage  of  a 
number  of  years'  experience  in  the  whole- 
sale house  of  Copp,  Clark  Co.,  of  To- 
ronto, latterly  in  the  import  books'  de- 
partment in  that  house,  and  previous  to 
that  had  had  exceptional  retail  ex- 
perience in  the  bookstore  of  Wm.  Tyrrell 
&  Co.,  Toronto.  From  the  outset  Mr. 
Grinham  has  made  "service"  a  watch- 
word, and  naturally  that  has  been  a 
strong  element  in  building  up  a  good 
business.  Another  equally  efficacious 
means  of  building  up  business  has  been 
his  persistent  policy  of  keeping  the 
people  of  the  town  informed  about  the 
Grinham  Bookshop  activities.  A  six-inch 
newspaper  space  is  used  regularly  with 
occasional  larger  advertisements,  and 
these  advertisements  are  changed  for 
each  issue,  and  not  only  that,  but  care 
is  observed  to  have  something  different 
from  the  ordinary  run  of  copy  that  is 
too  typical  of  the  newspaper  advertising 
of  the  average  small  town  merchont. 

Some  of  Mr.  Grinham's  advertisements 
were  looked  ove?  b-'  thp  rp"re~entat:ve  of 
BOOKSELLER  AND  STATIONER,  who 
visited  his  store  recently.  A  few  of  his 
advertisements  have  appeared  in  recent 
issues  of  this  paper. 


At  the  same  time  occasion  was  taken 
to  examine  the  advertisements  of  some 
other  merchants  in  that  town;  it  was 
seen  that  many  of  these  were  allowed 
to  remain  unchanged  for  weeks  at  a 
time.  This  sort  of  "negative"  advertis- 
ing is  by  no  means  restricted  to  Oakville, 
but  is  all  too  prevalent  in  by  far  too 
high  a  proportion  of  Canadian  towns. 

Buys   Old-Established    Business 

Recently  Mr.  Grinham  bought  out  the 
old-established  news  and  stationery  busi- 
ness conducted  by  Miss  Lean  in  Oakville. 
This  business  had  been  conducted  con- 
tinuously for  47  years.  This  stock  was 
merged  with  that  of  the  Grinham  Book- 
shop, adding  further  to  the  increasing 
volume   of  business  done  there. 

If  growth  is  continued  at  the  present 
rate  the  business  will  soon  outgrow  its 
present  quarters.  Recently  a  new  feature 
was  added  which  is  in  the  special  charge 
of  Mrs.  Grinham,  who,  by  the  way,  con- 
ducted the  whole  business  for  the  first 
year  before  Mr.  Grinham  decided  to  de- 
vote his  whole  time  to  it.  This  new  de- 
partment consists  of  ladies'  fancy  goods 
— wool,  crochet  silk,  etc.  Experience 
here  has  been  similar  to  that  described 
in  the  last  issue  in  reference  to  the 
"Women's  Corner"  in  the  Melrose  Book- 
store, Westmount,  a  suburb  of  Montrea1. 
Mr.  Grinham  said  he  endeavored  to  keen 
himself  ever  on  the  alert  so  as  to  avoid 
Retting  into  a  rut,  which  has  been  the 
fate  of  so  many  retailers  in  the  smaller 
towns. 

One  example  of  how  initiative  has 
helped  to  develop  trade  there  is  afforded 
by  experience  with  the  department  of 
women's  goods,  as  already  referred  to. 
This  has  developed  into  a  good  paying 
branch  of  the  business.  It  occupies  little 
space,  being  accommodated  in  a  show 
case  of  average  size,  together  with  a  few 
shelves  to  the  rear  of  that  case.  As- 
sociated  with   this   is   a   stock    of    dress 


patterns  which  are  ready  sellers,  as  are 
the  various   fashion  journals. 

Mr.  Grinham  said  that  when  he  opened 
his  store  none  of  the  late  editions  of  the 
Sunday  World  and  Weekly  Star  of 
Toronto  were  obtainable  in  that  town. 
Only  half  a  dozen  or  so  of  the  country 
editions   being   sold   there. 

Mr.  Grinham  began  by  getting  in  half 
a  dozen  each  of  the  late  editions.  He 
had  to  go  to  the  station  to  get  them,  but 
that  the  move  was  a  popular  one,  and 
incidentally  a  profitable  one  for  the 
bookshop,  is  indicated  by  the  fact  that 
this  original  small  supply  has  grown  to 
an  average  of  nearly  250  copies  every 
Saturday  night.  Other  examples  of  the 
growth  of  the  periodical  trade  here  are 
the  90  Saturday  Evening  Post  sold 
every  week,  and  the  100  "Ladies'  Home 
Journals"    sold    each    month. 

Business  is  Well  Balanced 

The  business  is  a  well  balanced  one. 
The  stock  of  both  book  and  stationery 
lines  are  comprehensive,  unusually  so 
for  the  size  of  the  town,  being  especially 
true  in  the  case  of  books.  The 
late  novels  are  prominently  displayed, 
and  an  indication  of  what  can  be  done 
by  a  live  small  town  bookseller  is  af- 
forded by  the  fact  that  Mr.  Grinham's 
order  for  one  of  the  most  recently-issued 
novels,  Frank  Packard's  "The  Wire 
Devils"  was  fifty  copies.  Of  the  same 
author's  last  novel.  "The  Adventures  of 
■Timmie  Dale"  he  began  with  an  order 
for  twenty-five  copies.  These  were  all 
sold  and   he   had   to  order   more. 


NO    CHOICE 

"Why  did  you  name  your  boy  'Regin- 
ald   Clarence'?" 

"Because  I  wanted  him  to  be  a  fighter. 
I  figured  that  in  our  neighborhood  a  boy 
named  'Reginald  Clarence'  has  got  to 
fight." 


THE  IMPORTANCE  OF  OAKVILLE  AS  A  RESI- 
DENTIAL TOWN  OF  UNUSUAL  ATTRACTION 
IS  BECOMING  SO  WELL-KNOWN  AS  TO 
DRAW  A  POPULATION  OF  MORE  THAN  AVERAGE 
INTELLIGENCE.  *  FOR  SOME  TIME  PAST  THE 
NEED  OF  A  THOROUGHLY  GOOD  BOOK  STORE 
HAS  BEEN  FELT  BY  MANY.  I  HAVE  THEREFORE 
PLANNED  TO  OPEN  (ON  OR  ABOUT  MAY  4th) 
A  MINIATURE  BOOK.  STATIONERY  AND  FANCY 
GOODS  STORE,  WHERE  THE  LATEST  BOOKS. 
MAGAZINES.  ETC..  CAN  BE  OBTAINED,  NOT  ONLY 
AT  THE  LOWEST  PRICES,  BUT  IN  WELL  CHOSEN 
VARIETY.  A  VERY  COMPLETE  STOCK  OF 
SCHOOL   STATIONERY   AND   BOOKS   WILL   ALSO 


BE  ADDED,  AS  WELL  AS  AN  ATTRACTIVE  AS- 
SORTMENT OF  EMBROIDERIES.  FANCY  GOODS. 
ETC.  rMY  CLOSE  CONNECTION  WITH  THE 
WHOLESALE  TRADE,  AND  A  LONG  EXPERIENCE 
WITH  THE  BEST  CLASS  BOOKSHOPS  OF  ENG- 
LAND AND  CANADA,  WILL  ASSURE  MY  CUSTO- 
MERS OF  THE  BEST  POSSIBLE  SERVICE.  AND  I 
AM  CONFIDENT  THAT  ANY  BUSINESS  ENTRUST- 
ED TO  ME  WILL  BE  EXECUTED  WITH  ENTIRE 
SATISFACTION. 


F.      W.      GRINHAM 

OAKVILLE'S    BOOK    SHOP 


This   is   the   wording  of   the   inside   pages   of   the   attractive   folder   which   was   sent    out   on    the    occasion    of    the    opening    of    Grinham's    Book    Shop.      It    was 

printed    in    two    colors. 
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What's  New  in  the  Toy  Trade 

A  Brief  Review  of  New  Productions  by  British  and  United 

States  Manufacturers 


PERFUMED  pottery  is  the  latest 
novelty  offering  of  the  Crown  Dor- 
set Art  Pottery,  Green  Road,  Poole, 
England.  These  items  are  in  the  form  of 
gypsy  kettles  of  different  sizes  with  blos- 
som, art  color  and  gilt  decoration,  each 
vessel  being  filled  with  fragrant  pot- 
pourri. 

New  features  in  the  interlocking  build- 
ing material  made  by  the  Irish  Toy  In- 
dustry, Belfast,  include  concealed  inter- 
locking, larger  and  improved  models,  in- 
terior stairs  and  upper  floors. 

A  color  tracing  outfit,  being  a  dry  color 
painting  process  requiring  neither 
brushes  nor  water,  is  a  novelty  introduced 
by  Beddington  Liddiatt  &  Co.,  Golden 
Lane,  London. 

Toy  telephones  that  look  like  the  real 
thing,  toy  cranes  with  self-gripping  hook, 
toy  scales  with  weights,  are  being  put  out 
by  Brenner's  of  Manchester. 

"We  are  making  munitions  which  must 
have  preference.  Immediately  our  plant 
is  released  we  shall  have  additional 
models,"  say  Whitely,  Tansley  &  Co.,  of 
Liverpool,  makers  of  mechanical  toys. 

»"Isa"  novelties  in  performing  stuffed 
toy  animals  include  new  spring  leg  Teddy 
Bears.  They  are  made  in  Birmingham, 
England,  by  Isaacs  &  Co. 

For  the  next  Christmas  toy  trade 
Horsmar.'s  of  New  York  have  put  out  a 
"War  Tank  for  Little  Tots,"  which  moves 
with  real  caterpillar  traction,  disappear- 
ing guns,  working  in  and  out  of  the  tur- 
rets. The  same  firm  has  introduced  "Boy 
Magician"  outfits,  an  illustrated  manual 
of  instructions  going  with  each  of  these 
"trick  boxes." 

The  Wilkins  Toy  Co.,  of  Keene,  N.H., 
have  put  out  a  series  of  toy  "subs"  ana 
destroyers. 

Toy  laundry  sets  are  among  the  new 
production  of  the  Wolverine  Supply  and 
Mfg.  Co.,  of  North  Pittsburg,  Pa. 

For  summer  trade,  the  F.  &  B.  people 
of  New  York,  have  put  out  a  line  of 
"Bathing  Buds,"  novelty  dolls  clad  in  one- 
piece  silk  bathing  suits  and  head  kerchief. 

Anti-air  craft  guns,  machine  guns  and 
blow-up  forts,  are  new  productions  of  the 
Arden  Mfg.  Corporation  of  New  York. 

The  "Uadjustit"  car  for  children  is  one 
that  may  be  adjusted  to  four  different 
heights  for  use  of  kiddies  from  two  to 
ten  years  old. 

The  Toy  Cannon  Works,  of  Bethlehem, 
Pa.,  have  introduced  a  cannon  which  they 
call  the  "Big-Bang."  It  requires  no 
matches  or  powder,  and  is  described  by 
the  makers  as  "harmless,  safe  and  sane." 
It  is  operated  by  the  use  of  "bangsite," 
which  even  a  lighted  match  will  not  ignite 
in  the  ammunition  case.  The  "bang"  re- 
sults from  operating  the  ignitor. 

"Wonder  Blocks  made  by  Ba^'r  & 
Bennett  Co.,  N.Y.,  come  in  a  series  of 
nursery  rhymes — Mother  Goose,  Simple 
Simon,  Jack  and  Jill,  etc.,  a  story  book 
going  with  each  set,  containing  numerous 


illustrations  of  what  can  be  made  with 
these  blocks.  Other  Wonder  toys  com- 
bine action  with  literary  features  as  a 
connection  in  play  with  the  stories  they 
represent.  Some  novel  war  toys  are 
among  the  same  firm's  new  offerings. 

"Win  the  War  Banks"  are  new  offe.- 
ings  by  the  Ferrosteel  Mfg.  Co.,  of  Nev, 
York.  They  include  the  "Souvenir  Shell'' 
bank,  the  "Tank"  bank,  and  the  "Ambu- 
lance" bank. 

Selchow  &  Righter,  of  New  York,  have 
put  out  a  pocket  edition  of  Parcheesi 
made  of  vellum  pattern  cloth. 

The  O-Jiffo  wireless  dog  is  a  popular 
priced  product  similar  to  the  more  ex- 
pensive wireless  pup  which  created  such 
a  sensation  upon  its  appearance  a  year 
or  twe  ago.  This  new  model  retails  at 
$1.50  in  the  States.  It  is  made  by  the 
Mandel  Toy  Co.,  of  Chicago. 

The  Bullet  Jazzoo  has  a  bell-shaped 
mouthpiece  through  which  to  sing,  hum 
or  talk.  It  is  made  by  the  Chicago  Metal- 
lic Mfg.  Co. 

"Kop  the  Kaiser,"  is  a  new  game  in 
the  Milton  Bradley  Co.'s  series.  It  is  a 
board  and  dice  game.  The  armies  of  the 
civilized  world  are  battling  to  reach  Ber- 
lin which  is  in  the  centre  of  the  board. 
Two  to  six  players  can  play  it.  Another  ' 
new  game  made  by  the  same  people  is 
"Spoof,"  a  cheer-up  game  of  cards.  This 
game  is  said  to  be  highly  stimulating, 
with  all  the  elements  of  popularity,  and 
as  it  ensures  a  bi?  laugh  is  a  real  diver- 
sion foi   young  and  old. 

The  H-K  machine  gun,  retailing  in  the 
U.S.  at  $2,  mPi*  bv  the  H-K  Toy  ,-n  ; 
Noveltv  Co..  of  Iindianapolis,  is  16  inches 
long  and  9V£  inches  high,  and  holds  15 
shells  in  the  magazine.  As  you  turn  th? 
handle  you  see  the  magazine  revolve;  the 
shells  automatically  enter  the  breech  and 
are  fired  from  the  barrel  at  any  desired 
speed. 

A.  noc^et  chess  outfit  is  heine  mad'?  by 
Wm.  F.  Drucke  &  Co.,  Grand  Rapids. 

Penntoy  steel  helmets,  periscopes  and 
automets  are  new  item=;  in  the  line  of  the 
Penn.  Toy  Co.,  of  Pittsburgh. 

"Nu-face"  Hallowe'en  masks  mad°  to 
fit  anv  face,  by  means  of  perforations 
around  the  ear-loops,  have  been  intro- 
duced bv  Leunis  &  Co..  of  New  York. 

The  Improved  Mfq-.  Co.,  Ashland.  0., 
has  nut  out  a  10-cent  toy  balloon  assort- 
ment in  packages  3x5  inches  with  an  at- 
tractive cover  in  colors. 


LEATHER  GOODS 

New  York,  June  20.— The  leather 
goods  market  is  st*-onq-  and  prices  are 
likely  to  advance.  Buving  has  been  on  a 
large  scale,  considering  present  prices 
and  conditions,  and  in  the  majority  of 
cases  it  seems  to  be  the  better  grades  that 
are  most  activelv  soueht.  Various  com- 
fort kits  in  leather  folders  for  soldiers 
have  been  consistentlv  well  bought  since 
this  country  entered  the  war. 
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Owing  to  last  yenr's  repeated  price  ad- 
vances in  leather  and  the  consequent 
sharpening  of  prices  of  leather  bags  and 
other  products  of  leather,  the  trade  has 
been  buying  somewhat  earlier  this  year 
=md  many  orders  for  Christmas  trade 
have  already  been  placed.  Another  cir- 
cumstance that  favors  this  earlier  buy- 
ing is  the  doubt  that  exists  in  the  case  of 
many  varieties  of  goods  as  to  whether 
delivery  will  be  ootained  at  all.  The 
feeling  of  safety  comes  only  when  the 
goods  arrive  in  the  retail  stores  where 
they  are  to  be  sold.  By  reason  of  condi- 
tions of  which  this  is  an  indication,  those 
merchants  prone  to  procrastination  and 
the  policy  of  "muddle  along  and  things 
will  come  out  all  right,"  will  be  well  ad- 
vised to  get  busy  right  now  in  taking  the 
necessary  steps  to  see  that  they  get  the 
goods  they  will  need  for  the  next  Christ- 
mas selling  season.  In  considering  the 
outlook  for  the  handbag  trade,  it  must  bs 
remembered  that  there  is  a  scarcity  of 
all  other  materials  besides  leather  and 
the  same  is  true  of  other  requisites  that 
enter  into  the  manufacture  of  handbags, 
purses  and  kindred  articles. 


MAY     LEGISLATE     AGAINST 
PRICE  CUTTING 

(Continued  from  page  35.  ^ 
been  but  introductory  to  a  new  phase  of 
uncertainty  and  agitation.  The  giving 
to  some  commission  the  power  to  say 
what  in  any  particular  case  is  "unfair 
competition"  or  "reasonable  profit"  is 
dangerous  and  tolerably  certain  to  be 
."bused.  Such  power  is  similar  to  that 
exercised  by  the  Post  Office  Department 
;i>  a  result  of  the  conception  that  the  use 
of  the  post  office  is  not  a  right,  but  a 
"privilege"  which  may  be  withdrawn 
from  anyone  at  the  discretion  of  the 
Postmaster-General  or  his  representa- 
tive, and  it  differs  little  from  the  autho- 
rity claimed  by  some  judges  and  execu- 
tives who.  proceeding  on  the  "rule  of 
reason"  theory,  assume  the  right  to 
pmend  or  modify  laws  to  fit  particular 
cases  as  they  come  up.  All  these  are  of 
an  ex  post  facto  and  special  nature,  and 
they  violate  the  spirit,  if  not  the  letter, 
o*  the  Federal  Constitution.  They  are 
of  the  brood  of  despotism;  and  when  we 
come  to  recognize  them  as  such  we  will 
nrobably  want  something  better.  We 
may  admire  the  picturesqueness  of  King 
Solomon  or  Harun-al-Rashid  sitting  on 
his  Oriental  judgment  seat  and  passing 
out  wise  or  witty  or  weird  "justice"  as 
his  whim  or  some  harlot  or  John  Barley- 
corn may  dictate;  but  most  of  us  are 
really  democratic  at  heart  and  shall  con- 
tinue to  hope  that  in  the  end  a  way  will 
be  found  to  rescue  u^  from  the  anarchy 
of  the  nrice-cutter  without  delivering  us 
to  the  despotism  of  the  bureaucrat. 

READ  AGAIN  THE 
ARTICLES  IN  THE 
SOLDIER  TRADE  SEC- 
TION OF  P  R  E  V  I  O  US 
ISSUES  AND  ACT  ON 
THEM. 


New  Goods  Described  and  Illustrated 


WEEKLY  WORK   DISTRIBUTOR 

A  creditable  new  office  appliance  call- 
ed the  "Weekly  Work  Distributor"  has 
just  been  put  out  by  L.  Hoffman,  45 
Lafayette  St.,  New  York.  An  illustra- 
tion of  this  n3w  item  is  presented  here- 
with.    In  size  the  cabinet  is  11^4   inches 
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long,  9%  inches  wide  and  8  inches  high. 
The  frame  work  is  heavy  Vi-inch  tar 
board,  covered  with  finest  quality  black 
cloth.  Each  shelf  has  a  groove  whicn 
enables  users  to  grasp  the  contents 
readily.  Each  shelf  lettered  in  gold  leaf 
with  the  days  of  the  week. 

A  significant  point  brought  out  in  a 
descriptive  circular  is  that  it  is  "built 
strong  enough   to   sit  on." 


PROTECTOCHECK 

A  new  cheque  protector  is  the  "Pro- 
tectocheck,"  made  by  the  Protectocheck 
Co.,  of  Staten  Island,  N.Y. 

The  stub  of  each  cheque  printed  under 
the  Protectocheck  patents  is  provided 
with  stated  amounts  ranging  from  "not 
over  ten  dollars"  to  "not  over  two  hun- 
dred dollars."  A  nickel-plated  cutter, 
movable  on  a  bar,  can  be  adjusted  over 
the  amount  which  is  nearest  to  the 
amount  of  the  cheque  and  the  cheque  is 
then  detached.  Printed  across  the  face 
of  the  cheque  is  the  wording  "Not  good 
for  more  than  the  largest  amount  printed 
on  left-hand  margin." 

With  the  protection  thus  given  it  is 
practically  impossible1  to  raise  the 
cheque. 

The  cheques  are  furnished  in  pads,  and 
are  provided  with  either  leather  or 
leatherette  covers. 


The  Eveready  Mfg.  Co.,  20  West  34th 
Street,  New  York,  have  a  new  paper 
fastener  called  the  "Eveready,"  which  is 
made  of  steel,  with  nickel  or  japan  finish. 
It  is  fitted  with  rubber  feet.  Each  ma- 
chine is  equipped  with  steel  tape  suffi- 
cient for  5,000  staples. 


A  SOFT  INK  ERASER 

A  new  soft  ink  eraser  has  aeen  intro- 
duced by  Eberhard  Faber,  under  the 
name  of  the  "Van  Dyke."  It  is  intended 
especially  for  use  in  cleaning  and  cor- 
recting ink  marks  in  tracing  cloth  with- 
out marring  the  cloth.  This  new  eraser 
is  flat  shaped  and  double-beveled. 


NEW  LINE  OF  DESK   PADS 

The  United  Typewriter  Co.,  who 
are  now  representing  the  Borum  Si 
Pease  Co.,  for  Canada,  are  showing  a 
new  B.  &  P.  line  comprising  a  series  of 
^exible  desk  pads.  They  are  made  up 
in  a  variety  of  a' tractive  leathers  hav- 
ing  in    mind   the   appeal   to   the   eye. 


AN  INK-LING 

The  Buffalo  "Pentite"  Holder  Com- 
pany, 505  E.  Ferry  street,  Buffalo,  N.Y., 
is  marketing  a  useful  combination  ink 
well  with  pen  attached.  The  pen  hangs 
on  this  inkwell  in  an  always  ready  posi- 
tion and  can  be  grasped  at  will  at  the 
nroper  place,  dipped,  used,  and  returned 
to  its  place  with  little  effort.  There  is 
no  fumbling  in  the  pocket  for  a  pen  or 
hunting  high  and  low  through  papers  on 
the  desk  because  this  pen  is  attached  to 
the  inkwell.  The  pen  strikes  a  concave 
led^e  at  the  bottom  of  the  ink  stand, 
which  prevents  its  swinging  or  shaking 
and  also  places  it  automatically  in  an  un 
and  down  position.  A  piece  of  felt  is  fit- 
ted below  the  ledge,  serving  as  a  splash- 
er, absorber  and  pen  wiper. 

The  Ink-ling  is  unique  in  design,  made 
of  selected  wood  and  heavy  cast  embel- 
lished bars.  It  is  furnished  with  a  con- 
tainer that  holds  the  ink  free  from  dust 
and  evaporation.  There  are  no  springs 
or  catches  to  get  out  of  order  and  with- 
ordinary  e~re  it  should  last  a  lifetime. 


NEW  INKSTANDS 

The  already  extensive  line  of  the 
Frank  A.  Weeks  Co.  has  been  augmented 
by  the  addition  of  new  inkstand  bases, 
from  the  smallest  size,  with  a  single  ink 
well  to  the  largest  accommodating  two 
3-inch  ink  wells  and  a  sponge  cup.  The 
bases  are  of  elliptical  shppe,  and  are  de- 
cidedly attractive  in  appearance.  Pen 
and   pencil   holders  are   indented   in   the 


Arm  in  position  to 

glay  on  turn  of 
>uttoo  on  Olal 

Record  Guide 

Dial 


A    new    phonograph.    "The    Walker." 


Automatic  repeating  device  used  on  "The  Walker." 


front  of  the  base.     These  will  be  shown 
to     the     Canadian     trade     by     different 


JAPAN  FOR  JEWELRY 

Japan  is  being  heralded  as  the  coming 
source  of  jewelry  novelties,  several  Am- 
erican specialists  having  gone  over  there 
to  instruct  the  Japs  in  the  art  of  produc- 
ing jewelry  that  will  find  a  ready  mar- 
ket in  America. 


A    NEW    CARD    HOLDER 


A    New    Inkstand     Base. 
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BOOKSELLER  AND  STATIONER 


WELDON  ROBERTS 

•  RUBBER     ERASERS  • 


By  handiin?  WELDON  ROBERTS  ERASERS  you  ensure  to  your  customers  the  finest  obtainable. 
Any  doubt  a?;  to  the  marked  superiority  of  WR  promts  n  dis7elled  by  test.      Ones  tried,  they 
become  the  preference  ever  after. 

We  gladly  mail  samples  to  any  stationer.     The  World's  Quality  Standard.    88  Styles. 


WELDON  ROBERTS  RUBBER  Co. NEWARK,  N.J.  U.S.A. 


RELIANCE  INKS 

are    noted    for  their  rich   color 
and  easy  flow. 


RELIANCE    "GRIP" 

The  strong  fluid  paste,  which 

never   dries   out,    is   a    profit 

maker.      Write  for  prices. 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,   MAN. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London.  Eng. 

A.RAMSAY  &  SON   C° 

ESTD.   1842.    MONTREAL. 


WE  ARE  CANADIAN  AGENTS  FOR 

Milton  Bradley  Company's 

WATER  COLORS 

and  offer  attractive  terms  to  the  trade. 
Here  are  four  of  our  leaders: 

Retail 
price 
Bl — 8  pans  semi-moist  colors  with 

a  long  No.  7  brush 35c 

A13 — 4  pans  semi-moist  colors  with 

a  long  No.  7  brush    30c 

A9 — 4  dry  cakes  with  a  long  No.  7 

brush    30c 

15 — 3  dry  cakes  with  a  long  No.  6 

brush    25c 

Write   us   for   discounts. 
We  give  a  special  rate  for  1,000  or  more 
boxes;  assorted  kinds  if  desired. 
Place  your  orders  with  us  now  for  Dry 
Cakes,    Water   Colors    in     pans,    Water 
Colors  in  tubes. 

Water     Color     Pans,     Mixing    Saucers, 
Brushes,  No.  1,  2,  3,  4,  5,  6,  7,  8. 

The  Geo.  W.  Hendry  Co.,  Ltd. 

215  VICTORIA  STREET 

TORONTO 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


- 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 
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You  Will  Yet  Be  Glad 
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THIS  is  the  title  of  an  article 
by  the  famous  young  Cana- 
dian soldier,  Private  Peat,  ap- 
pearing in  the  August  issue  of 
MACLEAN'S  MAGAZINE, 

You,  sir,  have  sold  Private  Peat's  book 
and  know  how  popular  he  is  with  the 
general  public.  You  will  be  able  to 
estimate,  therefore,  the  interest  that  his 
articles  in  MACLEAN'S  will  create 
and  how  brisk  the  sale  of  this  number 
should  be.     But 

Private  Peat  is  only  One 
of  Many  Features 

In  August  MacLEAN'S  there  are  half  a  dozen 
other  writers  with  just  as  much  "pull."  Glance 
at  this  list: 

"The  Strange  Adventure  of  the  Man  from 
Medicine   Hat,"    a   striking   mystery   story. 

By   Arthur  Stringer 

"The  Three  Sapphires,"  a  splendid  serial  story. 

By  W.  A.  Fraser. 

"The  War  Situation,"  a  fearless  summary. 

By  Lt.-Col.  John  Bayne  Maclean. 

"The  Enemy  Under  the  Earth,"  an  article  on 
the  most  terrifying  phase  of  modern  warfare — 
sapping  warfare  under  the  earth. 

By  Lt.  C.  W.  Tilbrook. 

"Uplifting  the  Press,"  a  satire  on  certain 
activities  of  the  Dominion  Government. 

By  One  of  the  Uplifted. 

It  Is  Worth  Pushing 

MACLEAN'S  is  a  magazine  that  promises  big  things  in  the  way  of  returns  to  the  retail  dis- 
tributors. It  is  the  first  Canadian  publication  to  make  a  real  bid  for  the  full  favor  of  the 
magazine-buying  public.     MACLEAN'S  has  "arrived." 

Very  special  terms  are  offered  to  booksellers  and  newsdealers  in  the  handling  of  this  push- 
ing," worth-while  magazine.  Write  to  C.  W.  Buchanan,  Circulation  Manager,  I43"I53 
University  Ave.,  Toronto,  for  particulars.  In  the  meantime  get  behind  this  August  num- 
ber and  reap  the  benefit  of  the  big  sales  made  possible  by  the  presence  of  Private  Peat, 
Arthur  Stringer,  et  al.,  in  the  list  of  contents. 

Increase  your  order  and 

YOU  WILL  YET  BE  GLAD 
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BOOK  BUYERS'  GUIDE 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


SELF  AND  SEX  SERIES 

Keep    these    books    in    sight.     They    arc    stead] 
sellers  because  93  out  of  everj   LOO  who  pass  your 
store    are    prospective    customers. 
Pour   Books   t<»   -Men: — 

What   a  Young  Boy  Ought  to  Know. 

VThal    a    Young    .Man   Ought    to   Know. 

What    a    Yonng    Husband     Ought     to  Know. 

What    a    .Man    of  45    Ought    to    Know. 
Four    Books   to   W.>men:— 

What    a    Young    (lirl    Ought    to    Enow. 

What    a    Young    Woman    Ought    lo    Know. 

What    a    Yonng    Wife   Ought    to    Know. 

What    a    Woman    of   4S   Ought    to    Know. 
$1.00    Each. 

WILLIAM  BRIGGS.    Publisher.    Toronto 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  Soho  Square,  London,  and 
339  High  Street,  Edinburgh,  (or 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


WILLS 

of  the 

Law  of  Succession  after  Death 

Written  by  Walter  E.  Lear.  Barrister-at-Law, 
in  plain,  simple  language  and  intended  to  be 
used  by  the  general  public.  It  contains  concise 
statement  of  the  Law  of  Wills  in  force  in  all 
the  Provinces  of  Canada,  and  Forms  of  Wills 
and  Codicils.  Printed  in  large  type.  This  is 
a  book  that  should  be  read  by  every  person 
before  making  a  will.  Agents  wanted.  Price, 
$1.  in  cloth  binding.  Liberal  discount  to  the 
trade.  Law  Books,  Limited,  152  Bay  St., 
Toronto. 


RED   RUTH.  By  Anna  Ratner  Shapiro 

A   novel   of   vital    interest   to   the   entire    world 

at  this   time. 

"RED  RUTH"  is  a  story  of  compelling  interest 

and  power,   picturing  the  reconstruction  period, 

prophesying   Universal   Democracy  and   a    Birth 

of  a  Brotherhood  of  man  based  on  Love  as  the 

ruling    principle. 

Illustrated    by    Carl    S.    Junge.         Price,    $1.35 
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CHICAGO 
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TiAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  lisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


SELL 


MACLEANS 

The  Magazine  for  Canadians 

20c   ACOPY 


Otto  Sauer  Series 

German,  French,  Spanish 
and     Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

85  Fulton   Street,   New  York  City 

Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D..  Ph.D.,  assisted 
by  Jeanette   Winter  Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have— Sex  Knowledge  Every  Young  Woman 
Should  Have— Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated,  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 


266  King  Street  West 


Toronto.  Canada 


HARTFIELD'S 

Sterling   Conversion 
Tables 

Sterling    into    American    Currency    and 
Vice   Versa 
Exchange    from    $4.50    to    $4.99    advancing    by 
single     cents,     including    the     decimal     equiva- 
lents   of    32ds,    20ths,    16ths,    8ths,    4ths    and    % 
of   a    cent,   with   a    range   of   Sterling   Amounts 
from    Id.    to    19,  lid.    advancing    by    Id.      £1    to 
£99   advancing   by  £1,  and   £100  to   £10,000, 
advancing    by    £100 
CONTAINING   ALSO   TABLES   COVERING 
Discount    and    Interest 

Interest    Differences 

American   Par  Values 

Canadian   Par  Values 

Brokerages 

For    quick    reference    a    reinforced    linen     flat 

cut-in    index    is    provided    down    the    edge.     As 

the   cover  is   raised,   the   index   catches  the  eye. 

Price,    $10.00    per   copy,    net. 

Computed    and    Published    by 

JOHN    W.   HARTFIELD 

Compiler,    Printer   and    Publisher   of 

CABLE   CODES   and   TELEGRAPH   CIPHERS 

A.l  Codes  Supplied.      Correspondence  Solicited. 

NEW  YORK  PRODUCE  EXCHANGE 

BUILDING, 

New    York   City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All    good    title;   and    full 
of  colour. 

Full  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

rs         79  Spadjna  Ave..    Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 

AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


Lonsdale  &  Bartholomew, Ltd. 

Publishers  of  the 
Famous  "ART" 
Ser  ies  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 

Registration  Certificate 
Holders 

Always  Clean  Easily  Read 

Selling  at  10  Cents 

Big  margin  to  booksellers  and 
stationers.  Show  cards  furnish- 
ed with  initial  order. 

MONTREAL     ENVELOPE    CO. 

4  St.  Antoine  St.     -     Montreal 


ART   SUPPLIES. 

Artists'    Supply    Co..   77    York    St.,   Toronto. 
Ramsay   &   Son    Co..   Montreal. 


Geo.    M.    Hendrj 
Toronto. 


Co..    Limited.    215    Victoria    St.. 

BLACKBOARDS    (Slate   and   Hyloplate) 

Geo.   M.   Hendry   &   Co.,   215   Victoria   St..   Toronto. 

BLANK    BOOKS. 
Boorum    &    Pease   Co..    Brooklyn,   N.Y. 
Brown    Bros.,    Ltd.,    Toronto. 
Buntin.    Gillies    &    Co.,   Hamilton. 
W.      V.      Dawson,      Limited,      Montreal.      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The   Copp.   Clark    Co..   Toronto. 
Warwick   Bros.   &   Rutter.   Toronto. 

BLOTTING   PAPERS. 

The    Albemarle    Paper   Co..    Richmond,    Va. 
EUon-Dikeman   Co..   Lee.   Mass. 
Richmond    Paper   Mfg.    Co..    Richmond,   Va. 
Standard   Paper  Mfg.   Co.,   Richmond,   Va. 

CODE   BOOKS. 

The    American     Code     Co.,     83     Nassau     St.,    New 

York 
John   W.    Hntfield,   N.Y.    Produce   Exchange,   N.Y. 

CRAYONS. 

Binney    &    Smith.   New   York. 
A.     R.     MacDougall     &     Co..     468 
Toronto. 

EYELETTING   MACHINES. 

Elbe  File  and  Binder  Co..  New  York.  N.Y. 
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Brown  Bros..  Limited,  Toronto. 
Buntin.  Gillies  &  Co.,  Hamilton. 
Copp.    Clark    Co.,   Toronto. 

W.   V.   Dawson.   Limited,   Montreal.  Toronto,    Win- 
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Men?.ies   &   Co..   Limited.   Toronto. 
W.-rwick    Bros.    &    Rutter.   Toronto. 

ERASERS. 
St.    Mune-n    Mfg.    Co..    Glasgow.    Scotland 
Weldon    Roberts    Rubber   Co..   Newark.    N.J. 

FANCY    PAPERS,    TISSUES    AND    BOXES. 

Dennison   Mfg.   Co.,    Boston. 
Menzies   &   Co..  Toronto. 
A.     R.     MacDougall     &     Co.. 
Toronto. 


King     St.     W.. 


468     King     St.     W. 


FOUNTAIN   PENS. 

Modern    Pen    Co..    New    York. 

Mabie.    Todrl    &    Co.      173    College    Ct..    Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co..    Brown    Bros..    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,   MUCILAGE   AND   GUMS. 

Chas.   M.   Higgins    &   Co..    Brooklyn.   N.Y. 

The  Carter's   Ink   Co..  Montreal. 

W.      V.      Dawson.      Limited,      Montreal.      Toronto, 

Winnipeg. 
Reliance   Ink    Co..    Winnipeg,    Man. 
Royal    Ink    Co..    63    Yonge    St..    Toronto. 
S.    S.    Stafford    Co..    Toronto. 
"Glucine,"   Menzies   &    Co..    Limited.    439   King   St. 

W.,   Toronto. 

INDELIBLE   INK. 

Carter's   Ink    Co.,    Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 
A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 
Cpo.    M.    Hendry    Co.,    Limited.    215    Victoria    St.. 

Toronto. 

LEAD   AND  COPYING   PENCILS. 

American   Pencil   Co..  New  York. 
Wm.    Cane   &   Sons,   Newmarket,    Ont. 
A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

Eberhard     Faber    Co.,     New     York. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

.Most  complete  line  of  Ledger,  Sectional 
I'ost,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog-    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Hegone  Studio 

37-39  East  28th  Street 

New  York  City 

The  Atelier  of  Exquisite  hand  decorated 
Boxes  and  Lamp  Shades  for  Manufac- 
turers and  the  Trade.  Canadian  trade 
solicited. 

A  visit  to  our  Studios  will  convince  yoj 
that  our  work  is  original  and  of  the 
highest    quality. 


ORDER  AT  ONCE  YOUR 

Registration 
Certificate  Holders 

SELL    AT    25c.    EACH. 

Dealers  price,  $18  gross.  No 
time  to  lose.  Big  Sales.  Big 
profits.       Remit    with    order. 

Bogue  Bros.    &  Henry,  Ltd. 

Who  e  -ale  Stationers 

1  78  St.  James  St.,  Montreal 


WATERSTON'S 


"BEE" 


BRAND 


SEALING   WAX 


,'actory: 
VVarristrn  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.   ONT. 
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School  Rulers 

NEW  LINE  NOW  READY 

New  Shapes  and    Right    Prices. 
Send  for  samples  and  quotations. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

T.  E.  Tuttle,  Mer.  Ruler  Dept. 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame     them     at     low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  s'atucs.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


LOOSE    LEAF   BOOKS.    BINDERS    AND 
HOLDERS. 

The   Brown    Bros.,    Ltd.,    Toronto. 

Boorum   &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark   Co..   Toronto. 
Luckett    Loose    Leaf,    Limited.    215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke.   Mass. 
Rockhill  &   Victor.  22  Cliff  St.,  New  York  City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf    Co..    203    Broadway.    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros..    Ltd.,   Toronto. 

MAPS   AND   GLOBES 
Rand.    McNally    &    Co..    Chicago. 
The   Copp.   Clark   Co..   Toronto. 

Geo.   M.   Hendry   Co.,   215   Victoria   St..   Toronto.  . 
The    Scarborough    Co.    of    Canada.    Hamilton.    Ont. 

PAPER    BALERS 
Ciimax    Baler    Co..    Hamilton,    Ont. 
PAPER   FASTENERS. 
Ideal    Specialties   Mfg.    Corp.,    552    Pearl   St.,   New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater    &     Sons.     Limited,     W.     V.,     159     Queen 
Victoria    St.,     London.     E.C. 

PAPETERIES   AND   WRITING   PAPERS. 

The    Copp    Clark    Co..    Toronto. 

Buntin.    Gillies    &    Co..    Hamilton,    Ont. 

Clark    Bros.    &    Co.,    Winnipeg.    Man. 

W.   V.   Dawson,   Limited.   Montreal,   Toronto,    Win- 
nipeg. 

The  Brown   Bros..   Ltd.,  Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 
PLAYING   CARDS. 

Goodall's   English    Playing   Cards,    A.   O.   Hurst,   32 
Front   St.    W.,   Toronto. 

U.    S.    Playing    Card    Co..    Toronto,    Canada. 
POST    CARDS.    GREETING    CARDS.    ETC. 

Hildesheimer,     Ltd..    93,     Clerkenwell     Road.     Lon- 
don,   E.C. 

A.    O.    Hurst.    Canadian    representative.    32    Front 
St.    W..    Toronto. 

Menzies   &    Co..    Limited.   Toronto. 

Philip    G.    Hunt    &    Co.,    332    Balham    High    Rd.. 
London,    Eng. 

Pugh    Specialty   Co..   38-42   Clifford   St..   Toronto. 

Ritchie    &    Sons,    Ltd..    William. 

Valentine   &   Sons    Publishing   Co..   Toronto. 
SCIENCE    APPARATUS 

Geo.   M.   Hendry   &   Co..   215   Victoria   St..   Toronto. 
SCHOOL   SUPPLIES. 

Geo.     M.     Hendry    Co..     Limited,    215     Victoria    St.. 
Toronto. 

SCHOOL   AND    OFFICE    RULERS. 

The  Up-to-Date   Co.,    Canister.   N.Y. 
SHEET   MUSIC. 

McKinley  Music   Co.,    1501-15   East  Fifty-Fifth   St.. 
Chicago. 

STANDARD     COMMERCIAL     PUBLICATIONS. 

Morton,   Phillips  &   Co..  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale  Stationers,    Toronto. 

Buntin,   Gillies   &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto,   Win- 
nipeg. 

Warw  Ick   Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,   Wells   &  Co.,   Birmingham,   Eng. 

Esterbrook    Pen    Co..    Brown    Bros.,    Ltd.,   Toronto. 
Canadian   Representatives. 


ELEE  FiLE   &   BINDER   CO. 

97  Reade  Street         -         New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC 
TOR   PUNCHES 

the  best  made 

The  Fred  J  Meyers  Mfg  Co. 

H1MILT0N.  OHIO,  U.S.*. 


EVERY 
BOOKSELLER 

should  stock  oni  high 
grade  P  L  A  S  T  E  It 
CASTS.  They  are 
very  artistic  an  I  »ery 
saleable.  Every  cus- 
tomer will  want  ro 
buy.  Pi  icea  n  ason- 
able.  Catalog  on  re- 
quest. 

The  Florentine  Art 
Plaster  Company 

22C8   10-12  Chestnut    St 
PHILADELPHIA,  PA. 


Before  placing  your  orders,  apply  to  us  for 
samplesand,quotations    We  are  paper  makers 

and   whole-ale  and  export    paper  merchants. 


Registered 


Trade  Mark 


W.  V.   BOWATER  &   SONS,  LIMITED 

159  Queen  Victoria  St..  London.  E.C.  4,  Eng. 
Cables:  " Sparteolus"  London. 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers  handle  our  lines. 


<  ) 
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"WORLD"  Blotting 
Speaks: 

"/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  clay.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourue  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my   final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers*  to 
those  busy   toilers   who  are   my   constant   friends?" 


MAKERS: 


The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 


These  wonderful  time  saving  Offi:^ 
Necessities  are  well  known  standards 
of  the  best  type  in  office  equipment, 
not  because  we  say  so  but  because 
they  are  recognized  as  such  by  con- 
stant users  as  well  as  dealers  in  all  parts 
of  the  world. 

We  screw  our  prices  down  to  the  very  lowest  notch; 
only  three  slight  advances  during  the  war. 

We  solicit  your  co-operation  — Let  us  serve  you. 
Prices,  illustrated  and  descriptive  matter  sent  on  re  juest. 

THE  O.K. MANUFACTURING  CO. 

SYRACUSE.  N.V.,    U.S.A. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest   and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago,   London 


271    Ninth   St. 
BROOKLYN.  N.Y. 


Rare  beauty  and  exquisite 
richness  are  given  full  expres- 
sion in 


Q 


ranes 


(THE  CORRECT  WRITING  PAPERI 

One  quality  only- — but  offering 
a  wondrous  selection  in  styles. 
finishes  and  tints  approved  by 
Fashion's  latest  mandates. 

Eaton,  Crane  &  Pike  Co, 

Pittsfield,    Massachusetts 

Toronto  Office  :   266-268  King  Street  West 
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"AA"  Lever  Self-Filling 
Fountain  Pens  fCra0nnbeconvenientlyf 


=^\ 


cm  any  ink-well  or  bottle 


These  pens  have  many  distinctive 
points  of  advantage.  The  lever  fill- 
ing device  is  simple  and  positive  in 
action,    and    its    construction    is    such 

that   it   will  not  get  out  of  order.     Of  superior  construction   and   design   throughout.     The 

"A. A."   Pen   will   please  your   most   fastidious   customer. 

Prices,    Trade    Discounts   and    information    on    special   assortments    upon    request. 

modern  pen  co.  ffissfitf.  ZxSVB^Kzf^;?:z£*8:i: 


Put  this  good  looking 
display  stand  on 
your  counter 

It  will  sell  more  Cane's  Pen- 
cils for  you. 

Cane's  Pencils  are  good  pen- 
cils, and  they  are  Made-in- 
Canada.  Your  customers 
will  like  their  firm,  free,  easy 
writing  qualities,  and  you'll 
make  a  good  profit  on  every 
one  you  sell. 

This  display  stand — flying  the 
Union  Jack,  as  you  will  note — 
is  just  what  you  want  to  get 
your  customer's  attention. 
Each  stand  contains  half  a 
gross — tipped  and  finished  in 
six  different  colors,  one  half  of 
which  sticks  up. 

Get  the  Stand   at  your 
Wholesaler's. 


The  Wm.  Cane  &  Sons  Company 


Limited 
NEWMARKET,  ONTARIO 


This  is  the 

"F-B" 

Loose   Leaf 

Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
d  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


Pat.   May   13,   1913 

ROCKHILL  &  VICTOR,  Sole  Agents,  Dep't  "F-B 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


ii 


HOLD  THE  LINE 


(Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    seUs    so 
quickly.     There's   quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
tale 
houses    in 
Toronto 

and 
Montreal 
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What's  Wanted 

Almost  every  month  you  want  some- 
thing which  you  could  quite  easily 
secure  by  consulting  with  your  fellow 
Booksellers. 

Perhaps  you  need  a  clerk.  The  best 
of  them  read  Bookseller  and  Sta- 
tioner and  watch  the  "Wanted"  page 
for  new  opportunities. 

Possibly  you  want  to  buy  or  sell  a 
stationer's  business.  Bookseller  and 
Stationer's  subscribers  are  the  best 
prospects  in  Canada.  Talk  to  them 
through  our  columns  with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange 
some  surplus  stock?  Here  again  the 
Want  Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  in- 
sertion; 1  cent  per  word  for  subse- 
quent insertions  of  the  same  ad.  Box 
Number  5  cents  extra. 


Dealers! 

Get  our  1918   General 
Catalog  just  issued! 

It  is  brimful  of  "best  sellers" 
in  Stationery,  Fancy  Goods, 
Toys,  Dolls  and  Novelties. 

Just  the  sort  of  goods  you 
need — the  goods  you'll  feel 
like  recommending  because 
you  know  they've  got  the 
real  customer-pleasing  quali- 
ties. 

You  need  a  copy  of  this  cata- 
log. Write  for  it  to-day. 
It  will  be  a  big  help  to  you 
in  selecting  stocks  that  sell 
and  satisfy. 

We'll  mail  it  by  return — free 
of  charge. 

Bell  Novelty  &  Fancy  Goods 
Company,  Limited 

Importers  and   Wholesalers  Stationery,  Drug 
Sundries,  Toys,  Dolls 

Hargrave  and  Cumberland  Ave.,  Winnipeg 


The  Canadian  Service  Flag 

RED  BORDER        WHITE  PANEL         BLUE  MAPLE  LEAF 

Red  leaves  for  those  who  have  fallen 

This  is  the  Registered  Canadian  Service  Flag  design. 
Besure  you  carry  the  correct  flag. 

It  is  made  in  various  sizes  and  qualities  to  retail  at 
from  10c  up. 

Canadian  .Service  Flags  have  also  been  designed  in  the 
form  of  a  beautifully  enameled  gold  pin  or  button,  in 
order  that  each  person  may,  by  wearing  this  pin,  show 
that  either  a  father,  son,  brother,  sister  or  husband  is 
on  active  service. 

If  our  Salesman  has  not  already  called  on  you,  a  postal 
card  will  bring  you  full  particulars. 


Canadian   Service   P. life 


An  unusual  opportunity  to  increase  your  sales  during  the  summerjraonths. 


The  Toronto  Trophy-Craft  Co. 

1710  Royal  Bank  Building,  Toronto 


Rumsey  &  Co.,  Limited 

1528  Queen  Street  West,  Toronto 
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STANDARD  BRAND 
BLOTTINGS 

are  a  super-quality  line  of  easy  sell- 
ers that  should  be  featured  strong 
in  the  displays  of  every  aggressive 

dealer. 

Consider  the 
established 
popularity  o  i 
these  lines  and 
their  "repeat- 
ing" record  with 
even  the  most 
critical. 

Then  get  well 
stocked  and 
prove  the  truth 
of  our  claims. 
"Sterling." 
"Curi  -  Curl," 
"Pr  i  s  m  a  t  i  c," 
"Royal  Worces- 
ter" and  "De- 
fender"  (en- 
ameled)  are 
others  of  our 
reliable  lines. 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


Why  not  build  up  your  business  on  the 
quality  RIBBONS  and  CARBONS  of  the 
CARIBONUM  kind?  Write  to  us  re  our 
Sampling  Scheme,  which  means  better 
business  and  MORE  profit  to  you. 

Caribonum  Company,  Ltd. 

54  Wellington  Street,  East 
Toronto 


INDEX    TO    ADVERTISERS 
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Albemarle  Paper  Mfg.  Co 44 
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Bradford,  John    43 
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Globe  Wernicke  Co.,  Ltd 9 
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Hartfield,  John  W 41 
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Langton,  Thomas    4 

Law    Books,    Ltd 41 
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Marshall,  Percival,  &   Co 13 
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Mittag  &  Volger,  Inc 

Inside   back  cover 
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ttlacl&an  Publishing  Company  lid. 

Publishers    of 


MacLean's  Magazine 
Farmers'  Magazine 
The  Financial  Post 
Hardware  and  Metal 
Canadian  Grocer 


Dry  Goods  Review 
Men's  Wear  Review 
Bookseller  and  Stationer 
Canadian  Machinery 


D.W.G.Davtes 

John    Dring 

Harold  EogarKi 

A .  0  ."Thompson 

E.W.  Earle 

H.Rosa 

HI.  A .  Sanderson 

G.  E  Pearson 

G.A.mundie 

Desmond  Hemingway 

Victor  Bercot 

G.I.Cook 

Hector  Pearson 

C.W.Carlow 

H  *  S  .Jones 

Geo.  Aubrey 

Arfhur  Bafhj 

Harold   Cross 

A.W.Hardv 

E.A.  Humphries 


Power  House 
Canadian  Foundryman 
Marine  Engineering 
Sanitary  Engineer 
Printer  and  Publisher 


Sidney  luetcalt* 

f.mcOUlicuddy 
Gordon  Bennett 
Walter  Pearson 
Hou.  Jarratt 
A  ttlacdonald 
Ernest .  Itladigjan 
L .  luakepeace 
Harold .  Gildner 
Edwin .  tUackie 
C.Denham 
F.  ©lack 

A.W.  tTlacIntyre 
JT  W.Zimmcfman 
C.  E.  B  reckon 
P.  W.Gowans 
C.Hawkins 
H.L,Sou*hall 
Andrew  O'TTlaUey 


BOOKS  E  L  L  E  R     AND     S  T  A  T  I  0  X  E  R 


There's  a  line  to  recommend! 

M.  &  V. 

Typewriter  Ribbons 

and  Carbons 


We  make  the  M.  &  V.  Type- 
writer Supplies  with  scrupu- 
lous attention  to  every  detail 
that  would  enhance  their 
permanency  and  all-round 
reliability. 

In  modern  Business  Offices 
quality  Typewriter  Ribbons 
and  Carbons  like  the  M.  & 
V.  lines  are  an  absolute  ne- 
cessity. 


Recommend  it  if  it  carries  the  M.  &  V. 
Trade  Mark. 


Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory  :  Park  Ridge,   N.J.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


The  fastest 
selling  box 

of  the 

fastest  selling 
Crayons 


SCHOOFsrCRAYONS 

f0R  Rational  coiorJ?0™ 


'Ctf>"V.  COW/I  cr.  COA-rfA'//F/y7~j 


"f\  TRADE.  «■" 

(RAYOLA    No.  8 

^^  MARK  J.        m. 

"Crayola"  is  furnished  in  assortments  of  six, 
eight,  twelve,  sixteen,  eighteen  and  twenty- 
four  colors  to  the  box. 

Perhaps  you  are  interested  in  Crayons  for 
office  and  factory  use.  Write  us  for  samples  of 
any  Crayon  you  desire — also  catalog  describing 

Gold  Medal  Crayons 
For  Every  Use 

Binney  &  Smith  Co. 


81-83  Fulton  St., 


New   York 


HOOKS  E  L  L  E  R     A  N  D     S  T  A  T  I  0  N  E  1! 


WINTER 


SCHOOL  SCRIBBLERS 


These  are  two  of  our  new  cover  designs  for  Scribblers  and 
Exercise  Books.  Snappy,  human  subjects  that  touch  a  re- 
sponsive chord  in  the  heart  of  every  boy  or  girl.  Handsome- 
ly printed  in  colors  with  tables  on  back. 

Ask  to  see  samples  before  placing  your  order  for  school 
opening.   You  will  find  our  line  complete  in  every  way. 


Hamilton 


Canada 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the   Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


VOL.  xxxiv. 


PUBLICATION     OFFICE:     TORONTO,     AUGUST,     1918 


No.  8 


■""OUA   AO    ►* 


Royal  Air  Force 
Stationery 


Stamped  in  blue  and  gold  on  white 
linen  finish  paper  of  superior  quality. 
Made  in  three  sizes  of  Writing 
Tablets,  Regent  Papeteries,  and  Enve- 
lopes. 

This  line  of  the  DeLuxe  series  is  put 
up  in  a  very  attractive  manner  quite  up 
to  the  established  standard  and  retail 
at  popular  prices. 

The  remarkable  success  of  our  R.A.F. 
in  the  great  War  has  made  the  Flying 
Corps  the  most  popular  unit  in  Canada. 
Being  so,  it  is  quite  reasonable  to 
expect  a  good  sale  for  this  stationery. 

May  we  send  you  samples? 


Warwick  Bros.  &  Rutter 

LIMITED 

Manufacturing  Stationers 

TORONTO 


HOOKSKLLER  AND  STATIONER 


School  Opening 

The    Imperial   Series    of   School 

Practice    Books 


Anticipating  the  demand  for  patriotic  cover 
designs,  we  have  published  a  series  of  Mili- 
tary and  Naval  subjects  in  many  colors,  never 
before  equalled,  and  unexcelled  in  execution. 

Your  Success  With  Our  Goods   is  Our 
Success  in  Business 

We  know  the  wonderful  drawing  power  of  a 
picture  to  both  young  and  old.  If  paper  is 
right,  and  plenty  of  it,  the  cover  will  sell  the 
book. 

BEST  VALUE  IN  SUNDRIES 


Warwick  Bros.&  Rutter,  Limited 

Manufacturing  Stationers 
TORONTO 


BOOKSELLER   AND    STATIONER 


Dawson's  News  For  Stationers 


MONTREAL 
93  to  103  St.  Urbain  Street 


AUGUST    1,   1918 


TORONTO 
64  Wellington  Street  West 


LEDGERS 

JOURNALS 

DAY  BOOKS 

CASH  BOOKS 

MINUTE  BOOKS 
Etc.,  Etc. 


Canada's 
Leading 
Blank  Book 
Line 

In  our  Extensive  Line  of  Cap 
Account  Books,  a  series  that 
has  earned  its  way  to  the 
top  in  popularity  with  many 
of  the  most  important  sta- 
tioners of  the  country,  is  Line 
No.  21.  These  books  are 
bound  in  Half  American 
Russia  Leather;  cloth  sides 
with  Gilt  fillets;  paged  and 
titled;  Ruled  Ledgers,  Journ- 
als and  Cash  Books. 

We  would  urge  all  station- 
ers to  familiarize  themselves 
with  this  outstanding  series 
and  our  other  series  of  cap 
books,    also    our    Demy    Ac- 


%M 


counting  Books;  Large  Post, 
Post  and  Cap  Quarto  books, 
third  books,  counter  books, 
oblong  books,  Royal  Octavo 
books  down  to  12  mo's  and 
18  mo's,  and  such  items  as 
Memorandum  Books,  Quire 
Books,  Bookkeeping  Books, 
Index  Books,  Bill  Books, 
Time  Books,  Price  Books, 
Order  Books,  Receipt  and 
Scrap  Books. 

IN  FACT  EVERYTHING  IN 
BLANK  BOOKS. 


Manufacturing 
for  the  Trade 

Special  Forms  —  any  ruling 
or  punching  and 


Office  Books — of  any  ruling 
and  style  of  binding. 

Every  stationer  has  the  op- 
portunity of  extending  his 
business  by  developing  this 
class  of  trade,  and  our  prices 
will  enable  him  to  capture 
the  orders. 


Envelopes 
Need  Any 

Pamphlet,  Catalogue,  Cab- 
inet, Commercial,  Official, 
Society. 

New  sizes  have  recently  been 
added  in  Catalogue  Open 
End  Envelopes  and  Pamph- 
let Open  Side.  Also  Tension 
(Button  and  String)  Envel- 
opes. 


Prompt  and 

courteous  attention 

to   all  orders — 

large  or  small 


MONTREAL  AND  TORONTO 


Be  ready  for 

the  demand 

for  office 

supplies 


BOOKSELLER  AND  STATIONER 


ACCOUNT  BOOKS,  LOOSE  LEAF  and 
MEMORANDUM  BOOKSj 

TRIAL  BALANCE,  MINUTE,  LETTER,  INVOICE,  SCRAP,  INDEX,  RECEIPT,  TIME  AND  ORDER  BOOKS,  ETC. 


COLUMN  BOOKS 

2  to  24  Columns 

Four  Sizes,  Open  End  and  Side 


MEMORANDUM,  ADDRESS  and  PRICE  BOOKS 

Specially  Fine  Line,    Made  in  All  Popular  Sizes,    Bindings  and  Rulings 


LOOSE  LEAF 

LEDGERS 
BINDERS  and 
SPECIALTIES 


Canadian  Office  Diaries,  1919 

Now  Ready 


Canadian  Pocket  Diaries,  1919 

Will  be  Ready  in  October 


the  BROWN  BROTHERS,  limited 

MANUFACTURING  STATIONERS 

SIMCOE  and  PEARL  STREETS,  TORONTO 


BOOKSELLER     AND     STATIONER 


*tjBSp 

1  mi 

■  mm 


AD  D  RE  S  S 

IRVING-PITT  MANUFACTURING  CO. 

KANSAS  CITY  MISSOURI 


IP® 


BOOKSELLER    AND    STATIONER 


A  good  blotting 

that  gives  you  a  good  profit 

CLIMAX 

Just  such  a  blotting  as  you  can  confidently  recommend  to  every 
customer  appreciating  good  value  at  a  moderate  price. 

Climax  corresponds  in  every  essential  to  the  requirements  of 
critical  office  men.  Smooth,  Absorbent,  Long  Wearing  —  the 
kind  of  blotting  that  they  come  in  again  for. 

Leading  Canadian  paper  dealers  handle  Climax  Blotting.  A 
trial  supply  will  show  you  how  it  sells. 


MADE   BY 


RICHMOND   PAPER  MANUFACTURING  CO. 

RICHMOND,   VIRGINIA,   U.  S.  A. 


^i^ir^tr^lf8?1i^t^t^t^t^f^7i?li7ivli^«Ui^ftrt^ 


Put  this  good  looking 
display  stand  on 
your  counter 

It  will  sell  more  Cane's  Pen- 
cils for  you. 

Cane's  Pencils  are  good  pen- 
cils, and  they  are  Made-in- 
Canada.  Your  customers 
will  like  their  firm,  free,  easy 
writing  qualities,  and  you'll 
make  a  good  profit  on  every 
one  you  sell. 

This  display  stand — flying  the 
Union  Jack,  as  you  will  note — 
is  just  what  you  want  to  get 
your  customer's  attention. 
Each  stand  contains  half  a 
gross — tipped  and  finished  in 
six  different  colors,  one  half  of 
which  sticks  up. 

Get  the  Stand   at  your 
Wholesaler's. 


The  Wm.  Cane  &  Sons  Company 


Limited 
NEWMARKET,  ONTARIO 


BOOKSELLER    AND    STATIONER 


"The  Last  Call" 

for  Holiday  Goods 


Die  Stamped  Xmas  Cards  (Booklet),  $5.00,  $7.50,  $10.00  per  100. 
Die   Stamped   Xmas   Cards    (Canadian   designs),   $5.00,   $7.50, 

$10.00  and  $15.00  per  100. 
General  Diamond  Series  Xmas  and  New  Years'  Cards   (Book- 
lets), $3.00,  $5.00,  $7.50  per  100. 
Die  Stamped  Canadian  Post  Cards,  $25.00  per  1,000. 
Rotary  Patriotic  Post  Cards,  $3.00  per  100. 

"       Canadian  Patriotic  Xmas  Post  Cards,  $3.00  per  100. 

"       Relationship  Xmas  and  New  Years'  Cards,  $3.00  per  100. 

"       Birthday  Post  Cards,  $3.00  per  100. 
Die  Stamped  Xmas  Post  Cards,  special  5c  value,  $10.00  and 

$15.00  per  1,000. 
Large  assortment  of  designs  Birthday,  Xmas  and  New  Years' 

Post  Cards  at  $7.50  and  $10.00  per  1,000. 
Let  us  send  you  a  $25.00  or  $50.00  assortment  of  above. 

Tally  Cards  (Cabinets  of  500  tallies),  $5.00  each. 

Tags  and  Seals,  $3.50   (Glossy  Env.)   and  $4.50   (Folded  Box 

Packet)  per  cabinet  of  100  packets. 
Assorted  size  Calendar  Pads  in  Cabinets,  $4.75  and  $2.50  per 

cabinet. 
Dean's  Rag  Books,  15,  30,  50,  75c  and  $1.00  size. 
Toy  Books,  5,  10,  15,  25  cent  sizes. 
Painting  Books — Painting  Books  in  Box  with  Paints. 
Cut-out  Dolls,  Dolly  Dimple  and  Billy  Boy,  etc. 
C.E.F.  Papeteries,  embossed,  finest  quality  paper,  retails  75c,  for 

Soldiers'  Trade. 
C.E.F.  Writing  Tablets,  Khaki  cover,  with  pad  and  ends,  retails 

25  qents. 
Xmas  Papeterie,  assortments,  $15.00,  $25.00  and  $50.00. 

All  Mail  Orders  filled  subject  your  approval 

PLEASE  DO  IT  NOW 

Menzies  &  Company,  Limited 

439  KING  ST.,  W.  TORONTO 
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Let  This  Silent  Salesman 
Work  For  You 


Assortment  No.  "N" 

AN  INNOVATION  IN  LOOSE  LEAF 
PRICE    BOOK    MERCHANDISING 

Of  the  many  new  additions  to  our 
line,  this  assortment  idea  of  merchan- 
dising Loose  Leaf  Price  Books  has 
proven  the  most  popular. 

The  assortment  consists  of  ten  of 
the  best  selling  sizes,  all  standard 
gauges,  each  book  complete  with 
sheets  and  index. 

6  Complete  Books,  Sheet  size     6%  x  3% 

2  "  "  "         "       8V2  x  5V2 

2  "  "  "         "     11       x8Vi 

Packed  in  a  strong,  wooden,  oak- 
finished  box,  requiring  very  little 
counterspace  and  displaying  the 
books  to  the  best  possible  advantage. 

The  covers  are  bound  in  flexible 
seal  grain  Fabri-Buff  and  Art  Leath- 
er, which  looks  better  and  wears 
better  than  the  ordinary  leather  of 
to-day. 

The  fillers  are  in  popular  rulings, 
and  as  the  sizes  are  standard,  any 
style  ruled  sheets  may  be  used. 

Additional  books  to  replenish  the 
assortment  box  are  carried  in  open 
stock. 

Send  us  your  order  for  this  profit- 
able assortment  box  "N"  to-day. 

Boorum  &  Pease  Company 

Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 

Salesrooms : 

109-111    Leonard    Street  Republic  Building 

New  York  Chicago,   111. 

Old     South     Building  40*0    Laclede   Avenue 

Boston,    Mass.  St.    Louis,   Mo. 


ENUS 
PENCILS 


THESE  busy  days  are  making 
the  famous  VENUS  pencils 
more  necessary  to  more 
people  than  ever  before. 

VENUS  Pencils  are  smooth,  flaw- 
less, perfect  for  every  conceivable 
purpose. 

They  sell  easily,  they  are  in  con- 


stant demand,  they  give  the  ut- 
most satisfaction  and  they  bring 
valuable  new  and  repeat  trade  to 
your  store. 

I J  black  degrees 

6B  saftest  to  qH  hardest 

and  hard  and  medium   copying 

— all  peerless! 

VENUS  ERASERS  are  favorites 
with  the  public. 

Stock  them  now. 

Write  for  catalog  and  prices 

American  Lead  Pencil 
Company 

220  Fifth  Avenue,  New  York 

and  Clapton,  London,   Eng. 
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Stealing  RING  BOOKS 


"THE"  MADE-IN-CANADA  LINE 


1 

FLEXIBLE  BLACK  LEVANT  GRAIN  COWHIDE 


FLEXIBLE  BLACK  "STERLUCK"  LEATHER 

(STERLUK  is  our  name  for  the  imitation  leather  we  use.     It  is  the  BEST  "made" 
leather  on  the  market). 

Q 

FULL  STIFF  SLATE  BLUE  CANVAS 


HALF  "STERLUCK"  BACK  AND  CORNERS, 
CLOTH  SIDES 

5 

FULL  BLACK  CLOTH  (Student  Note  Book  Sizes) 


CLOTH  BACK — LEATHERETTE  SIDES 

(Three  popular  students'  sizes  at  very  low  prices). 

ALL  are  standard  in  sheet  size  and  punching.    No  chance  of  getting 
stuck  with  an  odd  size. 

ALL  the  best  that  can  be  had  and  prices  are  fair.     With    the    above 
assortment  you  can  meet  ALL  conditions. 

If  you  haven't  your  note  book  stock,  better  send  your  order  in  to-day. 


STrRLiwrr 


Luckett  Loose  Leaf.  Limited 

539-543  King  St.  West  Toronto,  Can. 
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Here's  the  stock — and  the  service 

Any  Stationery  or  Fancy  Goods  business  will  benefit 
through  dealing  with  this  house.  We  have  the  goods  that 
you  can  sell  and  can  give  you  the  very  best  of  service. 

Our  stock  of  Imported 
and  Domestic 

Toys,  Dolls 
and  Games 

is  particularly  complete  and 
includes  many  novel  feat- 
ures that  will  bring  custom- 
ers to  your  counters.  Book 
your  order  now  for  Christ- 
mas, 1918,  trade. 

We  have  a  grand  array 
of  Pipes,  Smokers'  Sun- 
dries, Perfumes,  Drug 
Sundries,  Hair  Brushes, 
Toilet  Goods,  Photo 
Frames  in  Metal.  Leath- 
er and  Ivory. 

Serving  Trays,  $2.25  to 
$10.00;  Portable  or  Floor 
Lamps,  $3.00  to  $25.00; 
Clocks,  $6.00  to  $10.00. 

Silver-Plated  Tea  Sets,  Bon- 
Bons,  Fruit  Bowls,  Cake 
Plates,  $1.50  to  $10.00. 


Nickel-Plate       on     Brass.  Black    Case,     1     Pint    Size. 

Plain  or  Ribbed.     $1.50  each.  $1.35    each. 

Prices    on     Refills    Quoted    on    Application. 


Best  English  Records 

A  large  list  of  good  selections  —  a 
profitable  and  satisfactory  line. 
Double-Disk  Ten-inch  Records  75c. 


Our  mail  order  department  is  noted  for   prompt   and   careful   service. 
Let  them  help  you  to  fill  up  your  stock. 


TORCAN  FANCY  GOODS  COMPANY,  LIMITED 

77  BAY  ST.  The  House  of  Service  TORONTO 

Western   Representative  :  J.  W.  Wheatcroft,   Hammond   Bldg.,  Winnipeg,   Man. 
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Everyone  Stops 
for  CI  CO  Paste 


And  they'll  buy  the  entire  line  of 
Carter  Inx  Quality  Products  if  you 
stock  them  and  display  them.  All  of 
these  products  are  Made  in  Canada — 
your  guarantee  of  best  quality  and 
new  goods — always. 

THE  CARTER'S  INK  COMPANY 

Mt.  Royal  Ave.  and  Drolet  Sts.  Montreal,  Que. 


The  Reputation  of  Esterbrook  Pens  is 
based  on  Excellence  of  Performance 

Every  Esterbrook  Pen  is  made  to  sustain  the 
Esterbrook  reputation  for  Quality.  Our  experi- 
ence of  the  past  60  years  is  used  in  making  these 
pens  the  standard  for  pen  excellence. 
When  you,  Mr.  Dealer,  show  a  customer  a  com- 
prehensive assortment  of  Esterbrook  Pens,  in  one 
of  the  10  Esterbrook  Counter  Display  Cases,  he 
is  sure  to  be  satisfied  with  the  service.  And  he  is 
sure  to  be  satisfied  with  the  pen  he  selects.  A 
satisfied  customer  is  a  strong  asset  for  you. 

Write  ui  about  t/ie  ne-TV  counter  display 
casts  and  signs. 

Esterbrook  Pens 

Esterbrook  Pen  Mfg.  Co. 


.en 


18-70  Cooper  St.,  Camden,  N.J.,   U.S.A. 


Canadian  Agent: 

The    Brown    Bros.    Ltd 

Toronto,    Canada 


EBERHARD  FABER 

NEW  YORK 

RUBY  RUBBER  BANDS 

IN  ENVELOPES 


METAL    CABINET 

Handsomely  Lithographed  in 
Colors.  There  are  six  compart- 
ments each  containing  1  dozen 
envelopes  of  five  popular  sizes 
and  one  of  assorted  sizes  of 
RUBY  BANDS. 

Seventy-two  envelopes  of  the 
famous,  brilliant  red  RUBY 
RUBBER  BANDS. 

Saves  time  and  trouble  in  selling. 
Does  away  with  counting  and  weigh- 
ing. Just  hand  the  customer  an 
envelope  of  the  size  selected  from 
illustrations  on  front  of  cabinet. 
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Accountants' 
Columnar  Pads 

FOR  analytical  work  or  accountants' 
reports,  we  offer  fifteen  numbers  that 
are  ruled  on  strong  white  bond  paper, 
and  wire  stitched  to  board  backs. 
The  sheets  are  perforated  so  that 
they  can  be  easily  torn  out.  With 
the  exception  of  the  13  and  16  column 
sheets,  the  pads  contain  80  leaves 
each. 

WE  also  make  twelve  numbers,  each 
containing  50  leaves  of  Saxon  paper, 
and  from  6  to  30  rulings.  The  sheets 
are  not  perforated,  but  are  perman- 
ently bound  with  printed  pulp  board 
covers  and  cloth  back. 

Send  for  a  supply  of  small  folders  illustrating 
and  describing  tin  various  rulings  .v"///</;<</ 
in  this  fin'.  If  you  mill  si' n 'I  us  copy,  we 
will  imprint  them   for  you  free  of  chargt . 

NATIONAL 
BLANK  BOOK  CO. 

HOLYOKE,  MASS.,  U.S.A. 


NATIONAL 

ACCOUNTANTS'  COLUMNAR  PADS 


Everyone  uses  a  memorandum 
book  of  some  kind,  and  the  Do- 
minion Line  offers  a  range  of 
these  necessary  books  to  cover 
every  requirement.  In  a  variety 
of  binding  that  includes  every- 
thing from  brown  kraft  paper  to 
American  Russia,  in  all  sizes, 
shapes  and  styles,  with  a  corre- 
sponding range  of  prices. 

Are  you  acquainted  with  the  ex- 
tent of  our  complete  Canadian- 
made  list  of  blank  books?  If 
not,  let  us  send  you  a  catalog. 
We  shall  be  glad  to  give  you 
prompt  quotations  on  your  re- 
quirements. 


Dominion    Blank 
Book  Co.,  Limited 

Berthierville,  Que. 
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The  old  way 


The  new  way 


A  man  should  not  do  the  work  a 
machine  will  do  for  him 


A  merchant,  with  all  his  troubles, 
should  never  do  the  work  that  a  machine 
does  better  and  quicker. 

Our  newest  model  National  Cash 
Register  makes  the  records  which  a 
merchant  needs  to  control  his  business. 
It  does  fifteen  necessary  things  in  three 
seconds. 

Without  the  register  a  man  cannot  do 
these  things  in  half  an  hour. 


With  the  register,  even  a  new  clerk  can 
do  them  just  by  pressing  the  keys. 

Our  new  electric  machines  are  as  much 
better  than  old  machines  as  an  up-to-date 
harvester  is  ahead  of  a  sickle  for  cutting 
grain. 

The  latest  model  National  Cash  Register 
is  a  great  help  to  merchants  and  clerks. 
It  pays  for  itself   out   of  what  it  saves. 


Merchants  need  National  Cash  Registers  now  more  than  ever  before 


Fill  out  this 
coupon  and  mail 
to-day 


Dept.  02,  The  National  Cash  Register  Company  of  Canada,  Limited, 

Toronto,  Ont. 

Please  give  full  particulars  about  the  up-to-date  N.C.R.  System  for 
my  kind  of  business. 

Name 


Business. 
Address . 
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PICTURE  POSTCARDS 

A   unique  collection  to  suit  all  tastes 

Birthdays     Easters     Comics      Heather     Relatives 

Xmas  and  New  Year     Studies     Greetings 

Lovers     Lucky   Black   Cats 

St.  Patrick's  Day 


Specialty:  Local  View  Printing  from 
customers'  originals. 


New  Collection  of 

CHRISTMAS  FOLDING  CARDS 

$1.00  to  $7.00  per  gross. 

now  ready  ^WONDERFUL  VALUE!!! 


Writing  Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cabinets 

Birthday  Folding  Cards 


Terms:      Goods  shipped   through  London    Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 

The 

"PHILCO" 


Holborn  Place 


I 


PUBLISHING 
Co 

London,  W.C.I.    Eng. 


Cable  Address:     "  Philcoco,"  London 


William  Sinclair  &  Sons 


(Stationers) 


Limited 


Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:— 22.  Ivy  Lane.  Paternoster  Row.  E.C.  4 


THE  "REGENT"  LEVER  FILE 
Packs  Flat. 

Manufactured  by 


The 

Four 
Leading 
Lines  in 

Letter 

Files 

ROTAX       Spring 
Clip 

KISMET      Quick 

Binder 
FALINGE      Flat 

File 
REGENT     Lever 

File 

(Packs  Flat) 

Specially 

designed  for 

EXPORT 


W.  H.  HILTON  &  CO. 

VEROTAX  WORKS,  ROCHDALE,  England 

Catalogues  and  Samples  on  application. 


WE  ARE  NOW  SELLING  ALL 
THE  BOOKS  WE  CAN  PRODUCE 

Percival  Marshall  &  Co.  regret 
to  announce  that  owing  to  the 
paper  shortage  they  are  unable  to 
open  new  accounts  for  the  supply 
of  their  popular  technical  hand- 
books. These  books  have  a  world- 
wide reputation,  and  are  in  con- 
stant demand  all  through  the 
British  Empire.  Canadian  book- 
sellers who  wish  to  take  advant- 
age of  the  industrial  boom  after 
the  war  should  negotiate  for  a 
supply  of  Percival  Marshall  books 
as  soon  as  peace  is  in  sight. 

PERCIVAL  MARSHALL  &  CO., 

TECHNICAL  JOURNAL   AND 
BOOK   PUBLISHERS 

66  Farringdon  St.,  LONDON,  ENGLAND 
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ONE  MAPLE  LEAF   FOR 
EVERY    ONE  ON   SERVICE 


Your    Customers 
—Can  You  Supply 
Them? 

Canadian  Service 
Flags  and  Pennants 
are  popular  and  pat- 
riotic. We  are  offer- 
ing attractive  prices 
to  the  trade. 

Get  in  touch  with  us 
at  once. 


TORONTO    TROPHY    CRAFT    CO.,  TORONTO 


I 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higg 


ins 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
<!   Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and   best   Inks  and  Adhesives 

These  manufactures  have  a -unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.   London 


271    Ninth  St. 
BROOKLYN.  N.Y. 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  pen  will  prove  a  mighty 
fine   seller   for   every   live  dealer. 


ISf  sure   to  Bee  samples  before  you  order  your  new   stock.    You  11 
tin  1  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


The   Trade  Mark  of 
Quality  Merchandise 

This  brand  on  your  next  stock 
of  fine  stationery  will  be  a  guar- 
antee to  you  of  the  very  utmost 
in  quality  and  an  assurance  of 
genuine  customer  satisfaction. 
Order  now  from  the  Up-to-date 
House  of  the  West. 

CLARK  BROS.  &  CO.,  Ltd. 

WHOLESALE  STATIONERS 

WINNIPEG  and  EDMONTON 


GETTHEBESTI  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Facsimile  of  Water  Mark 


Superfine  Linen  Record 
Notepaper  &  Envelopes 

MADE  IN  CANADA 

This  is  the  finest  quality  bond  paper, 
crisp,  strong  and  with  excellent  writing 
surface.  We  especially  recommend  the 
large  octavo  also  called  commercial  size 
for  your  gentlemen  customers.  It  will 
please  the  most  discriminating. 
Made  in  White  and  Azure,  and  the  fol- 
lowing sizes: 

Commercial. 
Small  Octavo. 
Empress. 


Ask   Your   Wholesaler  for  Prices 


THE  ROLLAND  PAPER  CO.,  LIMITED 


General  Offices : 

142  St.  Paul  St.  W.. 

Montreal,  P.Q. 


High-Grade  Paper  Makers 


Mills  at  St.  Jerome 

and 
Mont-Rolland,   P.Q. 


Dealers! 

Get  our  1918   General 
Catalog  just  issued! 

It  is  brimful  of  "best  sellers" 
in  Stationery,  Fancy  Goods, 
Toys,  Dolls  and  Novelties. 

Just  the  sort  of  goods  you 
need — the  goods,  you'll  feel 
like  recommending  because 
you  know  they've  got  the 
real  customer-pleasing  quali- 
ties. 

You  need  a  copy  of  this  cata- 
log. Write  for  it  to-day. 
It  will  be  a  big  help  to  you 
in  selecting  stocks  that  sell 
and  satisfy. 

We'll  mail  it  by  return — free 
of  charge. 

Bell  Novelty  &  Fancy  Goods 
Company,  Limited 

Importers  and  Wholesalers  Stationery,  Drug 
Sundries,  Toys,  Dolls 

Hargrave  and  Cumberland  Ave.,  Winnipeg 


"WORLD"  Blotting 
Speaks: 

*'/  am  '  WORLD'  Blotting.       I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in   my  presence  and   bear  my   final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those  busy   toilers   who  are  my  constant   friends  ?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,  VA.,  U.S.A. 
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Make  More  Money 

In  Selling 
Periodicals 

The  Imperial  news  trade  service  will  enable  you  to  do  that 
with  leading  American  Magazines  as  well  as  British  Pub- 
lications. 


YOU,  Quebec  Province  and  Eastern  Ontario  Newsdealers,  can  stop  one  leak — SAVE 
MONEY  on  your  EXCHANGE—TAKE  ADVANTAGE  of  the  IMPERIAL  SERVICE 
on  American  Magazines.  It  is  not  necessary  to  divide  your  Magazine  business  and  so 
pay  more  charges  than  necessary.  Let  us  tell  about  the  IMPERIAL  SERVICE, 
supplying    the    following    periodicals: 


Munsey's 
Argosy 

Railroadman's 
All    Story 
Jack   Canuck 
Pictorial    Review 
Ladies'   Home  Journal 
Saturday  Evening  Post 
Country    Gentleman 
Everywoman's    World 
Literary    Digest 


Colliers' 

Parisienne 

Saucy    Stories 

Smart    Set 

Casmopolitan 

Hearst's 

Good     Housekeeping 

Harper's   Bazaar 

Motor 

Motor    Boating 


Puck 

Field    and   Stream 

Fascinating     Fiction 

Clever    Stories 

Metropolitan 

Canada    Weekly 

Motion     Picture    Magazine 

Motion     Pictu.c    Classic 

Canadian    Boy 

La    Vie    Canadienne 

Statesman 


Send    for    Order    with    Prices    and    Conditions. 


The   news   dealer   to-day   wants   a   square   deal,    and   we'll   see  that   he   gets    it.      Our   magazines   are   shipped 
in    time  to    reach    you    on    selling    date. 


Imperial  News  Co.,  Limited 


348  St.  James  Street 
MONTREAL 


3 
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"It's  a  Peach  of  a  Seller,  send 
me  fifty  more"— 

So  wired  one  of  our  customers  the  other  day,  of 

Dere  Mable 


Do  you  want  your  customers  to  get  down  on 
the  grass  and  roll  with  laughter? 

Sell  'em  DERE  MABLE 

You  can  recommend  this  book  to  be  sent  to  the  boys  "Over  Yonder"  to 
chirk  'em  up.    And  you'll  be  thanked.     Every  copy  sells  another. 

N.B. — We  have  a  job  keeping  a  stock  of  DERE  MABLE.  Somehow, — 
like  ice  cream  these  days — "it  won't  keep."  The  demand  is  sure  to  strike 
your  town  soon.    Are  you  ready? 

100, COO  already  printed — the  presses  can't  keep  up. 


Unusual  Value  Again--- 

IN  THE  DAY  OF  BATTLE 

You  may  have  said,  sometimes,  th£  t  you  couldn't  sell  poems.  Perhaps  you 
couldn't.  But  turn  to  the  contents  of  IN  THE  DAY  OF  BATTLE  and  show 
your  customers  the  best  war  verse  of  Eudyard  Kipling,  Rupert  Brooke,  Alan 
Seager,  W.  W.  Gibson,  Richard  Glaenzer  Butler,  Robert  W.  Service,  Percy 
Mackaye,  Horace  Wyatt — and  three-score  of  others — material  never  before 
printed  in  a  collection. 

Two  Editions  Have  Already  Been  Sold 

This  is  a  new  and  enlarged  edition.     Special  cloth  and  board 
cover,  with  tipped-on  title  paper         -         -         -         -         $1.25 

WILLIAM  BRIGGS,  Publisher 

TORONTO,  ONTARIO 
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M 


arie 


Booth 


Corelli        Tarkington 


Kathleen 


George   Barr 


Elizabeth 


Norris  McCutcheon  Robins 

WHAT  a  String  of  Best-Sellers  !  See  their  new  books  in  the  list  below.  The 
Canadian  authors'  books  are  mighty  attractive,  too.  Study  them  a  little— the 
first  five. 


IN    FLANDERS   FIELDS 
By   Col.  John   McCrae 
.$1.25 

The  poem  by  this  title  has  floated  around  the 
world  so  that  there  will  be  an  enormous  demand 
for  others  by  the  same  author.  This  collection  of 
Col.  McCrae's  verse,  which  has  not  heretofore  been 
published,  will  include  a  strong-  human  interest 
biography  by  Col.   McCrae's  brother. 

THE  GLORY  OF  CANADA 
By   F.   A.   McKenzie 
$1.50  Net 

Canada's  part  in  the  war  outlined  by  a  Canadian 
war  correspondent  who  has  been  through  the  thick 
of  it.  Thrilling  stuff  which  makes  your  blood  run 
faster. 

THE   ROMANCE  OF   WESTERN   CANADA 
By   R.  R.  MacBeth 
$1.50   Net 

The  newest,  freshest  book  covering-  the  Canadian 
West,  well  illustrated  with  hitherto  unpublished 
photographs,  including  the  four  Western  Premiers. 
A  purely  made-in-Canada  book  with  a  specially 
striking    colored   wrapper. 

OUT  OF  THE  JAWS  OF  HUNLAND 

By   Pte.   Jack   Evans   and    Corp.   Fred    McMullen 

$1.35  Net 

A  thrilling  story  of  the  life  in  and  escape  from 
German  prison  camps  on  the  part  of  two  Canadian 
boys,  with  an  extraordinary  picture  of  internal  con- 
ditions  in   Germany. 

KAN-UK,  THE  KUTE 
By    Frank    Burne    Black 
75c 

Imagine  writing  an  ironical  description  of  things 
as  they  are  in  Kan-a-Da  and  Am-er-Eka  in  war 
time,  in  Biblical  text,  and  you  have  this  book!  It 
has  roars   of  laughter  in   it. 

THE  LIGHT  ABOVE  THE  CROSS  ROADS 

By  Mrs.  Victor  Rickard 

$1.50 

Put  a  young  Englishman  educated  in  Germany, 
and  attached  to  the  British  Diplomatic  Service  in 
the  house  of  his  country's  foes,  with  a  real,  heartful 
love  story  mixed  in,  and  you  have  a  plot,  surely. 
This  is  a  novel  with  originality,  strength  and  virility. 


THE  YOUNG  DIANA 
By   Marie  Corelli 
$1.35  Net 

A  new  Correlli  novel.  Think  of  how  a  windowful 
of  these  will  pull!  This  one  is  the  story  of  an  un- 
usual  scientific   experiment   involving   life   and    love. 

THE  MAGNIFICENT  AMBERSONS 

By    Booth   Tarkington 

$1.50 

Another  Tarkington  novel.  Well,  you  know  how 
people  like  them!  This  is  a  story  of  social  service 
to-day. 

THE  CITY  OF  MASKS 
By  George  Barr  McCutcheon 
$1.50   Net 

McCutcheon  again!  How  many  of  your  custo- 
mers only  need  to  be  told  that  you  have  a  new 
McCutcheon  novel  ?  This  one  deals  with  common- 
place  aristocracy   in   city   life. 

JOSSELYN'S  WIFE 
By  Kathleen  Norris 
$1.35   Net 

Still  another  best-selling  author.  Kathleen  Nor- 
ris' name  in  your  window  is  in  itself  a  guarantee 
of  good   sales. 

THE  CRACK   IN  THE  BELL 
By  Peter  Clark  Macfarlane 
$1.35   Net 

Your  customers  who  read  Macfarlane  stories  in 
the  "Saturday  Evening  Post"  will  be  well  prepared 
for  this  book,  since  they  always  want  more  of  his 
material. 

CAMILLA 

By  Elizabeth  Robins 

$1.50   Net 

The  style  and  quality  of  Mrs.  Robins'  work  is 
well  known,  and  readers  who  like  an  analytical 
style  will   be  pleased   with   this. 

GERMAN  ATROCITIES 
By  Newell  Dwight  Hillis 
$1.00  Net 

Dr.  Hillis'  name  is  at  once  a  guarantee  of  verity. 
The  book  furnishes  legal  evidence,  official  records, 
affidavits,  enough  to  convince  the  whole  world  in 
all  time  to  come,  that  there  is  no  safety  to  the  race 
aside   from    the    crushing    of   Prussianism. 


WILLIAM   BRIGGS,   Publisher 

TORONTO,  ONTARIO 
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Active  Service  Banners 


Made  with  any  com- 
bination 1  to  10 
leaves.       All    same 

price. 
Price  $15.00  per    100 


MADE  of  Good 
Quality  Sat- 
een. Colors, 
white  centre;  blue 
border,  Red  Maple 
Leaf  with  Autumn 
Tints. 

Canada's  National 
Emblem  is  at  its  best 
in  the  Fall  when  it 
is  a  Rich  Red  with 
the  Autumn  Tints, 
and  it  fittingly  re- 
presents the  Red 
Blooded  Canadian 
who  is  at  his  or  her 
best  when  serving 
King  or  Country  on 
Active   Service. 

For  those  who  have 
made  the  supreme 
sacrifice,  the  Royal 
Color,  Purple,  is 
used. 


We  also  make  the  ACTIVE  SERVICE 
BANNER  in  SILK.  Same  colors  and  same 
variety  of  MAPLE  LEAVES.  Size  81  x  12) 
inches. 

Price,  $7.50  per  Dozen 


Registration  Card  Cases 


.  \ni  w  I'M. Is  I  K  \  I  ION 
I   t  K  III  II    \  I  I 


Everyone  over  16 
years  of  age  has  to 
carry  a  Registration 
Certificate. 

We  estimate  there 
will  be  at  least  four 
million  of  these  cases 
sold  throughout  Can- 
ada. Get  your  share  of 
the  trade. 

This  style  made  in 
two  qualities. 

M.N.  71— $3.00  dozen. 

Made  of  good  quality 
Fabrikoid,  black. 

M.N.  72— $4.00  dozen. 

Made  of  Seal  Grain 
Leather,  black.  Space 
with  transparent  sur- 
face to  hold  registra- 
tion certificate. 

Space  for  cards,  etc., 
three  spaces  for  car 
tickets. 

R.R.  1— Black  Fabri- 
koid back;  transparent 
front.    $1.20  dozen. 

R.R.  2— Better  quality 
Black  Fabrikoid  back. 
Transparent  front. 
$1.80  dozen. 
Many  other  styles  of 
Cases,  Purses  and  Wal- 
lets with  space  for 
Registration  Certificate. 
•  Write  for  Catalogue. 


Pugh   Specialty    Co.,    Limited 

38-42  Clifford  Street,  Toronto,  Canada 


What's  Wanted 


Almost  every  month  you  want  some- 
thing which  you  could  quite  easily 
secure  by  consulting  with  your  fellow 
Booksellers. 

Perhaps  you  need  a  clerk.  The  best 
of  them  read  Bookseller  and  Sta- 
tioner and  watch  the  "Wanted"  page 
for  new  opportunities. 

Possibly  you  want  to  buy  or  sell  a 
stationer's  business.  Bookseller  and 
Stationer's  subscribers  are  the  best 
prospects  in  Canada.  Talk  to  them 
through  our  columns  with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange 
some  surplus  stock?  Here  again  the 
Want  Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  in- 
sertion; 1  cent  per  word  for  subse- 
quent insertions  of  the  same  ad.  Box 
Number  5  cents  extra. 


Every  Ambitious  Merchant 


SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.60  Post  Paid 

Sent  postpaid  only  on  receipt  of  price. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING  CO. 

143-153  UNIVERSITY  AVENUE    ::   TORONTO 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 


Vol.  XXXIV. 


AUGUST,  1918 


No.  8 


IN  THIS  ISSUE 

Post  Card  Embargo  Lifted. 

Leaves  From  the  Other  Fellow's  Book. 

Give  the  Small  Retailer  Consideration. 

Loose  Leaf  Window  Display. 

News  of  the  Leather  Goods  Trade. 

New  Toys  on  the  Market. 

The  Big  Jobbing  Houses. 

Wallpaper  Outlook  for  1919. 

Keep  on  Urging  Books  For  Soldiers. 

The  Best  Selling  Books  in  Canada. 

Monthly  Record  of  New  Books. 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 

JOHN  BAYNE  MACLEAN,  President  H.  T.  HUNTER,  Vice-President 

H.  V.  TYRRELL,  General  Manager  T.  B.  COSTAIN,  General  Managing  Editor. 

Publishers  of  Hardware  and  Metal.  The  Financial  Post.  MacLean's  Magazine,  Farmer's  Magazine, 
Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review.  Printer  and  Publisher,  Bookseller  and 
Stationer,  Canadian  Machinery  and  Manufacturing  News,  The  Power  House,  The  Sanitary  Engineer. 
Canadian   Foundryman,   Marine   Engineering  of   Canada. 

Cable    Address :    Macpubco,    Toronto ;    Atabek,    London,    Eng. 

ESTABLISHED    1887 
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FINDLAY  I.  WEAVER,   Manager 
CHIEF   OFFICES: 

CANADA — Montreal,    Southam    Building,    128   Bleury    Street;  Telephone  Main   1004.     Toronto,   143-153  University  Ave 

Telephone    Main    7324 ;    Winnipeg,    1207    Union    Trust  Building,    Telephone   Main    3449. 
vSREAT    BRITAIN— LONDON,    The   MacLean    Company   of   Great  Britain,   Limited,  88  Fleet  Street,   E.C.,   E.  J.  Dodd, 

Director.     Telephone  Central   12960.     Cable  Address :  Atabek,   London,   England. 
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BOOKS  WITHOOT  WHICH  YOOR  STOCK  IS  INCOMPLETE 


Anne  of  Avonlea  -  -  L.  M.  Montgomery 
At  the  Foot  of  the  Rainbow 

Gene  Stratton-Porter 
Bent  Twig,  The       -     -     Dorothy  Canfield 

Betty    Zane Zane    Grey 

Border  Legion  ....  Zane  Grey 
Burning  Daylight     -  Jack  London 

Certain  Rich  Man,  A.  -  Win.  A.  White 
Clansman,  The  -  -  -  Thomas  Dixon 
Clarion,  The  -  Samuel  Hopkins  Adams 
Come  Out  of  the  Kitchen,  Alice  D.  Miller 
Common  Law,  The  -  Robert  W.  Chambers 
Crisis,  The  -  -  -  Winston  Churchill 
Crossing,  The  -  -  Winston  Churchill 
Daddy  Long  Legs  -  -  Jean  Webster 
Dear  Enemy       -     -     -     -     Jean  Webster 

Desert   Gold Zane   Grey 

Fifth  Wheel,  The  -  Olive  Higgins  Prouty 
Following  of  the  Star,  The 

Florence   Barclay 
Fool  and   His  Money,  A. 

Geo.  B.  McCutcheon 
Fortunate  Youth,  The  -  Wm.  J.  Locke 
Freckles      -  Gene  Stratton-Porter 

Garden  of  Allah,  The,  Robert  W.  Hichens 
Georgina  of  the  Rainbows 

Annie   F.  Johnston 
Girl  from  Alsace,  The 

Burton  E.  Stevenson 
Girl  of  the  Limberlost 

Gene  Stratton-Porter 
Happy  Hawkins  -  -  Robert  A.  Wason 
Harvester,  The  -  Gene  Stratton-Porter 
Heart  of  Rachael,  The  -  Kathleen  Norris 
Heritage  of  the  Desert,  The  -  Zane  Grey 
Heart  Throbs  -  Joe  Mitchell  Chappie 
History  of  Mr.  Polly,  The  -  H.  G.  Wells 
Hollow  of  Her  Hand,  The 

Geo.  B.  McCutcheon 
In  the  Russian  Ranks  -  John  Morse 
Jewel     -  -     Clara  Louise  Burnham 

Jewel's  Story  Book 

Clara  Louise  Burnham 


Just  David 
"K"      -     - 
Kazan 
Laddie 


-     Eleanor  H.  Porter 

Mary  Roberts  Rinehart 

-James  Oliver  Curwood 

Gene    Stratton-Porter 


Last  of  the  Great  Scouts,  The 

H.  C.  Wetmore  and  Zane  Grey 
Last  of  the  Plainsmen,  The  -  Zane  Grey 
Law  of  the  North  -  -  -  S.  A.  White 
Light  of  Western  Stars,  The  -  Zane  Grey 
Lone  Star  Ranger,  The  -  -  Zane  Grey 
Lorna  Doone  -  -  -  R.  D.  Blackmore 
Making  Over  Martha  -  Julie  M.  Lippmann 
Martha-By-The-Day  -  Julie  M.  Lipmann 
Mavericks  -  -  Wm.  MacLeod  Raine 
Michael  O'Halloran  Cent-  Stratton-Porter 
Mildew  Manse  -  -  Belle  K.  Maniales 
Miss  Billy's  Decision  -  Eleanor  H.  Porter 
Miss  Billy  Married  -  Eleanor  H.  Porter 
Missing  -  -  -  Mrs.  Humphry  Ward 
Mistress  of  Shenstone,  The 

Florence  L.  Barclay 
Molly  Make-Believe  -  Eleanor  H.  Abbott 
Mother   Carey's   Chickens 

Kate  Douglas  Wiggin 
Nan  of  Music  Mountain 

Frank  H.  Spearman 
Nurse's  Story,  The  -  Adele  Bleneau 
Old  Rose  and  Silver  -  Myrtle  Reed 
On  With  Torchy  -  -  -  Sewell  Ford 
Penrod  and  Sam  -  Booth  Tarkington 
Persuasive  Peggy  -  Maravene  Thompson 
Pirate  of  Panama,  The 

Wm.   MacLeod    Raine 
Polly  of  the  Hospital  Staff 

Emma  C.  Dowd 
Poor  Little  Rich  Girl  -  Eleanor  Gates 
Prudence  Says  So  -  Ethel  Hueston 
Queed  -  -  -  Henry  Sydnor  Harrison 
Rainbow  Trail,  The  -  -  -  Zane  Grey 
Rebecca  of  Sunnybrook  Farm 

Kate  Douglas  Wiggin 
Riders  of  the  Purple  Sage,  The  Zane  Grey 


All  In  Popular  Copyright  Edition 

ORDER   THROUGH    YOUR    JOBBER,    OR    DIRECT    FROM 

Grosset  &  Dunlap,  1 140  Broadway,  New  York 

GEO.  J.   McLEOD,  LIMITED  266  "ftSSKS"  west 
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Richard  Carvel  -  -  Winston  Churchill 
Rosary,  The  -  -  Florence  L.  Barclay 
Rose  Garden  Husband,  The 

Margaret  Widdemer 
Ruggles  of  Red  Gap  -  Harry  Leon  Wilson 
Satan  Sanderson  -  Hallie  Erminie  Rives 
Saturday's  Child  -  -  Kathleen  Norris 
Secret  Garden,  The  -  Frances  H.  Burnett 
Secret  of  the  Storm  Country,  The 

Grace  Miller  White 
Seventeen  -  -  -  Booth  Tarkington 
Shorty  McCabe  -  -  -  -  Sewell  Ford 
Skinner's  Dress  Suit  Henry  Irving  Dodge 
Snow  Burner,  The  -  -  Henry  Oyen 
Song  of  the  Cardinal,  The 

Gene  Stratton-Porter 
Son  of  the  Hills,  A  -  Harriet  T.  Comstock 
Spinner  in  the  Sun,  A  -  Myrtle  Reed 
Stella  Maris  -  -  -  -  Wm.  J.  Locke 
Steve  Yeager  -  -  Wm.  MacLeod  Raine 
Street  of  Seven  Stare,  The 

Mary   Roberts  Rinehart 
Tess  of  the  Storm  Country 

Grace  Miller  White 
Told  By  Uncle  Remus 

J.  ("handler   Harris 

Torchy        Sewell    Ford 

Trail  of  the  Lonesome  Pine,  The 

John  Fox,  Jr. 
Trying  Out  Torchy  -  -  Sewell  Ford 
Turmoil,  The  -  -  -  Booth  Tarkington 
Valley  of  the  Moon,  The  -  Jack  London 
V.V.'S  Eyes  -  Henry  Sydnor  Harrison 
Weaver  of  Dreams,  A  -  Myrtle  Reed 
When  A  Man  Marries 

Mary  Roberts  Rinehart 
Wild  Animals  at  Home 

Ernest  Thompson  Seton 
Wild   Animals   I   Have  Known 

Ernest   Thompson   Seton 
Yellow  Dove,  The    -     -     -     George  Gibbs 


Editorial  Chronicle  and  Comment 


SCHOOL  OP KM  NO  TRADE 

SCHOOL  opening  trade  is  of  vital  importance  t<> 
the  head's  of  schools  as  well  as  to  the  retail  book- 
sellers and  stationers.  The  service  which  is  afforded 
by  the  retailers  in  supplying  school  requirements 
lias  a  decided  bearing  on  efficiency  within  the  schools 
particularly  in  the  early  days  of  the  term.  It  will 
be  good  business  policy,  therefore,  for  retailer-  to 
consult  the  heads  of  schools  and  through  their  co- 
operation get  a  line  on  probable  requirements  both 
to  assure  adequate  supplies  being  on  hand  and  to 
provide  against  over-sloicking  or  putting  in  new 
stocks  of  goods  which  may  perhaps  have  not  been 
included  in  revised  plans  of  those  in  charge  of  the 
schools. 

If  the  retailer  has  not  already  planned  his  school 
opening  window  this  should  be  done  at  once  and 
August  15  will  not  be  too  soon  to  actually  install  it. 


THE  BIO  JOBBING  HOUSES 

CANADIAN  booksellers  and  stationers  are  for- 
tunate in  the  calibre  of  the  big  wholesale  job- 
bing houses  by  which  they  are  served.  These  whole- 
sale concerns  compare  most  favorably  with  those 
of  any  other  country  and  some  of  them  have  grown 
into  institutions  of  the  first  order  among  Canadian 
commercial  houses,  with  a  history  dating  back  over 
half  a  century.  The  continued  expansion  of  these 
concerns  is  a  concrete  illustration  of  the  real  place 
which  the  jobbing  house  has  in  successful  mer- 
chandising. But  for  the  existence  of  these  houses 
with  the  service  they  afford  the  trade,  the  average 
retailer  could  not  carry  on  his  business  nearly  so 
economically 

Sometimes  the  wholesalers  are  not  given  quite 
the  measure  of  appreciation  they  should  have  from 
the  retailers,  many  of  whom  show  very  little  grati- 
tude for  the  real  service  they  get  from  the  wholesale 
business. 

Take,  for  instance,  the  question  of  enclosures. 
This  has  been  taken  up  before  by  Bookseller  and 
Stationer,  but  it  will  do  no  harm  to  remind  the 
trad<e  again  that  good  judgment  should  be  exercised 
in  making  requests  for  enclosures  of  goods.  Some- 
times half  a  dozen  big  parcels  come  showering  in 


upon  one  linn  whose  shipment  to  the  merchant  to 
whom  the  enclosures  are  consigned  may  be  only  one 
book  or  a  box  of  envelopes.  This  is  really  abusing 
a  privilege  although  it  i<  frequently  done  thought- 
lessly. 

Another  grievance  which  the  wholesalers  have 
is  the  practice  some  retailers  have  of  returning  drafts 
without  giving  any  reason  whatever  for  so  doing. 
This  practice  is  one  that  undermines  credit,  doing 
the  retailer  himself  far  more  harm,  possibly,  than 
he  realizes,  besides  which  it  is  a  handicap  for  whole- 
saler- in  their  financing.  The  system  of  payment  by 
draft — "trade  acceptances" — is  a  benefit  to  business. 
In  the  United  States  earnest  efforts  are  being  made  t<> 
get  it  generally  introduced.  In  Canada  it  has  existed 
so  long  that  merchants  are  apt  to  overlook  the  fact 
that  it  is  a  real  benefit  to  them  as  well  as  to  the 
wholesale   trade. 


THE  BACK  TO  THE  CITY  MOVEMENT 

MANUFACTURERS  of  many  lines  are  experi- 
encing difficulty  in  securing  the  necessary  pro- 
duction by  reason  of  scarcity  of  help.  On  top  of  the 
ordinary  domestic  orders,  the  Canadian  and  United 
States  governments  arc  urging  production  for  their 
needs.  It  is  a  situation  which  is  causing  the  manu- 
facturer a  great  deal  of  worry  and  unfortunately  re- 
lief does  not  seem  in  sight. 

l.ahor  is  not  as  mobile  as  one  could  wish.  Some- 
times a  manufacturer  will  take  the  old  attitude  of  the 
prophet  and  say.  "If  the  mountain  will  not  come  to 
Mohammed,  Mohammed  will  go  to  the  mountain." 
He  will  put  a  branch  plant  in  some  locality  where 
help  is  plentiful.  Branch  plants,  however,  are  not 
operated  without  a  good  deal  of  extra  trouble,  and 
sometimes  this  extra  trouble  more  than  offsets  the 
benefit  of  the  extra  labor  secured. 

There  is  this  cheering  feature  at  the  present  time; 
with  the  fall,  when  the  farm  work  is  quieting  down, 
there  will  come  back  to  the  manufacturer  many  la- 
borers who  have  gone  out  to  work  on  the  land,  also 
girls  who  responded  to  the  call  for  Farmerettes.  This 
"Back  to  the  City"  movement,  in  the  fall,  will  to  a 
considerable  extent  ease  up  conditions  and  make  pos- 
sible a  big  increase  in  the  year's  production. 
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One  of  the  first  victims  of  the  new 
second  class  postal  rates  put  into  force 
in  the  U.S.  is  "Every  Week,"  which  has 
been   discontinued. 

W.  F.  Cassidy,  bookseller  and  stationer 
of  Chatham,  N.B.,  is  a  member  of  the 
1918  municipal  council  and  was  this 
year    made    Chairman    of   Finance. 

The  Magnet  Toy  Co.  is  hard  at  work 
on  the  property  purchased  from  the  Orr 
estate  remodelling  and  getting  things 
in  shape  for  installing  of  machinery. 
They  hope  to  be  in  working  order  at  an 
early   date. — "Bobcaygon    Independent." 

At  the  recent  annual  meeting  of  the 
Stationers'  Association  of  the  United 
Kingdom,  whose  headquarters  are  at 
London,  England,  a  resolution  was 
unanimously  carried  in  favor  of  the 
adoption  of  decimal  coinage,  and  a  fur- 
ther resolution  was  passed  with  great 
enthusiasm  to  the  effect  that  le»islatioi. 
.should  be  enacted  limiting  the  purchase.- 
of  public  spending-money  bodies  to 
goods  manufactured  within  the  British 
Empire  and  by  Britain's  allies. 

M.  Y.  KEATING  PASSES 

The  death  occurred  at  St.  Catharines, 
m  July  7,  of  M.  Y.  Keating,  who  for 
many  years  conducted  a  book  and  sta- 
tionery business  in  that  city.  He  was 
at  one  time  Mayor  of  St.  Catharines, 
served  for  several  years  as  an  alderman, 
and  was  for  many  years  secretary  of 
the  Separate  School  Board. 

INCREASED   COSTS. 

Here  is  a  significant  paragraph  from 
the  advertisement  of  a  United  States 
publishing-  house  in  one  of  the  trade 
papers  of  that  country: 

"Book  prices  are  rising  and  are  going 
to  go  a  good  deal  higher.  It  would  help 
"if  you'd  explain  to  your  customers  that 

1.  Paper  has   advanced  about  110  per 

cent,   since   1916. 

2.  Binding  has  advanced  55  per  cent. 

since  December,  1917. 

3.  Printing  has  advanced  over  25  per 

cent,    since    December,    1917. 

4.  That  even  if  novels  come  to  be  pub- 

lished at  $2.00  net,  the  purchaser 
will  not  be  paying  as  great  an 
increase  over  pre-war  prices  as 
the  publisher  is  now  paying  to  his 
manufacturer." 

FIRE  IN  TOY  FACTORY 

Fire  did  $700  damage  to  building  and 
contents  of  the  Galbraith  Specialty  Co., 
toy  manufacturers,  Owen  Sound,  on 
Tuesday,  July  16. 


APPOINTED  BUSINESS  MANAGER 
T.  S.  Sinnott  Made  Business  Manager  of 

the  Imperial  News  Co.,  Limited — Well 
Known  to  the  Retail  Trade 
From  Coast  to  Coast 
The  announcement  has  been  made  that 
T.   S.   Sinnott  has  been   appointed  busi- 
ness manager  of  the  Imperial  News  Co. 
Ltd.,  of  Montreal,  Toronto  and   Rcg'na. 
Mr.  Sinnott  is  at  present  manager  of  the 
Winnipeg    branch,    and    the    above     will 
mean  an  extra  office  for  him  to  fill.    The 
news    will    give    great    pleasure    to    Mr 
Sinnott's    many    friends.        He    is     well 
known  to  the  retail  trade  from  coast  to 
coast,   having   travelled   for   some    years 


T.   s.   SINNOTT 

as  outdoor  representative  of  the  Imperial 
News  Co.,  Ltd.  He  has  been  with  this 
company  altogether  eleven  years. 

The  new  business  manager  of  the  Im- 
perial News  Co.  was  very  prominent  in 
athletics  twenty  years  ago,  being  a  well- 
known  sprinter  in  the  Old  Country,  and 
a  member  of  the  Athletic  Club  and  South 
London  Harriers,  two  of  the  best  known 
athletic  clubs  in  the  country.  He  was  the 
man  who  discovered  the  great  runner 
Alfred  Shrubb,  making  him  a  member  of 
his  club,  the  South  London  Harriers,  and 
travelling  with  him  in  his  amateur  days 
all  over  Great  Britain.  When  Shrubb 
came  to  Canada,  Mr.  Sinnott  acted  on  his 
behalf  in  all  his  big  matches  with  Long- 
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boat.  It  is  not  generally  known  that 
when  Shrubb  ran  his  first  race  in  New 
York  against  Longboat,  at  the  Marathon 
distance,  he  was  afraid  to  trust  his  meals 
with  strangers,  and  had  them  cooked  by 
Mrs.  Sinnott  in  Toronto  and  conveyed  to 
New  York. 

BOOK   ROOM   AFAIRS 

Rev.  Dr.  Wm.  Briggs  reported  to  the 
Methodist  conference  that  the  Book 
Room  had  a  record  year  with  a  turnover 
of  $923,000,  and  sales  of  $368,000,  an  in- 
crease of  $92,000.  Sales  of  the  new 
hymn  book  totaled  126,000  at  $20,000. 

"We  have  had  to  raise  wages  to  meet 
the  increased  cost  of  living,"  said  he. 
"We  made  wage  increases  of  $31,000  last 
year,  an  increase  varying  from  25  to 
33  1-3  per  cent." 

The  Book  Room  had  been  hard  hit  for 
labor,  over  100  of  its  350  employees  hav- 
ing gone  to  war. 

In  addition  to  higher  wages,  materials 
had  cost  $55,000  more.  The  Book  Room 
in  its  two  buildings  burned  2,600  tons 
of  coal. 

The  old  Book  Room  on  Richmond 
street  was  being  held  until  the  real  es- 
tate market  improved.  It  was  valued  at 
§600,000.  The  new  building  on  Qu:en 
west  had  cost  $822,000,  but  was  built 
strong  enough  for  five  storeys  on  top  of 
the  present  five. 

Net  profits  he  intimated,  were  about 
$30,000,  of  which  $15,000  went  to  the 
Superannuation   Fund. 

A  new  edition  of  the  new  hymn  book, 
words  and  music,  was  to  be  issued  with 
larger  type  at  a  $2  price. 

J.  F.  Ellis  moved  a  resolution  of  con- 
gratulation to  Dr.  Briggs.  "I  want  to 
warn  him  that  he  will  find  this  year 
harder  than  last,  and  the  higher  cost  of 
living  demands  a  wage  increase  of  at 
least  50  per  cent.,"  he  said.  The  motion 
was  carried. 

LIFE  IN  A  TANK 

Captain  Richard  Haigh's  book  tells 
about  charging  under  fire  in  a  tank.  It's 
title  is  "Life  in  a  Tank." 

Enclosed  in  steel  walls,  deafened  by 
the  clank  of  machinery,  hot,  grimy,  half- 
stifled,  this  new  kind  of  an  engineer 
drives  into  action.  As  he  lumbers 
through  the  murderous  fire,  the  machine 
guns  play  a  devil's  tattoo  against  his 
sides,  punctuated  by  the  crash  of  bombs 
flung  point  blank  by  gray  figures  that 
melt  away  under  the  sweep  of  the  guns. 
It's  a  new  kind  of  war  with  a  new  kind 
of  thrill  that  is  described. 


War  Trade  Board  Revises  Order 

Postcards  May  Come  in— Action  as  to  Greeting  Cards  to  be  Taken  Within  a  Fortnight 


Following  is  from  a  letter  written  by 
the  Postcard  and  Greeting  Card  Asso- 
ciation, to  the  War  Trade  Board,  Ottawa, 
under  date  of  July  23: 

Restricted  Imports 

"We  have  delayed  sending  you  the 
figures  asked  for  in  your  favor  of  July 
8,  as  we  have  been  endeavoring  to  get 
actual  figures  instead  of  estimated  from 
the  various  importers  of  picture  post 
cards    and    greeting    cards. 

"We  have  also  enlarged  the  scope  of 
cur  association,  taking  in  the  greeting 
card  importers,  who  do  not  handle  post- 
cards, so  as  to  make  our  figures  more 
complete. 

"We  are  now  giving  figures  showing, 
as  closely  as  possible  the  requiraments 
of  the  trade  for  one  year  in  post  cards 
and  greeting  cards,  making  separate 
figures  for  both  lines. 

Picture  Post  Cards 

28,173,000,     at     $3 

per  M $84,519.00 

Duty  on  $84,519.00 

at  30  per  cent.  .  .$25,355.70 
Postage  on  28,173,- 

000  at  2c   563,460.00 


$588,815.70 


Trade  balance    $84,519.00. 

Against  loss  in  revenue  of  $588,815.70. 

Greeting   Cards 
7,518,000  cards  cost 

between  $7.50  and 

$40.00  per  M.  .  .  $166,273.00 

Duty  on  $166,273.00 

at  30  per  cent.  .  .   $49,881.9;) 
Postage   on  .7,518,- 

000  at  3c   225,540.00 


$275,421.90 


Trade   balance    $166,273.00 

Against  loss  in  revenue  of  $275,421.90. 

"We  desire  again  to  thank  you  for 
your  careful  and  considerate  attention 
to  our  requests,  and  hope  you  will  see 
the  whole  matter  in  the  light  we  view  it. 

"Our  committee  will  be  pleased  at  any 
time  convenient  to  you  to  meet  your 
board  and  discuss  the  matter  further,  or 
to  give  you  any  more  facts  and  figures 
possible,  if  you  will  write  or  wire  our 
secretary." 

Attached  to  this  letter  was  a  typed 
statement  advancing  reasons  for  the  re- 
moval of  the  existing  embargo. 

The  reply  to  the  foregoing  letter  was 
as  follows: 

"Ottawa,  July  27,  1918. 
"W.  Banks,  sec-treas., 
The  Postcard  and  Greeting  Card  Assoc, 

60  Front  street  W,  Toronto. 
"Dear  Sir, 

"I  thank  you  for  your  communication 
of  the  23rd  inst.,  containing  statistics  on 
the  importation  of  postcards  and  greet- 
ing cards  into  Canada,  and  further  argu- 


HOW  TO  OBTAIN  LICENSES 

POSTCARDS  and  greeting  cards  which  were  actually  ordered  prior  to 
June  5  can  now  be  imported  by  license. 

The  method  of  obtaining  licenses  is,  immediately  upon  receipt  of  in- 
voices, apply  to  your  brokers  or  to  the  Customs  House  for  two  copies  form 
(M);  fill  these  out  with  particulars  required,  mail  them  to  the  War  Trade 
Board,  Ottawa,  Ont.  In  due  course  they  will  be  returned  to  you  when  it  only 
remains  to  attach  your  license  to  the  invoice  and  freight  bill  and  pass  the 
entry  at  Customs  in  usual  way. 

A  separate  license  application  must  be  made  out  in  duplicate  for  each 
invoice. 

The  Department  do  not  issue  blankec  licenses  nor  can  you  make  out  an 
application  for  a  license  until  the  invoice  covering  any  particular  shipment 
is  received  by  you. 

It  usually  takes  from  seven  to  fourteen  days  after  receipt  of  invoices 
before  the  goods  reach  the  port  of  entry,  so  that  if  the  license  is  applied 
for  when  invoices  are  received,  the  completed  license  form  should  be  in  your 
possession  before  the  goods  arrive,  thus  the  obtaining  of  the  license  will  not 
cause  any  delay. 

In  writing  out  application  for  license  be  sure  and  enter  on  same  the 
date  the  goods  were  ordered  because  goods  of  this  class  ordered  after  June 
5  cannot  be  brought  in. 

The  goods  that  were  prohibited  and  which  may  now  be  imported  under 
license  provided  the  order  for  them  was  placed  before  June  5th,  are  the 
following: 

PARAGRAPH  NO.  180. 

Duty  from  U.S.  22%  per  cent,  and  7Vj  per  cent. 
Pictures,   Engravings,   Chromos,   Lithographs,   Christmas   and   other   Greet- 
ing  Cards,   Valentines,   Post   Cards,   Calendars    (without   pads),   Birth  An- 
nouncements, Congratulation  and  other  Message  Cards. 

The  following  goods  are  not  affected  by  the  prohibition,  and  may  be  im- 
ported as  usual. 

PARAGRAPH  NO.  199. 

Duty  from  U.S.  35  per  cent,  and  l\'->  per  cent. 
Tally  Cards,  Place  Cards,  Score  Pads,  Calendars   (with  pads),  Paper  Table 
Decorations,  Tissue  Napkins,  Christmas  Tags,  Seals  and  Enclosure  Cards, 
Ribbonzene,  Tinsel  Cord,  Calendar  Pads,  Hallowe'en  Paper  Novelties,  Christ- 
mas Bells,  Blank  Greeting  Cards,  etc. 


ments  as  to  why  there  should  be  no  em- 
bargo against  importations  of  these 
goods. 

"I  may  advise  you  that,  for  the  pre- 
sent the  War  Trade  Board  is  permitting 
the  importation  of  picture  postcards 
ordered  previous  to  June  5  and  also  since 
that  date. 

"The  matter  of  permitting  the  impor- 
tation of  greeting  cords  is  in  abeyance 
pending  a  conference  regarding  all  com- 
modities which  would  be  affected  by  the 
ocean  tonnage  situation.  Some  of  these 
cards  would  be  imported  from  overseas, 
while  a  considerable  number  would  come 
from    the   United   States. 

Before  adopting  a  general  policy,  the 
War  Trade  Board  desires  to  have  all  the 
information  possible  on  this  subject,  and, 
if  the  decision  arrived  at  does  not  reach 
you  through  the  press  or  otherwise,  you 
might  communicate  with  the  War  Trade 
Board  again  in  about  a  fortnight. 
"Yours  truly, 
"Import  License  Department, 
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FOR  AND  AGAINST  CARD  EMBAK  10 

The  Postcard  and  Greeting  Card  Asso- 
ciation of  Canada  supersedes  the  Whole- 
sale Postcard  Association.  This  was 
effected  at  the  meeting  held  on  July  15 
at  the  King  Edward  Hotel,  Toronto. 

Organization  was  completed,  these 
officers  being  elected: 

President,  Thomas  J.  Pugh  (Pugh  Spe- 
cialty Co.);  vice-president,  John  H. 
Dyas  (Homer  Warren  Co.);  secretary- 
treasurer,  Wm.  Banks  (Valentine  & 
Sons  Co.);  assistant  secretary,  John 
Morgan   (Gibson  Art  Co.). 

The  question  of  the  embargo  on  post- 
cards and  greeting  cards  was  then  taken 
up  with  the  view  of  reaching  some  plan 
for  its  removal. 

Correspondence  between  the  War 
Trade  Board  and  the  Association  was 
read  by  the  secretary,  who  also  out- 
lined what  had  been  accomplished  to 
date. 

The  meeting  by  resolution  named  the 


BOOKSELLER     AND     S  T  A T I 0 N E  R 


following  as  a  committee:  Messrs.  J.  H. 
Dyas,  Wm.  Banks  and  John  Morgan. 

The  committee  were  instructed  to  pro- 
cure figures  covering  the  total  value  for 
import  of  postcards  and  greeting  cards 
that  will  be  imported  during  the  ensu- 
ing year.  These  figures  had  been  re- 
quested by  the  War  Trade  Board,  who 
would  not  consider  the  matter  until  they 
have  this  information  before  them. 

All  those  attending  the  meeting  hand- 
ed in  their  figures.  It  was  decided  to 
request  that  all  wholesale  firms  send  to 
the  Association  the  total  value  of  post- 
cards and  greeting  cards  that  they  pro- 
pose importing  for  the  ensuing  year. 
Figures  for  postcards  and  greeting  cards 
to  be   given   separately. 

It  was  reported  that  the  War  Trade 
Board  were  admitting  by  license  goods 
ordered  prior  to  June  5th  but  that  their 
attitude  was  to  enforce  the  embargo 
after  the  goods  on  order  before  that 
date  had  been  brought  in. 

The  proposal  to  have  a  petition  signed 
by  the  rank  and  file  of  the  trade  was 
dropped  as  being  impracticable. 

The  committee  decided  subsequently  to 
submit  the  figures  obtained  from  the 
different  firms  "en  bloc,"  emphasis  being 
brought  to  bear  on  the  loss  of  revenue 
that  the  Dominion  will  suffer  if  the  em- 
bargo is   not  lifted. 


This  letter  came  to  BOOKSELLER 
AND  STATIONER  with  a  request  that 
it  be  published  and  following  same  is 
the  letter  written  to  Mr.  Bradford  in 
reply: 

July   11,   1918. 
The  Editor  Bookseller  and  Stationer, 
Toronto : 

Dear  Sir, — I  have  read  with  great  in- 
terest your  article  in  the  June  issue  of 
the  above  publication  regarding  the  em- 
bargo on  greeting  cards. 

You  are  very  careful  to  bring  forth 
details  as  to  the  losses  which  would  be 
incurred  by  the  jobbers  as  importers, 
and  the  loss  in  revenue  the  Government 
would   sustain. 

Regarding  the  losses  of  the  importer, 
this  would  easily  be  balanced  by  the 
gains  he  would  make  by  buying  his 
greeting  cards  from  the  Canadian  manu- 
facturers who  are  fully  equipped  to 
produce  every  conceivable  varietv  of 
greeting  card  for  every  season  of  the 
year. 

Is  it  not  a  fact  that  if  the  jobber  who 
previously  imported  could  approach  his 
customers  and  sell  them  greeting  cards 
designed  and  manufactured  in  Canada 
by  Canadian  labor,  he,  the  jobber,  would 
do  a  much  larger  and  more  profitable 
business?  The  prices  would  be  good, 
the  workmanship  equal  to  the  best,  also 
the  delivery  and  repeat  orders  could  be 
fully  assured.  Then  in  turn,  the  retailer 
would  be  able  to  satisfy  his  customers 
that  he  was  selling  Canadian  goods,  and 
there  is  no  doubt  a  large  volume  of  busi- 
ness would  result. 

Why  should  there  be  an  outcry  about 
an  imaginary  loss  of  revenue  when  there 
would  not  be  any  actual  loss? 

Where  is  the  patriotism  of  these  job- 
bers and  importers,  who  should  be 
anxious    to    benefit    the    country     where 


they  hope  to  succeed  as  business  men  if 
they  absolutely  ignore  the  fact  of  Cana- 
dian manufactured  goods  ? 

Why  is  all  the  fuss  about  imported 
goods  and  no  mention  made  of  Canadian- 
made  goods  ? 

Supposing  every  firm  in  Canada  de- 
cided to  give  up  manufacturing  and 
started  to  import,  where  would  Canada 
be  as  a  country?  What  would  become 
of  all  the  people  who  are  engaged  in 
manufacturing  in  this  country? 

Why  should  greeting  cards  be  import- 
ed when  they  can  be  manufactured  in 
Canada  ? 

Why  is  it  that  Canadian  publications 
make  so  much  of  imported  goods  and 
do  not  say  one  word  in  favor  of  the 
Canadian  manufacturer? 

Are  these  magazines  and  trade  papers 
supported  by  firms  in  other  countries, 
or  do  they  look  for  their  business  in 
Canada? 

It  seems  to  me  that  there  is  some- 
thing wrong  somewhere.  This  outcry 
about  the  loss  of  revenue,  and  loss  to 
importers,  is  all  imagination,  as  there 
are  more  greeting  cards  made  in  Canada 
to-day  than  the  importing  jobbers  esti- 
mate have  been  imported  in  the  past. 

Surely  a  comparatively  small  quantity 
like  one  and  a  half  millions  can  easily 
be  made  in  this  country  between  the  dif- 
ferent firms,  and  it  seems  to  me  if  the 
importing  jobbers  had  any  feeling  for 
their  country  and  their  own  personal 
success  they  would  not  go  about  weeping 
and  wailing,  but  would  wake  up  to  the 
fact  that  they  can  buy  and  sell  Canadian 
made  greeting  cards  to  better  advantage 
in  every  way,  thus  helping  to  stimulate 
home  industries. 

There  is  no  doubt  that  the  Canadian 
manufacturers  of  greeting  cards  are  pro- 
ducing more  and  more  every  year,  anc 
are  coming  out  on  top  in  price,  quality 
and  service. 

Canadian  manufacturers  can,  and  will, 
meet  all  demands  now  and  in  the  future, 
which  will  be  for  the  general  good  of 
manufacturers,  jobbers,  retailers  and  the 
general  public. 

This  matter  is  being  put  before  the 
Canadian  War  Board  by  men  of  long 
experience  in  the  actual  manufacture  of 
greeting  cards,  and  every  means  is  be- 
ing taken  by  them  to  stimulate  made-in- 
Canada  goods,  and  it  is  due  to  every 
Canadian  publication  to  boost  the  land 
they  live  in,  and  the  people,  and  the  re- 
sults of  their  skill  as  Canadian  citizens. 

Now,  Mr.  Editor,  are  you  going  to  do 
your  bit  for  your  country  or  are  you 
going  to  ignore  it?  Don't  forget  that 
you  look  to  Canadian  manufacturers  for 
some  of  your  revenue,  and  boost  Cana 
dian-made  greeting  cards  made  for  all 
seasons  from  January  to  December. 
I  remain, 

Yours  truly, 
(Signed)      JOHN  BRADFORD. 

July  15,  1918. 
Mr.  John  Bradford,  70  Lombard  St., 
Toronto: 
Dear     Mr.     Bradford, — Dealing    with 
your   letter   of  July   11,  it  seems   to  us 
that  you  do  not  treat  this  subject  in  the 
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light  of  an  embargo  on  greeting  cards 
and  post  cards  but  from  the  standpoint 
of  protection  for  Canadian  manufactur- 
ers. The  latter  is  altogether  a  different 
proposition.  If  the  Government  had  the 
latter  policy  in  view  it  would  be  up  to 
them  to  give  definite  assurance  that 
there  would  be,  if  not  a  permanent  em- 
bargo, at  least  a  higher  tariff  so  as  to 
give  ample  protection  and  justify  the 
necessarily  heavy  expenditure  for  instal- 
lation of  plant  to  equip  Canadian  manu- 
facturers to  turn  out  greeting  cards  and 
post  cards  in  such  quantities  and  varie- 
ties as  the  trade  have  heretofore  been 
obliged  to  import. 

As  to  your  statement  that  there  are 
more  greeting  cards  being  made  in  Can- 
ada to-day  than  the  importing  firms  es- 
timate have  been  imported  in  the  past: 
Do  you  mean  greeting  cards  sold  in  the 
retail  stationery  stores?  The  retail  sta- 
tioners themselves  know  of  the  vast  pre- 
ponderance of  greeting  cards  and  post 
cards  made  in  Britain  and  the  Unitea 
States  which  are  included  in  these  goods 
as  sold  in  their  stores.  You  will  ap- 
preciate that  BOOKSELLER  AND  STA- 
TIONER, being  published  for  retail 
booksellers  and  stationers,  is  chiefly 
concerned  about  that  phase  of  the  ques- 
tion. 

It  would  be  unfair  to  include  big  runs 
of  greeting  cards  as  sent  out  by  banks 
and  other  large  financial  and  commercial 
concerns  who  ignore  the  stationers  com- 
pletely in  placing  orders  for  greeting- 
cards. 

In  reference  to  the  placing  of  the  case 
before  the  War  Trade  Board  in  the  light 
of  stimulating  made-in-Canada  goods,  by 
men  of  long  experience  in  the  actual 
manufacture  of  greeting  cards,  we  will 
welcome  further  information  for  publi- 
cation in  BOOKSELLER  AND  STA- 
TIONER in  the  interests  of  the  retailers. 
Yours  very  truly, 

BOOKSELLER  AND  STATIONER, 

F.  I.  Weaver,  Editor. 

Several  subsequent  letters  passed,  but 
the  subject  is  so  enlarged  that  they  do 
not  apply  to  the  case  in  point,  as  for 
instance,  the  argument  of  Mr.  Bradford 
that  the  embargo  is  nothing  else  than 
"protection,"  as  it  protected  the  finan- 
cial interests  of  the  country.  It  trans- 
pired too  that  Mr.  Bradford's  contention 
that  more  greeting  cards  were  made  in 
Canada  than  were  imported  into  Canada 
is  based  on  the  estimate  published  in  the 
statement  sent  to  the  government  by  the 
Wholesale  Postcard  Association.  That 
estimate  of  1,500,000,  however,  was 
ridiculously  low  and  is  only  a  fraction 
of  the  actual  imports  as  subsequently 
shown  by  reports  supplied  to  the  new 
Postcard  and  Greeting  Card  Association 
by  the  different  jobbing  houses. 


A  philosopher  once  wrote:  "Some  men 
are  very  entertaining  for  a  first  inter- 
view, but  after  that  they  are  exhausted, 
and  run  out;  on  a  second  meeting  we 
shall  find  them  flat  and  monotonous; 
like  hand-organs,  we  have  heard  all  their 
tunes."  Another  says:  "The  first  in- 
gredient in  conversation  is  truth;  the 
next,  good  sense;  the  third,  good  humor, 
and   the   fourth,  wit." 


BOOKSELLER    AND    STATIONER 


GREETING  CARD  INDUSTRY 

Has  a  Good   Future   Assured   Whether   or  Not  the   Present 
Embargo  Stands  or  is  Lifted 


WE.  Coutts,  when  interviewed  by 
a  representative  of  "BOOK- 
SELLER &  STATIONER"  on 
the  present  situation  affecting  the  greet- 
ing card  industry,  was  of  the  opinion 
that  Canadian  makers  should  have  had 
some  attention  along  with  the  jobbers 
and  importers  in  the  July  issue  of 
BOOKSELLER  &  STATIONER,  but 
he  realized  that  the  jobbers  were  quite 
justified  in  seeking  to  protect  their  own 
interests. 

Whether  the  embargo  stood  or  was 
lifted  his  programme  would  be  to  in- 
crease both  the  quantity  and  variety  of 
his  output,  the  present  extent  of  which 
may  be  realized  from  the  average  of 
30,000  impressions  per  day  in  the  oper- 
ation  of  the   plant. 

One  large  new  machine  had  recently 
been  installed  and  another  was  on  or- 
der. Mr.  Coutts  pointed  out  that  be- 
fore engraving  or  embossing  machines 
could  be  exported  to  Canada,  the  U.  S. 
manufacturers  were  obliged  to  get 
licenses  from  the  department  at  Wash- 
ington. 

This  industry  as  a  whole,  as  learned 
by  BOOKSELLER  &  STATIONER, 
had  reached  proportions  that  had  scarce- 
ly been  realized  and  it  is  an  undoubted 
fact  that  the  making  of  greeting  cards 
in  Canada  has  already  become  an  im- 
portant industry  with  promise  of  great- 
er development,  even  aside  from  wheth- 
er the  embargo  stands  or  is  lifted. 
Naturally  the  existence  of  the  embargo 
will  accelerate  the  making  of  greeting 
cards  in  Canada  but  this  will  be  an  ab- 
normal growth.  The  satisfactory  aspect 
of  the  whole  case  is  that  under  normal 
conditions  this  Canadian  industry  has 
a  promising  prospect  before  it. 

There  had  been  criticism  offered  that 
some  Canadian-made  greeting  cards 
were  pirated,  but  Mr.  Coutts  absolutely 
refuted  any  such  charge  against  his 
productions  and  showed  the  original  de- 
signs made  by  Canadian  artists,  who 
were  well  paid  for  their  work,  from 
which  the  finished  products  were  made. 

Another  element  to  which  Mr.  Coutts 
drew  attention  was  the  very  consider- 
able amount  of  business  that  the  oper- 
ation of  such  a  plant  meant  to  the  Can- 
adian firms  from  whom  was  purchased 
the  stock  for  the  making  of  the  cards 
and  to  firms  doing  some  of  the  incident- 
al work  such  as  beveling,  gold  edging, 
etc. 


LETTERPRESS   GREETING  CARDS 

Artistic  Letterpress  Productions  Can  Be 

Made  to  Meet  Requirements  of 

People  of  Good  Taste 

There  is  a  field  for  developing 
trade  in  good  printed  greeting 
cards  as  well  as  the  steel-plate 
variety  and  the  American  Printer  gives 
some  good  advice  along  this  line: 


"The  public  is  demanding  greeting 
cards.  They  should  be  rich  in  coloring, 
beautiful  in  design,  and  the  presswork 
-should  be  of  the  best.  That  numerous 
printing  concerns  have  the  brains  and 
cards  of  the  higher  quality — beautiful, 
illuminated  cards  possessing  distinctive 
character — the  kind  that  will  be  appre- 
ciated as  gifts.  The  steel-plate  printers 
of  this  country  have  entered  the  greeting 
card  market  with  wonderful  success,  and 
their  product  is  so  excellent  that  the 
buying  public  is  not  reluctant  to  pay 
good  prices  for  it.  Now,  here  is  also  a 
profitable  field  for  the  letterpress 
printer.  Not  to  make  up  a  lot  of 
"penny"  greeting  cards,  but  to  produce 
elegant,  illuminated  subjects  which  will 
make  an  appeal  to  the  class  of  people 
who   like   nice    things. 

Go  through  any  of  the  great  depart- 
ment   stores,    stationery    houses,    or    art 


and  picture  shops  around  the  Christmas 
and  Easter  seasons  and  note  crowds 
buying  the  better  grade  of  greeting 
cards.  Beautiful  novelties  at  10c,  15c, 
25c,  and  higher  move  from  the  sales- 
counters  more  rapidly  than  the  cheaper 
cards.  People  want  something  in  the 
gift-card  line  that  is  above  the  ordinary 
— something  that  their  friends  will 
treasure  as  keepsakes. 

All  this  has  been  written  to  demon- 
strate that  there  is  a  big,  open  field  for 
the  finest  variety  of  printed  greeting 
materials  to  produce  work  of  this  char- 
acter is  a  well-known  fact,  and  if  these 
concerns  would  reach  out  for  the  greet- 
ing card  business  in  a  special  manner, 
without  question  they  would  receive 
many  orders. 

An  especial  reason  why  printers 
should  give  thought  to  greeting  cards 
this  year  is  that  the  campaign  of  ad- 
vertising is  to  be  waged  this  year  by 
manufacturers  for  a  greater  use  of  holi- 
day greetings.  Last  Christmas  many 
persons  did  not  send  out  cards  because 
of  the  war  and  regretted  it  afterward." 


Wallpaper  Outlook  Good  For  1919 

Exceptionally  Attractive  Features  Are  Embraced  in  the  New 

Designs  Now  Being  Shown  to  the  Trade  by  the  Traveling 

Representatives  of  the  Canadian  Mills 


PIOSPECTS  for  1919  Spring  wall 
paper  trade,  judged  by  the  criterion 
of  the  samples  now  being  shown  by 
the  representatives  of  the  Canadian  wall 
paper  mills,  are  indeed  bright. 

The  new  designs  possess  wonderful 
artistic  merit,  and  in  many  cases  have 
an  historical  interest  that  adds  in  no 
small  degree  to  their  charm. 

There  are  floral  stripes  and  pretty 
chintzes  with  ready-cut  borders  and 
base  trimmers  that  create  a  desire  to 
repaper  one  or  two  of  the  sleeping  apart- 
ments at  least,  for  these  rooms  should, 
before  all  others,  be  kept  fresh  and  neat, 
and  these  alluring  designs  will  give 
them  an  air  of  dainty  grace  that  will 
permeate  the  entire  home. 

There  are  woodland  tapestries  of  the 
days  of  the  Stuart  Kings,  there  are  fab- 
rics of  Flemish  origin  rendered  suitable 
for  the  requirements  of  to-day;  China, 
too,  where  wall  paper  was  first  brought 
into  use,  and  her  neighbor,  Japan,  have 
been  called  on  to  contribute  interesting 
motifs  of  particular  beauty.  Silk  dam- 
asks remind  one  of  the  French  cities  now 
within  the  battle  area  of  the  western 
front,  where  the  looms  so  successfully 
wrought  the  "rich  materials  of  which 
these  beautiful  goods  are  counterparts. 

Near-plain  Papers 

Then  there  is  shown  a  wide  range  of 
exquisite  near-plain  papers,  introducing 
various  interesting  weave  treatments  in 
burlap,  grass  cloth  and  sea  grass  effects. 
These  are  enhanced  in  beauty  by  ready- 
cut  borders  and  strappings  in  rich  con- 
trasting tones.  Some  of  these  fabric  de- 
signs  have  indistinct   floral   motifs   and 
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metallic  thre?ls  running  through  the 
material  which  cause  them  to  simulate 
textures  of  Oriental  origin  to  a  marked 
degree. 

These  beautiful  new  wall  papers  are 
very  inviting  and  offer  suggestions  for 
every  room  that  are  practical,  modish 
and  effective.  Retailers  will  be  able  to 
put  even  more  than  usual  enthusiasm  in 
their  advance  announcements  to  their 
trade  as  to  the  good  things  they  may 
look  for  when  the  1919  wall  papers  are 
placed  into  stock  in  their  stores. 


HOW  WALL  PAPER  IS  MADE 

Wall  paper  is  made  from  paper  com- 
posed of  fibre  that  is  procured  from  the 
health-giving  forests.  On  this  is  spreao 
a  coating  of  pure  clay  from  Mother 
Earth,  which  is  colored,  together  with 
the  designs  printed  thereon,  with  non- 
poisonous  materials  of  vegetable  and 
mineral  origin.  Nothing  enters  into  the 
manufacture  of  wall  paper  in  Canada 
that  is  injurious  to  the  health,  but  on 
the  other  hand  all  the  raw  ingredients 
are  absolutely  free  from  harmful  ele- 
ments, and  the  manufacture  is  conducted 
under  sanitary  conditions  that  are  un- 
surpassed in  the  making  of  any  other 
merchandise,  or  even  in  that  of  products 
that  enter  into  the  life  economy  of  the 
human  race. 


Reading  will  enable  a  man  to  load  his 
mind  with  information,  but,  unless  he 
acquires  the  ability  to  speak  well  he  is 
like  the  steam-engine  without  a  safety- 
valve. 


BOOKSELLER  AND  STATIONER 


LEAVES  FROM  THE 
OTHER  FELLOW'S  BOOK 


GOOD  advertising  is  an  important 
element  of  retail  merchandising 
and  BOOKSELLER  AND  STA- 
TIONER is  always  pleased  to  receive 
copies  of  retailers  advertisements  for 
comment   and   criticism. 

Last  month  it  will  be  recalled,  an  ad- 
vertisement of  Patterson's  Book  Store, 
announcing  occupancy  of  new  quarters 
was  reproduced  and  adversely  criticized 
on  the  score  of  display.  The  same 
wording  but  with  far  more  effective  dis- 
play and  in  larger  space  was  used  in 
the  other  Stratford  newspaper  of  the 
same  day  and  after  the  appearance  of 
the  July  issue  of  BOOKSELLER  AND 
STATIONER  Patterson's  forwarded  a 
copy  of  this  to  the  editor.  It  is  repro- 
duced herewith,  reduced  from  its  original 
size  of  four  columns  wide  by  fourteen 
inches  deep. 

The  criticism  regarding  the  heading, 
however,  still  applies.  The  object  is  to 
impress  the  New  Premises  message  upon 
the  public, consequently  those  words  would 
have  been  far  more  effective  than  "now 


located"  in  the  catch  line  and  "Patter- 
son's New  Premises"  or  "Patterson's 
New  Bookstore"  would  have  been  still 
better. 

The  big  fact  remains  however,  that 
this  is  a  most  attractive  advertisement 
and  the  display  and  layout  is  such  as  to 
assure   good   attention   for  it. 


IF  I  HAD  A  SHOW  WINDOW 

I  would  reserve  a  place  in  it  for  tine 
cards  advertising  local  social  events.  In 
practically  every  town  there  are  always 
entertainments,  amateur  plays,  and  the 
like,  for  which  cards  are  printed  and 
which  the  merchant  is  asked  to  place  in 
his  window.  While  the  merchant  usual- 
ly does  this,  he  may  give  the  impression 
that  he  displays  them  unwillingly.  But 
with  a  regular  place  in  the  window  for 
the  cards,  I  am  sure  this  feeling  would 
not  be  conveyed. 

For  this  space  I  would  have  construct- 
ed a  special  display  board,  at  the  top  of 
which  would  be  something  like  this; 
"What  the  folks  of  our  town  are  doing 
to   entertain   u>."     And   if  at  any    time 


NOW  LOCATED 


x  fa.-.  «dd«l  *rct«»  (of  itH  ul»  of 

CHOICE  PERFUMERY  AND 
TOILET  ARTICLES 

TW    txoa    MW    Mill    cnablt   .uppl.**   lo   t 


CHOCOLATES,  CANDIES  \NI> 
GUMS 


Stationery. 

Quia  Papcri   and 

T.blfl.     »d     Lnv  elope. 

High    In    tualii*       Low 

Eatoo,   Crane   ud   Pike 
C ...   Writing  Papera,  etc. 
lb*   Paper  de   Un. 

Eb 

Books. 

1  »i«r    Work.    ..rid    Fk 

l.ahed. 

Rept.nl  Edition* 

Booka  of  Tti-cL 

Boolu  (or  Prestation. 

Boolu   for  the   Thi-.kw. 

Boolu  for  the  Worker 

Boohi  for  Children. 

BIBLES 

Teat  amenta,  Hrmn, 

Leather  Goods. 

Choave      Udia.        B.«a, 
a.llfald*.      Pncketbook* 

Collar  Cnaea.   Handker. 

cbaef  Caae* 
Moaar    Roll*.    Tr*«4m* 

>o Idler.'   Companion* 

Sporting  Goods. 

BaaebaH 
Bo  .la 

Gotf 

Hanmudu 

Choice  Art  Pottery, 
Pictures,  Ornaments 

Ladies' 
Dress  Patterns. 

In    addition    lo    lb* 

MeCALL'S 
P-CTORIAL   RE  VIE* 

Lending  Library. 

aelected     booka     added 
aa  pobliahed       All  «&« 

Be  per  day 

Office  Supplies. 

f «     ail     a-j.poae.     and 

Reliable  Ink*. 
Phone  Enqinne,  Sol, 

School  Supplies. 

Test  Booka  for  all 

aehoola  and  t*"adea 

Material*    and    Genera) 

Eonip  merit 

there  were  too  many  cards  to  place  in 
this  board,  I  would  give  each  preference 
according  to  its  date. — R.  W.  Kinsey  m 
System. 


TAKING  DISCOUNTS 

During  the  past  year  H.  S.  Pollock 
of  Regina  saved  $480  by  taking  his  dis- 
counts regularly. 

In  other  words,  he  made  that  much 
more  money  than  if  he  had  adopted  the 
happy-go-lucky  plan  of  paying  his  ac- 
counts when  he  "got  ready." 

"A  dealer  came  into  the  store  not  long 
ago,"  said  Mr.  Pollock  in  referring  to 
his  system,  "and  among  other  things  we 
talked  about  the  question  of  discounts. 

"  T  never  bother  with  the  discount,' 
he  told  me;  'anyway,  what  is  2  per 
cent.?' 

"  'Two  per  cent.,  thirty  days,'  I  said, 
'is  24  per  cent,  a  year.  I  don't  know  of 
any  better  way  of  making  24  per  cent, 
than  by  taking  my  discounts.' 

"That  put  a  new  light  on  the  matter 
so  far  as  my  friend  was  concerned.  He 
had  been  in  business  a  good  many  years 
and  wondered  why  he  hadn't  thought  of 
the  point  before." 

Four  hundred  and  eighty  dollars  is  in- 
deed a  sum  worth  thinking  about  twice. 


VALUE  OF  STANDING  NEWSPAPER 
CARDS 

Stationers  will  find  food  for  thought 
in  the  following  editorial  taken  from  the 
Fourth  Estate: 

"Few  people,  we  believe,  stop  to  con- 
sider the  full  value  of  the  standing  card 
as  a  means  of  arresting  the  attention, 
day  after  day  and  week  after  week,  of 
readers  of  daily  or  weekly  periodicals. 

"The  standing  card  is  a  constant  re- 
minder that  the  advertiser  is  in  business 
and  serves  an  excellent  purpose  in  keep- 
ing him  in  mind  during  the  quiet  periods 
of  his  business,  when  he  may  not  feel 
justified  in  employing  the  use  of  large 
space  in  attracting  attention. 

"Some  advertisers  who  would  gladly 
use  big  space  hesitate  about  resorting 
to  the  standing  card  plan,  on  the  ground 
that  if  they  are  unable  to  make  a  big 
display  they  would  rather  forego  the 
luxury  of  advertising  altogether. 

"This  viewpoint  is  about  as  logical  as 
it  would  be  for  a  man  who  was  ill  to 
send  for  an  undertaker  rather  than  a 
physician.  If  a  man's  business  is  not 
as  strong  as  it  should  be,  then  all  the 
more  does  he  need  to  advertise.  If  he 
cannot  use  heavy  advertising,  then  the 
standing  card,  with  its  constant  reminder 
that  he  is  in  business,  may  yield  a  re- 
turn to  the  advertiser  on  his  investment 
out  of  all  proportion  to  this  inexpensive 
method  of  attracting  the  attention  of 
the  reading  public." 


An  announcement  comes  from  the  As- 
sociated Buyers,  309  Broadway,  N.  Y., 
of  their  service  to  stationers  exclusively 
in  buying  goods  in  the  New  York  mar- 
ket at  the  prices  based  on  the  quantity 
orders   they  place. 
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Give  the  Small  Retailer  Consideration  and  Service 

H.  M.  Williams,  Proprietor  of  the  Melrose  Bookstore,  Outlines  Some  Important  Views 

— What  the  Manufacturer  Can  Do  For  the  Smaller  Merchant  —  Features  of 

Address  Delivered  Before  Monti  eal  Publicity  Association  Recently 


I 


^T  SET  about  trying  to  find  a  busi- 
ness that  would  suit  my  purse  and 
ability.  There  were  two  stores, 
either  one  of  which  would  suit.  I  ap- 
proached both  with  a  proposition  to  pur- 
chase and  according  to  the  proprietors 
their  businesses  were  excellent.  So  ex- 
cellent were  they  in  fact  that  the  prices 
they  asked  were  outrageous.  Both  busi- 
nesses were  within  a  block  of  one  another 
and  each  had  the  same  story  to  tell  of  the 
other — bankruptcy  was  the  inevitable  fate 
of  their  competitor. 

"It  was  then  that  I  got  my  brilliant 
idea.  It  appeared  to  me  that  they  had 
been  so  busy  watching  and  copying  one 
another  that  they  lost  all  idea  of  indi- 
viduality and  lost  all  business  prospec- 
tive. There  came  to  my  mind  the  story  of 
the  two  dogs  that  were  so  busy  fightina 
for  a  bone  that  they  did  not  notice  a  third 
dog  come  and  take  it.  I  made  up  my  mind 
to  be  that  dog. 

"Now  to  come  to  the  value  of  a  trade 
paper  to  me  and  to  every  little  store- 
keeper. After  acquiring  the  store  I  reg- 
istered it.  A  rating  agency  came  around 
to  attempt  to  give  me  a  rating.  Nobody 
else  came  near  me. 

"I  could  not  understand  it.  I  got  letters 
From  the  United  States  wishing  me  all 
the  success  in  the  world  and  offers  of  help. 
Catalogs  came  from  \var*stricken  England 
and  even  from  France,  asking  for  any 
share  of  business  that  we  might  have  to 
spare,  and  asked  for  it  in  an  excellent 
brand  of  English.  Never  a  line  from  one 
solitary  local  house  or  Canadian  manu- 
facturer. Once  in  a  while  we  got  some 
circular  matter  addressed  to  the  old  firm. 
We  notified  them  that  they  were  out  of 
business  and  asked  them  to  change  the 
style  of  their  letters  as  we  did  not  care 
to  open  the  letters  or  even  the  circular 
matter  of  a  defunct  concern.  No  atten- 
tion was  paid  and  even  to  this  day  we  are 
getting  trade  bulletins  and  circulars  ad- 
dressed to  the  old  firm.  We  had  little 
patience  with  those  who  left  one  of  their 
important  assets — a  direct  mailing  list- 
in  the  hands  of  some  careless  junior. 

"It  became  a  problem  for  us — for  we 
were  uninitiated  and  we  literally  pitch- 
forked ourselves  into  the  bookselling  and 
stationery  world — where  to  get  stock.  We 
were  like  people  groping  in  the  dark.  We 
stubbed  our  toes.  We  ran  across  all  the 
little  cheap  two-price  jobbers  but  we  never 
came  into  touch  with  a  real,  live  salesman 
from  a  big  house.  We  presumed  that  he 
only  went  to  visit  the  larger  stores  to  get 
liis  annual  order. 

"Eventually  we  were  guided  to  one  or 
two  of  the  better  houses  but  between  the 
reception  from  their  credit  men  and  their 
air  of  patronage  we  were  nearly  scared 
out  01  our  wits.  Sometimes  I  think  I  will 
write  a  long  story  about  the  inhumanities 
of  credit  men  to  men.    Undoubtedly  theirs 


is  a  divine  gift — that  of  picking  out  the 
honest  ones.  Diogenes  never  had  a  harder 
task  but  he  had  at  least  sense  enough  to 
get  a  little  light  on  the  situation. 

"Some  did  give  us  credit — for  our  nerve. 
Others  gave  us  goods  with  a  sparing 
hand  but  they  taught  us  a  valuable  le 
— the  art  of  buying  little  and  buying 
often.  Others  it  took  ten  days  to  dis- 
cover whether  we  were  worth  investigat- 
ing or  not.  Some  have  not  discovered  it 
yet.  Many  we  could  not  wait  for,  and 
have  not  waited.  We  realize  that  there  is 
a  shortage  in  stocks  of  all  kinds  but  we 
could  not  understand  why  local  houses 
should  send  representatives  all  over  the 
world,  and  never  come  near  us. 

"Well,  to  cut  the  story  short  we  solved 
the  problem  by  getting  the  trade  papers 
which  appealed  to  our  line.  If  it  is  not 
presumptuous  on  the  part  of  a  one-year- 
old,  I  cannot  emphasize  too  strongly  get- 
ting and  keeping  in  touch  with  men  in 
the  same  line  of  business.  The  trade 
journals  have  done  a  lot  for  the  little 
retailer — I  speak  of  the  man  with  one  to 
five  thousand  dollars'  worth  of  stock — 
that  he  does  not  always  appreciate. 

"The  trade  journalist  has  got  the 
manufacturer  to  advertise  nationally  and 
the  wholesaler  to  advertise  in  the  trade 
Daper,  which  should  be  the  retailer's 
Bible.  He  has  collaborated  with  suc- 
cessful salesmen  and  saleswomen,  gleaned 
their  ideas,  co-ordinated  them  and  placed 
them  at  our  disposal.  He  has  placed  a 
debating  forum  at  our  disposal  which  can 
be  used  from  Halifax  to  Vancouver.  He 
has  all  the  functions  of  the  salesman  ex- 
cepting that  of  delivering  the  goods.  Our 
thanks  are  due  him  for  had  it  not  been  for 
a  copy  of  BOOKSELLER  AND  STA- 
TIONER we  would  be  still  groping  for 
stock.  It  is  our  opinion  that  only  a  live 
man  advertises,  and  a  man  has  to  be  alive 
to  advertise.  That  is  the  reason  why  we 
handle  advertised  goods  and  advertised 
goods  only. 

"If  we  might  be  allowed  to  issue  a 
friendly  word  of  warning  to  houses  and 
salesmen  who  have  been  apt  to  ignore  the 
small  fry,  might  we  suggest  that  you  put 
in  your  'ads,'  the  names  and  telephone 
numbers  of  your  local  representatives,  in 
every  city? 

"If  it  is  worth  a  man's  time  to  come 
down  to  you  and  ask  for  credit  he  is  surely 
worth  investigating.  That  investigation 
should  take  the  form  of  a  personal  tour  of 
the  premises.  Often  have  I  been  told  by 
credit  men:  'I  passed  your  store  in  an 
auto  last  night.  You  certainly  are  in  a 
fine  locality.'  That  is  too  superficial  an 
interest. 

"The  advertising  and  display  matter 
sent  the  small  storekeeper  should  not  be 
so  large  and  elaborate  as  that  sent  the 
larger  stores.  Do  not  expect  him  to  de- 
vote the  whole  of  his  walls  to  displaying 

27 


your  goods.  He  would  rather  see  one 
good  newspaper  'ad'  which  has  sold  the 
customer  before  he  comes  into  his  store, 
than  a  whole  raft  full  of  cute  cut-outs,  etc., 
which  only  litter  up  his  cellar.  Above  all 
do  not  expect  something  for  nothing.  He 
is  too  busy  and  too  short-handed  these 
days  to  stand  around  extolling  to  a  breath- 
less audience  the  virtues  of  your  goods. 

"There  are  many  ways  in  which  you 
can  help  the  smaller  merchant.  Study 
him  as  you  do  your  goods.  Study  him  as 
he  studies  his  customer.  He  is  not  an 
automaton.  If  you  cannot  afford  the  ex- 
orbitant prices  charged  for  fictitious  news- 
paper circulation  use  some  form  of  adver- 
tising. If  you  cannot  afford  billboards 
and  painted  signs  use  street  cars,  not  as  a 
last  resoui-ce,  but  advertise  somewhere 
and  somehow.  Anything,  so  long  as  you 
do  it  before  his  customer  reaches  the 
store.  Do  not  ask  or  expect  him  to  do 
the  advertising  for  you.  Do  not  ask  him 
to  let  you  decorate  his  store, — paint  adver- 
tising on  it — or  anything.  He  pays  rent 
for  that  for  his  own  use  and  display  of 
his  goods.  He  would  sooner  have  a  lar- 
ger discount  than  a  large  painted  sign 
which  represents  so  much  outlay  that  is 
selfish  to  him  and  a  useless  waste,  and 
often  an  eyesore. 

"Advertising  has  sold  some  of  the  poor- 
est stuff  in  the  world.  I  know,  because  I 
have  taken  real  money  for  it.  I  have  had 
some  of  the  best  goods  ever  manufactured 
and  could  not  sell  it  even  with  the  guar- 
antee of  a  refund.  I  do  not  say  that  all 
advertised  goods  are  good  goods  but  those 
that  are  not  good  die  young  and  are  more 
easily  buried  than  those  that  die  a  linger- 
ing death.  I  think  that  advertising  is  one 
of  the  principal  helps  that  you  can  give 
the  retailer.  You  should  really  inform 
the  smaller  man  how,  when  and  where 
you  are  advertising  in  order  that  he  can 
line  up  ready  for  orders  which  are  bound 
to  accrue  if  the  prices  and  goods  suit  the 
locality. 

"If  you  cannot  deliver  goods,  or  if 
goods  are  scarce,  bulletin  your  dealer.  Tell 
him  why  and  he  will  always  be  ready  to 
hand  on  this  information  to  his  customer 
in  turn. 

"Tell  us  all  about  your  manufacturing 
processes.  Tell  us  a  'story'  about  your 
goods.  We  like  to  have  something  to 
talk  about  across  the  counter.  We  may 
as  well  be  talking  about  your  goods  as 
anybody  else's.  Moving  picture  people 
have  sold  Mary  Pickford  to  the  public  by 
weaving  many  stories  about  her.  Why 
not  the  manufacturer  with  prunes,  pins 
and  pickles? 

"Every  ambitious  storekeeper  likes  to  • 
think  that  he  is  competing  for  business 
with  the  larger  stores,  or  that  he  is  at 
least  in  the  running.  Larger  discounts 
for  heavy  purchases  make  him  feel  that 
(Continued   on  page  34.) 
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Business  Systems 


The  Loose  Leaf  Window  Display 

Best  Results  Attained  by  Making  the  Display  Dominate  Through 

Very  Volume — The  Advantages  of  Price  Cards — How  to 

Emphasize  That  Yours  is  the  Loose  Leaf  Store 


FREQUENT  loose  leaf  displays  will 
yield  handsome  returns,  increased 
business  and  prestige.  The  hand- 
some appearance  of  the  goods,  their 
pretty  finish,  and  attractive  combinations 
of  materials  lend  themselves  readily  to  a 
display  that  will  attract  more  than  ordi- 
nary attention.  One  thing  is  important, 
however,  that  is  to  make  the  display- 
dominate  by  its  very  volume.  Stick- 
ing a  loose  leaf  device  here  and  there 
among  the  miscellaneous  items  will 
never  bring  the  results  accruing  from  a 
display  devoted  to  this  line  alone.  Make 
your  window  back  up  your  stock.  Make 
it  show  at  a  glance  that  your  stock  is 
complete  and  comprehensive.  Make  it 
emphasize  the  fact  that  yours  is  a  loose 
leaf  store.  Make  it  reach  out  and  stop 
the  passer-by  and  draw  him  into  your 
store.  When  you  are  making  a  loose 
leaf  window,  devote  the  entire  window  to 
this  line  alone.  Drive  your  loose  leaf 
argument  home  with  one  blow,  and  not 
with  an  intermittent  series  of  taps. 

In  making  the  display  it  is  well  to 
avail  yourself  of  the  advertising  cards 
and  placards  as  well  as  other  literature 
generously  provided  by  all  manufactur- 
ers. If  possible  the  window  should  be 
backed  up  with  a  quantity  of  the  larger 
signs,  while  small  cards  and  circular 
matter  should  be  distributed  throughout 
the  display.  A  greatly  discussed  and 
considered  question  is  and  always  has 
been  "Shall  prices  be  shown  on  goods  in 
a  window  display?"  Personally  I  am  of 
the  opinion  that  prices  should  be  shown 
as  far  as  practical.  While  the  attaching 
of  price  cards  to  every  article  is  of 
course  out  of  the  question,  still  quite  a 
number  of  staple  items  in  ledger  outfits 
as  well  as  post  binders  should  be  plainly 
priced.  It  is  human  nature  to  proceed 
along  the  line  of  least  resistance,  and  as 
your  display  is  intended  to  attract  a  cus- 
tomer's attention,  it  should  also  enlighten 
him  as  to  the  cost  of  any  article  in 
which  he  may  be  interested.  Many  argue 
the  only  motive  of  window  display  is  to 
draw  customers  into  the  store,  and  that 


this  can  best  be  accomplished  by  leaving 
an  opening,  making  them  come  in  to  ask 
the  price  for  instance.  As  I  see  it,  there 
is  no  logic  whatever  in  this  position.  Let 
the  window  both  show  the  goods  and  tell 
the  prices.  Tell  your  merchandise  story 
as  far  as  you  can,  and  put  your  inter- 
ested prospect  in  a  position  where  he 
can  decide  without  going  to  the  trouble 
of  asking  further  questions. 

I  believe  I  can  strengthen  my  argu- 
ment by  comparing  a  manufacturer's 
catalogue  (in  a  sense  this  is  his  window 
display)  to  your  windows.  What  value 
would  you  attach  to  a  catalogue  illus- 
trating a  manufacturer's  line  if  no  prices 
were  shown?  Thoueh  this  catalogue  may 
be  the  highest  product  of  the  printer's 
art,  nicely  executed  in  co'ors;  in  spite 
of  its  merit  typographically  considered, 
it  would  be  useless  to  you  and  every 
other  dealer. 

Reverting  to  what  I  said  in  the  fore- 
going about  making  the  display  domi- 
nate by  its  verv  volume,  off-hand  this 
may  seem  to  indicate  a  greater  quantity 
of  goods  for  display  puruoses  than  could 
well  be  snared  from  the  stock  of  the 
average  dealer.  Experience  shows,  how- 
ever, that  this  is  not  true. 

Do  not  hesitate  about  making  exclu- 
sive loose  leaf  windows  from  time  to 
time  through  fear  that  you  will  have  to 
draw  on  your  regular  stock  too  heavily. 
You  will  be  surprised  to  find  how  far 
even  a  limited  amount  of  stock  will  go 
towards  the  making  of  an  exhibit  that 
will  drive  home  the  fact  that  you  are 
a  live,  up  to  the  minute  loose  leaf  dealer 
and  carry  the  stock. — Geyer's  Stationer. 


Among  the  letters  received  by 
"Geyer's"  with  loose  leaf  selling  ideas 
was  this  from  George  W  Cole  &  Co.,  of 
Chicago: 

"We  find  that  sheets  written  up  to 
show  the  several  entries  that  would  be 
made  in  actual  use  by  the  customer 
create  more  interest,  for  the  reason  that 
they  are  more  comprehensive  and  con- 
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vey  to  the  customer  a  better  idea  of  the 
use  for  which  the  forms  are  intended. 

We  have  tried  this  out  in  our  winciow 
displays  and  counter  disp'ays.  and  find 
that  both  have  procjvcj  a  great  many 
ins;omers." 

Foote  &  Davies  Co.,  of  Atlanta,  wrote 
as  follows: 

"We  started  out  about  fourteen  or 
fifteen  years  ago  and  gradually  extend- 
ed our  line  until  we  handle  now  prac- 
tically everything  in  the  loose  leaf  line, 
and  this  is  a  large  item  of  our  busi- 
ness. We  have  always  stuck  to  the  old 
sizes,  that  is  9*4x11,  11x11,  etc.,  rather 
than  9Vixll%,  ll%xll7/8,  etc.,  which  a 
good  many  houses  have  introduced  in 
the  last  few  years,  and  by  stocking 
these  original  sizes  constantly  in  ledgers 
and  ledger  transfers,  it  has  helped  us 
retain  our  own  business  very  largely, 
which  otherwise  might  have  gone  to 
some  of  our  competitors. 

In  the  smaller  items — small  post  bind- 
ers, ring  binders,  etc. — we  are  carrying, 
the  standard  lines,  and  find  that  by 
carefully  watching  our  stock  and  keep- 
ing up  the  popular  sizes,  we  are  enabled 
to  make  a  proper  turnover  in  this  line, 
which  is  so  difficult  in  some  of  the  other 
lines." 

The  Horder  Stationery  Stores  of  Chi- 
cago wrote: 

"Our  special  endeavor  in  merchandis- 
ing loose  leaf  has  been  to  educate  the 
store  salesmen  to  know  the  goods — not 
numbers  and  sizes,  but  uses  and  possi- 
ble adaptations.  We  have  impressed  on 
their  minds  the  importance  of  knowing 
more  about  this  merchandise  than  the 
prospective  customer — a  condition  which 
is  almost  invariably  necessary  to  prop- 
erly make  a  sale.  Talks  to  our  sales- 
men's meetings  by  certified  public  ac- 
countants and  also  representatives  of 
the  loose  leaf  houses  have  been  bene- 
ficial  along  this  line. 

Our  best  results  of  late  have  been 
obtained  in  the  sale  of  columnar  forms 
in  various  sizes  such  as  recently  put  out 
by  several  manufacturers.  The  many 
forms  possible  by  combination  of  the 
long  and  short  sheets  have  attracted 
much  attention  and  resulted  in  very  nice 
sales." 


BOOKSELLER    AND    STATIONER 


LOOSE  LEAF  VS  TRUNKS 

How  many  dealers — particularly  those 
who  have  outside  men  to  solicit  business 
— are  aware  that  the  dry  goods  trade 
offers  undreamed  of  possibilities  for 
more  loose  leaf  sales?  For  many  years 
it  has  been  the  custom  for  dry  goods 
traveling  salesmen  to  carry  whole  trunks 
full  of  samples. 

"In  these  days  of  winning  the  war  and 
government  operation  of  railroads,"  says 
the  '"American  Stationer,"  "a  few  extra 
trunks  are  a  hazard  as  well  as  an  ex- 
pense. And  some  of  the  dry  goods 
houses  have  already  eliminated  in  a  large 
measure  these  trunks  of  samples  and 
have  equipped  their  salesmen  with  loose 
leaf  books  in  which,  thanks  to  the  high 
perfection  to  which  the  art  of  good 
printing  has  attained,  there  are  repro- 
duced in  facsimile  hundreds  of  samples 
arranged  for  serviceable  display  in  at- 
tractive loose  leaf  binders. 

One  house  alone  offers  the  statistics 
that  show  that  its  former  baggage  allot- 
ment for  traveling  salesmen  has  been 
cut  50  per  cent.  Everybody  knows  that 
certain  industries  have  long  been  mak- 
ing use  of  the  loose  leaf  idea  in  sample 
books  for  salesmen,  but  the  idea  of  re- 
producing samples  of  dry  goods  in  fac- 
simile in  loose  leaf  binders  is  at  least 
new  enough  to  merit  passing  comment. 

Retail  Firms,  Too 

A  retail  firm  which  adopted  the  loose- 
leaf  catalogue  form  is  the  Green  Fur- 
nishing Co.,  of  Hamilton.  The  loose 
sheets  bear  on  each  side  a  half-tone  of 
one  of  their  baby  carriages,  kiddie- 
coops,  etc.,  with  description  and  price 
definitely  stated.  These  are  enclosed  in 
a  blue  folder-envelope  made  to  fit  the 
leaves.  The  advantage  of  this  new 
type  of  catalogue  is  that  it  makes 
comparison  and  selection  simple  and 
also  affords  the  omission  of  any 
discontinued  lines — two  very  practical 
points  just  now. 

Along  with  the  loose  leaves  is  enclos- 
ed a  neat  order  blank  of  the  same  size; 
a  letter  calling  the  attention  of  the 
mother  to  the  use  and  beauty  of  the 
various  baby  lines  illustrated,  and  a 
printed  envelope  for  a  reply.  It  is  note- 
worthy that  the  prices  stated  for  the 
merchandise  are  the  whole  cost  to  the 
customer.  The  store  pays  all  express 
charges  for  out-of-town  customers.  The 
folio  is  very  attractive  and  bound  to  be 
carefully  examined  wherever  a  baby  re- 
sides. 


Keeping  Everlastingly  At  It 

That   is  the   Royal   Road   to   Success  in   Selling   Typewriter 

Ribbons,  Carbon  Papers,  Typewriting  Papers  and 

Other  Supplies 


W.  H.  Smith  and  Son,  of  London, 
England,  have  introduced  an  "Economy 
Envelope,"  made  of  printed  propaganda 
matter.  The  printed  surface  is  turned 
inside,  and  the  outside  is  quite  clean  and 
good  enough  for  any  ordinary  commer- 
cial   purpose. 


The  new  postal  rates  now  in  operation 
in  Great  Britain  are:  Letters  up  to  4  ozs., 
lMjd.,  and  M>d.  for  every  further  2  oz. 
Postcards  Id.  Parcel  post,  up  to  3  lb., 
6d.;  up  to  7  lb.,  9d.;  up  to  11  lb.,  Is. 
Printed  paper  post,  under  10  oz.,  M>d.; 
under  2  oz.  Id. 


IN  the  office  supply  department  of  the 
stationery  store  a  good  live  selling 
line  comprises  typewriter  ribbons, 
carbons,  paper,  etc.  These  goods  yield 
satisfactory  profits,  and  by  selling  good 
standard  lines  dealers  will  build  up  a 
most  profitable  continuous  business — 
lor  this  is  stock  that  will  turn  over  far 
more  frequently  than  many  of  the  other 
varieties  of  merchandise  making  up  the 
stock  of  a  book  and  stationery  store. 
Every  dollar  invested  in  this  stock  will 
earn  far  more  than  the  average  returns 
considering  the  business  as  a  whole. 

Cities  of  10,000  people  will,  on  the 
average,  each  have  from  150  to  200  type- 
writers which  must  be  kept  supplied. 
The  same  proportion  applies  to  towns 
and  cities  of  smaller  or  larger  popula- 
tion. 

Think  of  the  total  amount  of  carbon 
paper,  ribbons,  typewriting  paper  and 
other  supplies  used  up  by  all  the  type- 
writers in  one  town.  Is  the  average 
dealer  in  one  of  these  towns  getting  his 
share  of  this  trade? 

No,  he  is  not! 

Why  not? 

Well,  perhaps  one  of  the  biggest  rea- 
sons is  that  the  local  retailer  allows  his 
more  aggressive  competitors  from  the 
larger  cities  to  steal  a  march  on  him, 
going  right  into  his  town  and  carrying 
away  business  from  under  the  local 
man's   nose. 

Now  listen:  if  it  pays  a  Toronto  house 
to  pay  a  salesman's  fare  to  St.  Thomas, 
for  instance,  bear  the  cost  of  his  hotel 
bill  and  "incidentals"  to  get  some  of  the 
typewriter  supply  orders  from  offices  in 
that  city — he  can't  get  them  all  because 
there  are  other  itinerants,  and  of  course 
the  local  stationers  do  sell  these  lines 
to  some  extent — doesn't  it  stand  to 
reason  that  the  local  dealer  can  make  it 
profitable  to  have  one  of  his  salesmen 
call  upon  the  different  offices  say  one 
day  each  week,  or  at  least  a  couple  of 
days  each  month,  specializing  in  type- 
writer supply  sales? 

The  local  stationer  has,  among  others, 
the  big  advantage  of  being  able  to  give 
customers  better  service  and  more 
prompt  deliveries,  and  as  to  price,  he  can 
afford  to  quote  as  low,  if  not  lower  than 
any  of  the  outside  competitors,  so  the 
bugbear  of  price  competition  from  these 
outside  competitors  may  be  considered 
to  be  effectually  laid  out. 

Were  the  average  purchaser  of  these 
goods  to  be  asked  in  his  office  why  he 
does  not  buy  his  ribbons  and  carbons 
from  the  local  stationers,  his  reply  would 
probably  be:  "Well,  he  doesn't  seem  to 
think  enough  of  our  business  to  come 
after  it,  whereas  the  traveller  represent- 
ing Blank  of  Toronto,  or  Dash  of  Win- 
nipeg as  the  case  may  be,  calls  upon  us 
regularly  and  naturally  he  gets  the  busi- 
ness. 
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The  local  dealer  will  often  say  that 
he  has  had  an  outside  salesman  but 
found  that  it  did  not  pay.  The  trouble 
generally  lies  in  the  fact  that  the  dealer 
expected  his  outside  salesman  to  make  a 
big  showing  from  the  start.  The  sales- 
man bumps  up  against  users  with  stocks 
ahead  and  others  who  must  be  turned 
into  personal  friends  before  they  can  be 
customers.  Now,  the  dealer,  after  his 
salesman  or  clerk  has  made  one  or  two 
calls  upon  offices  in  town  and  the  returns 
in  number  of  orders  do  not  come  up  to 
his  expectations,  must  not  give  up  his 
efforts  and  say  it  does  not  pay. 

Of  course  it  did  not  pay  and  it  won't 
pay  until  Mr.  Local  Dealer  makes  up  his 
mind  to  keep  his  salesman  plugging  at 
it.  He  wants  to  remember  that  his  out- 
of-town  competitor  had  to  do  just  this 
and  do  it  at  a  much  greater  expense. 
There  is  yet  to  be  found  an  instance 
where  it  did  not  pay  the  local  dealer  to 
have  a  man  call  upon  customers,  if  fol- 
lowed up  persistently. 

Almost  every  dealer  can  recall  some 
salesman  who  has  called  upon  him  for 
months  and  possibly  years  before  selling 
him,  who  never  got  discouraged,  and  al- 
ways kept  smiling.  Then  eventually  he 
did  get  a  small  order.  Now  he  is  gett- 
ing practically  all  of  Mr.  Dealer's  busi- 
ness in  his  line.  The  same  principle  will 
work  successfully  for  the  local  dealer  if 
his  salesman  will  keep  plugging  away. 


NEW  EXTRA  CENT  IDEA 

Novelty  in  advertisements  is  an  ele- 
ment that  adds  materially  to  the  atten- 
tion-getting probability.  Here  is  a  new 
idea  in  periodical  advertising  by  a 
Halifax   firm: 


WHAT  IS  YOUR 

FAVORITE 

MAGAZINE? 

You    can    have    it    mailed    to    your 
home   for  just  one  cent  above  the 
publisher's  price.     For  instance: 

Cosmopolitan   or 

Motion  Picture  Magazine 

21 

cents 

McCall's 

Argosy  or  All  Story 

11 

cents 

Standard 

6 

cents 
Ltd. 

H.     H.    Marshall, 

96   Granville   St., 
Halifax. 

News  of  the  Leather  Goods  Trade 

New  Productions  in  Ladies'   Handbags — Trade  Livened  Up  by  Demand  for  Regis- 
tration Card  Cases 


WITH  the  completion  of  the  regis- 
tration season  on  June  2nd  there 
immediately  sprang  into  promi- 
nence cases  in  which  to  preserve  the 
registration  cards.  Wholesales  were 
not  slow  to  bring  these  on  the  market 
and  they  state  that  the  sale  of  them  has 
been  tremendous.  They  have  been  pro- 
duced in  leatherette  styles  which  may  re- 
tail at  10c  up  to  fine  leather  cases  which 
sell  up  to  $2  and  $2.50.  All  have  found 
very  ready  sale.  Some  are  the  fiat  cases 
which  contain  nothing  but  the  registra- 
tion card  and  have  a  celluloid  window, 
others  fold  over  in  card-case  style  and 
have  pockets  for  car  tickets;  then  more 
elaborate  ones  are  the  regular  card  case- 
with  an  additional  section  for  the  regis- 
tration card.  For  men  the  registration 
card-cases  are  sometimes  combined  with 
bill  folds.  There  are  also  some  small 
fiat  white  metal  registration  card  cases 
offered. 

The  Fall  range  of  bags  and  purses  is 
now  about  complete  and  a  number  of  in- 
teresting features  are  observed.  While 
bags  are  selling  well  the  various  sizes  in 
purses  and  fiat  Avenue  bags  are  still 
much  more  in  evidence  than  soft  bags. 
One  firm  has  125  purses  in  its  Fall  rang', 
of  samples  to  25  of  bags.  This  gives 
some  idea  of  the  relative  proportion  of 
these  in  demand.  In  purses  there  is  a 
leather  called  beaver  calf  which  is  a  new 
finish  in  the  Fall  numbers.  It  is  very 
soft  and  velvety  in  texture  and  in  color 
of  course  resembles  beaver  and  will 
match  up  well  with  the  fashionable  fab- 
rics in  that  tone.  One  Avenue  bag  in  this 
leather  is  fitted  witlv  a  generous  sized 
plate  mirror  whose  pocket  has  a  square 
opening  so  that  the  mirror  need  not  be 
removed  from  the  purse  to  be  of  use.  This 
will  be  found  a  practical  selling  feature. 
Flat  bags  may  be  almost  any  size,  small 
or  large,  and  still  be  in  fashion.  The 
medium-sized  numbers,  however  will 
probably   meet  with,  greatest   sale. 

With  the  present  prices  of  fine  leathers 
there  will  probably  be»  a  good  sale  this 
Fall  for  velvet  bags.  *»t  present  these 
are  a  note  of  extreme  importance  in  New 
York.  Chiffon  velvets  and  panne  velvets 
in  black  are  the  favorites.  One  line  of- 
fered on  the  Canadian  market  is  very 
attractively  lined  with  i  peach  colored 
satin  which  is  novel  after  the  dark  and 
figured  silks  and  satins  which  have  been 
used  heretofore.  This  is  shown  in  a 
black  chiffon  velvet  bag  and  is  very  at- 
tractive. The  inner  purse  is  lined  with 
white  corded  silk.  Most  of  the  Fall  bags 
are  in  the  soft  pouch  shape  and  finished 
with  large  deep  tassels  of  silk  or  chenille 
at  the  bottom.  A  more  tailored  number, 
however,  is  offered  in  a  larger  than  me- 
dium sized  bag  with  a-  soft  gusset  bot- 
tom. This  is  in  gathered  pin  seal  with 
a  striped  moire  lining.  A  gun-metal  bag 
for  a  mourning  costume  is  gotten  up  in 
neat  style  with  a  grey  moire  lining.  It 


Some  New  Bags 


The  black  chiffon  velvet  bag  with  heavy  silk  tassel  and  novelty  clasp  is  lined  with  bewitching  peach- 
colored  satin;  the  inner  compartment  is  lined  with  heavy,  white  corded  silk.  In  the  middle 
of  the  illustration  are  two  views  of  an  Avenue  bag  of  soft  beaver  calf  skin ;  champagne  silk  with 
stripes  is  used  for  the  lining.  At  the  right  is  an  original  design  in  soft  pin  seal  with  chenille  tassel. 
Described    more    fully    in    the    accompanying    article. 


has  the  soft  pin  seal  cut  to  resemble  the 
fabric  bag  of  this  Summer  with  two  ears 
at  each  side  and  has  also  the  tassel  fin- 
ish. Novelty  clasps  are  sometimes  shown 
but  the  majority  of  frames  are  covered 
with  either  the  leather  or  velvet  of  the 
bag. 

Patent  leather  belts  in  both  dress  and 
coat  size  continue  one  of  the  important 
items  for  leather  goods  departments.  In 
real  leather  these  are  less  plentiful  than 
one  might  expect  but  in  imitation  patent 
leather  they  sell  rapidly.  White  and 
scarlet  patent  leather  belts  are  also  fair- 
ly active. 


appeared  since  last  month,  including  a 
metal  device  that  takes  the  certificate 
folded  once.  This  is  the  product  of  a 
firm   in    Sherbrooke,  Quebec.     The   case 


PUBLICITY  POST  CARDS 

Stationers  in  casting  about  for  new 
opportunities  for  post  card  trade  shoulu 
not  overlook  their  own  municipal  admin- 
istrators. Some  cities  have  publicity 
agents  who  appreciate  theiunique  adver- 
tising value  of  picture  postcards.  For 
instance,  in  St.  Thomas,  Ontario,  Lhe 
newly  appointed  publicity  agent,  H.  P. 
MacMahon,  is  preparing  for  the  distri- 
bution of  advertising  post  cards  among 
the  American  troops  who  visit  St. 
Thomas,  and  has  placed  an  order  for 
these  cards. 


REGISTRATION  CERTIFICATES 

A   line   that    continues    to     sell     well 
although  not  up  to  the  first  rush,  com- 
prises a  variety  of  registration  certifi- 
cates  and   a   few  new  conceptions   have 
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is  flat  and  fits  a  vest  pocket  nicely.  The 
illustrations  of  the  leather  cases  here- 
with are  presented  through  the  cour- 
tesy of  the  Pugh  Specialty  Co.,  who  are 
now  putting  out  a  series  of  these  special- 
ties. 


BOOKSELLER  AND  STATIONER 


New  Toys  on  the  Market 

War  Toys,  Construction  Toys  and  Dolls  Are  the  Centre  of 

Interest — Each  Year  Sees  Improvements  if  Not 

Novelties — Dolls  Have  Open  Mouths 


D 


k.  ELIVERIES  are  never  promis- 
ed" said  a  leading-  toy  and  fancy 
goods  wholesaler  to  a  BOOK- 
SELLER AND  STATIONER  representu- 
tive  the  other  day.  "Orders  all  coiiie 
short  and  freight  is  very  much  con- 
gested. And  if  it  is  congested  now, 
what  do  you  suppose  it  will  be  in  the 
Fall  when  Christmas  goods  and  all  the 
other  Fall  and  Winter  merchandise  is 
on  the  road?  The  merchant  should  cer- 
tainly buy  as  early  as  he  possibly  can 
and  take  the  goods  in  at  once  if  the 
wholesaler  or  the  manufacturer  has  sup- 
plies on  hand  for  him.  Of  this  the  trade 
may  be  assured,  that  prices  will  not 
come  down;  they  may  go  up  higher." 
This  is  a  story  which  is  riot  at  all  new 
to  buyers  at  this  time  of  the  year. 
Nevertheless  the  fact  remains  that  a 
number  of  merchants  are  buying  early, 
as  usual,  and  others  are  waiting  until 
later — as  usual — and  a  certain  amount 
of  orders  will  no  doubt  get  through  in 
the  time  anticipated,  but  it  will  be  re- 
membered by  many,  perhaps  to  their 
sorrow,  that  a  large  amount  of  goods 
expected    last    year    for    the    Christmas 


trade  arrived  at  the  retailer's  anywhere 
from  January  to  March  this   year. 

The  toy  trade  seems  to  be  in  pretty 
good  condition  for  people  will  buy  toy^ 
for  their  children  even  if  it  means  going 
without  some  necessities  themselves.  In 
Canada,  the  tendency  generally  is  toward 
a  good  class  of  toy.  The  people  are 
willing  to  pay  the  price  of  a  good  'coy 
rather  than  buy  a  cheap  toy  which  wiil 
not  last  and  has  also  an  unattractive 
appearance  and  finish.  So  say  the  larg- 
est toy  manufacturers.  The  price  of  the 
poorly  made  toys  is  so  high  that  people 
feel  it  is  throwing  money  away  to  buy 
them  at  all. 

Construction  Toys  Sell 

Such  toys  as  the  well-made  and  fin- 
ished metal  and  wooden  construction  toys 
continue  to  interest  the  trade  throughout 
and  will  again  be  one  of  the  best  selling 
lines  on  the  market.  While  these  toys 
may  be  had  at  different  prices  they  are 
all  of  good  quality,  the  price  being  regu- 
lated by  the  number  of  parts  in  the  out- 
fit. Among  some  of  the  newer  models 
which  may  be  made  from  these  toys  are 


the  foundry  truck,  warehouse  truck,  disc 
harrow,  Speaker's  chair,  motor  lorry, 
machine  gun,  dinner  gong,  stamp  mill, 
swivel   crane,  windmill,   etc. 

A  new  metal  top  is  being  made  by  a 
Hamilton  firm.  They  claim  that  it  re- 
quires no  string  and  has  no  parts  to 
break;  you  just  wind  it  up,  push  the 
stem,  and  away  it  goes.  It  is  painted 
in  red,  white,  blue  and  gold  stripes. 

Another  new  model  by  the  same  firm 
bounces  while  it  hums.  It  has  a  coii 
steel  spring  on  the  bottom  which  causes 
the  dancing. 

Good  Dolls  Sought 

Buyers  are  eagerly  hunting  both  in 
Canada  and  the  United  States  for  those 
concerns  which  have  the  best  dolls  to 
offer.  It  is  the  big  problem  of  the  toy 
department  just  now.  They  go  one  place 
and  find  a  poor  doll  nicely  dressed,  {<. 
another  and  find  a  poor  body  with  a  to! 
erably  pretty  face,  or  again  a  quite 
good  doll  spoiled  by  being  poorly  dress- 
ed. Few  of  the  makers  seem  to  be  able 
to  take  care  of  all  the  details  of  a  suc- 
cessful doll  at  once. 

On  the  whole,  however,  dolls  are  of  a 
more  satisfactory  type  than  they  were  a 
year  ago.  One  model  which  was  observ- 
ed in  a  manufacturer's  show  room  was 
commented  upon  for  its  very  pleasing 
expression.  It  was  gowned  in  a  little 
gingham  frock  and  bonnet  with  white 
trimmings;  the  style  was  a  really  smart 
one  and  the  d:ess  well  made  and  fitted. 
The  retail  price  of  this  model  would  by 
about  $2.50.  "Nothing  ever  came  here 
from  Germany  as  well  made,  as  well 
clothed  and  at  the  same  time  as  plead- 
ing, regardless  altogether  of  price,  as 
that  model,"  said  the  maker  of  it.  He 
was  quite  satisfied  that  he  had  beaten 
Germany.  "Germany  never  turned  out  a 
doll  like  that,"  he  said. 

The  wig  and  eyes  have  been  improved 
in  most  of  this  year's  models,  and  manu- 
facturers have  perfected  the  open  mouth 
so  that  real  teeth  may  show,  rather  than 
painted  ones.  There  are  some  quaint 
little  baby  dolls  with  open  mouth  toe, 
but  of  course  they  have  no  teeth. 

War  Toys 

Some  firms  are  featuring  their  war 
toys  and  say  they  are  doing  well  with 
them,  while  others  say  the  people  are 
not  buying  so  many  as  they  did  a  couple 
of  years  ago  on  account  of  the  sadness 
in  so  many  homes  which  the  war  has 
caused.  It  always  is  so,  however,  that 
the  same  object  is  capable  of  causing 
joy  and  sorrow  at  the  same  time  to  dif- 
ferent people,  and  therefore  there  will 
very  likely  be  a  goodly  demand  for  war 
toys  again.  Boys  will  still  want  to  imi- 
tate their  fathers  or  their  elder  brothers 
and  girls  will  always  want  to  play  at 
being  nursing  sister  or  mistress  of  the 
bazaar. 

This    year's  machine  guns,  instead  of 
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being  stationary  are  to  be  had  on  a  turn- 
stand  so  that  they  will  shoot  in  any  di- 
rection. The  new  submarines  dive  and 
shoot  under  the  water.  The  tank,  ar- 
mored car  and  gun-carrying  auto  in  bat- 
tleship grey  are  added  to  the  range  of 
friction   toys. 

While  the  "busy  mouse"  is  not  a  war 
toy  it  may  still  be  responsible  for  the 
annihilation  of  peace  in  the  household. 
It  is  really  quite  harmless  even  though 
it  is  so  lifelike.  The  life-sized  model 
with  wiggling  tail  is  attached  to  an  ob- 
long board  about  12  inches  long  and 
scampers  up  one  side  and  down  the  other 
according  to  the  way  the  board  is  held 
in  the  hand.  This  toy  retails  for  40  or 
50  cents. 

Nurses'  outfits  are  to  be  had  in  boxes 
complete.  Floor  chimes  are  offered  this 
year  on  the  same  principle  as  the  bells 
on  wheels  which  sold  so  well  for  the 
past  few  seasons.  This  year  there  are 
chimes  enclosed  in  a  wooden  drum  which 
is  painted  and  on  wheels  for  pushing 
along  the  floor. 


f^^l^Jf^J^J] 


The  Ouija  board  is  becoming  more 
and  more  popular.  One  firm  reports  hav- 
ing sold  already  this  year  more  Ouija 
boards  than  it  did  all  last  year. 

Educational  blackboards  are  offered  in 
a  variety  of  models.  Some  have  the 
a,  b,  c's,  figures,  blackboard  and  count- 
ing beads  all  complete  in  one  disc  or  ovai 
which  may  easily  be  carried  around  by 
a  small  child.  Where  all  these  features 
are  to  be  had  in  one  board,  both  sides  of 
it  are  utilized.  These  retail  at  about 
$3.00;   the  simpler  ones  at  $1.00. 

In  a  new  range  of  wooden  toys  which 
hail  from  British  Columbia  there  are 
original  and  very  clever  developments  of 
animals  on  wheels,  arks,  jointed  flat 
wooden  animals,  etc.,  which  are  painted 
in  realistic  fashion.  These  are  not  what 
one  would  call  a  cheap  range,  but  con- 
sidering their  fine  finish,  the  makers  be- 
lieve that  they  are  well  within  the  limit 
for  quick  selling.  Teddy  bears,  lions, 
mice  and  pumpkins,  cows,  rabbits,  but- 
terfly ^arts,  and  donkeys  are  among  the 
novelties  made. 


BOOKSELLER    AND    STATIONER 


NEW   TOY  CATALOuL^ 

A  pretentious  illustrated  catalogue  of 
144  pages  has  just  been  issued  by  J.  E. 
Beauchamp  &  Co.,  of  Montreal  in  which 
details  about  this  firm's  lines  of  sport- 
ing goods  and  toys  are  set.  forth  -at 
length. 

In  sporting  goods  the  first  item  is  a 
new  article  called  the  "Hibernocycle," 
which  is  virtually  a  bicycle  on  runners. 
There  arc  toboggans,  croquet  sets,  ler.- 
nis  rackets  and  roller  skates.  Over  sixly 
pages  are  devoted  to  the  toy  section, 
among  the  articles  illustrated  and  des- 
cribed beins  children's  theatres,  movir'; 
picture  machines  for  boys,  builders,  toy 
motors,  boy  contractors,  automatic 
banks,  toy  ten-pin  outfits,  sleighs,  toy 
snow  shovels,  jitney  cars,  coasters, 
racers,  pony-cars,  bubblers,  Noah's  arks, 
composition  horses,  novelties  such  as 
"Ragtime  Rastus"  and  the  "Boxing 
Darkies"  to  put  on  disk  talking  ma- 
chines, Peter  Rabbit  dolls,  full  composi- 
tion dolls,  tops,  home  teachers,  various 
board  games,  puzzles,  Quaddy  games, 
bird  sets,  gift  sets,  etc.,  dolls'  go-carts 
and  carriages,  papier  mache  animals, 
doll  kitchenette  sets,  etc.  This  necessar- 
ily brief  reference  will  afford  some  idea 
as  to  the  comprehensive  nature  of  the 
catalogue  which  is  a  distinct  credit  lo 
this  enterprising  house. 


WHAT   THE   PRESS    RECEIVED    FOR 

ADVERTISING    THE    VICTORY 

LOAN 

Various  estimates  have  been  made  as 
to  the  amount  the  press  received  from 
the  Government  in  connection  with  the 
press  publicity  for  the  Victory  Loan, 
but  the  actual  figures  paid  were  clearly 
set  forth  in  audited  statements  sub- 
mitted to  the  Annual  Meeting  of  Cana- 
dian Press  Association,  Inc.,  held  in 
Toronto  on  June  13  and  14. 

The  total  amount  paid  by  the  Gov- 
ernment for  advertising  space  was 
$165,419.81,  which  was  distributed 
among  1,400  newspapers  and  other  pub- 
lications. Approximately  $5,000  was 
spent  in  the  preparation  and  distribu- 
tion to  the  press  of  a  large  number  of 
special  articles,  illustrations,  cartoons, 
etc.,  which  were  inserted  in  the  press 
without  charge.  The  setting  of  type 
and  making  of  duplicate  plates  of  the 
advertisements  for  the  various  publica- 
tions used  and  the  fees  paid  to  the  five 
co-operating  advertising  agencies  for 
their  services  cost  in  the  neighborhood 
of  $37,000,  making  the  total  expenditure 
$208,166.09. 

As  the  total  cost  of  floating  the  loan 
was  approximately  $5,000,000,  the  Gov- 
ernment's expenditure  on  press  publi- 
city represents  less  than  five  per  cent, 
of  the  total  expenditure.  It  is  interest- 
ing to  note  also  that  the  press  publicity 
cost  only  one-twentieth  of  one  per  cent, 
of  the  total  amount  subscribed  to  the 
loan. 

The  press  publicity  for  the  loan  was 
handled  by  Canadian  Press  Association, 
Inc.,  and  the  officers  of  the  Association 
and    its   individual   members   co-operated 


From  a  New  Range  of  Wooden  Toys 

Butterfly  cart;  Maud,  the  donkey;  grey  and  white  horse:  "Bath  Bun":  polar  bear;  lamb  cart  (team); 
blue  bird  cradle:  Cinderella  chariot..  These  toys  including  the  stands  and  wheels  are  suitably 
painted.       The    illustration    shows    how    true    to   nature    they    are   poised. 


splendidly  in  making  the  campaign  a 
success.  During  three  months  last  fall 
most  of  the  time  of  the  president,  Mr. 
J.  H.  Woods,  Calgary  "Herald,"  and 
the  office  staff,  was  devoted  to  the 
press  publicity  campaign,  and  for  sev- 
eral weeks  the  committee  of  publishers 
in  charge  were  in  almost  continuous 
session.  The  individual  members,  on 
the  other  hand,  contributed,  without 
charge,  space  in  their  newspapers  and 
other  publications  which,  if  calculated 
at  their  regular  commercial  rates, 
would  run  up  to  more  than  the  total 
amount  paid  for  the  advertising  space. 

Neither  Canadian  Press  Association, 
Inc.,  as  such,  nor  any  of  its  officers  or 
committees,  received  any  remuneration 
for  their  services  in  connection  with 
the  loan,  those  services  being  given 
voluntarily  and  in  the  spirit  of  national 
service. 
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PAPER  RESTRICTIONS 

In  a  recent  speech  before  the  House  of 
Commons,  the  president  of  the  Board  of 
Trade  referred  to  the  question  of  papei 
and  paper-making  materials,  restrictions 
in  imports  of  which  had  made  possible 
a  saving  of  tonnage.  In  normal  times 
about  90  per  cent,  of  the  paper  used  in 
this  country  was  either  imported  or  made 
from  imported  materials.  These  imports 
were  now  only  about  one-fifth  of  the 
amount  imported  before  the  war.  This 
limitation  of  the  amount  of  paper  had 
resulted  in  very  enhanced  prices,  and  one 
of  the  activities  of  the  Paper  Controller 
was  in  the  direction  of  seeing  what  sort 
of  restriction  could  be  put  on  the  prices 
which  were  being  charged  to-day.  The 
Paper  Controller  was  now  devoting  his 
energies  to  the  collection  of  waste  ma- 
terials and  to  increasing  home-produced 
materials. — "Stationery     World"     (Eng- 


Help  Solve  the  Transportation  Problem 

Concrete  Suggestions  to  Shippers  by  the  National  Organization  of  Business  Papers. 


THE  growing  menace  of  the  freight 
transportation  situation  has  in- 
duced the  Associated  Business 
Papers,  Inc.,  New  York,  through  their 
•executive  committee,  to  formulate  a  plan 
for  definite,  practical  co-operation  by 
shippers  to  relieve  terminal  congestion 
and  keep  freight  moving. 

The  following  plan  calls  for  action, 
now,  and  shippers  everywhere  are  urged 
to  bring  it  to  the  attention  of  the  proper 
organizations  for  that  purpose. 

To  win  this  war  we  must  do  things. 
Do  them  quickly,  with  less  labor  and  less 
waste.  We  must  increase  valuable  ac- 
tivity and  decrease  wasteful  activity.  We 
are  at  present  suffering  from  a  decrease 
of  activity  all  along  the  line.  This  de- 
crease comes  from  the  inadequacy  of  the 
distribution  system.  It  is  time  for  the 
producer  of  raw  material,  the  manufac- 
turer, the  warehouseman,  the  jobber  and 
the  dealer  to  understand  that  distribu- 
tion, the  movement  of  materials  from 
the  point  of  production  to  the  point  of 
fabrication  and  the  movement  of  goods 
from  the  point  of  fabrication  to  the  point 
of  consumption  is  the  foundation  of  all 
industrial  endeavor. 

Government  Needs  Your  Co-operation 

Neither  the  efficient  control  of  govern- 
ment bodies,  nor  the  wisdom  of  the  rail- 
road men  can  solve  the  whole  problem. 
A  large  part  of  the  difficulty  is  the  local 
and  short  haul  difficulty,  resulting  in  con- 
gestion which  extends  back  into  the  main 
arteries  of  transportation.  It  is  time  for 
the  business  man  in  all  lines  of  endeavor 
to  realize  that  he  is  not  merely  a  buyer 
of  transportation,  at  a  price  per  mile  or 
per  ton,  but  that  adequate  transportation 
service  is  absolutely  necessary  to  the 
profits  of  his  business.  At  the  present 
time  the  interest  charges  on  goods  in 
transit  frequently  amount  to  very  much 
more  than  double  the  cost  of  the  trans- 
portation, while  the  cost  of  waste,  due  to 
inability  to  secure  materials  and  ship 
goods,  runs  into  much  larger  figures. 

For  these  reasons  all  men  who  secure 
their  livelihood  from  the  production  of 
materials  or  goods  and  the  sale  of  those 
products,  should  be  interested  in  pushing 
for  these  items,  which  will  enable  us  to 
build  up  an  adequate  transportation 
system. 

The  Government  has  now  assumed  con- 
trol of  the  railroads,  and  Director-Gen- 
eral McAdoo  has  surrounded  himself  with 
an  able  staff  of  practical  and  successful 
railroad  operators.  A  national  highway 
committee  has  been  appointed,  with  Roy 
D.  Chapin,  president  of  the  Hudson 
Motor  Car  Company,  as  its  head,  and  the 
Board  of  National  Waterways  Associa- 
tion is  working  with  the  official  commit- 
tee on  this  problem.  Under  these  circum- 
stances, and  having  in  mind  that  we  have 
not  in  our  industries  displayed  any  well 
organized  efforts  to  aid  in  the  solution  of 
the  traffic  problem,  it  is  our  recommenda- 


tion that  the  matter  will  be  best  served 
by  our  full  co-operation  with  these  gov- 
ernmental bodies.  It  is  time  to  quit  kick- 
ing about  rules  which  are  established  in 
the  endeavor  to  clean  up  the  situation, 
and  to  co-operate  in  such  a  whole-hearted 
and  intelligent  way  that  the  tangle  of 
transportation  difficulty  may  be  more 
rapidly  untied  and  the  situation  cleared 
in  record  time. 

It  is  recommended  for  this  reason  that, 
generally  speaking,  the  shipper  should  be 
urged  to  foster  movements  in  the  follow- 
ing directions: 
For  the  Improvement  of  Railroad  Service 

1.  The  provision  of  adequate  rules  to 
secure  the  full  efficiency  of  transporta- 
tion service. 

2.  This  includes  establishing  proper 
charges  for  freight  and  demurrage  and 
the  enforcement  of  equitable  rules  for 
loading  and  unloading,  shipping  and 
packing. 

For  the  Highways 

1.  The  extension  of  paved  highways. 

2.  Provision  for  keeping  these  high- 
ways open  at  all  seasons. 

3.  Proper  provision  for  the  mainten- 
ance of  these  highways. 

For  the  Waterways 

1.  The  construction  of  barges  and 
small  tow  boats  to  provide  for  the  ade- 
quate use  of  existing  highways. 

2.  Provision  for  putting  into  shape  ex- 
isting waterways  that  have  been  allowed 
to  become  obsolete. 

3.  Provision  for  the  wise  extension  of 
these  waterways  to  correlate  with  the 
railroad  system. 

As  a  measure  of  relief  from  the  pre- 
sent congestion,  it  is  recommended  that 
the  shipper  be  advised  that  he  can  ma- 
terially aid  himself  in  the  improvement 
of  his  own  transportation  conditions  and 
the  elimination  of  the  excessive  costs  of 
not  being  able  to  do  business  by  carrying 
out  the  following  suggestions: 

In  Connection  With  the  Railroads 

1.  Co-operate  and  put  it  over.  Do  not 
kick  at  changes. 

2.  Load  and  unload  promptly.  Do  not 
wait  for  a  convenient  season. 

3.  Load  to  capacity. 

4.  Do  not  reconsign  en  route.  Decide 
the  destination  before  the  goods  leave. 

5.  Pack  securely  and  mark  plainly. 
In  Connection  With  the  Highways 

1.  Make  a  survey  of  all  the  incoming 
and  outgoing  freight  handled  within 
zones  of  10,  25,  50,  or  75  miles  from  your 
city. 

2.  Ship  all  goods  to  be  delivered  with- 
in the  above  zones  over  the  road  by  motor 
trucks. 

3.  Demand  that  all  goods  to  be  shipped 
to  merchants  in  your  city  and  originating 
within  the  zones  mentioned  be  delivered 
by  motor  trucks. 

4.  Make  a  census  of  all  motor  trucks 
in  your  town  available  for  this  work. 

5.  Take  up  with  your  local  offices  of 
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the  national  express  companies  and  your 
local  haulage  and  express  concerns  as  to 
how  far  they  can  extend  their  present  de- 
livery routes. 

6.  Select  a  committee  of  the  best  traf- 
fic managers  of  the  concerns  in  your  city 
to  lay  out  a  detailed  plan  to  suit  your 
own  local  conditions  and  determine  upon 
the  fair  rates  to  be  charged. 

7.  Arrange  for  a  sufficient  number  of 
receiving  platforms  or  warehouses  where 
you  can  use  horse  wagons  and  motor 
trucks  up  to  3-ton  capacity  to  deliver  and 
set  down  goods,  leaving  for  the  larger 
trucks  the  running  between  the  main 
points  in  the  zones.  Do  not  try  to  make 
the  trucks  running  overland  between  the 
main  points  do  pick-ups  and  deliveries. 
It  cuts  down  their  efficiency  and  makes 
the  maintenance  of  schedules  impossible. 

8.  Put  some  trucks  in  the  overland 
haul  work  on  definite  leaving  schedules 
so  that  goods  can  be  delivered  to  the  re- 
ceiving platforms  or  warehouses  in  time 
to  make  up  full  loads  to  any  given  points. 

9.  Arrange  a  return  loads  bureau.  Ar- 
range with  the  local  telephone  companies 
to  give  your  regular  telephone  number  to 
any  inquirer  calling  up  and  asking  for 
return  loads  bureau.  Post  notices  in  the 
offices  of  all  of  your  merchants  that  you 
have  established  a  return  loads  bureau. 
Post  similar  notices  in  conspicuous 
places  in  the  smaller  towns  and  cities 
through  which  trucks  running  to  or  from 
your  city  will  have  to  pass.  This  will 
enable  your  trucks  and  those  of  private 
truck  contractors  doing  this  kind  of  haul- 
age and  entering  your  city  to  quickly 
collect  loads  to  be  transported  to  their 
home  cities. 

10.  Bring  all  pressure  to  bear  upon 
your  mayor  and  the  governor  and  thence 
to  your  highway  commissioners  to  keep 
all  the  main  highways  leading  out  of 
your  city  open  during  the  remaining 
winter  months. 

11.  Bring  all  pressure  to  bear  on  the 
proper  authorities  toward  the  resump- 
tion of  the  construction  of  main  line 
highways  at  the  earliest  possible  moment 
this  spring  and  for  a  proper  maintenance 
of  the  roads  all  year  around. 

In  Connection  With  Waterways 

1.  Secure  information  upon  transpor- 
tation available  on  existing  waterways 
covering  short  hauls. 

2.  Get  behind  the  movement  for  imme- 
diate production  of  barges  for  the  large 
canals,  such  as  the  Erie  barge  canal, 
which  would  relieve  the  freight  situation 
between  the  lakes,  coal  regions  and  the 
important  centres  on  the  Atlantic  sea- 
board. 

3.  Take  up  with  the  traffic  manager  of 
your  business  and  the  traffic  exoert  of 
the  local  chamber  of  commerce  the  pos- 
sibility of  the  use  of  waterways  for  any 
part  of  your  freight  movement  and  ar- 
range shipping  plans  accordingly. 
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GIVE     THE     SAMLLER      RETAILER 
CONSIDERATION 

(Continued  from  page  27.) 
he  is  being  penalized  because  he  is  small 
and  has  the  temerity  to  be  in  business  at 
all. 

"The  question  of  discounts  is  a  sore 
point  with  the  small  buyer.  I  will  not  at- 
tempt to  dictate  but  I  can  at  least  drop  a 
hint.  Nothing  tickles  the  small  store- 
keeper as  much  as  when  he  is  told  that  the 
big  fellow  cannot  buy  one  cent  cheaper 
than  he  himself  can, — and  that  he  can- 
not get  better  terms  or  longer  time  in 
which  to  pay. 

"Speaking  of  discounts,  a  wonderful 
help  to  the  little  fellow  would  be  some- 
thing of  this  kind  on  his  invoice  and 
statement: — 

"If  this  account  is  paid  on  or  before 
June  1st,  you  will  receive  a  discount  of 
4  per  cent,  and  an  additional  discount 
for  prepayment.   If  paid   on  or  before 
the  15th,  3  per  cent.,"  and  so  on,  accord- 
ing to  what  you  decide  you  can  allow. 
"Last  of  all,  be  loyal  to  the  little  fellow 
— be    sympathetic.      If    you    cannot   visit 
him,  write  him.     He  will  be  just  as  loyal 
to  you  as  you  are  to  him." 


ANOTHER    METROPOLITAN    DAILY 

GOES  UNDER  DEPARTMENT 

STORE  CONTROL 

It  will  be  remembered  that  Stewart 
Lyon,  editor  of  "The  Globe,"  Toronto, 
and  the  editor  of  a  Winnipeg  daily, 
speaking  at  the  annual  meeting  of  the 
Canadian  Press  Association,  lamented 
the  fact  that  editors  of  the  metropoli- 
tan daily  newspapers  had  not  a  free 
hand.  They  were  hampered  by  their  big 
advertisers,  the  owners  of  departmental 
stores. 

Rodman  Wanamaker,  of  John  Wan- 
amaker  &  Co.'s  big  departmental  store 
of  Philadelphia  and  New  York,  who  now 
controls  the  Philadelphia  "Press  Record 
and  North  American,"  has  just  been  ap- 
pointed by  the  will  of  the  late  James 
Gordon  Bennett  to  the  control  of  the 
"New  York  Herald"  and  the  "New  York 
Evening  Telegram."  Although  in  con- 
trol he  has  not  been,  nor  will  he  be  ac- 
tive personally  in  newspaper  work.  It 
is  interesting  to  observe  another  big 
daily  newspaper  pass  under  depart- 
mental store  control. 


WAR   SUBSTITUTES 

Economy  for  Waste. 

Co-operation  for  Criticism. 

Knowledge  of  Prices  for  Gossip  about 
Profits. 

Cornmeal     and     Oatmeal     for    Wheat 
Flour. 

Fish  for  Beef  and  Bacon. 

Vegetable  Oils  for  Animal  Fats. 

The  Garden  Hoe  for  the  Golf  Stick. 

Performance  for  Argument. 

Service  for  Sneers. 

Patriotic  Push  for  Peevish  Puerilities. 

Perishable  for  Preservable  Foods. 

Greater     Production     for     a     German 
Peace. 

The  Beef  You  Do  Not  Eat  for  the  Rifle 
You  Can   Not  Carry. 

Conservation  for  Conversation. 

Common  Sense  for  Common  Gossip. 

Marketing  for  Telephoning. 

Production  for  Pessimism. 

— Canadian  Food  Bulletin. 


KERENSKY 

Booksellers  are  reminded  that  the  com- 
ing of  Kerensky  to  America  will  revive 
interest  in  books  dealing  with  Russia. 


Merchant  &  Community  Development 

The  Interest  Every   Merchant  Should   Take  in  This  Growing  Idea  Emphasized  by 
Retailer  Who  Has  Benefited — The  Farmers'  Problems  Should  be  the 

Merchant's  Problems 

Written     for    BOOKSELLER     AND    STATIONER    by   H.   M.    Clark,   Lakefield,   Minn. 


COMMUNITY  development  is  an 
actuality.  It  is  a  real  living  thing! 
It  has  passed  the  "hope-so"  ex- 
perimental state.  Many  towns  and  vil- 
lages now  point  with  pride  to  community 
building. 

Co-operation  of  town  and  county  be- 
speaks community  growth.  The  pros- 
perity of  the  farmer  and  the  merchant 
travel  hand  in  hand.  Deny  one — you  rob 
the  other.  Let  misfortune  overtake  one 
— the  other  suffers  at  his  neighbor's  dis- 
comfiture. Let  fortune  smile  on  one,  and 
the  rays  of  sunlight  hit  the  other. 

We  have  got  to  get  away  from  some 
of  our  old  antics  and  get  down  to  brass 
tacks.  We  merchants  must  cut  out  such 
phrases  as  YOU  country  folk,  US  town 
people.  You  must  learn  to  say,  to  feel 
and  live  just  one  sentiment  every  day 
of  the  year  and  that  is  WE  good  folk 
of  a  community  center. 

Treat  the  Farmer  Fairly 

If  you  want  to  tear  down  the  so  called 
existing  social  bar  that  hinders  the  coun- 
try man  and  the  merchant  from  meeting 
on  a  level  of  friendship  and  good  com- 
radeship, you,  Mr.  Merchant,  have  got  to 
do  some  common-sense  thinking  and  get 
busy.  You  and  your  good  family  have 
got  to  learn  to  meet  the  farmer  on  a 
social  level  and  treat  him  and  his  kin 
with  equal  respect  and  dignity. 

You  have  got  to  establish  in  your  home 


town  a  community  center  and  get  things 
agoing.  Have  a  few  good  social  times, 
liven  things  up  and  have  your  family 
and  the  farmer's  family  get  acquainted. 
One  of  these  nice  Sundays  you  and  your 
family  may  be  autoing  out  to  a  good 
country  home  to  sit  down  to  a  swell 
chicken  dinner.  And  in  a  short  time  you 
have  the  basis  of  community  develop- 
ment started. 

You  have  got  to  take  an  active  interest 
in  the  farmer's  business  and  the  affairs 
that  daily  interest  him.  You  want  to 
see  that  he  has  in  your  town  a  good 
market  for  all  he  wishes  to  sell.  That 
he  gets  market  prices  and  the  best  of 
treatment. 

Then,  to  get  his  trade,  brush  up  that 
dinky  old  store  of  yours,  adopt  a  system 
to  your  business  and  inject  some  effici- 
ency into  it.  Carry  the  goods  people 
want  when  they  call  for  them.  Try  out 
quality  and  service.  Be  a  gentleman  and 
a  merchant.  Be  square  in  all  your  trans- 
actions. 

Don't  baby  the  farmer.  Treat  him  in  a 
sane  business-like  manner.  Inspire  him 
with  confidence  that  you  know  him  to 
be  four  square  honest,  enterprising  and 
give  praise  and  credit  where  it  is  due. 
Take  him  into  your  confidence  in  all 
matters  pertaining  to  the  upbuilding  and 
betterment  of  your  country  and  town 
life.  Advise  with  him  on  all  matters 
which  tend  to  better  local  conditions.  He 
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is  an  integral  part  of  your  community. 
So  are  you.  Just  think  pulling  together 
what  you  can  accomplish. 

In  retailing  merchandise  sell  up  to  a 
quality,  never  down  to  a  price.  Know 
your  stock,  be  sure  of  it.  Confidence  is 
the  greatest  asset  to  the  retail  merchant. 
Get  confidence  and  give  it  and  you  have 
made  an  important  stride  along  the  line 
of  successful  merchandising. 

Be  Bigger  Than  Your  Business 

If  you  can't  be  a  bigger  man  than 
your  business,  sell  out  and  give  a  decent 
man  a  chance.  If  the  idea  of  personal 
profits  and  what  you  can  lay  aside  year 
to  year  mean  more  to  you  than  the  town 
and  country  you  live  in,  you  are  a  selfish 
egotist;  you  will  never  add  one  iota  to 
community  building  and  the  quicker  you 
are  removed  the  sooner  a  real  live  man 
will  have  a  gentleman's  chance. 

Broad  minded  successful  merchants 
are  found  to  be  men  who  have  had  time 
to  build  up  a  successful  business  and 
still  take  time  to  look  after  the  interests 
of  his  neighbor,  the  farmer  and  the 
laboring  man,  trying  in  so  many  ways 
to  better  their  conditions  socially  and 
financially. 

Thus  working  with  the  farmer  and 
others,  the  merchant  learns  his  duty,  his 
part  in  community  development.  In 
helping  others  he  helps  himself  and  at- 
tains that  degree  of  manhood  where  his 
worth  to  the  town  is  a  community  asset. 


SOLDIER 
TRADE 


SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at  Home 

for  Forwarding  to  Soldiers  at  the  Front,  in  Training  and 

in  the  Base  Hospitals 


WRITING  HOME 


KEEP   ON    URGING   BOOKS  FOR 
SOLDIERS 

The  American  Library  Association  is 
continuing  steadily  and  vigorously  in  its 
organized  work  of  getting  books  to  every 
camp  and  concentration  place.  There  are 
now  over  500  branches  for  this  work. 
They  need  more  books  all  the  time,  es- 
pecially in  fiction.  Do  not  let  your  sales- 
men forget  to  keep  this  need  in  the  mind 
of  all  your  fiction  buyers.  Many  people 
will  decide  to  buy  an  extra  book  from 
your  counters  when  they  remember  that 
they  can,  by  doing  so,  give  themselves 
pleasant  hours  and  then  do  a  good  ser- 
vice in  passing  the  book  on.  One  camp 
librarian  writes:  "The  soldiers  persist- 
ently ask  for  new  novels,  which  never 
seem  to  come  often  enough  in  the  ship- 
ments." 

The  foregoing  advice  to  booksellers  is 
given  in  a  U.  S.  trade  newspaper  but 
with  slight  variation  in  application  it 
serves  as  a  guide  to  increased  book 
sales  for  presentation  to  Canada's  sol- 
diers as  well. 

SHOW   HELPFUL   BOOKS 

It  is  indeed  a  wise  bookseller  who, 
during  these  strenuous  wartimes,  will 
display  the  books  that  are  particularly 
helpful  to  our  soldier  boys. 

Sound  minds  produce  sound  bodies, 
and  if  we  can  help  to  keep  in  fit  fighting 
condition  every  man  we  send  "over 
there,"  we  have  removed  many  rocks  on 
the  road  to  Berlin.  Cleanliness  goes 
hand  in  hand  with  godliness.  It  has 
been  well  said,  "Soldiers  that  carry  their 
lives  in  their  hands  should  carry  the 
grace  of  God  in  their  hearts."  Virtue 
never  dwells  long  with  filth.  If  we  can, 
therefore,  keep  the  minds  and  bodies  of 
our  soldier  boys  in  a  clean,  wholesome 
state,  we  will  be  performing  a  noble 
service  to  our  God  and  our  country. — 
Standard  Book  Digest. 

D.  K.  Metcalf  of  Scranton,  Wetmore 
Si  Co..  the  big  retail  bookselline-  firm 
of  Rochester,  N.Y.,  told  the  Publishers' 


Weekly  of  the  demand  for  live  fiction  on 
the  part  of  soldiers,  especially  on  the 
way  over  to  France.  Mr.  Metcalf  was 
en  route  for  Paris  a  second  time.  Or 
his  first  trip  over  the  soldiers  were  al- 
lowed to  take  one  book  each  to  the  front 
from  the  collection  the  American  Lib- 
rary Association  had  placed  aboard  ship. 
Not  one  volume  was  left  except  one  of 
Spurgeon's  sermons. 


WAR  CRIPPLES  WILL  DEMON- 
STRATE 
Fifty    Maimed     Soldiers     Will    Work    at 
Toronto  Exhibition  Demonstrating 
Vocational  Training 

Following  up  the  information  given  in 
recent  issues  of  BOOKSELLER  AND 
STATIONER  as  to  the  work  being  done 
by  the  Department  of  Soldiers'  Civil 
Re-establishment,  Ottawa,  in  helping 
war  cripples  to  get  remunerative  em- 
ployment in  spite  of  even  the  most  seri- 
ous wounds  or  other  injuries  it  is  in- 
teresting to  observe  that  an  exhibition 
of  how  this  work  is  being  accomplished 
is  to  be  a  feature  at  the  Canadian  Na- 
tional Exhibition  in  Toronto  this  year. 
Although  Canada  is  conceded  to  be  far 
in  advance  of  all  other  Allied  countries 
in  the  work  of  reinstating  her  maimed 
heroes,  comparatively  few  people  have 
seen  actual  evidence  of  the  miracles  be- 
ing wrought  for  the  men  by  specialized 
vocational  training  and  physical  re- 
construction. 

At  the  Exhibition  at  least  fifty  men 
who  have  been  restored  to  full  useful- 
ness will  demonstrate  how  the  soldier 
heneficiaries  of  the  Government's  re- 
habilitation programme  have  been  made 
economically  self-supporting.  Included 
will  be  a  number  of  blind  men,  who  have 
been  re-educated  and  are  back  on  the 
civic  payroll.  The  men  will  demonstrate 
at  least  15  industrial  processes,  includ- 
ing typesetting,  oxy-acetylene  welding, 
jewelry  manufacture,  lens  grinding,  as- 
saying, etc. 
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SOLDIERS  WANT  GOOD   BOOKS 

Books  for  soldiers  in  the  training 
camps  are  being  provided  by  the  Ontario 
Government,  under  the  supervision  of 
W.  O.  Carson,  provincial  inspector  of 
public  libraries.  Books  have  already 
been  shipped  to  Camp  Borden  and  Campo 
Rathburn  and  Mohawk  will  be  supplied 
as  well.  The  women  of  the  Toronto 
public  library  have  given  their  services 
in  assisting  the  inspectors  of  public  li- 
braries in  making  the  selection  of  the 
books  for  the  soldiers. 

The  soldiers  in  Niagara  Camp  have 
already  generously  patronized  the  li- 
brary installed  there.  More  than  300 
books  were  borrowed  the  first  evening 
the  library  was  opened,  and  the  demand 
has  been  so  large  that  it  is  likely  that 
the  number  of  volumes  will  have  to  be 
doubled  shortly.  On  the  whole  the  sol- 
diers call  for  a  better  class  of  books  than 
are  in  demand  in  the  average  public 
library. 

A  Canadian  author  at  the  front,  writ- 
ing to  a  friend  in  Toronto  spoke  of  the 
dearth  of  books  of  the  better  class  and 
the  overplus  of  such  books  as  "The 
Dangerous  Lover."  In  fact  there  are 
literally  shoals  of  this  trashy  stuff  sent 
over  from  England,  but  not  enough 
really  good  literature.  When  a  post  ar- 
rives with  magazines  and  papers  there 
is  a  regular  fight  to  get  them.  The 
poems  of  Service  and  Drummond  are 
among  the  Canadian  books  that  are  In 
great  demand  among  the  soldiers,  and 
so  are  good,  bright  novels  with  lots  of 
"red  blood  action  in  them." 

Peterboro's    Book    Drive 

On  July  15  several  hundred  books  for 
the  Camp  Borden  library  were  shipped 
from  the  educational  department,  and 
now  the  books  for  the  infantry  concen- 
tration and  artillery  camps  at  Petawawa 
are  being  purchased.  F.  M.  De  la  Fosse, 
the  librarian  at  Peterboro',  has  offered 
the  department  between  400  and  500 
books  which  the  people  of  that  city 
gave  during  a  "book  drive."  The  books 
will  be  used  for  soldiers'  camps. 


BOOKSELLER   AND    STATIONER 


NAT  GOULD 

Nat  Gould's  latest  American  edition 
is  "The  Rider  in.  Khaki,"  a  horse-racing 
tale  laid  in  the  days  of  war,  and  carrie6 
its  hero  through  trench  fighting  back 
to  a  horse  race  of  immense  interest.  It 
is  a  thriller  forsooth,  and  the  boys  at 
the  front  have  put  their  stamp  of  ap- 
proval on  it;  the  English  edition  has 
gone  over  there  in  large  numbers. 

Nat  Gould's  books  have  sold  to  the 
extent  of  twelve  million  copies  in  the 
British  Emipre,  and  now  America  is  be- 
ing invaded  by  the  publishers,  U.  S. 
editions  of  his  books  being  brought  out 
this  year  for  the  first  time. 
NOT   A   CIGARETTE 

No  sooner  did  the  first  of  the  Ameri- 
can troops  take  up  their  post  in  France, 
than  some  Tommy  whispered  surrepti- 
tiously, "Hey,  'ave  you  got  a  Nat 
Gould?" 

"We  don't  smoke  'em  in  America,"  the 
Yank  whispered  back,  apologetically.  "I 
kin  let  you  have  a  Fatima!" 

"Aw,  go  on — Nat  Gould  ai'nt  a  cigar- 
ette— he's  the  greatest  living  British 
author!" 

DIARIES    FOR   1919. 

The  Copp,  Clark  Co's.  1919  catalogue 
of  Dominion  Diaries  has  just  been  is- 
sued comprising  office,  scribbling  and 
pocket  diaries,  specialties  among  the 
latter  being  perpetual  diaries,  dates  on- 
ly being  printed  and  combination  vest 
pocket  diaries  and  memo  books.  The 
catalogue  lists  also  maps  of  Canada 
and  the  provinces  and  code  will  forms. 

From  the  Standard  Publishing  Co.,  of 
Cincinnati,  comes  the  first  issue  of  the 
"Standard  Book  Digest,"  which  makes  a 
creditable  appearance  and  presents  some 
good  inspirational  and  educational  mat- 
ter for  booksellers  in  addition  to  an- 
nouncements about  this  firm's  own  publi- 
cations. 

SPECIALTY  JEWELLERY 
THERE  seem  to  be  just  two  items  in 
specialty  store  jewellery  at  present. 
They  are  ear-rings  and  patriotic  pins. 
Bead  necklaces  in  black  and  some  in 
scarlet  are  selling  pretty  well,  but  the 
two  lines  mentioned  are  the  leaders.  In 
patriotic  pins  there  are  several  develop- 
ments which  are  already  proving  popu- 
lar. One  is  the  service  pin,  a  littic 
rectangular  pin  enamelled  in  white  or 
silver  with  a  plain  border  of  blue  and 
in  the  centre  one,  two  or  three  maple 
leaves  in  blue  or  red.  Each  maple  leaf 
is  intended  to  represent  a  relative  of  the 
wearer  who  is  in  the  service  of  the  Al- 
lies, a  blue  leaf  for  those  serving  now, 
and  a  red  one  for  those  whose  supreme 
gift  has  been  taken. 

Another  patriotic  pin  has  six  small 
shields  in  a  row  bearing  the  colors  of 
the  various  Allied  countries.  A  pin  of 
similar  shape  has  the  coats-of-arms  of 
the  provinces  of  Canada  neatly  enamel- 
led. 

SPOOL-O-WIRE   FASTENER 

A  new  spool-wire  stapling  machine 
called  the  "Spool-o-Wire"  fastener,  has 
been  introduced  by  the  Hutchison  Office 


WHAT  SOLDIERS  ARE  READING 

"Have  you  read  this  story?"  asks  Private  X—  of  Private  V— 
"A  aw,  replied  Private  Y-;  "1  nefor  read  a  book  through  in  my 
life.  II  ell,  u  oughta  read  this  one.  Its  better' n  any  movie-show  >)' 
ever  saw :  its  a  hear." 


"JM  supplying  the  normalities  of  life 
X.  to  the  fighting  men,  a  program 
that  omitted  provision  for  the  ade- 
quate distribution  of  good  reading  mat- 
ter would  have  been  as  anomalous  as 
a  uniform,  without  a  man  in  it,"  is  the 
statement  made  in  a  recent  book* 
which,  particularly  in  the  chapter 
"What  They  Read -And  Why,"  con- 
tains sane  and  valuable  suggestions  for 
the  bookseller  and  publisher  wanting 
to   do   their   respective   bit. 

Although  fiction  has  the  widest  cir- 
culation in  the  camp  libraries,  run- 
ning fiction  a  close  second  are  books  of 
pure  and  applied  science.  Men  are 
being  called  to  unaccustomed  tasks, 
and  that  they  may  be  better  fitted  for 
them,  they  are  doing  a  vast  amount  of 
studying  and  "reading  up."  Books  on 
various  kinds  of  machinery,  gasoline 
engines,  aeroplanes,  electricity  and 
chemistry  are  in  constant  demand.  Six 
copies  of  Thomson's  "Electricity"  were 
snapped  up  at  one  camp  within  a  week 
after  their  arrival.  Among  the  books 
in  one  day's  circulation  at  Camp  Meade 
the  following  subjects  were  represent- 
ed: French  history,  mechanics,  topo- 
graphy and  strategy  in  war,  self-pro- 
pelled vehicles,  hand-grenades,  field 
entrenchments,       bridges,       chemistry, 

•Keeping  Our  Fighters  Fit:  for  war  and 
after.  By  Edward  Frank  Allen  and  Ray- 
mond B.  Fosdick.  Introd.  Statement  by 
Woodrow    Wilson. 


physics,    astronomy,    geology,    hydrau- 
lics, electricity. 

Aside  from  technical  subjects,  books 
on  travel,  especially  in  France,  his- 
tories of  France,  Germany,  and  the 
United  States,  and  books  dealing  with 
the  war  are  in  great  demand.  The 
most  popular  among  the  latter  are 
writings  of  President  Wilson,  Empey's 
"Over  the  Top,"  ex-Ambassador  Ger- 
ard's "My  Four  Years  in  Germany" 
and  other  narratives  of  personal  ex- 
periences. Poetry  has  a  considerable 
circulation  in  the  camps,  from  Keats 
and  Shelley  to  anthologies  of  old  fav- 
orites like  'Heart  Throbs.'  One  man 
will  request  a  volume  of  Shakespeare 
and  another  the  very  modern  poems  of 
Robert  Service.  .  .  The  men,  as  a  rule, 
like  their  fiction  to  be  exciting.  De- 
tective stories,  tales  of  adventure,  and 
thrilling  love  stories  are  read  until 
they  are  dog-eared.  Thus,  Jack  Lon- 
don, Rudyard  Kipling,  Edgar  Allan 
Poe,  Rider  Haggard,  and  Alexander 
Dumas,  as  well  as  O.  Henry,  Harold 
Bell  Wright,  and  E.  Phillips  Oppenheim 
are  among  the  favorite  authors  in 
camp." 

The  camp-library  shelves  reveal  the 
interesting  fact  that  juveniles  hold 
their  own  next  to  the  "grown-ups." 
Requests  for  these  generally  come  from 
men  whose  educational  advantages 
have   been   retarded. 

— Publishers'   Weekly. 


Specialties  Co.,  501  Fifth  Ave.,  N.Y.  It 
is  equipped  with  a  spool  of  wire  from 
which  15,000  staples  may  be  made  with- 
out reloading.  It  binds  from  two  to 
forty  sheets  without  adjustment.  Staples 
are  produced  at  a  cost  of  less  than  ten 
cents  a  thousand,  the  makers  say.  An 
additional  advantage  is  that  the  staples 
are  flat,  saving  valuable  filing  space. 

What  is  the  chief  requisite  of  a  suc- 
cessful salesman  ?  It  is  the  power  of 
convincing  words,  well  chosen  and  cor- 
rectly applied.  If  that  salesman  can  use 
language  which  flows  with  liquid,  limpid 


beauty,  delicate  and  accurate  taste,  does 
it  not  charm  us  to  hear  him  speak? 
Yes,  it  is  a  long  step  towards  the  closing 
of  the  sale. 


TYPOGRAPHICAL   ERRORS 

Unfortunately  typographical  errors 
appeared  in  Messrs.  Hutchinson  &  Co.'s 
advertisement  in  the  May  issue.  The 
author  of  "A  King  in  Babylon"  should 
have  read  Burton  E.  Stevenson:  "Lady 
Mary's  Money,"  by  G.  B.  Burgin;  "Up 
and.  Down,"  by  E.  F.  Benson. 


British  Manufacturers  Expand 

Ambitious  Plan  Under  Way  to  Build  Up  the  Overseas  Trade 

of  the  Country 


THE  manufacturers  of  Great  Bri- 
tain have  been  for  some  time  fully 
alive  to  the  importance  of  pre- 
paredness for  peace,  as  is  shown  by  the 
export  associations  which  have  been 
formed  and  the  ambitious  nature  of  the 
plans  laid  for  holding  British  supremacy 
in  the  markets  of  the  world.  BOOK 
SELLER  AND  STATIONER  learns  that 
a  new  policy  of  very  considerable  sig- 
nificance is  contemplated  by  a  large 
group  of  British  manufacturers  for  the 
development  of  their  trade  with  the 
overseas  dominions.  This  policy  which 
will  embrace  intensive  exploitation  of 
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British-made  goods    in   all  parts   of   the 

British   Empire  will   apply  primarily   to 

Canada;    at    least,    it    will  first    be    put 
into  operation  here. 

Legislation  is  being  secured  and  the 
details  are  now  under  advisement.  In 
the  near  future  it  will  be  possible  to 
give  a  more  specific  announcement  of 
the  proposals. 

It  is  probable  that  when  such  details 
have  been  completed,  stocks  of  many 
British  lines  will  be  available  with  a 
minimum  of  delay  and  at  very  favorable 
prices. 


INDUSTRY  AND  HUMANITY 

One  of  the  most  prominent  men  in  the 
world  in  the  field  of  sociology  and 
economics  is  a  Canadian,  Hon.  W.  L. 
Mackenzie  King,  who  was  Minister  of 
Labor  in  Sir  Wilfrid  Laurier's  adminis- 
tration. An  important  book  which  he 
has  written  is  to  be  brought  out  very 
shortly.  Its  title  is  "Industry  and  Hu- 
manity." It  will  be  a  $2.00  volume. 
This  work  is  a  study  in  the  principles 
underlying  industrial  reconstruction,  a 
problem  which  must  be  solved  after  the 
war  and  which  is  even  now  attracting 
wide  attention.  In  his  experience  as 
Dominion  Minister  of  Labor  he  acted  as 
conciliator  in  important  industrial 
strikes  and  later  as  special  agent  of  the 
Rockefeller  Foundation;  as  special  agent 
dealing  with  labor  problems  he  gained 
further  valuable  experience,  and  per- 
sonally drafted  the  Colorado  fuel  and 
iron  co-operative   agreement. 

This  book,  with  its  comprehensive 
treatment  of  the  subject  will  be  one  of 
value  to  employers,  legislators,  educa- 
tors, social  workers  and  labor  leaders, 
and  will  naturally  be  of  interest  to  the 
general  reader  because  of  the  ramifi- 
cations of  the  subject  with  which  it 
deals. 


THE  ISLANDS  OF  ADVENTURE 

Theodore  G.  Roberts  in  his  new  book, 
"The  Islands  of  Adventure,"  links  up  the 
old  days  of  piracy  with  the  hustling  mod- 
ern world.  James  Beauchamp,  a  success- 
ful novelist,  arrives  in  New  York  to  visit 
the  editor  of  the  magazine  which  pub- 
lishes most  of  his  stories,  and  straight- 
away he  is  drawn  into  an  adventure 
more    exciting    and    romantic    than    any 


LT.-COL.    JOHN     McCRAE 

Author    of    "In    Flanders'    Fields."        A    volume    of 
his    poems    is    to   appear   shortly. 


More  Books  Movie- ized 

Suggestion  is  Made  That  Booksellers  Exchange  Window  Space 
For  Screen  Space  For  Book  Advertising 


PEOPLE  who  see  strong  stories  in 
screen  versions  in  the  motion  pic- 
ture theatres  are  all  good  prospects 
for  sales  of  books  presenting  the  same 
stories.  Lists  of  books  that  have  been 
movie-ized  have  from  time  to  time  been 
printed  by  BOOKSELLER  AND  STA- 
TIONER, and  here  is  another  list: 

"Old  Wives  for  New,"  by  David  Gra- 
ham Phillips. 

"Cecilia  of  the  Pink  Roses,"  by  Ka- 
therine    H.  Taylor. 

"Street  of  the  Seven  Stars,"  by  Mary 
Roberts   Rinehart. 

"Baree,  Son  of  Kazan,"  by  James 
Oliver  Curwood. 

"Lend  Me  Your  Name,"  by  Francis 
Perry  Ellis. 

"Over  the  Top,"  by  Empey. 

"Find  the  Woman,"  by  0.  Henry. 

"A  Doll's  House,"  by  Ibsen. 


"Viviette,"  by  Locke. 
"Gismonda,"  by   Sardou. 

One  of  the  biggest  events  in  the  way 
of  screen  versions  of  important  books 
was  the  screening  of  Gerard's  '"My  Four 
Years  in  Germany."  Almost  coincident 
with  this  development  was  the  coming 
of  the  75c  reprint  edition  of  the  book. 
Of  this  new  edition  the  publishers  say: 

"The  bookseller  can  co-operate,  to  mu- 
tual advantage,  with  the  manager  of  the 
local  photoplay  house  by  exchanging 
the  window  space  which  his  lithograph 
posters  occupy  in  the  store  for  screen 
space  in  his  theatre.  It  is  not  essential 
that  a  slide  be  "ready-made,'  in  fact  it 
would  be  more  effective  if  there  were 
just  written  upon  a  blank  that  copies 
of  the  book  may  be  had  at  the  bookstore 
for  75c." 
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BEST    SELLING    BOOKS    IN    CANADA 

Fiction 

Points 

1 — The    Pawns    Count.      Oppenheim...  148 

2— Throe   Black   Pennys.     Hergesheimer  120 

3— The   Pretty   Lady.      Bennett    115 

4 — The    Amazing    Interlude.     Rinehart.  109 

.">      The    Tree    of    Heaven.      Sinclair 80 

6      Willow     the     Wisp.       McKishnie TO 

War  Books 

1—  Winued    Warfare.      Bishop 196 

1      Glory    of   the   Trenches.      Dawson...  100 

3      "Dere    Mable"     85 

4— Private    Peat.       Peat     50 

5      Over  the  Top.      Empey    35 

6-  Heart  of   German    Intrigue 26 


romance  he  has  written.  The  lost  treas- 
ure is  never  discovered,  but  the  search 
for  it  brings  together  many  people  who 
otherwise  would  never  have  met,  and  re- 
sults in  a  glamorous  tale  of  love  and 
•idventure  that  is  told  with  a  lively 
humor  and  a  keen  sense  of  the  dramatic 
possibilities   of  modern   life. 

75c  REPRINTS 

A  further  increase  in  prices  of  popu- 
lar reprint  novels  published  by  the  two 
best  known  New  York  firms  specializing 
in  these  books  is  announced  and  this  will 
mean  an  increase  in  the  retail  price  to 
65c  in  the  United  States  and  at  least 
75c  in  Canada. 

JACK  LONDON  CLUBS 

The  "Jack  London  Club"  an  association 
organized  to  make  propaganda  against 
the  training  of  trick  animals,  has  issued 
as  part  of  its  campaign  to  increase  its 
membership  a  reprint  of  the  introduction 
written  by  Jack  London  for  his  dog 
story,  "Michael,  Brother  of  Jerry."  It 
constitutes  an  impassioned  plea  against 
the  continuance  of  a  practice  which,  it 
maintains,  is  inhuman  in  the  extreme. 
Membership  in  the  club  which  is  distrib- 
uting it  necessitates  no  payment  of  cues 
and^may  be  acquired  by  the  simple  ex- 
pedient of  sending  the  applicant's  name 
to  Our  Dumb  Animals,  180  Longwood 
Avenue,  Boston. 

"The  Anglo-Italian  Review"  is  a  new 
monthly  review,  edited  by  Edward  Hut- 
ton,  and  priced  at  Is.  3d.  The  first  num- 
ber contains  a  message  from  Lloyd 
George,  a  poem  on  Lord  Kitchener  by 
Sir  Rennell  Rodd,  and  an  article  on  the 
British  Empire  by  Professor  Crespi.  It 
is  published  in  London,  England. 

"Aptly  has  it  been  said  by  one  of  the 
most  brilliant  writers  of  our  day  that 
the  great  publisher  is  a  sort  of  Minister 
of  Letters  and  is  not  to  be  without  the 
qualities  of  a  statesman." 
— From  John  Morley's  "Recollections." 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in  Canada 


S.  B.  GUNDY 
Fiction 

The  Ghost  Garden,  Amelia  Rives,  cloth, 
$1.50. 

The  Rough  Road,  Wm.  J.  Locke,  cloth, 
$1.50. 

That  Which  Hath  Wings,  Richard 
Dehan,  cloth,  $1.50. 

Yourself  and  Others,  Seumas  Mac- 
Manus,  cloth,  $1.50. 

Gold  and  Iron,  Joseph  Hergesheimer, 
cloth,  $1.50. 

The  Fighting  Fool,  Dane  Cooleridge, 
cloth,  $1.50. 

Non-Fiction 

Out  to  Win,  Coningsby  Dawson,  cloth, 
$1.25. 

Canadian  Wonder  Tales,  Cyrus  Mac- 
millan,  cloth,  $3.50. 

THE  MACMILLAN   CO.  OF  CANADA 
Fiction 

First  the  Blade,  Clemence  Dane,  cloth, 
$1.50. 

Foe-Farrell,  Sir  A.  Quiller-Couch,  cloth, 
$1.50. 

His  Second  Wife,  Ernest  Poole,  cloth, 
$1.50. 

The  Witch,  and   Other  Stories,  Anton 

Chekhov,  cloth,  $1.50. 

The  Wife,  and  Other  Stories,  Anton 
Chekhov,  cloth,   $1.50. 

Non-Fiction 

History  of  Labor  in  the  U.  S.  (2  vols.), 
J.  R.  Commons  and  Others,  cloth,  $6.50. 

Historic  Mackinac  (2  vols.),  E.  O. 
Wood,  cloth,  $12.50. 

Everyday  Foods  in  War  Time,  Mary  S. 
Rose,  cloth,  80c. 

Santo  Domingo,  O.  Schoenrich,  cloth, 
$3.00. 

Essays  on  the  Early  History  of  the 
Church  and  Ministry,  H.  B.  Swete,  cloth, 
$4.00. 

The  Bible  at  a  Single  View,  R.  G.  Moul- 
ton,  cloth,  $1.00. 

What  is  "National  Honor"?  L.  Perh. 
cloth,  $1.50. 

In  the  Fourth  Year,  H.  G.  Wells,  cloth, 
$1.25. 

Women  and  French  Tradition,  F.  L. 
Ravenel,  cloth,  $1.50. 

The  Quest  of  the  Face,  Stephen  Gra- 
ham,  cloth,  $1.75. 

This  Life  and  the  Next,  P.  T.  Forsyth, 
cloth,  $1.00. 

"Attack,"  E.  G.  D.  Liveing,  cloth.  75c. 

"Ambulance  464,"  J.  H.  Bryan,  cloth, 
$1.50. 

Religion — Its  Prophets  and  False  Pro- 
phets, J.  B.  Thomas,  cloth,  $1.50. 

The  Lost  Fruits  of  Waterloo,  J.  S. 
Bassett,  cloth,  $1.50. 

The  Rise  of  the  Spanish  Empire  (2 
vols.),  R.  B.  Merriman,  cloth,  $7.50. 

The  Development  of  Japan,  K.  S. 
Latourette,  cloth,  $1.50. 


McClelland,  goodchild  and 

STEWART 
Fiction 

Nocturne,  Frank  Swinnerton,  $1.40. 

The  Enchanted  Barn,  Grace  Livingston 
Hill  Lutz,  $1.35. 

Non-Fiction 

My  Four  Years  in  Germany,  James  W. 
Gerard,  new  edition,  75c. 

HODDER  AND  STOUGHTON 

Fiction 

The  Little  Lady  of  the  Shot  Gun,  Leslie 
Gordon,  cloth,  $1.25. 

Spring  Sands,  C.  Fox  Smith,  cloth, 
$1.25. 

The  Blue  Germ,  Martin  Swayne,  cloth, 
$1.25. 

Atlantic  Gold,  J.  J.  Bell,  cloth,  $1.25. 

Three  of  Hearts,  Bertha  Ruck,  cloth, 
$1.35. 

Merchandise,  Roy  Bridges,  cloth,  $1.25. 

The  Wasp,  Theodore  Roberts,  cloth, 
$1.25. 

Islands  of  Adventure,  Theodore  Ro- 
berts, cloth,  $1.25. 

A  Maid  and  Her  Money,  Mark  Aller- 
ton,  cloth,  $1.25. 

The  Case  of  Richard  Eden,  Mark  Aller- 
lerton,  cloth,  $1.25. 

The  Silent  Legion,  J.  E.  Buckrose, 
cloth,  $1.35. 

Rough  Rhvmes  of  a  Padre,  "Woodbine 
Willie,"  cloth,  $1.00. 

Naval  Intelligence,  cloth,  $1.25. 

MUSSON  BOOK  CO. 

Fiction 

The  Girl  in  t^e  House,  Harold  Mc- 
Grath,  cloth,  $1.25. 

Worrying  Won't  Win,  Montague  Glass, 
cloth,  $1.50. 

The  One  Who  Survived,  Camille  Marrs, 
cloth,  $1.35. 

N  on  -Fiction 

Confessions  of  an  Empress,  Count  Paul 
Yassili.  cloth,  $3.00. 

Signs.  Omens  and  Superstitions.  Astra 
Ciels,  cloth,  75c. 

The  Wonders  of  Instinct,  J.  H.  Fabre, 
cloth,  $3.00. 


KEEPING  CLERKS 

One  of  the  biggest  problems  in  the 
retail  business  to-day  is  that  of  holding 
the  sales  staff. 

One  merchant  discussing  this  point  ex- 
pressed the  conviction  that  the  reason 
he  was  able  to  retain  his  clerks  and  thus 
give  extra  good  service  to  customers  was 
fair  treatment. 

"A  salesman  who  is  here  to-day  and 
gone  to-morrow  never  becomes  familiar 
with  the  selling  points  of  your  goods,"  he 
said.  "But  where  a  salesman  has  been 
with  a  firm  for  a  number  of  years  he  can 
always  talk  familiarly  and  intelligently 
about  the  goods  in  stock,  knows  the  likes 
and  dislikes  of  regular  customers  and  is 
thus  in  a  position  to  give  his  employers 
an  above-the-average  service." 
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This  merchant  gives  his  clerks  the 
privilege  of  buying  goods  at  ten  per 
cent,  above  the  laid  down  cost.  This  he 
maintains  is  one  important  way  towards 
getting  and  retaining  the  goodwill  of 
salesmen. 

He  began  a  couple  of  years  ago  with 
three  salesmen,  and  now  has  eight.  Each 
has  two  weeks'  holidays  during  the  Sum- 
mer and  pay  goes  on  just  the  same.  All 
have  Wednesday  afternoon  off  for  recre- 
ation purposes.  Nothing  is  deducted  from 
the  pay  envelope  in  case  of  sickness, 
which  the  firm  claim  is  a  very  important 
factor  towards  retaining  their  good-will 
and  loyalty. 

THE  MODERN   PISTOL 

Interest  in  firearms  and  their  use  is 
bound  to  be  stimulated  as  a  result  of  the 
war.  Skill  in  shooting  is  not  only  an 
accomplishment  desirable  in  itself,  it  is 
one  of  the  essentials  of  national  defence. 
Most  opportune,  therefore,  is  the  pros- 
pective appearance  of  a  volume  entitled 


WALTER     WINANS 
Author   of   "The    Modern    Pistol." 

"The  Modern  Pistol  and  How  to  Shoot 
It,"  by  Walter  Winans.  The  automatic 
pistol  has  superseded  the  revolver,  and 
it  is  to  this  weapon  that  the  author 
principally  directs  attention  in  his  new 
book. 


TALKING  POINTS  THAT  SELL 

Studying  the  publisher's  advertisement 
of  a  book  will  give  you  generally  the 
best  talking  points  about  the  book.  It 
will  give  you  briefly  the  subject  matter 
of  the  book  and  the  reason  why  this  par- 
ticular book  is  published  on  this  subject. 
Unless  you  know  your  stock  you  cannot 
sell  it,  and  reading  publishers'  adver- 
tisements is  the  quickest  way  to  become 
familiar  with  what  you  are  merchandis- 
ing.— Publishers'  Weekly. 
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LITERATURE  OF  THE  WAR 
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THE  FIRST  "LIFE"  OF  FOCH 

Although  the  name  of  "Foch"  has 
been  on  every  tongue  in  this  country 
since  the  great  French  general  was  made 
Commander-in-Chief  of  the  Allied  arm- 
ies, surprisingly  little  is  known  about 
him.  The  first  story  of  his  life  and 
brilliant  military  career  to  appear  in 
English  is  "General  Foch:  An  Apprecia- 
tion." It  is  a  brief  but  comprehensive 
account  by  Major  R.  M.  Johnston,  author 
of  "The  Corsican,"  "Bull  Run,"  etc.  The 
book  has  a  frontispiece  in  colors,  repro- 
duced from  a  painting  of  the  General. 

INTERPRETS  FRANCE 

A  book  entitled  "Honors  of  France,  in 
Peace  and  War"  by  Paul  Scott  Maurer, 
a  special  correspondent  of  a  Chicago 
paper,  interprets  France  in  peace  and 
war  times  for  the  people  of  the  New- 
World. 

A  MYSTERY  OF  THE  WAR 

How  Sergeant  Fritoch  saved  France  is 
the  theme  of  Marcel  Berger's  book  "The 
Secret  of  the  Marne,"  a  rattling  good 
combination  of  mystery  and  war. 

BILL  OF  THE  U.S.A. 

A  homely  book  of  verse  of  the  sort 
that  appeals  to  the  average  man  and 
woman  is  "Bill  of  the  U.S.A.",  by  Ken- 
neth G.  Duffield. 

OUT  TO  WIN 

Lieut.  Coningsby  Dawson,  whose  two 
war  books,  "The  Glory  of  the  Trenches," 
and  "Carry  On,"  have  had  many  sympa- 
thetic and  admiring  readers,  was  com- 
missioned by  the  British  government  to 
visit  the  American  army  in  France,  and 
in  "Out  to  Win,"  which  has  just  been 
published  by  S.  B.  Gundy,  he  gives  an 
account  of  his  visit. 

It  is  a  vivid,  prophetic  statement  of 
America's  programme  in  France.  Its 
hrilliant  judgments  are  authoritative  and 
based  on  observed  facts  to  which  no 
other  writer  has  as  yet  had  access. 

There  have  been  a  good  many  ques- 
tions as  to  what  difference  America's 
participation  would  make  in  the  war  and 
how  soon  her  weight  would  begin  to  tell. 
This  book,  which  a  combatant  officer 
was  drawn  out  of  the  fighting  line  es- 
pecially to  write  on  account  of  his  grasp 
of  American  affairs,  gives  an  answer  to 
all  such  questions.  It  pays  a  glorious 
tribute  to  our  boys  "over  there,"  and  will 
inspire  faith  and  confidence  in  United 
States  army  and  in  United  States  go- 
vernment. 
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MAUD    BERGER  MARCIl"  BERGER 

Joint    authors    of     "The    Secret    of    the     Marne." 


This  is  a  volume  that  booksellers  may 
play   up  as   one    on    a     much-discussed 
topic  and  thus  accelerate  sales. 

"DEMOCRACY" 

So  the  lumper,  an'  the   lawyer,  an'  the 
chap  oo  shifted  sand, 
They  are  cobbers  wiv  the  cove  oo  drove 
a  quill; 
The  knut   oo   swung   a   cane    upon    the 
block,  'e  takes  the   'and 
Uv  the  coot  oo  swung  a  pick  on  broken 
'ill; 
An'    Privit    Clord    Augustus    drills    wiv 

Privit  Smarty  Jim — 
They  are  both  Australian  soljers,  with  is 
good  enough  fer  'im. 
—From  "The  Moods  of  Ginger  Mick." 


ARTHUR     GUY     EMPEY 
Author   of   "Over   the   Top"   and   "First   Call.' 

39 


"The  Glory  of  Zeebrugge,"  an  officially 
sanctioned  volume  descriptive  of  the 
Zeebrugge  expedition  is  being  published. 
Many  photographs  and  plans  are  repro- 
duced in  it  for  the  first  time,  and  the 
book  contains  some  intimate  conversa- 
tions with  the  heroes  of  the  fight 
specially  reported  by  Keble  Howard. 

PRESENTING  "DOGGIE"  TREVOR 

I^ocke  has  done  a  fine  romance  of  the 
great  war  in  his  new  novel,  "The  Rough 
Road,"  pust  published  by  S.  B.  Gundy. 

The  rough  road  over  which  "Doggie" 
Trevor  traveled  between  the  time  when 
his  ambition  was  to  write  a  history  of 
wall-papers  and  his  living-room  was 
done  in  peacock-blue  and  ivory,  and  the 
time  when  he  made  good  "somewhere  in 
France,"  is  the  inspiring  theme  of  this 
new  novel.  His  name  was  Marmaduke, 
but  he  was  nicknamed  "Doggie"  because 
he  had  been  brought  up  like  a  toy  pom. 
He  was  the  only  child  of  elderly  parents 
and  his  home  was  in  an  English  cathe- 
dral town.  When  his  mother  died  he 
was  twenty.  Alone  in  the  world,  he 
continued  to  bring  himself  up  like  a  toy 
pom — he  didn't  know  what  else  to  do. 
Then,  when  he  was  six  and  twenty,  he 
found  himself  at  the  edge  of  the  world 
gazing  in  timorous  slackness  down  into 
the  abyss  of  the  great  war.  Something 
— someone — kicked  him  over  the  brink 
and  sent  him  sprawling  into  the  thick 
of  it.  "Doggie"  got  through  the  war. 
He  did  not  get  the  V.C.,  nor  any  cross  or 
distinction  whatsoever.  But  there  was 
a  French  middle  class  girl  in  a  little 
town  in  France  where  "Doggie"  was 
billeted  for  some  time,  and  she  saw  to 
it  that  "Doggie"  did  not  go  unrewarded. 


A  Book  Rack  That  Sells  Books 

Plan  Assures  Effective  Display  of  1,000  Books,  With  400  in  Plain  View  and  Reserve 

Stock  Space  For  2,000  to  3,000  Books 


BOOKSELLER  AND  STATIONER  is 
indebted  to  the  Publishers'  Weekly 
for  the  accompanying  reproduction 
of  a  working  plan  for  a  book  rack.  It 
is  the  plan  used  for  the  book  rack  orig- 
inated by  F.  A.  Munger  of  Newburgh, 
N.Y.  In  describing  the  stand  Mr.  Mun- 
ger says: 

"The  posts  are  3%  inches  square.  The 
first  shelf  is  5V&  inches  from  floor;  9 
inches  clear  between  shelves;  counter 
shelf  is  30  inches  from  floor.  The  space 
is  marked  upon  the  risers  or  display 
part. 

The  material  used  is  %  inch  oak;  the 


The  display  part  is  separate  from  the 
bottom,  fitting  in  place  so  that  the  top 
of  the  counter,  under  the  display,  is  open, 
making  the  bases  lighter  to  handle. 

The  display  squares  on  top  of  the  rack 
are  on  square  posts  47/8  inches  high  and 
the  size  of  the  square  is  13  x  13  inches." 

This  rack  will  show  about  1,000  titles 
with  almost  400  in  full  front  view,  in 
addition  to  giving  considerable  space  for 
a  reserve  stock  of  2,000  to  3,000  books. 

Mr.  Munger  turns  his  stock  many 
times  a  year,  in  fact  like  all  good  mer- 
chants he  makes  every  inch  of  space  do 
its  work. 


riser  parts  are  %  inch  and  extend  about 
1  inch  above  each  shelf  to  hold  the  bot- 
tom of  books  in  place;  in  addition  to 
this  we  have  a  light  metal  guard  rail, 
that  can  be  plainly  seen  in  the  photo, 
to  prevent  the  books  from  toppling  over. 
On  the  ends  of  the  first  display  shelf  is 
a  metal  guard  that  also  shows  in  the 
picture. 

The  shelves  underneath  the  display 
will  take  five  rows  of  duplicate  stock; 
in  order  to  prevent  these  from  sagging 
with  weight,  I  had  a  metal  rod  screwed 
to  the  top  and  extended  down  to  a  batten 
under  each  shelf.  This,  of  course,  does 
not  show. 

The  length  of  the  counters  depends  on 
where  they  are  to  be  used;  mine  are 
about  7 feet  each,  but  I  recommend  6  feet 
sections  for  use  in  handling,  if  they  are 
to  be  moved. 


Another  feature  of  this  department  is 
its  location.  The  fact  that  it  is  in  the 
basement  of  a  department  store  seems  to 
hinder  it  very  little.  Recently  it  was 
moved  so  that  anyone  going  to  the  drug 
section,  which  holds  frequent  sales,  has 
to  pass  the  book  department.  Here  Mr. 
Munger's  books  catch  the  interest  of 
every  passer-by,  bringing  in  many  un- 
premeditated purchases. 

Publishers  can  perhaps  better  realize 
the  importance  of  an  attractive  jacket, 
from  this  article,  while  the  example  to 
booksellers  is  obvious:  display  your 
books  so  that  they  will  appeal  both  to 
the  interested  and  uninterested  public. 
Such  has  been  the  keynote  to  Mr.  Mun- 
ger's success. 
CANADIAN   SALES   INCREASED 

In  an  interview  published  in  the  New 
York  Evening  Post  of  June  22nd,  Geo.  P. 
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Brett  says:  "It  is  no  secret  that  the  Am- 
erican publishing  business  is  suffering 
as  it  did  in  England  and  France  for  the 
first  year  and  a  half  of  the  war.  To- 
day the  publishing  business  in  those 
countries  is  flourishing.  Our  shipments 
to  Canada  are  something  like  20  per  cent, 
greater  than  before  the  war.  I  am  look- 
ing forward  to  a  similar  revival  in  this 
country  in  the  Fall.  I  suppose  one  ex- 
planation is  that  at  first  a  great  deal  of 
money  is  diverted  by  the  public  into  the 
buying  of  Government  bonds  and  war 
charities.  Then,  as  this  money  is  spent 
by  the  Government,  it  turns  back  to  the 
public,  and  with  its  return  the  buying 
of  books  revh 

WHY  SHOULD  I  ADVERTISE? 

A  bookseller  recently  asked,  "Why 
should  I  advertise?  If  people  want  to 
buy  books,  they  will  come  to  the  store." 
What  an  illogical  view  in  this  enlight- 
ened age.  Perhaps  it  may  be  well  for 
the  bookseller  lost  in  the  foothills  of  a 
mountain  village  to  say  that  if  a  man 
wants  to  buy  a  book  he  will  "come  to 
the  store  without  an  invitation."  But 
what  about  the  bookseller  of  the  city 
(as  this  one  was),  where  competition  is- 
keen  ? 

A  commercial  bureau  recently  publish- 
ed the  statistical  report  that  85  per  cent, 
of  the  business  failures  of  the  country 
is  among  non-advertisers.  This  state- 
ment was  not  made  in  the  interests  of 
the  advertising  agencies.  It  is  purely 
statistical,  compiled  from  cold,  hard, 
unmerciful  facts. 

The  bookseller  who  will  use  the  adver- 
tising columns  of  his  local  papers,  who 
keeps  an  attractive  display  of  books  in 
his  show-windows,  who  will  send  out 
illustrated  and  interesting  folders  and 
circulars  of  his  new  titles,  who  will  com- 
pile and  intelligently  use  a  mailing-list 
of  customers — he  is  the  dealer  whose 
sales  will  increase  by  leaps  and  bounds. 

Remember  that  "fortune,  success,  posi- 
tion, are  never  gained  but  by  piously, 
determinedly,  bravely  striking,  growing, 
living  to  a  thing."  Then,  today  is  the 
time  to  begin,  and  no  better  way  is 
there  than  by  advertising  the  fact  that 
YOU  are  the  leading  bookseller  of  your 
community,  the  authority,  the  live,  wide- 
awake, up-to-date,  prospering  store — the 
proprietor  who  is  not  afraid  to  spend 
$10  that  he  may  tell  his  patrons  the 
latest  news  in  the  book  world. 

Milton  said:  "A  good  book  is  the 
precious  lifeblood  of  a  master's  spirit, 
embalmed  and  treasured  on  purpose  to  a 
life  beyond  life."  So  let's  sell  more  of 
them.  We  can  do  it  by  advertising — by 
letting  the  people  know  that  we  have 
books  to  sell.  Try  it. — Standard  Book 
Digest. 
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More  Initiative  Needed  in  Bookselling 

Individual  Volumes  or  Books  in  Groups  Should  be  Selected 

For  Specialized  Exploitation — A  Few  Suggestions  Based 

on  Several  New  Books  of  an  Unusual  But 

Popular  Character 


CONSIDERING  the  oceans  of  books , 
and  the  continuous  floods  of  new 
books,  the  bookseller  is  apt  to  be 
so  mentally  crushed  as  to  render  him 
physically  inactive  as  a  merchant.  The 
very  richness  of  the  field  of  merchandis- 
ing in  which  he  is  engaged  should,  how- 
ever, inspire  rather  than  minimise  his 
initiative  in  selecting  particular  volumes 
or  cL.sses  of  books  for  specialized  ex- 
ploitation. 

In  the  following  paragraphs  a  few  new 
books  are  described  in  such  a  manner 
that  the  booksellers  may  adopt  this  des- 
criptive matter  for  use  either  in  the  form 
of  window  cards  or  newspaper  advertise- 
ments to  direct  attention  to  and  create 
sales  for  these  books,  all  of  which  are 
of  a  more  or  less  unusual  nature,  but 
nevertheless  have  the  necessary  qualifi- 
cations for  popular  appeal: 

Birds  Guard  Crops 

Birds  wanted:  on  farm,  to  guard  our 
crops.  Make  your  grounds  a  recruiting 
station  for  insect  and  weed-seed-eating 
birds.  Gilbert  Trafton,  in  '"Methods  of 
Attracting  Birds,"  shows  exactly  how  to 
invite,  house,  feed,  and  multiply  our 
feathered  constabulary.  This  book  is  a 
new  illustrated  volume,  published  at 
$1.35. 

Mosses 

Do  you  think  moss  just  vegetable 
plush,  pretty  undei-foot?  Begin  examin- 
ing it,  and  you'll  begin  exploring  an  in- 
finitesimal fairy  forest.  Each  miniature 
tree  and  plant  has  its  name.  Learn  to 
know  their  shapes  and  blossoms, — a 
patch  scarcely  bigger  than  your  two 
hands  may  offer  all  the  thrills  of  a 
voyage  of  discovery.  Elizabeth  Marie 
Dunham  has  written  a  book  entitled 
''How  to  Know  Mosses,"  published  at 
$1.35,  which  is  amply  illustrated,  and 
has  the  unusual  advantage  of  making  a 
microscope  unnecessary. 

Everyday  Butterflies 

Did  you  know  the  monarch,  or  milk- 
weed butterfly  migrates,  like  birds?  Or 
that  you  may  find  a  mourning  cloak  hi- 
bernating in  your  woodpile?  Your  va- 
cation will  be  livelier  if  you  recognize 
the  commoner  butterflies,  and  have  an 
inkling  of  their  dainty  habits.  Sixty-two 
varieties  are  described  in  Samuel  Scud- 
der's  delightful  book  "Everyday  Butter- 
flies," an  illustrated  new  book  published 
at  $1.35.  The  illustrations  include  eight 
full  page  colored  plates. 

Stars 

The  stars  will  "twinkle,  twinkle" 
brighter  for  you  when  you've  identified 
certain  prominent  stars,  using  the  Dipper 
as  guide.    No  mathematics  or  hard  names 


in  this  jolly  little  sky  pilot  of  a  book 
called  "Astronomy  From  a  Dipper,"  by 
Eliot  C.  Clarke,  a  75c  volume,  with  illus- 
trations and  charts. 


THE  "HOW"  OF  AUDITING 

Auditing  is  the  analysis  of  business 
tiansactions.  In  the  minds  of  some  busi- 
ness men  the  definition  stops  there,  but 
among  progressive  men  who  understand 
the  tendencies  of  the  times,  auditing  is 
regarded  as  a  constructive  science.  The 
modern  auditor  first  analyses  and  then 
combines.  In  other  words  he  not  only 
detects  what  is  faulty  but  constructs  a 
programme   of  greater  efficiency. 

This  is  clearly  illustrated  by  the  new 
book  "Auditing  Procedure,"  by  William 
B.  Castenholz,  A.M.,  C.P.A..  published  by 
the  La  Salle  Extension  University  of 
Chicago.  It  is  well  planned  to  give  the 
professional  accountant  the  broad  and 
accurate  knowledge  which  enables  him 
to  do  constructive  work.  A  number  of 
books  have  been  written  on  auditing 
theory.  This  one  is  a  manual  of  pro- 
cedure which  tells  the  practitioner  not 
only  what  accounts  must  be  audited  and 
why,  but  how.  Of  special  interest  to  the 
practical  accountant  will  be  the  detailed 
treatment  of  special  businesses  such  as 
railroads  and  other  public  service  com- 
panies, financial  institutions,  insurance 
companies,  publishers,  timber  companies, 
breweries,  mines,  branch  accounts,  de- 
partment stores,  contractors,  professional 
men.  oil  mills,  textile  mills,  and  auto- 
mobile  manufacturers. 

The  accountant  is  given  a  direct  help 
in  the  innumerable  practical  problems 
which  always  arise.  He  will  find  dis- 
cussions of  such  topics  as  the  valuation 
of  inventories,  the  reserve  for  doubtful 
accounts,  how  to  show  notes  receivable 
discounted,  securities,  depreciation  as  an 
operating  cost,  the  valuation  of  goodwill, 
deferred  charges,  short  cuts  for  verifica- 
tion of  cash,  the  determination  of  net 
worth,  what  to  include  in  the  surplus 
account,  safeeuarding  the  pay-roll,  etc. 
Booksellers  will  appreciate  the  wide 
scone  of  the  sales  possibilities  of  a  book 
of  this  practical  nature. 


JOHN  CRERAR  LIBRARY 

According  to  the  annual  report  of  the 
John  Crerar  Library  of  Chicago,  the 
total  number  of  visitors  recorded  during 
the  year  1917  was  132,344,  and  the  daily 
average  423,  a  decrease  of  18  pe»-  cent, 
from  the  figures  of  1916,  which  were 
158,834  and  509  respectively,  and  a  de- 
crease of  23  per  cent,  from  the  maximum 
in  1915. 

The  total  number  of  volumes  now 
available  in  this  library  is  neo.'.lv  400,- 
000. 
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SUPPLANTING   BAEDEKER 

The  Baedeker  guide  books,  which  have 
held  a  high  place  in  the  allied  countries, 
have  been  scrapped  so  far  as  the  British 
Empire  is  concerned.  A  new  English 
series  is  being  prepared  by  Dr.  J.  Find- 
lay  Muirhead,  for  many  years  in  charge 
of  the  English  editions  of  the  Baedekei 
guide  books. 

All  that  was  excellent  in  the  Baedeker 
books  will  be  found  in  the  new  English 
series.  All  the  sources  outside  of  Ger- 
many, the.  numberless  correspondents 
and  editors  and  contributors,  paid  and 
unpaid,  who  formed  the  Baedeker  stu/f 
will  be  at  the  services  of  Muirhead  and 
Hachette,  who  will  co-operate  in  French 
editions.  Even  now,  on  some  of  the 
battlefields  which  have  passed  into  his- 
tory men  are  at  work  for  the  English 
and   French   publishers. 

The  first  of  these  new  "Blue  Books" 
has  been  issued.  Its  title  is  "London  and 
Its  Environs,"  which,  as  a  handbook  and 
a  guide  to  London  and  the  Metropolitan 
district,  as  nearly  as  possible  reaches 
perfection.  It  is  quite  accurately  des- 
cribed in  the  preface  as  "presenting  a 
convenient,  brief  and  clear  description 
of  the  chief  points  of  interest  in  one  of 
the  great  cities  of  the  world,  prefaced 
by  a  summary  of  practical  information 
likely  to  be  useful  to  the  visitor,  whether 
from  other  parts  of  the  kingdom,  from 
overseas,  or  from  elsewhere  abroad.  .  . 
a  convenient  handbook  for  the  Londoner, 
not  only  reminding  him  of  what  lies  at 
his  door,  but  for  practical  purposes  ob- 
viating tke  consultation  of  many  books 
of  reference." 

It  covers  not  only  the  whole  of  Lon- 
don as  usually  understood,  but  also  the 
outlying  districts,  the  Thames  from 
Westminster  to  Hampton  Court,  and 
from  London  Bridge  to  Tilbury,  Rich- 
mond and  Kew,  Epping  Forest  and 
Waltham  Abbey,  Harrow,  Beaconsfield, 
and  Stoke  Poges.  The  preliminary 
pages  contain  the  usual  practical  infor- 
mation required  by  tourists  and  travel- 
lers regarding  hotels,  conveyances, 
amusements  and  the  like,  together  with 
useful  articles  on  special  subjects  by 
well-known  experts.  A  short  statement 
describes  the  main  points  of  London  as 
affected  by  war  regulations.  In  arrang- 
ing the  series  and  in  collecting  the  ma- 
terial, the  editor  has  had  the  ready  co- 
operation of  the  well-known  French  pub- 
lishing house  of  Hachette,  by  whom 
French  editions  of  this  series  will  be 
issued  as  they  appear  from  time  to  time. 


"Barbara  Picks  a  Husband"  is  a  de- 
lightful story  of  a  New  York  girl  and 
her  three  suitors.  Mr.  Hagedorn's  theme 
is  a  lively  one,  it  is  full  of  interest  and 
humor,  and  is  just  the  sort  of  book  to> 
put  into  one's  grip  for  the  week-end  va- 
cation. It  is  one  of  the  volumes  for 
booksellers  to  suggest  when  the  familiar 
request  is  put  to  him  for  something  away 
from  the  war  altogether. 
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From  Printers'  Ink,  June  6,  1918 

Germany   Gloats  Over  Decrease  in 
American  Advertising 

Significant  Paragraphs  from  Famous  German  Papers. 

From  the  Berlin  "Tageblatt,"  Apr.  26,  1918. 

"If  the  despised  Yankee  nation  think  they  are  going  to  win  the  war 
and  force  Germans  out  of  foreign  markets  there  is  nothing  to  indicate  this 
sentiment  in  their  local  and  foreign  advertising.  Many  of  their  advertising 
agencies  have  closed  their  doors  through  lack  of  patronage.  Their  much- 
talked-of  captains  of  industry  have  cancelled  advertising  contracts  every- 
where. Germany  and  German  merchants  have  increased  their  advertising 
space  in  neutral  markets  and  at  home.  It  pays  to  advertise  in  war  as  well 
as  in  peace.    The  farseeing  merchant  never  stops  advertising." 


From  the  Berlin  "Lokal  Anzeiger,"  Apr.  20,  1918. 

''Nothing  is  more  acceptable  to  the  German  nation  than  to  note  the 
fact  that  the  North  Americans  have  abandoned  advertising  their  goods  in 
practically  all  of  the  foreign  markets.  In  the  Latin-American  publica- 
tions, the  market  which  they  have  always  tried  hardest  to  acquire,  there 
has  been  a  heavy  loss  of  advertising.  A  prominent  Buenos  Aires  agency 
announces  the  fact  that  83%  of  their  United  States  advertisers  have  can- 
celled their  contracts.  This  is  also  true  in  the  Orient,  and  a  careful  com- 
pilation of  the  decrease  in  advertising  there  shows  a  greater  depreciation 
than  in  South  and  Central  America.  In  the  United  States  itself  there  is 
not  a  paper  which  has  not  suffered  a  loss  in  its  advertising  lines,  and  that 
despite  the  fact  that  the  last  year  showed  an  increase  in  the  millionaire 
class  of  973  individuals.  In  other  words,  the  war  has  terrorized  the 
American  nation,  but  not  the  Germans,  for  a  perusal  of  their  periodicals 
will  show  that  manufacturers  still  advertise  even  if  they  have  not  the  goods 
to  deliver,  but  with  the  idea  of  keeping  their  name  before  the  public." 
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WELDON  ROBERTS 

•  RUBBER     ERASERS  • 


The  efficiency  of  an  eraser  lies  in  its  erasive  qualities. 

Compare  WELDONj  ROBERTS  ERASERS  (there  are  88  styles)  with  any  other 
make.     You  will  thus  appreciate  their  unique  and  peculiar  excellence. 

Do  this  and  you  will  perceive  that  "World's  Quality  Standard"  is  no  mis- 
nomer in  this  instance. 


WELDON  ROBERTS  RUBBER  Co.NEWARK,  N.J.  U.S.A. 


VEV 


Rare     beauty     and     exquisite 
richness    are    given    full    expres- 


sion in 


(jranes 


of 


(THE  CORRECT  WRITING  PAPER) 

One    quality    only — but    offering 

a    wondrous    selection     in     styles, 
finishes    and    tints    approved    by 

Fashion's  latest  mandates. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,    Massachusetts 

Toronto  Office  :   266-268  King  Street  West 


We  Carry 

Drawing  Papers 

in  great  variety — Cream, 
Manilla,  White  or  Colored, 
in  the  folowing  sizes: 


6x9 
9  x  12 


12  x  18 
24  x  36 


Special  prices  to  the  Trade. 

Water  Colors  in  Boxes 

3,  4,  8  or  16  pans 
or  4  dry  cakes. 

Write  us  for  prices  and  terms. 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street 
TORONTO 


"AA"  Lever  Self-Filling 

Fountain  Pone  ?an  be  conveniently;filled 
1  UUlllcUIl  I  did  from  any  Ink-well  or  bottle 


=^ 


These  pens  have  many  distinctive 
points  of  advantage.  The  lever  fill- 
ing device  is  simple  and  positive  in 
action,    and    its    construction    is    such 

that   it   will   not  get  out  of  order.      Of  superior  construction   and   design   throughout.      The 

"A.A."   Pen    will    please   your    most   fastidious   customer. 

Prices.   Trade   Discounts   and   information   on   special   assortments   upon    request. 

Ca  n.  Representative:  A.  R  .McDougall&Co. , 
Ltd..  468-474  King  St.  W.,  Toronto.  Ont. 


MODERN  PEN  CO.  W  B 


.Y.City.N.Y. 
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TOY  PROFIT 


There  is  good  profit  in  a  line  of  Toys — besides, 
it  attracts  the  family  trade  and  that  is  the  kind 
that  pays. 

Successful  toymen  keep  posted  on  trade  happen- 
ings, new  articles,  new  ideas  of  salesmanship, 
and   window   dressing,   where   to   buy   stock,   etc. 

"PLAYTHINGS" 

each  month  has  all  the  news  of  the  toy  trade. 
Subscription  price  ONE  DOLLAR  AND  FIFTY 
CENTS  a  year  postpaid. 

Subscribe  now  and  join  those  who  are  keeping 
up-to-date  and  in  the  swim. 

A  sample  copy  free  if  requested. 

McCREADY  PUBLISHING  CO., 


18   East   12th  Street 
NEW  YORK 


Say  You  Saw  It 
in 

Bookseller  and  Stationer 


"STANDARD" 

is  a  blotting  you  can  recommend 

A  man  who  comes  into  your  store  to  buy- 
quality  blotting  will  not  be  satisfied  with 
any  but  the  very  best. 

When  you're  stocked  with  Standard 
Brand  Blottings  you  can  hand  it  to  this 
man  confident  that  it  will  measure  up  to 
his  most  exacting  requirements. 

And  the  profit  margin  is  good. 

Standard  Paper  Mfg.  Co- 
Richmond,  Va.,  U.S.A. 
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SEPTEMBER 


IN  CANADA 


is  second  only  to  December  in  the  volume  of  business  done  within  one  month 
in  the  book  and  stationery  stores. 

It  witnesses  the  reopening  of  the  schools  and  colleges,  and  thus  brings  a  great 
stream  of  business.  It  ushers  in  the  Autumn  trading  season.  It  witnesses  the 
beginning  of  the  Autumn  book  publishing  season  and  sees  a  general  resumption 
of  business  and  professional  activities  following  the  long  vacation,  thus  acceler- 
ating sales  of  stationery  and  office  supplies. 
At  the  beginning  of  September  comes  the 

Annual  Autumn  Announcement  Number  of 

BOOKSELLER  AND  STATIONER 

Each  year,  for  33  years,  this  Autumn  Number  has  presented  most  important  mes- 
sages from  manufacturers,  publishers  and  jobbers  selling  to  the  retailers 
throughout  Canada  engaged  in  the  book,  stationery,  fancy  goods  and  toy  trades. 
No  increase  over  regular  rates: 

Full  page  .  .  , $35         Half  page $20 

Quarter  page 12         Eighth  page 8 

Book  your  order  now. 

Clip  this  Coupon,  sign  and  return  it  now  while  this  is  before  you  and  tell  us 
when  your  copy  will  follow. 


AUGUST  28 

Send  copy  early  and  get  best  available  position. 


IS  LAST  DATE  FOR 
RECEIVING     COPY. 


Date... 1918 

THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED, 
143-153  University  Ave.,  Toronto,  Ont. 

Reserve  page  space  in  the  Annual  Autumn  Announcement  Number 

Full,    half,   quarter  or   eighth. 

of  BOOKSELLER  AND  STATIONER  for  $ Copy  will  follow  to 

reach  you  by 

Name Address 
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XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND   STATIONER 

Special  Service    Department 


Our 
Want  Column 

Will  Help  You 


RELIANCE  INKS 

are    noted    for  their  rich  color 
and  easy  flow. 

RELIANCE   "GRIP" 

The  strong  fluid  paste,  which 

never   dries   out,    is   a    profit 

maker.     Write  for  prices. 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,   MAN. 


HOLD  THE  LINE 


(Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
qufckly.     There's  quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con 
nected  with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole- 
tale 
h'luaex    ic 
Toronto 

and 
Montreal 


THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will   always  hold    first    place    as  an  Edition  of 
Standard,  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent-  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "Exclusively  Sheet  Music  House" 
in  the   World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NEW  YORK  CITY:  145  W.  45th  STREET 


Pat.   May   13,    1913 


This  it  the 

"F-B" 

Loose  Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
diis  tanceof 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


- 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton,  London.  Eng 

A.RAMSAY  &  SON    C° 

EST'D.   18  42.     MONTREAL. 
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Good  Selling  Specialties  for  the  Stationery  Trade 

—A  Guide  for  Buying  and  an  Aid  to  Selling — 
Dealers:  Keep  Your  Eye  on  This  Department  for  New  Lines 


BRIEF  CASES, 

MUSIC  ROLLS, 

PORTFOLIOS, 

BANKERS'  CASES 

«»«i  MEN'S  GOODS 


THE  LIFTON  MFG.  CO. 

"Largest  in  the  Line" 

13-15  WEST  27th  STREET 

NEW  YORK  CITY,  U.S.A. 


SELL 


MACLEAN'S 


The  Magazine  for  Canadians 


20c  A  COPY 


.is* 

^R  PACK*1 


VIOL#ff*HONE 


PHONOGRAPH  NEEDLESJ 

EACH  NEEDLE  WILL  PLAY  10  RECORD! 


tmm 


I  Ttn.vl 


tACM  NEtDLEWlLLPLAV  |Q  RECORDS     j 


1] 


Write  for  free  samples  and  dealers  discounts  to-day 

H.  A.  BEMISTER 


10  Victoria  Street 


Montreal 


,  .      i 
The   spaces   on  this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

$4.20  Per  Month 

on  Yearly  Contract 

A  Good  Live  Page — High 

value  in  publicity  at 

minimum  cost 


trs?K^t7Wt?wtrsvir?wt7»ir?»(ir*ir)«sirrsrtr)*(iri*iit« 


rRENCH  B00KC 
Wholesale — Retail 


Send  for  Quotations 


SCH0ENH0F  BOOK 
COMPANY 

Louis  J.  Jobion,  Mgr. 

128   Tremont   Street 
Boston,  Mass. 


To  U.  S.  Houses 

If  you  have  good  lines 
for  the  Canadian  Sta- 
tionery trade  and  want 
a  Canadian  selling  rep- 
resentative, write  to 

1  'Manufacturers  'Agent' ' 

c/o  Box  900 
Bookseller   &  Stationer 


Your  advertisement  here 

will  be  read  by 

Booksellers  and  Stationers 

throughout  Canada. 
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BUYERS'   GUIDE 


MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

M*  nufactu  rers         79Spadina    Ave..    Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 
AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


Lonsdale  &  Bartholomew,Ltd. 

Publishers  of  the 
Famous  "ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 

Registration  Certificate 
Holders 

Always  Clean  Easily  Read 

Selling  at  10  Cents 

Big  margin  to  booksellers  and 
stationers.  Show  cards  furnish- 
ed with  initial  order. 

MONTREAL    ENVELOPE    CO. 

4  St.  Antoine  St.     -     Montreal 


ART   SUPPLIES. 

Artists'    Supply    Co.,    77    York    St.,    Toronto. 

A.    Ramsay   &   Son   Co.,   Montreal. 

Geo.    M.    Hendry    Co.,     Limited,    215    Victoria    St.. 

Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 
Geo.  M.   Hendry   &   Co.,   215   Victoria   St.,   Toronto. 

BLANK    BOOKS. 
Boorum   &    Pease   Co.,    Brooklyn,   N.Y. 
Brown    Bros.,    Ltd..    Toronto. 
Buntin,    Gillies    &    Co.,   Hamilton. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co..    Berthierville.    Que. 
National    Blank    Book    Co..    Holyoke,    Mass. 
The  Copp,    Clark    Co..  Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 

BLOTTING    PAPERS. 

The    Albemarle    Paper   Co..    Richmond,    Va. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Richmond    Paper    Mfg.    Co..    Richmond.    Va. 
Standard   Paper  Mfg.    Co.,   Richmond,   Va. 

CODE    BOOKS. 

The    American     Code     Co.,     83     Nassau     St.,     New 

York. 
John    W.    Hartfield.    N.Y.    Produce   Exchange,   N.Y. 

CRAYONS. 

Binney    &   Smith,    New  York. 

A.     R.     MacDougall     &     Co..     468     King     St.     W.. 
Toronto. 

EYELETTING   MACHINES. 

Elbe   File   and   Binder  Co.,   New   York.   N.Y. 
ENVELOPES. 

Brown  Bros.,  Limited,  Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp,    Clark    Co.,    Toronto. 

W.   V.   Dawson,    Limited,   Montreal,  Toronto,    Win- 
nipeg. 
Menzies   &   Co.,    Limited,   Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 

ERASERS. 
St.    Mungo    Mfg.    Co.,    Glasgow,    Scotland 
Weldon    Roberts    Rubber   Co.,    Newark,    N.J. 

FANCY    PAPERS,    TISSUES    AND    BOXES. 

Dennison    Mfg.    Co.,    Boston. 
Menzies   &  Co.,  Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W., 
Toronto. 

FOUNTAIN    PENS. 

Modern     Pen    Co..    New    York. 

Mabie.    Todd    &    Co..    473    College    Ct..    Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co..    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Agents. 

INKS.   MUCILAGE   AND   GUMS. 

Cbas.    M.   Higgins    &    Co..    Brooklyn,   N.Y. 

The  Carter's   Ink   Co..   Montreal. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Reliance    Ink    Co..    Winnipeg.    Man. 
Royal    Ink    Co..    53    Yonge    St.,    Toronto. 
S.    S.    Stafford    Co.,    Toronto. 
"Glucine."   Menzies    &    Co.,    Limited,    439    King    St. 

W..    Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co.,    Montreal. 

Payson's    Indelible   Ink. 

S.    S.    Stafford    Co.,    Toronto. 

INKSTANDS. 
A.     R.     MacDougall     &     Co..     468     King     St.     W.. 

Toronto. 
The   Sengbusch    Co.,    Milwaukee. 

KINDERGARTEN    MATERIALS. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 

Toronto. 

LEAD    AND   COPYING    PENCILS. 

American    Pencil   Co.,   New  York. 

Wm.    Cane   &    Sons,    Newmarket,    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Eberhard     Faber    Co.,     New     York. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METAL8 

Most  complete  line  of  Ledger,  Sectional 
Post,  Solid  Post  and  other  Loose  Leaf 
Metals. 

On     request    to-day    our    Catalog    GC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Hegone  Studio 

37-39  East  28th  Street 

New  York  City 

The  Atelier  of  Exquisite  hand  decorated 
Boxes  and  Lamp  Shades  for  Manufac- 
turers and  the  Trade.  Canadian  trade 
solicited. 

A  visit  to  our  Studios  will  convince  you 
that  our  work  is  original  and  of  the 
highest    quality. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE" 


BRAND 


SEALING  WAX 

Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for   Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON,  ONT. 


48 


1  5  0  0  K  S  E  L  L  E  R    AND    S  T  A  T  I  O  N  E  R 


BUYERS'  GUIDE 


School  Rulers 

NEW  LINE  NOW  READY 

New  Shapes   and    Right    Prices. 
Send  for  samples  and  quotations. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

W.  S.  TUTTLE.  Manager 
Commercial   Ruler  Department 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame     them     at     low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  s'atues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,   Limited 

36  James  St.  N.,  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Cixrd  Manufacturer 
70  LOMBARD  STREET  TORONTO 


LOOSE    LEAF   BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark   Co..   Toronto. 
Luckett    Loose    Leaf,    Limited,    215     Victoria    St., 

Toronto. 
National    Blank    Book    Co..    Holyoke.    Mass. 
Rockhill   &   Vietor.  22  Cliff  St.,  New  York  City. 
Warwick    Bros.    &    Rutter.   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y.. 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd..   Toronto. 

MAPS   AND    GLOBES 
Rand,    McNally    &    Co..    Chicago. 
The   Copp.   Clark   Co.,   Toronto. 
Geo.   M.   Hendry   Co.,   215   Victoria   St.,   Toronto. 
The    Scarborough    Co.    of    Canada.    Hamilton,    Ont 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
PAPER   FASTENERS. 
Ideal    Specialties   Mfg.    Corp.,    552    Pearl    St..    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons,     Limited,     W.     V.,     139     Queen 
Victoria    St.,     London,     E.C. 

PAPETERIES   AND   WRITING   PAPERS. 

The    Copp    Clark    Co.,    Toronto. 

Buntin.    Gillies    &    Co..    Hamilton.    Ont. 

Clark    Bros.    &    Co.,    Winnipeg,    Man. 

W.    V.   Dawson.    Limited.   Montreal,   Toronto.    Win- 
nipeg. 

The  Brown   Bros..   Ltd..  Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 
PLAYING   CARDS. 

Goodall's   English   Playing   Cards.    A.   O.    Hurst.   32 
Front  St.   W.,   Toronto. 

U.    S.    Playing   Card    Co.,   Toronto,    Canada. 
POST   CARDS,    GREETING   CARDS,    ETC. 

Hildesheimer,    Ltd.,    93,     Clerkenwell     Road.     Lon- 
don.   E.C. 

A.    O.    Hurst,    Canadian    representative.    32    Front 
St.    W.,    Toronto. 

Menzies   &    Co.,    Limited.   Toronto. 

Philip    G.    Hunt    &    Co.,    332    Balham    High    Rd., 
London,   Eng. 

Pugh   Specialty   Co..   38-42   Clifford   St.,   Toronto. 

Ritchie    &    Sons,    Ltd.,    William. 

Valentine   &    Sons    Publishing   Co..   Toronto. 
SCIENCE    APPARATUS 

Geo.   M.   Hendry   &  Co.,   215   Victoria   St..   Toronto. 
SCHOOL   SUPPLIES. 

Geo.    M.    Hendry    Co..    Limited.    215    Victoria    St., 
Toronto. 

SCHOOL   AND   OFFICE   RULERS. 

The   Up-to-Date   Co.,    Canister,   N.Y. 
SHEET   MUSIC. 

McKinley  Music  Co..   1501-15   East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips   &   Co..  Montreal. 

STATIONERS'   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale   Stationers,    Toronto. 

Buntin,   Gillies   &   Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.   V.   Dawson,   Limited.   Montreal,   Toronto,   Win- 
nipeg. 

Warwick   Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,   Wells   &   Co.,   Birmingham,   Eng. 

Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian   Representatives. 
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ELBE  FILE   &   BINDER   CO. 

97  Reade  Street  New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg  Co. 

HAMILTON.  OHIO.  U.S.A. 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations  We  are  paper  makers 
and   wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.   BOWATER  &   SONS,  LIMITED 

1  59  Queen  Victoria  St.,  London,  E.C.  4. Eng. 
Cables:  " Sparteotus"  London. 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  &  Stationer 

regularly 

$1.00  A  YEAR 

THE    MACLEAN    PUBLISHING 
CO.,   Limited 

143  University  Ave.  TORONTO 


B  0  0  K  s  K  LLER    AND    STATIONER 


BOOK  BUYERS'  GUIDE 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West  Toronto 


SELF  AND  SEX  SERIES 

Keep    these    booba    in    Bight     Thej    ;m'    stt;tl> 
sellers  because  91  out  of  ererj   ion  who  pass  youi 
store    are    prospective    customers. 
Four    Books    to    Men  :  - 

W'h. it   a  Young  Boy  Ollidlt   to  Know. 
\\'h;u      i    Young    Mail   Ought    to    Know. 

What    a    Young    Husband    Ought    to  Know. 
What    a    Man    of  45    Ought    to    Know. 
Four   Honks  to  Women: 

What  a     Young    Girl    Ought     to     Know. 

What  a    Young    Woman    Ought     10    Know. 

What  a     Young     Wife    Ought     to     Know. 

What  a    Woman    of    r>   Ought    to    Know. 

$1.00    Each. 
WILLIAM  BRIGGS.    Publisher.     Toronto 


Booksellers  should  write 
W.  &  R.  CHAMBERS,  Ltd. 

38  So  ho  Square,  LonHon,  and 
339  High  Street,  Edinburgh,  for 
Lists  and  Prices  of  their  Popular 
Reward  Books  and  Famous 
Reference  Books,  including 
20th    Century    Dictionary. 


WILLS 

of  the 

Law  of  Succession  after  Death 

Written  by  Walter  E.  Lear.  Barrister-at-Law, 
in  plain,  simple  language  and  intended  to  be 
used  by  the  general  public.  It  contains  concise 
statement  of  the  Law  of  Wills  in  force  in  all 
the  Provinces  of  Canada,  and  Forms  of  Wills 
and  Codicils.  Printed  in  large  type.  This  is 
a  book  that  should  be  read  by  every  person 
before  making  a  will.  Agents  wanted.  Price. 
$1.  in  cloth  binding.  Liberal  discount  to  the 
trade.  Law  Books,  Limited.  152  Bay  St.. 
Toronto. 


RED   RUTH.  By  Anna  Ratner  Shapiro 

A  novel  of  vital  interest  to  the  entire  world 
at   this   time. 

"RED  RUTH"  is  a  story  of  compelling  interest 
and  power,  picturing  the  reconstruction  period, 
prophesying  Universal  Democracy  and  a  Birth 
of  a  Brotherhood  of  man  based  on  Love  as  the 
ruling    principle. 


Illustrated    by    Carl    S.    Junge. 


Price,    $1.35 


ARC  PUBLISHING  CO. 

122  S.  Michigan  Ave. 

CHICAGO 


DIRECTORY    OF   PUBLISHERS. 
FICTION. 

Thomas   Allen,   215   Victoria   St.,   Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto. 

Ont. 
Cassell    &   Co..   55- Bay   St.,  Toronto,   Ont. 
Copp,    Clark   Co.,   517    Wellington   St.    W.,   Toronto, 

Ont. 
J.  M.  Dent  &  Sons,  27  Melinda  St..  Toronto,   Ont. 
S.    B.    Gundy,   25    Richmond   St.    W.,   Toronto,    Ont. 
Hodder    &    Stoughton.    26    Dundas    St.    E.,    Toronto, 

Ont. 
Thomas    Langton,    23    Scott   St.,   Toronto,    Ont. 
Macmillan    Co.    of   Canada,    70    Bond    St.,    Toronto, 

Ont. 
McClelland,    Goodchild    &    Stewart,    266    King    St. 

W.,    Toronto,    Ont. 
Geo.   J.    McLeod,    Ltd.,    266    King   St.    W.,   Toronto. 

Ont. 
Musson    Book    Co.,   25   Dundas  St.   E..  Toronto.  Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.     W, 

Toronto,    Ont. 

BUSINESS    BOOKS. 

Musson    Book    Co..   25   Dundas  St.   E..  Toronto.   Out 

Wycil    &    Co..   85    Fulton   St..   New    York    City. 
CODE   BOOKS   AND  CONVERSION   TABLES 

John    W.    Hartfield.   N.Y.,    Produce   Exchange.    New- 
York. 

PERIODICALS. 

MacLean's  Magazine,  143  University  Ave.,  Toronto 

Imperial    News    Co.,    Ltd.,    Toronto,    Montreal    and 
Winnipeg. 

Gordon    &   Gotch.    136    Bay  St..   Toronto,   Ont.   and 
15    St.    Bride    St..    London,    E.C. 

American    News   Co..    Toronto   and    Hamilton.    Ont. 

American    News    Co.,    Montreal,    Que. 

American    News   Co.,    Winnipeg,   Man. 
SELF    AND    SEX    BOOKS 

Wm.     Briggs,     Toronto. 

McClelland.    Goodchild    &    Stewart,    Ltd.,    Toronto. 

Musson    Book    Co..    Toronto. 


Kindly    Mention    this    Paper 
When    Writing  to  Advertisers 


Classified  Advertising 

BOOKS    WANTED. 
pOPE.     "LIFE     OF     SIR     JOHN     MACDON- 

ald"  :  Willison's  "Life  of  Sir  Wilfrid 
Laurier,"  2  vols.  ;  Begg's  "History  of  North- 
West, "  3  vols.;  Scott,  complete  set  (buckram); 
Wild's  "Lost  Ten  Tribes"  Albert  Britnell.  263 
Yonge    St.,    Toronto. 

DRICES  "ULTRA  VIRES"  ( law  book  »  :  JIM 
Bunt ;  "Book  of  Knowledge,"  12  vols. ; 
Smith.  "History  of  Canada,  1815"  ;  "Geology 
of  Canada,  1X66-69,"  1  vol.  :  Ballantyne's 
"Mutiny  of  the  Bounty"  :  De  Moine.  "Maple 
Leaves,"  3rd  series ;  "Hochelaga  Depicta, 
1839" ;  Pope.  "Life  of  Sir  John  A.  Macdon- 
ald."  Thorburn  &  Abbott,  113  Sparks  Street, 
Ottawa.  Canada. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  iisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award   at  many   Expositions. 

LET    US    HELP    YOU 

CECURE  DESIRABLE  MERCHANDISE  AT 
the  right  price.  If  you  desire  to  save  time 
and  money  on  your  buying  you  must  be  re- 
presented in  New  York.  A  great  amount  of 
service  at  a  very  small  cost.  Better  write  us 
tn-day.  Ass^iated  Buyers,  309  Broadway, 
New   York.   N.Y. 

OFFICE   SUPPLIES 
A  JAX     PATENT     FILE     WRAPPERS-  FOR 
legal   naoers.   specifications,   contracts,   etc., 
s.mnle    with    trices    on     request.       Desaulniers, 
Moijne.     Illinois. 

RANTED  POSITION  AS  RETAIL  SALES- 
*'  man  in  book  or  stationery  store  in  or 
near  Toronto  by  married  man  at  present  en- 
gaged in  drug  line.  Has  had  several  years' 
experience  with  books,  stationery,  etc.,  and 
desires  to  revert  to  it.  Excellent  references. 
A.    T.    Squibb.    '.'6    Wellesley    St.,    Toronto. 


Otto  Sauer  Series 

German,  French,  Spanish 
and     Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

85  Fulton   Street,   New  York  City 
Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity-Winfield  Scott  Hall.  M.D.,  Ph.D..  assisted 
by  Jeanette   Winter   Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have— Sex  Knowledge  Every  Young  Woman 
Should  Have  -Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  llluttrated.fl.2S 

McClelland,  goodchild  &  stewart,  ltd. 

266  King  Street  West  Toronto.  Canada 


HARTFIELD'S 

Sterling   Conversion 
Tables 

Sterling  into  American  Currency  and 
Vice  Versa 
Exchange  from  $1.50  to  $4.99  advancing  by 
single  cents,  including  the  decimal  equiva- 
lents of  32ds,  20ths,  lfiths,  xths,  4ths  and  Vz 
of  a  cent,  with  a  range  of  Sterling  Amounts 
from  Id.  to  19/lld.  advancing  by  Id.  £1  to 
£99  advancing  by  £1,  and   £100  to   £10,000, 

advancing    by    £100 
CONTAINING   ALSO    TABLES   COVERING 
Discount    and    Interest 

Interest   Difference* 

American   Par  Values 

Canadian   Par  Values 

Brokerages 

For    quick     reference    a     reinforced    linen     flat 

cut-in    index    is    provided    down    the    edge.     As 

the  cover  is    raised,   the   index   catches  the  eye. 

Price,    $10.00    per    copy,    net. 

Computed    and    Published    by 

JOHN    W.    HARTFIELD 

Compiler,    Printer   and    Publisher   of 

CABLE    CODES   and   TELEGRAPH    CIPHERS 

A'.l  Codes  Supplied.      Correspondence  Solicited. 

NEW  YORK  PRODUCE  EXCHANGE 

BUILDING. 

New    York    City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All    good    titles   and    full 

of  colour. 

Full  Hal  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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Cash  in  on  This  Craze 


A  /f  ARY  PICKFORD  is  the  most  popular  woman  in  the  world.     Millions 
of  people  see  her  on  the  screen  every  month  of  the  year.    She  is  known 
everywhere  that  pictures  are  shown. 

There  are  movie  theatres  in  Jerusalem   now  and  an  exchange  in  Siam!   Mary 
Pickford  is  a  Canadian    and    the    peo  pie  of  the  Dominion  are  intensely  in- 
terested in  everything  relating  to  this  young  Toronto  girl  who  has  taken  the 
world  by  storm. 

Arthur  Stringer,  the  famous  Canadian  author,  has  written  a  story  of  Mary 
Pickford,  an  intimate  picture  of  her  su  ch  as  has  never  yet  been  presented.  Miss 
Pickford's  manager  says  it  is  the  "best  story  ever  written  about  Mary."  This 
story  is  to  run  in  MACLEAN'S  and  is  starting  in  the  September  number.  It 
is  profusely  illustrated  by  photographs  taken  especially  for  the  purpose  and 
Mary  is  on  the  cover. 

This  feature  will  create  a  big  sale  for  you.    But  there  are  lots  of  others.     Glance  at  this     list: 

A  "Close"  Up  of  Union  Government  When  the  Army  RuIes   By  w  H   p  J"rv" 

By  j.  k.  Munro  A  sensational  article  on  the  possibility  of 

An  absolutely  candid,  unsparing  appraisal.  the   army  dominating  Government. 


Buried  Alive !        By  Lieut.  Tiibrook 

An  intensely  dramatic  story  of  tunnelling 
-    at  the  front. 


Stories  and  articles  by  such  well-known  writ- 
ers as  Arthur  Stringer,  Agnes  C.  Laut,  W.  A. 
Fraser,  Alan  Sullivan,  Lieut. -Col.  J.  B. 
Maclean  and  others. 


September  MacLean's 

"Canada's  National  Magazine" 
143  University  Avenue  -  -  -  TORONTO 
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A 

Quality  Line 


fUTYOLi 

TYPEWRITER* 

CARBON  i 


Are  you  selling  the  M.  &  V. 
Typewriter  Ribbons  and  Carbons  ? 

They  are  certain  to  please  every  type- 
writer user. 

M.  &  V.  Ribbons  and  Carbons  are  made 
with  the  most  scrupulous  attention  to 
every  detail.  Hence  the  "M.  &  V."  brand 
is  recognized  to-day  as  a  stamp  of  ex- 
cellence. 

Always  recommend  M.  &  V.  Typewriter 
supplies.     They  satisfy. 

Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory:  Park  Ridge,  N.J.,  U.S.A. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian   Factory   and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


The  fastest 
selling  box 

of  the 

fastest  selling 
Crayons 


C"*  TRADE  ■      ' 

RAYOLA, 
^  MARK  /       M./ 


Eight  W.JJTjsJ'Colors 

SCHOOL^CRAYONS 
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BINNEY  &  SMITH  CO 


No.  8 


"Crayola"  is  furnished  in  assortments  of  six, 
eight,  twelve,  sixteen,  eighteen  and  twenty- 
four  colors  to  the  box. 

Perhaps  you  are  interested  in  Crayons  for 
office  and  factory  use.  Write  us  for  samples  of 
any  Crayon  you  desire — also  catalog  describing 

Gold  Medal  Crayons 
For  Every  Use 

Binney  &  Smith  Co. 


81-83   Fulton   St. 


New  York 
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Hamilton 


Canadt 


The  Last  Minute  Rush 


Are  your  shelves  full? 

Prompt  deliveries  are  hard  to  guarantee  this 
year.  The  easiest  way  to  overcome  delays 
due  to  transportation  difficulties  and  labor 
shortage  is  to  mail  us  your  school  order  a 
little  earlier  than  usual. 

Look  through  this  list  of  school  goods.  It 
may  suggest  some  items  you  need. 


Scribblers  and  Exercise  Books 

New  range  of  up-to-date  covers. 

Foolscap  and  Exam.  Cap 

In   all   qualities. 


Blackboard  Brushes 

Also    Pointers,    Slated    Cloth    and 

Liquid  Slating. 

Crayons 

Compasses  and  Set  Squares 

Drawing  Materials 

Paper,    Books,    Pads    and     Thumb 

Tacks. 

Pencil  Sharpeners 

Retailing  from  10c  to  $4.50  each. 


School  Bags  and  Fibre  Boxes 

Watercolors 

Tin    and    Cardboard    Boxes. 


Erasers 

Note  Books 

Ink  and  Mucilage 

Pencils 

Penholders 

Rulers 

Pencil  Boxes 

Slates 

Slate  Pencils 


Hamilton 


Canada 


34th    AUTUMN    ANNUAL 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


VOL.  xxxiv. 


PUBLICATION     OFFICE:     TORONTO,     SEPTEMBER.     1918 
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The  Pen  with  the  Smoothest  Gold  Nib 


© 
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••Swan" 

Presentation 

Pens 


®- 


"Swan  Safety-'      "Swan  Safety" 
with    Rolled 
Gold  Mount. 
Plain  or  Engraved 
No.  Each         No.  Each 

CI $250        CI $3.50 

C2 3.00        C2 4.00 

C3 4.00        C3 5.00 

C4 5.00        C4 6.00 

C5 6.00        C5 7.00 

Safety  and  Self-filling  "Swans" 
"Swan"  Roll  Clips,  fitted  to  any 
Every  "Swan"  pen  is  guaranteed 
broad,   stub,   turned  up,   oblique 


Regular  "Swan"     "Swan  Safety"      "Swan  Safety"      "Swan  Safety"      "Swan  Safety"  'Swan  Safety" 

Self-Filling            Self-Filling           Military  Pen           Self-Filling  Self-Filling 

Full  Covered         Full   Covered       with    Clip    Cap  with    Rolled 

Link  Pattern.        Plain  Pattern.       and    containing  Gold  Mounts. 

No           Each            Silver                         Silver               25  "Swan"  Ink       No.          Each  Plain  or  Engraved 

100          $2  50     B2       "        8.00        B2       "        8.00     Tablets    in    Its      CI  LSF,  $2.50  CI  LSF,  $3.50 

200            3  00     C2       "        9.00       C2       "        9.00          Magazine.           C2  LSF,    3.00  C2  LSF,    4.00 

300            4.00            R.Gold                       R.Gold                                              C3  LSF,    4.00  C3  LSF,    5.00 

400            5.00     B2       "        9.00        B2       "        9.00           $3-00            C4  LSF,    5.00  C4  LSF,    6.00 

500 6.00      C2       "       10.00       C2       "       10.00                                      C5  LSF,    6.00  C5  LSF,    7.00 

are  supplied  In  vest  pocket   "B"   length;  in  same  sizes  as   "C"  at  same  price, 
of  above  pens  extra.     Nickel,  25c;   Rolled   Gold,    $1.00. 

to  give  complete  satisfaction.     Points  are  made  for  every  style  of  handwriting — fine,  medium,  medium 
and  special  points   for  special   work,   such  as   stenography,   bookkeeping,   etc. 


-© 


TRADE   DISCOUNTS  ON   REQUEST 

MABIE  TODD  &   COMPANY 

473  College  St.,  Toronto 


15  0  OKSE  L  L  E  R    AND    STATIONER 


BLANK 
BOOKS 


(J|  From  our  immense  stock  we  can  supply 
every  demand  for  Blank  Books  in  all  the 
different  rulings,  bindings  and  sizes,  at  the 
very  lowest  possible  prices. 


f\  You  may  select  a  small-sized  pocket  memo 
book,  a  large  office  ledger,  cash  book  or 
journal,  with  suitable  paper  of  good  quality, 
in  any  binding. 


f\  With  a  thoroughly  modern  factory,  and 
sixty  years  of  experience,  we  have  earned 
the  name  for  manufacturing  the  biggest  and 
best  line  of  Blank  Books  in  Canada. 


There  are  good  reasons 
for  investigating 


WARWICK  BROS. 
&  RUTTER 

LIMITED 

TORONTO 


BOOKSELLER      AND      STATIONER 
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Critical  card  lovers 
prefer  Goodall's 

because  they  find  these  playing  cards  all  that  can 
be  desired  in  artistic  designing  and  fine  quality 
board. 

Dealers  will  find  the  new  Goodall  assortments  par- 
ticularly saleable.  From  such  a  splendid  showing 
it  is  difficult  to  pick  out  any  special  line  for  par- 
ticular mention,  but  we  would  like  to  draw  your 
attention  to  the  great  popularity  of  the  "For  Free- 
dom" series  and  the  "Royal  Flying  Corps"  Design 
— two  big  sellers  that  are  "going  strong"  every- 
where. 

Your  jobber  can  supply  you  with  these  Goodall 
winners  and  with  any  of  the  following,  all  of  which 
will  make  good  if  displayed : 

Imperial  Clubs — Whist. 

Colonials — Gold  Edges. 

Linettes.      Both   Standard  and   Whist 

sizes. 

Salons — Society — Sultan. 

Patriotic  and  Bairnsfather  Series. 

Aubrey  O.  Hurst 

Represen  ta  tive 

32  Front  Street  West,  Toronto 
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BO OK SELLER      AND     STATIONER 


ACCOUNT  BOOKS 

Full  Line  of  Every  Kind, 
Size  and  Quality. 


Ledgers 
Journals 
Gash  Books 
Day  Books 
Minute  Books 
Balance  Books 
Column  Books 
Letter  Books 


OUR  SPECIALTY 


Loose 

Leaf 

Ledgers 


Binders  and 
Specialties 

Memorandum 
Address  and 
Price  Books 


PUBLISHERS  CANADIAN  OFFICE  AND 
POCKET  DIARIES,  1919.  ORDER  AT  ONCE 


LEATHER  GOODS 

A  Department  of  Over  Half  a  Century 

and  of  Great  Variety  and  Rare 

Excellence 


Ladies'  Hand 
Bags 

Writing 
Portfolios 

Ladies' 
Purses 

Letter  Cases 
Card  Cases 

Pocket 
Diaries 

Pocket  Books 
Bill  Folds 

Bankers' 
Cases 

Memo  Books 
Visiting 
Books 

Messengers' 
Wallets 

Dressing 
Cases 

Coin  Purses 

Military 
Brush  Sets 

Simcoe  Photo 
Albums 


BROWN  BROTHERS,  LIMITED 

Simcoe  and  Pearl  Streets,  TORONTO 


BO 0 K S K  L  L E R      A  NO     STATION  E R 


.>  ■'\'.W:p 

■■:■■  v 

■  ■-.•->i»,-v.<;' 
'-•■■/'-"jj! 


Jf 

*^.i 


are  obtainable  in  any  size  or  capacity,  from 
a  Memo  Book  to  the  largest  Ring  Binder. 
Their  use  and  adaptibility  are  unlimited. 
Every  book  is  guaranteed  mechanically  per- 
fect. Should  a  defect  appear  the  book  will 
be  repaired  if  possible;  otherwise  replaced 
without  cost  to  dealer  or  consumer.  The 
EasIB  JpmiFl  watermark  is  woven  in  all  sheets 
which  represents  the  highest  quality 
and  standard  paper  stock. 
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BO  OK SELLER      AND      STATIONER 


For  a  War  Christmas — Gilbert  Toys 


Gilbert  Toys  are  genuine  — 
that's  what  makes  them  so  popu- 
lar with  the  youngsters.  They 
look  like,  they  work  like,  they  are 
made  like  the  real  article,  and 
boys  are  quick  to  see  it,  and  par- 
ents come  where  the  boys  lead. 


Gilbert 
Diving  Submarine 


Gilbert 
Machine  Gun 

You  can't  fool  a 
red  blooded  boy  with 
a  toy  machine  gun 
that  doesn't  look  like 
the  real  article.  The 
Gilbert  Machine  Gun 
is  true  to  life — every 
boy  who  has  seen 
war  pictures  at  the 
movies,  or  in  the 
Sunday  supplements 
will  recognize  the 
Gilbert  Machine  Gun 
at  once. 

Retail,    $4.90 


Best  Known  Toy  in  the  World 


Since  its  inception  five  years  ago 
Erector  has  been  the  most  widely  ad- 
vertised, most  talked  about  toy  for 
boys,  and  this  year,  with  the  talk  of 
the  wondrous  work  of  our  engineers 
behind  the  lines  in  Europe  fresh  in 
every  boy's  mind,  more  than  ever  will 


REG  US  pat  off 

The  Toy  Like  Structural  Steel 

be  the  toy  for  real  boys.  A  display  of  Erectors 
this  year  will  bring  a  sure  stream  of  customers 
to  your  Toy  Department. 

Retail,  $1.50  to  $37.50 


This  is  the  real 
toy  sumbarine  —  it 
passes  the  critical 
eye  of  the  boy  who 
knows  more  about 
how  a  submarine 
should  look  probably 
than  his  father  does. 
It  fights,  it  dives,  it 
discharges  a  tor- 
pedo, it  rises.  The 
Gilbert  Submarine 
has  realistic  peri- 
scope, torpedo  tube, 
conning  tower,  etc., 
hull  of  steel,  finished 
in  battleship  grey, 
and  all  the  look  of 
a  real  fighting  craft. 
Mechanical  steel 
spring  movement  al- 
most impossible  to 
get  out  of  order. 

Retail,    $2.25 
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GIRLS  TOO! 

Here's  the  true  motherly, 
merciful,  war-plaything  for 
girls  -  they  can  be  Red 
Cross  Nurses,  make  band- 
ages, treat  wounded  dolls 
and  feel  the  thrill  of 
patriotism     with 


Nurse's  Outfit 

Contains  all  the  details  of 
a  nurse's  kit,  true  to  life, 
and  a  "First  Aid  Primer," 
written  in  child's  language. 
Little  girls  have  been  over- 
joyed with  this  handsome 
outfit  —  packed  in  most  at- 
tractive    cartons. 

Retail,  $2.95 


B-M  Tank 


The  very  latest  addition  to  tne  Unoert  toy  line.  This  Tank  is  a 
genuine  miniature  model  of  the  famous  British  Tank — it  works  in 
true  tank  style,  climbing  over  ditches  or  any  sort  of  obstacle.  Will 
set  your  boy  customers  wild  with  delight.  Equipped  with  electric 
motor    caterpillar    feet,    gun    houses,    etc. 


Retail,  $9.75 


The  A.  C.  Gilbert-Menzies  Co.,  Limited 

439  KING  STREET,  W.,  -  TORONTO 

Mfrs.    Toys,  Agents  for  Gilbert's  Parlor  Cub  Farts  and  Parlor  Cub  Home  Motors 


BOOKSELLER      AND      S  T  A T I 0  N  E  R 


A  Short  Sentence 


tt 


Eighteen  Years" 


We  mention  it  as  a  little  reminder  that  we  have  been  in  business  that  long.  It  may 
assist  you  in  making  up  your  mind  to  place  your  remaining  Christmas  business 
with  us. 

We  have  in  our  warehouse  or  in  course  of  completion  in  our  Toronto  studio,  a  large 
Stock  of  Xmas  Cards  (Booklets),  Canadian  and  Patriotic  Die-stamped  Canadian 
View  Xmas  Cards — also  Regulation  English  Style  Xmas  Cards — 

To  cost  you  $3.00,  $5.00,  $7.50,  $10.00,  $12.50,  $15.00  per  100. 

Xmas  and  New  Year's  Post  Cards,  $7.50,  $10.00,  ($15.00  and  $25.00  die-stamped 
and  Flag  designs),  per  1000. 

Tags  and  Seals,  in  cabinets — 100  folded  boxes,  $4.50;  50  folded  boxes,  $2.50  each. 

Tags  and  Seals,  Glossy  Envelopes,  100  in  a  cabinet,  $3.50. 

Calendar  Pads,  250  in  a  cabinet,  $3.75 ;  500  in  cabinet,  $6.25  each. 

Rotary  Post  Cards,  Birthday,  Patriotic  and  Relation  designs. 

Rotary  Post  Cards,  Xmas  and  New  Year,  General,  Hands  Across  the  Sea. 

Canadian  Patriotic  and  Soldiers'  Designs,  $3.00  per  100. 

We  make  up  a  good  $25.00  and  $50.00  assortment  of  above  lines.    Try  one. 

Toy  Books,  Painting  Books,  Painting  Books  with  Paints,  to  retail  5c,  10c,  15c,  20c, 
25c,  50c,  75c,  $1.00. 

Dean's  Rag  Books — and  Dean's  Fluffy  Rabbits,  etc. 

C.E.F.  Embossed  High-grade  Papeteries  to  retail  at  75  cents. 

C.E.F.  Tunic  Pocket  Writing  Tablet  with  Khaki-covered  cover,  retails  25  cents. 

Xmas  Papeteries,  Regular  Papeteries,  Children's  Stationery.     Can  be  put  up  in 

assortments  of  $15.00,  $25.00,  $50.00  and  $75.00. 

Tally  Card  Cabinets  (500  Tallies),  $5.00.    Birthday  Cabinets,  $3.50  (100). 

Billy  Boy,  Dolly  Dimple  Cutout  Dolls  in  Glossy  covers,  to  retail  at  25c  each. 

Ideal  Toy  Aeroplanes,  Modellitt  Sets,  Dean's  Toy  Puzzles,  Magic,  Electrical  Toys. 

All  mail  orders  are  filled  subject  to  customer's  approval. 

Menzies    &    Company,    Limited 

439  King  Street  West  TORONTO,  Ontario 

Manufacturers   Toys  and  Xmas  Cards.  -  Importers  Stationery  and  Fancy  Goods. 

Importers  Blotting  Paper,  Agents  for  Seccotine,   Glucine,  Lyons  Sealing   Wax, 

Belder  Telephone  Pads,  New  Era  Check   Writers,  etc.,  etc. 


B  O  O K  S ELLER      AND      ST  A TIOXER 


Serving  Trays 

From  $2.25  to  $10.00 

Portable  and  Floor 
Lamps 

From  $3.00  to  $25.00 

Clocks 

From  $6.00  to  $10.00 

Silver-Plated  Tea 

Sets 

Bon  Bons 

Fruit  Bowls 

Cake  Plates 

From  $1.50  to  $10.00 

Cut  Glass  Water 
Sets 

Berry  Sets 

Bon  Bons 

Spoon  Trays 

Vases,  etc. 


MODEL  "D" 


Angelus 
Phonographs 

Table  Models 

At  $12.00  and  $30.00 

Cabinet  Models 

At  $38.50  and  $62.50 

Plus  10%  War  Tax 


Genuine  mahogany  or  fumed  oak  cabinets 
19"  x  2lVfe"  x  44"  high.  All  wood  tone  cham- 
ber specially  constructed  giving  extra  full 
tone.  Extra  strong  double  spring  motor 
with  frame  of  gray  iron  casting,  strong  and 
rigid  design.  Plays  any  three  10"  or  two 
12"  records  with  one  winding. 

Universal  tone  arm  with  patented  spring 
device  which  regulates  weight  of  tone  arm. 
Plays  all  makes  of  records  with  the  great- 
est perfection. 

SPECIAL  FEATURE 

Patented  reproducer  with  composition 
diaphram  and  magnetic  attachments,  giv- 
ing wonderful  full  volume  of  tone  without 
any  trace  of  blasting.  Columbia  automatic 
stop. 

Retail  Price,  $125.00 

Plus  io'/,    War  Tax 


We  also  carry  a  large  and 
well-assorted  stock  of 

Emerson, 
Silvertone 
and 
Winner 
Records 


Good  List  of 
Selections 


TORCAN  FANCY  GOODS  CO.,  LIMITED 

(THE   HOUSE  OF  SERVICE) 

77   BAY  STREET,  TORONTO 

Our  New  Catalogue  is  now   ready.       Have  you  received  your  copy  yet  ? 


Western  Representative  :  J.  W.  WHEATCROFT 
Hammond  Building  -  Winnipeg,  Man. 


BOOKSELLER      AND      STATIONER 


Two  Quality  Stationery  Lines 
that  are  Made-in-Canada 


Superfine  Linen  Record 
Notepaper  &  Envelopes 

This  is  the  finest  quality  bond  paper, 
crisp,  strong  and  with  excellent  writing 
surface.  We  especially  recommend  the 
large  octavo  (also  called  commercial) 
size  for  your  gentlemen  customers.  It 
will  please  the  most  discriminating. 

Made  in  White  and  Azure,  and  put  up 
—boxes  of  Paper  containing  125 
sheets,  boxes  of  100  Envelopes. 

Commercial 
Small  Octavo 
Empress 
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Facsimile  of  Water  Mark 


Rolland 
Parchment 


Notepaper  &  Envelopes 

A.  paper  with  a  fine  parchment  finish — espe- 
cially suitable  for  personal  stationery.  Put 
up  in  boxes  of  125  sheets,  and  boxes  of  100 
envelopes.  Can  also  be  supplied  in  attrac- 
tive Papeterie  Boxes — 24  sheets 
and  24  envelopes  to  the  box. 

Rolland  Parchment  is  made  in 
white  only. 

This  line  develops  steady  year- 
round  business.  Why  not  get 
samples  from  us,  or  ask  your  sup- 
ply house  for  quotations. 


oBioomL 


Ask   Your   Wholesaler  for  Prices 


THE  ROLLAND  PAPER  CO.,  LIMITED 


General  Offices : 

142  St.  Paul  St.  W. 

Montreal,  P.Q. 


High-Grade  Paper  Makers 


Mills  at  St.  Jerome 

and 

Mont-Rolland,  PQ. 


BOOKSELLER      AND      STATIONER 


BUSINESS— SCHOOL— WAR 

The   SPRUNG   RING  BOOK  is 

THREE  YEARS  OLD 

Not  very  old — but  old  enough  to  be  thoroughly  tried 
in  every  phase  of  business  to  the  complete  satisfaction 
of  both  Dealer  and  User. 

Old  enough  to  have  won  the  friendship  of  Teacher  and 
Student  in  Canadian  Schools  and  Universities  from 
coast  to  coast. 

Old  enough  to  have  stood  the  severe  tests  of  War  in 
Training  Camps  at  home  and  "Over  There." 

The  Sim&G  RING  BOOK 

is  used  from  Sydney  to  Victoria — in  England,  in 
France — wherever  the  Canadian  soldier  is  found.  It 
has  been  tried  out  under  all  conditions,  and  has  stood 
the  test. 

THE  ONLY  RING   BOOK   COMPLETELY 

MADE   IN  CANADA 

BY  A  STRICTLY  CANADIAN  COMPANY 
Why  Sell  Any  Other  ? 

Luckett  Loose  Leaf,  Limited 

539-543  King  Street  West  Toronto,  Canada 


BOOKSELLER      AND     STATIONER 


Embargo  on  Post  Cards  Lifted 


Qo  ihou  Thy  way  <uid  I  70  mine, 

y^p&rT, yet  noT  afar; 
Only  athin  veil  hinys  between 

The  p&thwAys  where  we  ire. 

jtni  God  keep  w&tch  tween  fheeindme; 

Thii  is  my  prayer-. 
Me  looks  thy  way,  Me  looketh  mine 
Vind  keeps  us  near. 

I  siyh  sometimes  to  see  ihy  face, 
But  since  this  may  not  be, 

I'll  leave  thee  to  the  care  of  Mim 
Who  cares  for  thee  and  me 


We  have  purchased  all  publi- 
cations of  Close,  Graham 
and  Scully,  Inc. 


Many  of  the  subjects 
shown  in  New  Picture 
Catalog  "U"  which  has 
just  been  mailed  to  the 
Canadian  trade  may  be 
had  in  post  cards. 

Write  for  particulars  of 
Copyrighted  Post  Card 
Subjects  by  Harrison 
Fisher,  Boileau,  Dray- 
ton, Stanlaws,  Jessie 
Willcox  Smith  and 
other  American  artists. 

Sculptures  and  Old 
Masters. 

Catalog  "U"  to  dealers, 
on  request. 


THE  HOUSE  OF  ART 

Reinthal  &  Newman 

106-110  West  29th  St.  New  York 


Study  Your  Customers 

PENS  and   personality   are   inseparable — 

The     more    fully    the    stationer     understands     each     man's 

needs,    the    more    fully    he    realizes    the    necessity    of    a 

pen   assortment   comprehensive   enough   to    meet   them   all. 

That's    why    more    and     more    stationers    are    displacing 

three    or    four    incomplete,    duplicating,    small    pen    lines 

for  one  complete  effective  assortment. 

By    this   they    accomplish    five    big    things: 

1st.     Tie    up    less    money    in    stock. 

2nd.      Save   counter  space. 

3rd.      Get    maximum    display. 

4th.      Offer     the     most     complete     assortment. 

5th.      Make    it    easier    for    the    customers    to    buy. 
To   assist    in    concentrating    and    improving    their    Pen    De- 
partments    there     are     10     different     sizes     of     Esterbrook 
Counter   Display    Cases.      Write    us   about    these    to-day. 

ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER  STREET  CAMDEN,  N.J. 


THE     SANITARY 
'    O    K      "       ERASER 


THE  SQUARE  DEAL  WINS:  WE  KNOW 

IT.  YOU'LL  GET  IT 
FROM  US;  AND  YOU  WILL  KNOW  IT  EVERY 
TIME  YOU  BUY  AND  SELL  PRODUCTS  OF 
OUR  MANUFACTURE. 

IT  IS  QUALITY  THAT  COUNTS.  IT  IS 
OUR  RULE  TO  GIVE  STANDARD  RELIABLE 
GOODS  OF  OUR  MAKE  AT  LOW,  FAIR, 
SQUARE  PRICES,  AND  TO  STAND  BACK  OF 
EVERYTHING  WE  MAKE.  WE  WANT  YOUR 
TRADE  —  ORDER  FROM  YOUR  JOBBER,  OR  DIRECT. 


S 


THE  O.K. MANUFACTURING  CO. 

SYRACUSE,  N.V.,    U.S.A. 


The 

Four 
Leading 
Lines  in 

Letter 

Files 

ROTAX       Spring 
Clip 

KISMET      Quick 

Binder 
FALINGE      Flat 

File 
REGENT     Lever 

File 

(Packs  Flat) 

Specially 

designed  for 

EXPORT 


THE  "REGENT"  LEVER  FILE 
Packs  Flat. 

Manufactured  by 


W.  H.  HILTON  &  CO. 

VEROTAX  WORKS,  ROCHDALE,  England 

Catalogues  and  Samples  on  application. 


HOOKSELL E  R      AND      STATIO N E R 


!AR07V\AC 


SUNDRIES  ' 


SELLING  DIRECT  FROM  FACTORIES" 


-j-^JsT*1! 


ARO-AYAC 

- ,         li  ivje.  s 

SUNDRIES 


TORONTO 

Dollars  for  Dealers 

VUL-COT  Waste  Baskets  mean  big  profits  for  you  because 
they're  sold  so  easily — no  long  line  of  selling  talk  is  neces- 
sary. 

Vul-Cot  Waste  Baskets 

Guaranteed  Five  Years 

VUL-COTS  speak  for  themselves.  They  look  sanitary. 
Their  soft  color  tones  please  the  eye.  Their  strength  is 
apparent  but — to  force  this  argument — stand  on  one.  Show 
how  light  they  are,  and  how  their  solid  sides  and  bottom 
won't  scatter  contents. 

What's  most  important — we  can  deliver  No.  I  10  top  dia., 
8  bottom  dia.,  12  deep  and  No.  2  12  top  dia.,  10  bottom 
dia.,  14  deep,  both  in  maroon  brown  and  olive  green  from 
stock  immediately. 

You  buy  goods  to  sell  them  and  want  those  that  "go."  Here's 
another. 

Sengbusch  closing  Inkstand 

Sengbusch  self-closing  Inkstand  is  known  everywhere  and 
recognized  as  the  standard  of  efficiency.  Automatically 
sealed  air-tight  yet  always  ready  for  pen.  No  spurting  or 
spattering.  Natural  dip  of  pen  gives  just  right  amount  of 
ink.  Prevents  evaporation  and  ensures  fresh  ink,  always, 
no  matter  how  infrequently  used. 

Ideal  Sanitary  Moistener 

for  stamps,  labels,  en- 
velope flaps,  gummed 
tape,  etc.,  etc.  White 
porcelain  with  nickel- 
plated  metal  bearings. 
Clean,  easy  running, 
plenty  of  moisture. 


Sengbusch  Set  No.  411 


A.  R.  McDougall  &  Co.,  Ltd. 


Representatives    for    Canada    and 
New  foundland 

468  King  St.  West,  TORONTO 
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B  OOKSELLER      AND      ST  A T I 0 N E R 


ARO-AVAC 

_  L.I  NCS  ,- 


SELLING  DIRECT  FROM  FACTORIES" 


\JUylACDOUDj-\l 


SUNDRIES 


SUNDRIES 


TORONTO 

DIXON'S  PENCILS— "Eldorado,"  the  master  draw- 
ing pencil — for  Engineers,  Architects,  Account- 
ants, etc.;  "Sovereign,"  for  commercial  and  gen- 
eral uses;  special  numbers  for  schools;  Erasers, 
Penholders,  Lumber  Crayons 

Vul-Cot  Waste  Baskets 

Automatic  Pencil  Sharpeners 

Davids'  Inks,  Liquid  Glue,  Paste,  Mucilage, 
Sealing  Wax 


Sectional  View  Sengbusch 
Inkstand 


Dexter  Pencil  Sharpener 


Easthampton  Rubber  Bands 

Dan-Dee  Waste  Baskets,  Letter  Trays, 
Strong  Boxes,  Cash  Boxes,  etc. 

Smigel  Desk  Pads 

Sengbusch  Self-closing  Inkstands,  Sanitary 
Moisteners,  etc. 

Standard  Wax  Crayons  for  Schools;  Check- 
ing, Marking  Lumber,  Textile  Mill  Cray- 
ons; Dustless  and  Standard  School  Chalk, 
etc. 

Trussell  Loose  Leaf  Memos,  Price  Books, 
Albums,  Diaries 

Holman's  Albums  and  Bibles 

Modern  Fountain  Pens,  Aro-Mac  Fountain 
Pens 

Post  Cards,  Greeting  Cards,  Xmas  Tags, 
Seals,  etc. 


Vul-Cot  Waste  Basket 


LET  US  SEND  INFORMATION  AND  PRICES 


A.  R.  MacDougall  &  Co.,  Ltd. 


Representatives   for    Canada    and 
Newfoundland 

468  King  St.  West,  TORONTO 
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HOOKS  E  L  L  E  ft      A  N  D     S  T  A  T  r  0  N  E  li 


THE  "lastingness"  of  the 
VENUS  Pencil  is  the  re- 
sult of  years  of  experimenting. 
The  pure,  smooth  as  silk  gra- 
phite, tempered  to  perfection, 
gives  absolute  immunity  from 
grit. 

The  VENUS-buying 

habit, once  acquired, 

lasts  for  life! 

VENUS  big  sales  are  due  to 
matchless  VENUS  quality. 


VENUS  Erasers  made  in  12 

convenient  sizes  rub  out  cleanly 

and  easily.    If  you  haven't  them, 

order  now 


American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 
and  Clapton,  London,  Eng. 


-  1    ■  1-    .  111 


P'WPWR'^ 


Rfefil 


T 


HREE  trade  items — 
of  interest  to  stationers 
"STAONAL" 


HEXAGONAL     LUMBER     CRAYON 


A  superior,  hard-pressed  Crayon 
for  marking  green  and  wet  lum- 
ber.    All  colors. 

CARPENTERS'  CHALK 


Made  in  half  spheres.  We  are 
packing  a  special  box  containing 
four  pieces,  white  or  assorted 
colors.  Cleaner  and  more  con- 
venient to  handle. 

*^^  TRADE  M" 

(PAYplA 


This  is  our  largest  seller  of 
Colored  Crayons  for  School  and 
Home  use. 

Send  for  samples  and  catalog 
describing 

GOLD  MEDAL  CRAYONS 
For  Every  Use. 

BINNEY  &  SMITH  CO. 

81  Fulton  St.  -  New  York 
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BOOKSELLER      AND      STATIONER 


Introducing 

the  <§>  Liner 
gf  Papeterie s 
and  Tablet  J*  - 


<e>  Papeteries    <§>  Tablets 


'Muirlawn" 
'Lawn  Laverne" 
'Beverwyck  Linen" 
'Nancy  Lee" 
'Delmartan" 
'Norcroft  Lawn" 
'Belstone" 
'Brookstone" 
'Eddystone" 
'Roslyn  Linen" 

Beautiful  Design — Handsome  Boxes — 
Superfine  Stock 


Retail 

From 

20c 

to 

50c 


"Wewin" 
"Liberty  Loan" 
"Diamond  E" 
"The  Ace" 
"Blackstone" 
"Heartsease" 


5  cents 
Retail 


10c 
Retail 


"Eddystone" 
"Castleton" 
"Brookstone" 
"Belstone" 

L 

"Fieldstone"    15-25c  Retail 

In  Note,  Packet  and  Letter,  ruled  or  plain 


(Copyright  applied  for) 


We  will  send  you  a  line  of  samples  at  quantity  prices.    You'll  be  delighted  with 
them — so  will  your  customers. 


Our  new  loose  leaf  catalogue  is  ready  for 
distribution.  Send  for  a  copy  and  keep 
reliably  informed  on   price  changes. 

ENLOW  CO.,  Inc.,  362  Broadway,  New  York 

JAMES  H.  EINSTEIN,  President 
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BUY  YOUR 

BLANK   BOOKS 

FROM 

W.  V.  Dawson,  Limited 

Montreal  Toronto 


The    largest    manufacturers 
of  Blank  Books  in  Canada. 
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BOOKSELLER      AND     STATIONER 


This  illustration  shows  both 
sides  of  the  4-Unit  series  in  re- 
duced size.  Original  is  printed 
in  realistic  colors. 

Both  series  in  stock  for  prompt 
deliveries. 

Parcel-post  weight  per  hundred, 
4  lbs. 

ARRANGE 
FOR  SUPPLY 


The  Army  and  Navy 
POCKET  SIGNAL  DISK 

By  Major  Leander  A.  Clapp,  U.S.M.C. 

A  Live- Wire  Specialty  for  Booksellers  and 

Stationers,  Military  and  Novelty 

Departments 

It  is  a  most  practical  method  for  Self-Instruction  and  Examination  in 
the  Signal-code  Alphabets  of  the  Army  and  Navy,  and  extensively  used 
by  Service  men,  Military  Academies,  Colleges,  Schools,  Boy  Scouts  and 
Kindred  organizations. 

This  unique  device  is  of  continuous  value  and  interest  to  all  students  and 
signalmen,  and  a  distinct  aid   to   early   advancement. 
Highly  Endorsed  by  Officers  and  Instructors. 

We  make  the  Pocket  Signal  Disk  in  two  series — same  size  and  shape. 
Series  No.  1,  or  2-Unit  Disk,  comprises  the  International  Morse,  or  Con- 
tinental Code,  and  the  Two-Arm  Semaphore  Code.     Retail  price  in  the 
U.S.A.,  15c  each. 

Series  No.  2,  or  4-Unit  Disk,  comprises  the  International  Morse,  and 
Two-arm  Semaphore  Codes;  the  International  Flag  Code  and  Navy  Al- 
phabet Flags;  and  provides  a  practical  Cipher  Translator,  used  for  en- 
ciphering and  deciphering  secret  messages.  Retail  prices  in  the  U.S.A., 
25c  each. 
Liberal  Profit — for  Dealers. 

Write  for  Sample  and  Quantity  Prices. 


Address:  Foreign  Dept. 

STANDARD  NOVELTY  COMPANY 

MELROSE,  MASS.,  U.S.A. 


CALCULATORS     and 
READY  RECKONERS 

for  Weight,  Freight,  Exchange,  Meas- 
urement at  rates  per  ton  (2,240  lbs.), 
cwt.  or  article,  etc. 
DOLLAR  EXCHANGE  tables  to  and 
from  Sterling  $4.75  to  $4.95- per  £. 
Also  48  to  50  pence  per  $. 
25/-  net. 

JOHN  GIBSON 

63    Coleman    Street,    LONDON,    E.C.2,    ENG. 


TERRY'S 

Pen    or    Pencil    Clip 

I  Patented  and  Reg'd) 

—  automatically   clasps   a    pen    or 

pencil — and  keeps  it  safe.  Why  not 

sample   it  and    know   fu'l   details. 

WRITE  now 


Herbert  Terry  &  Sons,   Ltd. 

The   Spring    and  Presswork  Specialists 
REDDITCH  ENGLAND 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office  and  Factory: 

ALBERT    WORKS 

Otley,   Yorks,    England 

LONDON:— 22.  Ivy  Lane.  Paternoster  Rew.  E.C.  A 


15 


I  >  yj  v )  i\n  ij  ij  u  jjj  \x 


Something  New 


National  LL°e0a?  Columnar 
Books 

Many  accountants  have  pronounced  this  the 
most  valuable  general  purpose  book  ever  made. 
The  illustration  below  shows  Outfit  No. 
07058-52.  The  52  columns  are  secured  by  a 
double  page  form  of  8  columns  on  the  left  and 
12  columns  on  the  right,  and  two  cut  leaves  of 
16  columns  each.  This  illustrates  the  elasticity 
of  the  system,  and  indicates  the  way  in  which 
the  number  of  columns  may  be  instantly  in- 
creased or  decreased  by  the  use  of  extra  cut 
leaf  sheets.  Bound  in  heavy  board,  with  black 
cloth  sides  and  red  Texhide  corners  and  backs. 
25  Outfits;  from  2  to  52  columns,  sizes  from 
7%  x  10%  to  11^4  x  13%. 

Be  sure  to  ask  the  National  Salesman  to 
show  you  this  latest  addition  to  the  line 
or  order  samples  direct.  Prices  and  com- 
plete list  of  sizes  on  application. 


NATIONAL 

LOOSE   LEAF 

COLUMNAR 

BOOK 


National  Blank  Book  Company 

HOLYOKE,  MASS.,  U.S.A. 


*> 


w 

w"  ■ 

Three 
and 

Six -Ring  "^^ 

Loose  Leaf  Memo  Books 

This  National  Loose  Leaf  Memo  allows  for 
the  preservation  of  notes,  addresses,  data,  cash 
account,  business  and  personal  matter,  all  pro- 
perly indexed,  in  the  same  cover.  The  num- 
ber of  leaves  may  be  reduced  or  increased  in 
any  section  of  the  book  as  desired.  Bound  in 
full  flexible  genuine  black  Morocco,  lined  with 
black  Skiver  or  full  flexible  Black  Grained 
Skiver  Cloth,  lined  with  black  Leatherette. 
End  Opening  Books  have  3  rings,  the  Side 
Opening  6  rings.  Filler  Sheets  come  in  all 
standard  rulings,  put  up  50  sheets  in  a  pack- 
age, 12  packages  in  a  box.  1%  in.  capacity, 
standardized  sizes  and  punchings.  Send  for 
list  of  sizes  and  prices — this  is  always  a  time- 
ly proposition. 

Dominion    Blank 
Book  Co.,  Limited 

Berthierville,   Que. 
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Selections  from   "  The  Livest  Book  List  in  Canada." 


Advance  Notice  About 
a  Remarkable  List  of 
Canadian  Books 

THE  SKY  PILOT  OF  NO  MAN'S  LAND. 

Ralph    Connor.  $1.50 

IN    ORCHARD   GLEN. 

Marian  Keith  $1.35 

MY   BRAVE  AND  GALLANT  GENTLEMAN 

Robert   Watson.  S1.:J5 

THE  UNKNOWN    WRESTLER 

H.  A.  Cody  $1.35 

THE    TH^EE    SAPPHIRES 

W.  A.  Fraser  $1.50 

THE  CHIVALRY  OF  KEITH   LEICESTER 

Robert  Alison  Hood  $1.50 

OLD  DAYS  ON  THE   FARM 

A.   C.  Wood  si. 50 

THE  FIGHTING   MEN   OF  CANADA 

Douglas  Leader  Durkin  $1.25 

THE  SHININ  J  SHIP  AND  OTHER  VERSES 
FOR   CHILDREN 

Isabel  Ecclestone  Mackay  $1.50 

MOPPING    UP 

Lieut.  Jack  Munroe  $1.50 

CANADIAN   POEMS  OF  THE  GREAT  WAR 

John  W.  Garvin  $1.50 

SONGS   OF   CHEER 

Jean   Blewett  $1.25 

THE    FOOL   OF   JOY 

Tom   Maclnnia  $1.25 

LETTERS    TO    ROBERT    ON    OCCULTISM. 
SPIRITUALISM   AND  OTHER  CULTS 

Very  Rev.  Dean  W.  R.  Harris  SI. 2.") 

THE    HOPE   OF    OUR   CALLING 

Rev.   Prof.   Law,  D.D.  $1.25 

THE  MODERNISTS 

Robert  W.  Norwood  si. 2.") 

IN    A   BELGIAN   GARDEN 

F.  O.  Call  $1.25 

YEAR    BOOK   OF   CANADIAN  VERSE 

Donald   G.   French  $1.50 

STANDARD  CANADIAN   RECITER 

Donald    G.    French   and   Frank   Home   Kirk- 
patrick.  $1.50 

A  SURGEON  IN  ARMS 

Capt.  R.  J.  Manion  $1.50 


7  LEADERS 

ELIZABETH'S    CAMPAIGN 

By    Mrs.    Humphry    Ward,    author    of    "Miss- 
ing," etc.  $1.50 

A  remarkable  picture  of  the  various  currents 
at  work  in  English  life  to-day  —  ardent 
patriotism,  selfish  indifference,  pacificism, 
war-weariness,  women  in  khaki  and  the 
many  sacrifices  that  are  being  made  for 
the  great  cause. 

SIX   FEET   FOUR 

By  Jackson  Gregory,  author  of  "The  Out- 
law," etc.  $1.40 

There  is  something  wonderfully  invigorating 
about  a  story  of  out-door  life,  and  there 
is  unusual  fascination  in  being  whirled  along 
through  all  sorts  of  adve.itures  with  the 
people   of  this    fine   new    novel. 

THE  MONEY-MAKER 

By   Irving   R.   Allen  SI. 50 

The    story    of   a    ruthless    man    who    rose    to 
power  by  taking  what  he  wanted.     He  sac- 
wealth   and  power  for   a   woman. 

AMERICA    IN    FRANCE 

By  Frederick  Palmer,  author  of  "My  First 
Year   of  the    War."  $1.50 

The  author  is  censor  of  all  American  war 
news  that  comes  from  France.  His  is  an 
authoritative  book. 

THE   SACRED    BEETLE    AND    OTHERS 

By  J.  Henri  Fabre,  author  of  "The  Life  of 
the   Bee,"  etc.  $1.60 

Uniform  with  the  author's  other  books  and 
written  with  the  same  grace  and  charm  of 
expression. 

JESSIE  WILLCOX  SMITH  LITTLE  MOTHER 
GOOSE   BOOK 

SI. 00 

12  colored  inserts  by  Jessie  Willcox  Smith 
and  many  other  illustrations — the  most  at- 
tractive small  edition  of  the  Mother  Goose 
Jingles   to  be  had. 

WHERE   YOUR   HEART   IS 

By  Beatrice  Harraden,  author  of  "Ships  That 
Pass  in  the  Night."  $1.50 

A  story  of  the  changing  effect  of  the  war 
on  a  grasping,  avaricious  woman.  Influenced 
by  earnest  workers  she  meets,  she  fights 
her  own  natural  disposition  and  begins  to 
make  sacrifices  of  her  own.  Much,  about 
relief  work  in  Belgium  and  something  about 
changes    shaping    themselves    in    England. 


McClelland,  goodchild  l&  stewart,  limited 

PUBLISHERS  -  266-268  King  Street  West  -  TORONTO 
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Selections  from   "The  Livest  Book  List  in  Canada" 

War  Books  Extraordinary! 

Fighting  Germany's  Spies 

A  Revelation  of  German  Intrigue  in  America.    By  Frank  Strother,  Managing  Editor 
"The  World's  Work."       Cloth,  Illustrated,  $2.00. 

1^  HE  work  of  German  spies  in  America  since  the  war  began  has  had  more  far- 
reaching  effects  than  most  of  us  realize.  Started  by  Von  Bernstorff  and  his 
aides  as  a  means  of  spreading  Teuton  propaganda  over  the  country,  it  soon 
became  a  network  of  intrigue  affecting  our  whole  national  life,  breaking  out  into 
stark  terrorism  at  times.  These  are  the  stories  of  some  of  the  most  astounding 
attempts  to  blow  up  industrial  plants,  wreck  railroad  bridges,  sink  our  ships,  and 
murder  our  citizens. 

Ambassador  Morgenthau's  Story 

German  Intrigue  in  the  Near  East.     By    the  former  U.S.  Ambassador  to  Turkey. 

Cloth,  Illustrated,  $2.00. 

IN  this  book  Mr.  Morgenthau  tells  for  the  first  time: 
How  Germany  forced  Turkey  into  the  war. 
How  the  German  Ambassador  confessed  that  the  Potsdam  conference  of  July 
5,  1914,  precipitated  the  war. 

How  the  Anglo-French  forces  abandoned  the  Dardanelles  campaign  just  as  Con- 
stantinople had  arranged  to  yield. 

Why  Germany  is  to  blame  for  the  Armenian  massacres. 

Mr.  Morgenthau  gives  character  studies,  reminiscences  and  documents  connected 
with  his  striking  experiences  in  Turkey  which  will  make  this  book  a  valuable 
original  source  of  historic  information  for  the  student,  as  well  as  an  astounding 
revelation  of  German  methods  to  the  American  public. 

Gentlemen  at  Arms 

Tales  of  the  British  Army  and  Navy.      By  "Centurion."     $1.40. 

"T~*  HE  name  "Centurion"  is  well-known  to  English  readers  as  that  of  a  soldier- 
author  who  has  produced  real  literature  in  his  stories  of  the  fighting  man  at 
work.  The  incidents  told  in  this  book  are  of  actual  events  in  France,  Bel- 
gium and  England,  and  on  the  stormy  waters  of  the  North  Sea. 
Writing  with  a  deft,  sure  touch,  the  author  gives  in  bold,  unforgetable  outlines, 
vivid  pictures  of  the  men  who  are  saving  civilization.  In  the  twenty-one  tales 
there  is  laughter  as  well  as  tears,  high  courage  and  cheerful  patience. 

The  Black  Watch: 

A  Record  in  Action.     By  Scout  Joe  Cassells.     $1.25. 

SCOUT  CASSELLS  is  one  of  the  very  few  survivors  of  that  "contemptible  little 
army"  that  fought  from  Mons  to  the  Marne — the  bloodiest  trail  of  sacrifice  in 
history.  With  no  hope  for  victory,  it  could  only  clog  the  wheels  of  the  Jug- 
gernaut with  lives  sold  bravely  and  dearly.  Before  a  countless  superiority  of  num- 
bers it  could  only  stand  and  fall,  and  stand  and  fall  again,  until  the  cause  of  the 
Allies  was  saved  for  the  hour.  This  book  is  the  thrilling  story  of  that  fight — the 
record  in  action  of  the  historic  Black  Watch  Regiment,  which,  as  a  part  of  the 
British  regular  army,  held  the  day  for  civilization. 

McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  V  266-268  King  Street  West  V  TORONTO 


illllillllll  MG&S  Wlllllllil  MG&S  nilllllllll  MG&S  01111111111  MG&S  nfllHIffl]  MG&S 

18 


BOOKSELLEE      AND     STATIONEE 


M 
G 
& 
S 


M 
G 
& 

S 


M 
G 
& 
S 


£ 

M 
G 
& 
S 


M 
G 
& 

S 


M 
G 
& 

S 


iiiniuiw  mg&s  milium]  mg&s  duiiiiiiii  mg&s  iiiiiiiiiih  mg&s  hiiiiiihu  mg&s  hiiiiiiiiii 

Selections  from  "The  Livest  Book  List  in  Canada" 

A  Page   of  Good  Fiction 


E.  PHILLIPS  OPPENHEIM 


$1.50 


THE  ZEPPELIN'S  PASSENGER 


THIS  is  a  German  spy  story  more  audacious  than  the  versatile  Oppenheim  has 
heretofore  written,  and  all  readers  of  "Mysterious  Mr.  Sabin,"  "The  Kingdom 
of  the  Blind,"  and  "The  Pawns  Count,"  will  revel  in  this  engrossing  narra- 
tive. Mystery  and  suspense,  thrills  and  heart  throbs  are  intermingled  in  "The 
Zeppelin's  Passenger"  as  the  reader  follows  the  manifold  activities  of  "Mr.  Lessing- 
ham"  on  English  soil.  Many  diversified  characters  play  their  part  in  this  war- 
time drama,  but  there  will  be  the  utmost  sympathy  for  Lady  Philippa,  who  comes 
under  the  spell  of  the  fascinating  villain. 


MARY  E.  WALLER 


$1.50 


OUT  OF  THE  SILENCES 


ANEW  novel  by  this  favorite  author  will  be  eagerly  welcomed.  She  has  here 
written  a  virile  story  of  the  times,  wiith  its  scenes  laid  in  Canada.  The  central 
character  is  an  American,  and  the  other  characters  are  either  Americans  or 
Canadians.  The  plot  is  an  original  one  and  worked  out  with  the  same  skill  that 
gave  "The  Wood-carver  of  'Lyrnpus,"  "Flamsted  Quarries"  and  "A  Cry  in  the  Wild- 
erness" such  a  strong  and  popular  appeal. 


OWEN  JOHNSON 


VIRTUOUS   WIVES 


$1.50 


THE  significance  of  war  is  primarily  in  the  effect  it  will  have  on  our  social  life. 
Abroad  there  has  been  a  revolution  worked  already  in  the  status  of  women. 
The  society  which  Mr.  Johnson  depicts  in  this  novel  and  the  type  he  has  cre- 
ated of  the  Virtuous  Wife  is  a  changing  society.  It  has  not  yet  entirely  changed, 
but  already  we  are  seeing  the  healthful  and  invigorating  effects  of  a  great  soul  test 
of  war.  No  book  can  be  more  pertinent  to  the  new  period  of  self-examination 
through  which  we  are  passing  than  this  novel  which  takes  up  and  analyzes  the 
causes  —  bad  education,  over-sentimentalization,  freedom  from  responsibility  — 
which  produces  the  type  of  Virtuous  Wife  brought  up  on  sensation  and  knowing 
no  other  aim  in  life  than  the  pursuit  of  pleasure  in  contradistinction  to  the  pursuit 
of  happiness. 


B.  M.  BOWER 


SKYRIDER 


BM.  BOWER  has  written  many  popular  novels  of  ranch  life,  stories  of  happy 
and  careless  cowboys,  their  escapades  and  their  love  affairs,  but  never  before 
*  has  the  aeroplane  figured  in  the  outwitting  of  horse  thieves. 
Here  is  an  up-to-date  narrative  of  ranch  life  that  will  thrill  and  amuse  every  lover 
of  Western  stories.  The  humor  that  characterized  the  "Flying  U"  stories  is  to  be 
found  in  "Skyrider,"  and  with  it  all  a  refreshing  variation,  due  to  the  introduction 
of  the  aeroplane,  which  should  make  this  one  of  the  most  popular  of  all  the  B.  M. 
Bower  books. 

McClelland,  goodchild  &  stewart,  Limited 


PUBLISHERS 


266-268  King  Street  West 


TORONTO 
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BOOKSE  I.  I,  E  R      AND      ST  ATI  ON  1.  R 


CAMBRIDGE 

BIBLES  AND 

PRAYER-BOOKS 


CLEAR  BLACK  TYPE 
INDIA  OR  ORDINARY  PAPER 
THE  BEST  BINDINGS 


Send  for   Catalogue 


CAMBRIDGE    UNIVERSITY   PRESS 

LONDON        v        ENGLAND 


CANADIAN  AGENTS 

McClelland,  goodchild  &  stewart,  Limited 

PUBLISHERS  V  266-268  King  St.  West  TORONTO 


. ,  •  fthiij 


20 


BOOKSELLER      AND     STATIONER 


SHOO-FLY     ROCKERS 
No.    1    Retails   at   {2.00. 

Size:  38   inches   long.  15-inches  high. 

No.   2    Retails   at  $2.75. 

Size:   40  inches    lone.   20   inches   high.      Finished   in   white 

enamel    and   nicely    trimmed    in   striking    colors.      All 

shipped    knocked    down    and    6    in    each    crate. 


ROCKING  HORSE 
Retails  at   $3.50 

Size:    38    inches    long,    21    inches    high.      Finished    in    white 

enamel   and   trimmed   in   bright  attractive  colors.     All 

shipped    knocked    down    and    6    in    each    crate. 


Useful    Toys    that   Appeal   to   Kiddies 


Here  are  four  il- 
lustrations of  our 
suDerior  line  of 
toys,  all  well 
made,  attractive  in 
appearance  and 
good  sellers. 

They  are  better 
and  more  substan- 
tial than  imported 
goods.  All  manu- 
factured in  our 
own  factory  in 
Winnipeg. 


Write  us  to-day 
for  catalogue 
showing  our  com- 
plete line  and  spe- 
cial prices  to 
dealers. 

Order  a  sample 
from  your  jobber 
or  our  factory  and 
be  convinced  of 
the  merits  of  these 
solendid  new  toys. 
Order  now  for  im- 
mediate deliverv. 


FOUR  PASSENGER  LAWN  SWING. 
Retails    at    $9.00. 

Built    of    hardwood    and     B.C.     fir.       Seats,     hangers     and 
braces    all    hardwood    with    waterproof    varnish.      Up- 
rights   B.C.    fir.       Painted    red    or    green.      Size: 
8    ft.    high,    spreads   to   8    ft.    3    in.    by    5    feet. 
shipped  ready  to  put  up. 


THE    LUMBER    PRODUCTS    COMPANY 

Wood  Turning  and  Special  Carving  to  Order  at  Reasonable  Prices 

Garfield  and  Notre  Dame  Streets  WINNIPEG,  MANITOBA 


KIDDIE    AUTO. 

Retails  at  $4.50. 

Size:  32  inches  long,  seat  11  inches  high.     Finished  in  red 

and  green   enamel   with   black   stripes   and   trimmings, 

car    very     strongly     built.       Shipped     6     in     each 

crate,    knocked    down,    easy    to    set    up. 


KIDDIE    PONY. 

Built  in  two  sizes — No.   1    Retails  at  $2.00. 

Size:  20  inches  long.  18  inches  high,  seat  10  inches. 

No.    2    Retails    at    $2.50. 

Size:  24  inches  long.  22  inches  high,  seat  12  inches.     Both 

sizes    are    finished    in    red    or    green,    head    in    white 

enamel,    trimmed    in    good    colors.      Shipped    12    in 

each    crate,    knocked    down,    easy    to    set    up. 
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The  Penn  Publishing  Company 

925-927  Filbert  St.,    Philadelphia 


Charles    C.    Shoemaker 

MANAGER 


Philadelphia,  Pa.,  Sept.  2nd,  igi8. 


To  the  Canadian  Trade: 


This  will  inform  you  that  on  July  I,  1018,  THE  COPP, 
CLARK  COMPANY,  LIMITED,  of  Toronto  were  appoint- 
ed as  sole  agents  for  Canada  for  the  publications  of  THE 
PENN  PUBLISHING  COMPANY  of  Philadelphia. 

Hereafter,  until  further  notice,  all  orders  for  our  publica- 
tions, with  the  sole  exception  of  amateur  plays,  should  be  ad- 
dressed to  THE  COPP,  CLARK  COMPANY,  LIMITED. 

Thanking  you  for  past  favors,  we  remain, 

Yours  very  truly, 
THE  PENN  PUBLISHING  COMPANY 


WE  ARE  NOW  SELLING  ALL 
THE  BOOKS  WE  CAN  PRODUCE 

Percival  Marshall  &  Co.  regret 
to  announce  that  owing  to  the 
paper  shortage  they  are  unable  to 
open  new  accounts  for  the  supply 
of  their  popular  technical  hand- 
books. These  books  have  a  world- 
wide reputation,  and  are  in  con- 
stant demand  all  through  the 
British  Empire.  Canadian  book- 
sellers who  wish  to  take  advant- 
age of  the  industrial  boom  after 
the  war  should  negotiate  for  a 
supply  of  Percival  Marshall  books 
as  soon  as  peace  is  in  sight. 


PERCIVAL  MARSHALL  &  CO., 

TECHNICAL  JOURNAL   AND 
BOOK    PUBLISHERS 

66  Farringdon  St.,  LONDON,  ENGLAND 


PICTURE  POSTCARDS 

A   unique  collection  to  suit  all  tastes 

Birthdays     Easters     Comics      Heather     Relatives 

Xmas  and  New  Year     Studies     Greetings 

Lo%ers      Lucky    Black    Cats 

St.  Patrick's  Dav 


Specialty:  Local  View  Printing  from 
customers'  originals. 


New  Collection  of 

CHRISTMAS  FOLDING  CARDS 

SI. 00   to  $7.00   per   gross. 

now  ready  tar  WONDERFUL  VALUE!!! 


Writing   Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cabinets 

Birthday  Folding  Cards 


Terms:     Goods  shipped  through  London   Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 


The 

"PHILCO" 


Holborn  Place 


till 


PUBLISHING 
Co 

London,  W.C.I.   Eng. 


Cable  Address:     "  Philcoco."  London 
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GAMES-GAMES-GAMES 

THE   COPP,  CLARK  CO.,   LIMITED 

LARGEST  MANUFACTURERS  OF  GAMES  IN  CANADA 

Made  in  our  own  factory.  Artistic  and  attractively  designed. 

The  long  winter  evenings  are  coming  when  games  will  be  in  demand. 

The  appropriate  time  is  NOW  to 
look  over  stock  and  place  order 


Ouija     

Ouija  (new  size) 


75  CENT  GAMES 
Parcheesi  No.  3  (board  game)  . .  . 
Ludo  No.  3   (board  game)    


50    CENT    GAMES 

Parcheesi  No.  2  (board  game)    

Hal  ma  No.  2  (board  game)    

Ludo  No.  2  (board  game)    


Per  Doz. 

$18  00 

10  20 


6  00 
6  00 


4  00 
4  00 
4   00 


25  AND  35  CENT  GAMES  •       Per  Doz. 

Ups  and  downs  (board  game)    $  2  75 

Crazy  Seven  (board  game)   2  75 

Military  Checkers  (board  game)   2  75 

Crack  the  Coon  (board  game)   2  00 

Rolleo  (board  game)    2  00 

Midway  Fun  (board  game)    2  00 


25  AND  35  CENT  GAMES 

Authors  No.  3  (card  game)    $  2  00 

Lost  Heir  No.  2  (card  game)   

Nations  No.  2  (card  game)   

Old  Maid  No.  3  (card  game)    

Peter  Coddles  No.  2  (card  game)    

Snap  No.  3   (card  game)    

Donkey  Party  (on  cloth)    

Perrywinkle  No.  2  (like  flips)    

Halma  No.  1   (board  game)    

Parcheesi  No.  1  (board  game)    

Ludo  No.  1  (board  game)   


00 
00 
00 
00 
00 
75 
40 
75 
75 
75 


15  CENT  GAMES 

Authors  No.  2  (card  game)  $  1 

Castaway   (card  game)    1 

Lost  Heir  No.  1  (card  game)   

Nations  No.  1  (card  game)   

Old  Maid  No.  2  (card  game)   

Snap  No.  2  (card  game)    

Dr.  Busby  (card  game)    

Perrywinkle  No.  1  (like  flips)   

10  CENT  GAMES 

Golden  Locks  (card  game)    

House  that  Jack  Built  (card  game)    

Jack  the  Giant  Killer   (card  game)    

Peter  Coddles  No.  1  (card  game)  

Snap  No.  1   (card  game)    

Authors  No.  1  (card  game)   

Old  Maid  No.  1  (card  game)    


20 
20 
1  20 
1  20 
1  20 
1  20 
1  20 
1  50 


0  75 
0  75 
0  75 
0  75 
0  75 
0  75 
0  75 


No. 


50 
70 
110 
120 
130 
140 
150 
160 
170 
180 
190 


CRIBBAGE  BOARDS 

Flat   Board    (varnished   wood)    $  1   20 

2  00 

"         "         Leatherette     4  00 

"        Leather    6  00 

Folding  Pocket  Board  (rexine)    4  75 

"      (leather)    6  75 

"      (rexine)    6  00 

"      (leather)     8  00 

Cribbage  Box  (rexine).     Will  hold  pack  cards 7   20 

"     (leather).  Will  hold  pack  cards 12  00 

Leather  Pocket  Folding  Set,  Includes  Pack  Cards    20  00 

CHECKER  BOARDS  AND  CHECKER  MEN 

inch  diameter  $  0  85 

' 100 

Folding  Board,  10     x  10 


Ring  Checkers,  lVs 

l'/i 

Checker  Board,  No. 


0 

2 

3 

20 

30 

3'/2 

1000/3 

200 

210 


Best  blank  book  millboard 
Best  blank  book  millboard 


12V2x  12y2 
14V2x  14V2 
12V2x  12V2 

i4y2x  i4y2 

16     x  16 
16     x  16 

Overseas,  rolls  up,  containing  Checkers  

Overseas,  rolls  up,  containing  Checkers   (waterproof) 

"  Soldiers'    Pocket,    containing    Checkers 

Imported  lines  of  Checkers  from  $1.35  to  $5.40  per  dozen. 
Imported  Cribbage  Boards  from  $2.25  to  $14.40  per  dozen. 
Imported  Chessmen  $7.20  dozen  and  $13.20  dozen. 

THE   COPP,  CLARK  CO.,  LIMITED 

517  Wellington  Street  West,  Toronto 


0  80 

1  35 
1  80 
1  20 
1  50 

3  50 

4  80 

5  40 
7.20 
3  60 
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These  Will  Be  Leading  Sellers 

in  Canada  this  Fall.     Have  you  stocked  'em  ? 


W'UIAM 
BftiOCl 


THE  ROMANCE  OF  WESTERN  CANADA 

By  R.  G.  MACBETH 

Sir  John  Willison  says:  "For  this  story  of  Western  Canada  posterity  will  be 
grateful."  The  newest  book  on  the  West,  and  one  of  the  most  important  Canadian 
books  issued  this  year.  A  wholly  made-in-Canada  book,  with  probably  the  most 
striking  colored  wrapper  ever  printed  for  a  Canadian  book.     Strongly  illustrated. 

$1.50  Net 

THE  PROPHET  OF  BERKELEY  SQUARE 

By  ROBERT  HITCHINS 

This  is  Hitchins  in  a  new  mode.  An  extravaganza  in  fiction.  As  one  book- 
seller puts  it,  "Most  entertainingly  absurd   $1.35  Net 


THE   CITY  OF    MASKS 

By  GEORGE  BARR   McCUTCHEON 

Another  good  McCutcheon  story  can- 
tering in  the  aristocracy  of  New  York. 
Just  the  kind  readers  like  to  talk  about, 
and  advertise,  thus  assuring  good  sales. 

$1.50  Net 


% 


3^ 


OUT   OF   THE  JAWS   OF 
HUNLAND 

By   CORP.    FRED.    MACMULLEN    AND 
PTE.  JACK  EVANS 

This  is  probably  the  strongest  story  of 
prison  life  in  Germany,  and  subsequent 
escapes,  yet  offered.  The  two  men  are 
Canadians,  and  were  members  of  the  4th 
C.  M.  R.  They  were  each  in  several  Ger- 
man prison  camps,  and  had  remarkable 
opportunities  to  observe  general  condi- 
tions. The  book  throws  more  light  on  in- 
ternal conditions  in  Hunland  than  any- 
thing previously  published  .  .  .  .$1.35  Net 


THE  SECRET  OF  THE  MARNE 

By  MARCEL  BERGER 

A  novel  rivalling  the  most  exciting  detective  story,  but  written  with  amazing 
power  around  the  First  Battle  of  the  Marne.  The  love  element  is  well-placed,  and  the 
novel  is  strongly  accurate  in  historical  detail    $1.50 

SURGEON   GROW 

By  DR.  MALCOLM  C.  GROW 

A  wonderful  story  of  medical  work  at  the  fighting  fronts,  of  men  without  arms, 
guns  without  shells,  doctors  without  helpers,  or  ambulances,  or  medicine — and  yet 
winning  battles.     Twenty-seven  splendid  illustrations $1.50 

DERE   MABLE 

Has  the  "Dere  Mable"  craze  struck  your  town  yet?  The  book  is  selling  faster 
than  we  can  get  it.  "Love  Letters  of  a  Rookie,"  it  is  sub-titled,  and  purports  to  be 
innocent  epistles  written  by  one  of  Uncle  Sam's  lads  to  his  "best  one"  at  home.  It 
is  crammed  to  the  teeth  with  delicious  irony,  and  bushels  of  laughs.  Everybody  is 
reading  it.  Are  you  getting  your  share  of  the  big  sales  ?  Characteristically 
illustrated  75c 


These    are    a    few  of    the  good   sellers  on  our  big  fall  list, 
glad  to  tell  you   more  about  any  of  them. 


We  will  be 


i 


WILLIAM   BRIGGS,  Publisher 

TORONTO 
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THE 
BORDER 
LEGION 

ZANE  GREY 


BOOKS  WITHOUT  WHICH  YOUR  STOCK  IS  INCOMPLETE 


Anne  of  Avonlea  -  -  L.  M.  Montgomery 
At  the   Foot  of   the   Rainbow 

Gene    Stratton-Porter 
Bent  Twig,  The     -     -     Dorothy  Canfield 

Betty    Zane Zane   Grey 

Border    Legion     -  Zane   Grey 

Burning  Daylight  -  -  Jack  London 
Certain  Rich  Man,  A  -  Win.  A.  White 
Clansman,    The     -     -  Thomas    Dixon 

Clarion,  The  -  Samuel  Hopkins  Adams 
Come  Out  of  the  Kitchen,  Alice  D.  Miller 
Common  Law,  The,  Robert  W.  Chambers 


Crisis,  The     -     - 
Crossing,  The 
Daddy  Long  Legs 
Dear   Enemy 
Desert   Gold      - 


Winston   Churchill 

Winston   Churchill 

-     -    Jean  Webster 

Jean  Webster 

Zane    Grey 


Fifth  Wheel,  The,  Olive  Higgins  Prouty 
Following  of   the   Star,  The 

Florence  Barclay 
Fool  and  His  Money,  A 

Geo.  B.  McCutcheon 
Fortunate  Youth,  The  -  Wm.  J.  Locke 
Freckles  -'  -  -  Gene  Stratton-Porter 
Garden  of  Allah,  The,  Robert  W.  Hichens 
Gecrgina   of   the    Rainbows 

Annie   F.  Johnston 
Girl  From   Alsace,  The 

Burton  E.  Stevenson 
Girl  of  the   Limberlost 

Gene  Stratton-Porter 
Happy  Hawkins  -  -  Robert  A.  Wason 
Harvester,  The  -  Gene  Stratton-Porter 
Heart  of  Rachael,  The,  Kathleen  Norris 
Heritage  of  the  Desert,  The,  Zane  Grey 
Heart  Throbs  -  Joe  Mitchell  Chappie 
History  of  Mr.  Polly,  The  -  H.  G.  Wells 
Hollow   of   Her   Hand,   The 

Geo.  B.  McCutcheon 
In  the  Russian  Ranks  -  -  John  Morse 
Jewel  -  -  -  -  Clara  Louise  Burnham 
Jewel's  Story  Book 

Clara   Louise   Burnham 


Just  David  -  -  -  Eleanor  H.  Porter 
"K"  ....  Mary  Roberts  Rinehart 
Kazan  -  -  -  James  Oliver  Curwood 
Laddie  -  -  -  Gene  Stratton-Porter 
Last  of  the  Great  Scouts,  The 

H.  C.  Wetmore  and  Zane  Grey 
Last  of  the  Plainsmen.  The  -  Zane  Grey 
Law  of  the  North  -  -  S.  A.  White 
Light  of  Western  Stars,  The,  Zane  Grey 
Lone  Star  Ranger,  The  -  -  Zane  Grey 
Lcrna  Doone  -  -  -  R.  D.  Blackmore 
Making  Over  Martha,  Julie  M.  Lippmann 
Martha-By-The-Day,  Julie  M.  Lippmann 
Mavericks  -  -  Wm.  MacLeod  Raine 
Michael  O'Halloran,  Gene  Stratton-Pcrter 
Mildew  Manse  -  -  Belle  K.  Maniates 
Miss  Billy's  Decision,  Eleanor  H.  Porter 
Miss  Billy  Married  -  Eleanor  H.  Porter 
Missing  -  -  -  Mrs.  Humphry  Ward 
Mistress  of  Shenstone,  The 

Florence  L.  Barclay 
Molly  Make-Believe,  Eleanor  H.  Abbott 
Mother   Carey'r   Chickens 

Kate  Douglas  Wiggin 
Nan   of    Music    Mountain 

Frank  H.  Spearman 
Nurse's  Story,  The  -  -  Adele  Bleneau 
Old  Rose  and  Silver  -  -  Myrtle  Reed 
On  With  Torchy  -  -  -  Sewell  Ford 
Penrod  and  Sam  -  -  Booth  Tarkington 
FVrsuasive  Peggy,  Maravene  Thompson 
Pirate  of  Panama,  The 

Wm.  MacLeod  Raine 
Polly  of  the  Hospital  Staff 

Emma  C.  Dowd 
Poor  Little  Rich  Girl  -  -  Eleanor  Gates 
Prudence  Says  So  -  -  Ethel  Hueston 
Queed  -  -  Henry  Sydnor  Harrison 
Rainbow  Trail,  The  -  -  -  Zane  Grey 
Rebecca  of  Sunnybrook  Farm 

Kate  Douglas  Wiggin 
Riders  of  the  Purple  Sage,  The,  Zane  Grey 


Richard  Carvel  -  -  Winston  Churchill 
Rosary,  The  -  -  Florence  L.  Barclay 
Rose    Garden    Husband,   The 

Margaret  Widdemer 
Ruggles  of  Red  Gap,  Harry  Leon  Wilson 
Satan  Sanderson  -  Hallie  Erminie  Rives 
Saturday's  Child  -  -  Kathleen  Norris 
Secret  Garden,  The,  Frances  H.  Burnett 
Secret  of  the  Storm  Country,  The 

Grace    Miller    White 

Seventeen      ...      Booth    Tarkington 

Shorty    McCabe      -      -      -      Sewell    Ford 

Skinner's  Dress  Suit,  Henry  Irving  Dodge 

Snow    Burner,    The      -      -      Henry    Oyen 

Song   of   the   Cardinal,   The 

Gene  Stratton-Porter 

Son  of  the  Hills,  A,  Harriet  T.  Comstock 

Spinner  in  the  Sun,  A     -     -     Myrtle  Reed 

Stella    Maris      -      -      -      Wm.    J.    Locke 

Steve   Yeager     -     Wm.   MacLeod    Raine 

Street  of  Seven  Stare,  The 

Mary    Roberts    Rinehart 

Tess  of  the  Storm  Country 

Grace   Miller    White 

Told    By    Uncle   Remus 

J.   Chandler   Harris 

Torchy Sewell    Ford 

Trail  of  the   Lonesome  Pine,  The 

John  Fox,  Jr. 

Trying   Out  Torchy     -     -     Sewell   Ford 

Turmoil,   The      -      -      Booth    Tarkington 

Valley  of  the  Moon,  The  -  Jack  London 

V.V.'S  Eyes     -     Henry  Sydnor  Harrison 

Weaver  of  Dreams,  A     -     Myrtle  Reed 

When   A    Man   Marries 

Mary    Roberts    Rinehart 
Wild    Animals    at    Home 

Ernest   Thompson    Seton 
Wild  Animals  I  have  Known 

Ernest   Thompson    Seton 
Yellow    Dove,   The     -     -     George   Gibbs 


MISSING 


MRS.HUMPHTO'WARD 


All  In  Popular  Copyright  Edition 

ORDER   THROUGH    YOUR   JOBBER,  OR   DIRECT  FROM 

Grosset  &  Dunlap,  1 140  Broadway,  NewYork 

GEO.  J.  McLEOD,  LIMITED 

266  KING  STREET  WEST  TORONTO 

Canadian  Selling  Agents 
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Why  you  should  sell 

THE  BOOK 
OF  WONDERS 


Actual  size  of 
book  is  714  x  91/2 


Over  5,000  Sold 

In  Canada  Last  Year 


This  advertisement  tells  briefly  what 
this  book  is  like  and  should  be  suffi- 
cient to  convince  every  bookseller  that 
the  book  is  a  veritable  "gold  mine"  for 
him — a  book  that  if  properly  exploited 
will  outsell  the  best  selling  novel,  and 
the  profit  will  be  greater. 

Mr.  Bookseller — What's  the  answer? 
Here's  a  book  of  600  pages — the  most 
instructive  600  pages  ever  placed  be- 
tween two  covers;  1200  splendid  illus- 
trations. A  whole  year's  reading!  A 
lifetime  education! 

The  BOOK  OF  WONDERS  is  endorsed 
by  Canada's  most  prominent  librarians 
and  the  executives  of  leading  manu- 
facturers all  over  the  Dominion. 

This  marvelous  volume  tells  the  stories 
of  the  Wonders  produced  by  Man.  It 
answers  thousands  of  "knotty"  ques- 
tions of  interest  to  all,  and  presents 
everything  in  a  highly  interesting  and 
attractive  way. 

The  book  is  attractively  bound,  and 
when  displayed  on  your  counter  is 
certain  to  get  big  attention  and  pull 
good  results. 

Order  one  copy  by  mail  to-day.  Then 
after  seeing  it,  make  up  your  supply 
order.  At  the  same  time  ask  about 
special  local  selling  campaign. 


Thomas  Allen 

Publisher 
215-219  Victoria  Street,  Toronto 
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Here 
They 
Are! 


Best  Sellers 

from  the 

Allen  Line 


1  ROBERT  1 
1  GORDON  1 

1  a^dersonI 

THE  CROSS  OF  FIRE 

A 

1  Romance  1 

of 

Love 

and 

War 

Toda_y 

Ask  the  Allen  Traveller  for  some  specially  in- 
teresting inside  information  about  this  book. 


U 


WILLOW,  THE  WISP 


By  ARCHIE  P.  McKISHNIE 

THE   BIG  CANADIAN  NOVEL. 


55 

$1.35 


U 


OH,  MONEY!  MONEY!" 


By   ELEANOR   H.   PORTER  $1.50 

Author   of   "Just    David" 
THE  BEST  SELLING  BOOK  IN  CANADA 

"PHILO  GUBB" 

Correspondence  School  Detec'a'tive 

By   ELLIS   PARKER   BUTLER  $1.50 

Author    of    "Pigs    is     Pigs" 

"THE  TANG  OF  LIFE" 

By  H.  H.  KNIBBS  $1.50 

Author    of    "Overland    Red" 

"THE  CROSS  OF  FIRE" 

By    ROBERT    GORDON    ANDERSON  $1.50 

A    ROMANCE    OF    LOVE    AND    WAR 

"THE  CARAVAN  MAN" 

By   ERNEST   GOODWIN  $1.50 

A    DELIGHTFUL    OUTDOOR    NOVEL 

THOS.  ALLEN,  Publisher  ^™ 

215-219  VICTORIA  STREET,  TORONTO 
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The  Latest  Fiction 


THE  ROUGH   ROAD 

By  W.  J.  Locke,  author  of  "The  Beloved  Vaga- 
bond," "The  Red  Planet,"  etc.    12mo.    Cloth.. $1.50  net 

THE    GHOST    GARDEN 

By  Amelie  Rives,  author  of  "Shadows  of  Flames," 
etc.     Cloth,  12mo $1.50  net 

BENTON   OF  THE   ROYAL   MOUNTED 

By  Sergeant  Ralph  S.  Kendall,  of  the  Royal 
Northwest  Mounted  Police.     12mo.     Cloth ..  .$1.50  net 

TOWARDS   MORNING 

By  I.  A.  R.  Wylie,  author  of  "The  Shining 
Heights,"    etc.      12mo.      Cloth     $1.50    net 

THE   SHINING   HEIGHTS. 

By  I.  A.  R.  Wylie,  author  of  "The  Daughter  of 
lirahma,"    etc $1.50    net 

DRUMS  AFAR 

By  John  Murray  Gibbon,  author  of  "Hearts  and 
Faces."      12mo.      Cloth     $1.50    net 

STEALTHY  TERROR 

By  John   Ferguson    $1.40  net 

A  tale  of  grim  "intrigue  and  headlong,  exciting 
adventure  with  the  German  Secret  Service,  that  goes 
with   a  run   and   carries  the  reader  with   it. 


THAT  WHICH  HATH  WINGS.      A  Novel. 

By  Richard  Dehan,  author  of  "The  Dop   Doctor." 

$1.50  net 

THE  GHOST  GIRL 

By    H.   de   Vere   Stacpoole,   author    of   "The    Blue 
Lagoon,"  "The   Man   Who   Lost   Himself,"   etc.     12mo. 

Cloth     $1-50    net 

YOURSELF  AND  THE  NEIGHBOURS 

By   Seumas   MacManus    $1.50  net 

WHISPERING  WIRES 

By  Henry  Leverage    1,50  net 

Theodore    Roosevelt    reads    detective    stories    and 
here  is  the  type  of  story  he  likes  best. 
GOLD   AND    IRON    $1.50  net 

This    is  Joseph    Hergesheimer's   new   book. 
THE  THREE  BLACK  PENNYS 

By  Joseph  Hergesheimer    $1.50   net 

THE   FIGHTING    FOOL 

By   Dane   Coolidge    $1.50  net 

A  genuine  western  novel  by  a  genuine  westerner. 
Full  of  zip  and  action  from  start  to  finish,  with  an 
unusual  love-story  interwoven,  and  in  reading  it 
you  breathe  the  very  air  of  our  great  southwestern 
frontier. 
GUYNEMER,  "The  Ace  of  Aces." 

By   Jacques   Mortane.      Cloth    $1.50  net 


OUT  TO  WIN,  $1.25 


THREE  GOOD  BOOKS  BY  LIEUT.  (OMXCSBY   DAWSON 
THE  GLORY  OF  THE  TRENCHES,  $1.00 
Send  for  descriptive  list  of  above  titles. 


CARRY  ON,  $1.00 


S.  B.  GUNDY     25-27  Richmond  St.  West     TORONTO 


The  Bookseller  and 

The  Late  Mr.  Webster 


In  other  words,  the  bookseller  and  the  dictionary — par- 
ticularly the  graded  school  dictionaries  and  those  used  by 
the  great  nine-tenths  for  handy  home  and  office  reference. 
There's  a  nice  problem  in  service  and  ethics  for  you — to  sell 
only  what  you  can  recommend,  and  to  recommend  only  those 
you  know  embody  high  ideals,  are  backed  by  genuine 
scholarship,  painstakingly  compiled,  and  thoroughly  reliable, 
are  up-to-date,  contain  no  mass  of  obsolete  words,  and.  above 
all,   give   definitions   that   really   define. 


DONT  BE  A 
DICTIONARY  SLACKER 


Altogether  too  many  booksellers  have  failed  to  realize  their 
responsibilities  in  this  respect.  A  moment's  thought  ought, 
we  believe,  to  convince  any  conscientious  bookseller  that, 
since  the  dictionary  is  the  one  universal,  fundamental  book 
of  reference,  it  is  the  very  last  book  in  the  world  that  should 
be  handled  on  the  basis  of  mere  discounts  or  the  showy  ap- 
pearance   that   so   often    hides    a    shoddy    lining. 

The  famous  Laird  &  Lee  Webster's  New  Standard  Diction- 
aries are  honest  throughout,  there's  one  for  every  special 
need,  from  25c  to  $10  list,  and  the  dealer  is  always  taken 
care  of.  Moreover,  while  they  are  based  on  the  simplified, 
this-side-of-the-Atlantic  system  of  Noah  Webster,  which 
e'iminates  all  diacritical  complications,  all  the  greatest 
authorities,  including  the  Oxford  Dictionary,  were  con- 
stantly  consulted   in   their  preparation. 

Write    for    fuller    particulars. 


"The  World  War  at  a  Glance" 

This  book  convenient,  reliable,  up-to-date,  is  a  miracle  of 
condensation.  It  gives  the  meat  of  a  hundred  volumes  in  vest- 
pocket  size,  flexible  keratol,  for  only  50c.  It  gives  all  essential 
facts   and   figures,   settles   all    arguments,    appeals   to   everyone. 

"  Back  to  the  Republic  " 

An  exceptionally  strong  and  timely  plea  for  constitutional 
safeguards,  for  representative  government,  as  against  the 
Socialism  and  Bolshevism  of  "pure"  democracy.  The  author. 
Harry  F.  Atwood,  declares  that  the  republican  standard  of 
government  is  just  as  fixed  and  capable  of  universal  adoption  as 
the  standards  of  mathematics,  weights  and  measures,  etc.  He 
calfs  citizens  of  the  United  States  aw?y  from  "il  r  no; 
experiments,"  "Back  to  the  Republic"  of  the  United  States 
Constitution  :  and  all  other  peoples  are  urged  "Forward  to  the 
Republic."  and  finally  to  "the  republic  of  the  united  republics 
of  the  world."  A  sensation  among  students  of  government. 
$1  only. 

Three  Important  New  Business  Books 

"Controlling  Profits,"  by  Eugene  Herz,  C.P.A..  an 
authoritative  work  on  Simplified  Efficiency  Methods 
in  Store  Record  Keeping,  tells  in  plainest  language 
just  how  to  control  profits,  prevent  losses,  and  eli- 
minate all  unnecessary  bookkeeping.  $1.  "The  Way 
of  Success,"  by  William  H.  Hamby,  contains  the  fol- 
lowing "true"  business  stories  first  published  in 
The  Saturday  Evening  Post:  "If  a  Man  Fails  Seven 
Times."  "The  Man  at  the  Top."  "In  Debt  and  Out," 
"The  Commercial  Club  in  Our  Town."  A  book  is  as 
hard  as  nails,  and  as  inspiring  as  a  great  victory.  $1. 
"The  Successful  Salesman,"  by  Frank  Farrington 
(in  press)  contains  nothing  but  the  most  practical, 
detailed,  man-to-man  talks  on  sales  and  salesmen  by 
a   successful   sales   manager   and   recognized   authority. 

Over  4,000,000  Sold 

is   the  record  of  our  "Diary   and   ""ime-Saver."     Standard  pocket 
year    book.       Contains    table    of    French    and     English    Moneys, 
World    War    Chronology,    Flags    of    Allies,    16    Pages    of    Colored 
Maps.   Many    Other   Encyclopedic   Features.      Flexible,    2ic. 
The  dealer  be  pleased,   is  our  policy. 

LAIRD    &   LEE,    Inc. 

Publishers  (since  1887)  of  "  Books  That  Make  Things  Plain  " 

CHICAGO,   ILL.,  U.S.A. 
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THOMAS  NELSON  and  SONS,  limited 

THE  NEW  CENTURY  LIBRARY 

Printed  on  India  Paper  in  large  clear  type 
bound  in  limp  leather — $1.25  per  volume 

Ask  the  average  man  why  he  has  not  the  standard  writers  in  his  home,  and 
he  will  tell  you  that  he  has  not  room  for  them ;  and  this  is  generally  true. 

Tell  your  customer  that  with  the  NEW   CENTURY   LIBRARY   a    few 
bookshelves  will  hold  all  the  standard  authors. 


In  the  NEW  CENTURY 
LIBRARY  you  can  obtain 
the  COMPLETE  WORKS 
of: 


CHARLES  DICKENS 
SIR  WALTER  SCOTT 
W.  M.  THACKERAY 
THE  BRONTE  SISTERS 
JANE  AUSTEN 


Write  for  complete  list  and  prices 


VOLUMES  1  to  8  NOW  READY 

THE  CHILDREN'S  STORY  of  the  WAR 

By  SIR  EDWARD  PARROTT 

The  work  is  already  recognized  as  the  children's  classic  of  the  war.    Stir- 
ring pictures  and  illustrative  maps  are  to  be  found  in  every  chapter. 

Cloth  bound,  coloured  frontispiece,  $1.50  per  volume.' 

BOOKS  FOR  BOYS  and  GIRLS 

We  have  on  hand  a  large  assortment  of  books  for  Boys  and  Girls,  to  sell  at 
prices  varying  from  50  cents  up  to  $3.50.    Write  for  catalogue. 

THOMAS  NELSON  and  SONS,  limited 

77  Wellington  Street,  West,  TORONTO 
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MORGAN  &  SCOTT  LTD. 


Just     Published. 

LIFE'S  DUSTY  WAY 

OLD   FAILURES  AND  NEW  IDEALS.     By  the  Rev.   W    Y 

FULLERTON.  Cloth  Boards,  3b.  net. 
In  the  growing  complexity  of  life  it  becomes  increasingly 
difficult  to  pick  our  steps  along  life's  dusty  road.  For  do  what 
we  will,  adopt  what  rules  we  can,  reform  society  as  we  may,  the 
road  is  still  dusty.  We  do  not  walk  along  a  well-kept  and  clean- 
swept  path.  The  very  passing  of  our  own  feet  increases  the 
pother  that  the  crowds  before  us  and  around  us  have  raised, 
and   it  is  hard  to  keep  ourselves   unsullied   in  a  sinful  world. 

These  chapters  will  at  least  show  the  way  that  others  have 
chosen,  and  may  afford  some  guidance  to  those  who  are  still 
hesitant  on   the   road. 

Just     Published. 

THE  COMING  OF  THE  KING 

A    NEW     WORK    ON    THE    SECOND     ADVENT.       By    T. 

FENWICK  GREVES.  Paper  Covers.  Is.  4d.  net. 
The  booklet  is  written  in  a  concise  and  popular  style  for  Bible 
Students,  Christian  Workers  and  Earnest  Enquirers  generally. 
The  endeavor  has  been  to  let  the  Bible  speak  for  itself.  After  an 
introductory  chapter  describing  the  prevalent  worldiness  of 
the  present  age,  various  signs  are  referred  to,  many  witnesses 
are  called,  and  the  prophetic  writers  are  quoted,  all  testifying 
to  the  fulfilment  of  prophecy,  the  consummation  of  all  things. 
and   the  nearness  of  the  end. 

Ready     Shortly. 

THE  APPROACHING  END  OF 
THE  AGE 

VIEWED  IN  THE  LIGHT  OF  HISTORY.   PROPHECY  AND 
SCIENCE.      By    Dr.    H.    GRATTAN    GUINNESS.      Uniform 
with    "Light    for    the    Last    Days."      New    Edition.       Revised 
and  Edited  by  the  REV.  E.  H.  HORNE,  M.A.     Cloth  Boards. 
6s.    net. 
Seven   thousand   copies  of  the  original   edition   of   this   remark- 
able  work   were   sold    within   eighteen   months   of   its   publication. 
It   is   a   volume   which   deserves    careful   examination    from    every 
student   of   prophecy,    and    which    cannot    fail    deeply    to    interest 
every    lover   of    the    Bible. 

Ready     Shortly. 

TERRIE'S  MOORLAND  HOME 

A    NEW    STORY    FOR    GIRLS.       By    AMY    LE    FEUVRE. 
author   of   "Dudley    Napier's   Daughter,"   etc.      With    Colored 
Frontispiece  and  Jacket.     Cloth  Boards,  5s.  net. 
A   new   volume   by   Amy   Le   Feuvre   is   always   hailed   with   de- 
light.      For    brightness,     realism,     and     excellence    of    tone    her 
stories   are   known   and   appreciated   the   world   over.      This    latest 
work    from    her    pen    is    no    exception    and    will    doubtless    meet 
with     a     hearty     welcome     from     those     who     desire     for     their 
daughters   literature   of   a    high   standard    in    these   days   of   light- 
ness   and    frivolitv. 

PONNAMAL :  HER  STORY 

By  AMY  WILSON  CARMICHAEL.  author  of  "Things  as 
Th"v  Are,"  "Lotus  Buds,"  etc.  With  foreword  by  the  Right 
Rev.  HANDLEY  MOULE.  Lord  Bishop  of  Durham,  and 
Photogravure.  "One  of  the  Buds."  Cloth  Boards,  4s  net. 
"Surely  one  of  the  most  charming  and  most  touching  mis- 
sionary books  ever  written." — Life  of  Faith. 

"Ponnamal's  story  tingles  with  life.  It  will  for  the  most  part 
be  read  at  a  sitting,  and  will  leave  its  readers  aglow." — Inter- 
national   Review  of  Missions. 

"It  is  a  record  of  strenuous,  self-forgetful,  loving  service." — 
The  Friend. 

THE  FULFILMENT  OF  A  DREAM 

OF  PASTOR  HSI'S.  The  Story  of  the  Work  in  Hwochow. 
By  A.  MILDRED  CABLE,  of  the  China  Inland  Mission 
With  Foreword  by  Rev.  G.  CAMPBELL  MORGAN,  D.D.. 
and  8  Half-Tone  Illustrations.  C'oth  Boards,  5s.  net. 
"It  is  long  since  we  read  so  deeply  interesting  a  missionary 
book    as    this." — Methodist    Recorder. 

"One  of  the  most  attractive  and  romantic  missionary '  books 
that  have  been   issued   within   modern  times." — East   and   West. 

"This  book  is  a  fine  testimony  to  the  power  of  the  Gospel  to 
change    hearts    and    lives." — English    Churchman. 


MORGAN  &  SCOTT  LTD. 

12  PATERNOSTER  BUILDING,      LONDON  E.  C.  4 


PELOUBET'S 

SELECT  NOTES 

On  the  INTERNATIONAL 
LESSONS  for  1919 

Forty-fifth  Annual  Volume  of  this 
Great  Commentary 

Price  $1.25  net;  delivered,  $1.35 

Sunday  School   Workers 

the  world  around  always  welcome 
our  announcement  that  a  new  volume 
of  Peloubet's  Select  Notes  is  ready, 
because  years  of  use  has  taught  them 
that  Select  Notes  are  simply  invalu- 
able to  every  religious  teacher  and 
Christian  worker. 

W.  A.  WILDE  COMPANY 

Rand-McNally  Bld'g.,       120  Boylston  St.,  Boston 
FOR  SALE  AT  ALL   BOOK  STORES 


How  is  Your  Stock  of 

Merriam- Webster 
Dictionaries  ? 

Webster's 
New  International 

400,000     Vocabulary     Terms. 
30,000    Geographical    Subjects 

12,000    Biographical    Entries. 
6,000   Illustrations        2,700   Pages 

Regular  Edition.  Size,  12%  x 
9%  x  5  inches.  Weight,  14  lbs. 
Seven  durable  and  artistic  bind- 
ings. 

India-Paper  Edition.  Only  h.iif 
as  tliick,  only  half  as  heavy  as 
the  Regular  Edition.  Size,  12% 
x  9%  x  2\'->  in.  Weight  only 
7  x  lbs.  Library  Buckram  and 
bull    Seal    binding. 

Webster's  Collegiate  Dictionary 

Third   Edition,   Merriam   Series. 

A  New  Book.  The  largest  abridgment  of  the  New  Interna- 
tional. 1  248  pages.  1,700  Illustrations.  100,000  Words  and 
Phrases.       Scottish    Glossary. 

Regular    Edition:    Three   substantial   bindings. 

Thin-Paper   Edition :    Three   especially   attractive   bindings. 

Webster's  New  Ideal 

The  Best  of  Its  Class.  Size  5%  x  8  x  1%  inches.  Bible 
Paper.      Full    Flexible    Leather. 

Webster's  Little  Gem 

Third    Edition,   Merriam   Series. 

The  most  complete  of  Pocket  Manuals.  220  Pages,  lfi  Pages 
of    Colored    Maps.     Three   bindings. 

Write  to  your  jobber  for  terms,   elc,  or  address 

G.  &  C.  MERRIAM  CO.  EBK?S5X 
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Make  More  Money 

In  Selling 
Periodicals 

The  Imperial  news  trade  service  will  enable  you  to  do  that 
with  leading  American  Magazines  as  well  as  British  Pub- 
lications. 


YOU,  Quebec  Province  and  Eastern  Ontario  Newsdealers,  can  stop  one  leak—  SAVE 
MONEY  on  your  EXCHANGE— TAKE  ADVANTAGE  of  the  IMPERIAL  SERVICE 
on  American  Magazines.  It  is  not  necessary  to  divide  your  Magazine  business  and  so 
pay  more  charges  than  necessary.  Let  us  tell  about  the  IMPERIAL  SERVICE, 
supplying    the    following    periodicals: 


Munsey's 

Argosy 

Railroadman's 

All   Story 

Jack    Canuck 

Ladies'    Home  Journal 

Saturday  Evening  Post 

Country    Gentleman 

Everywoman's    World 

Literary    Digest 


Colliers' 

Parisienne 

Saucy   Stories 

Smart    Set 

Cosmopolitan 

Hearst's 

Good    Housekeeping 

Harper's  Bazaar 

Motor 

Motor    Boating 


Puck 

Field    and    Stream 

Fascinating     Fiction 

Clever    Stories 

Metropolitan 

Canada    Weekly 

Motion     Picture    Magazine 

Motion     Picture    Classic 

Canadian    Boy 

La    Vie    Canadienne 

Statesman 


Send    for    Order    with    Prices    and    Conditions. 

see  that   he   gets    it. 


The   news   dealer   to-day   wants   a   square   deal,   and   we' 
in    time   to    reach    you   on    selling   date. 

Imperial  News  Co.,  Limited 


Our    magazines    are    shipped 


348  St.  James  Street 
MONTREAL 
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BOOKS      -      STATIONERY      -      TOYS 

GAMES        -         DOLLS 

LEATHER  GOODS        FANCY  GOODS 

WALL  PAPER        -       PHONOGRAPHS 

OFFICE    EQUIPMENT 

MADE  IN  CANADA 

WILL    BE    FEATURED    IN    THE 

OCTOBER 

BOOKSELLER  &   STATIONER 

All  Manufacturers  and  Wholesalers  of  any 

of  these   lines   should    Book   Space   NOW 

so  as  to  adequately  advertise 

23L  MADE-IN-C  ANADA  E-" 

WITH  THE  EDITORIAL  STORIES  ABOUT  THE 
MAKING  AND  MARKETING  OF  THESE  GOODS, 
THIS  IS  GOING  TO  BE  ONE  OF  THE  MOST 
INTERESTING  ISSUES  "BOOKSELLER  AND 
STATIONER"    HAS    EVER    PUT    OUT. 

REGULAR  RATES  PREVAIL 

Full  Page  $35,    XA  Page  $20,    X  Page  $12,    /s  Page  $8 

WHAT  SIZED   SPACE  WILL  YOU   USE? 

Forms   close   Sept.   28th.     Book   your   Order   To-day 

and  get  best  available  space. 

SEND    ORDERS    TO 

MacLean  Publishing  Co.,  Limited 

143-153  University  Ave.  TORONTO,  Canada 
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BOOKSELLER      AND     ST  A T I O N E  R 


ANOTHER  FORWARD  STEP  IN 
SERVICE  TO  THE  TRADE 

This  year  we  offer  the  Booksellers  of  Canada  a  COMPLETE 
CHRISTMAS  BOOK  LIST  with  a  classified  list  of  all  Books  suitable 
for  Christmas  gifts  published  by  all  the  Canadian  Book  Publishers. 

THIS    YEAR'S 

HOLIDAY  BOOK  ANNOUNCEMENTS 

will  again  form  a  section  in  the  November  issue  of  Book- 
seller and  Stationer,  and  will  be  sold  in  separate  form  to 
booksellers  for  distribution  to  their  best  book  customers. 
This  section  will  comprise  16  pages  or  over.  It  will  be  print- 
ed in  the  Christmas  colors  of  red  and  green. 

It  would  cost  you  ten  times  the  price  we  quote  to 
get  out  a  Christmas  announcement  of  like  size  in- 
dependent of  this  club  offer. 

If  your  order  is  not  already  in,  book  it  without  fail.  It  will 
greatly  help  Christmas  Book  sales  in  your  store. 

d»0  r/\  DCP  Iflfl  POPIF^l  ^c*  per  hundred  extra  with  your 
«P^.OU     I  Ll\     1UU     V/V/I  IEiiJ        name    and    address    on    title   page 

J*  Jy'l '/?  /\   i        A     similar     section     entitled     Holiday     Gift 

Announcements  featuring  Art  Publications, 
Christmas  Papeteries,  Leather  Goods,  Fancy  Goods,  Toys,  Games, 
Dolls,  etc.  A  supply  of  these  (same  quantity)  will  be  included  with 
orders  for  the  Holiday  Book  Announcements  without  extra  charge. 

HOW  ABOUT  YOUR  ORDER? 

Clip  and  Mail  This  Form 

Date   1918 

I         Bookseller  and  Stationer, 

I  143-153  University   Ave.,  Toronto,  Canada.  I 

Book  our  order  for   copies  of  your  Holiday 

Book  Announcements  and  Holiday  Gift  Announcements  (16  pages  or  over)  as  in  the 
November,   1918,  issue  of  Bookseller  and   Stationer,  at  $2.50   per  hundred  copies. 


For     50c     per     100     copies     extra 
name   and   address   will  be  print- 
ed   on    outside   cover.      If   this    is  ,, 
desired   put  an   X   in   this  square.  IName 


Address 
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Mr.  Frederick  D.  Goodchild  announces  his  withdrawal 
from  McClelland,  Goodchild  &  Stewart,  Limited. 

Mr.  Goodchild  has  arranged  with  the  leading  Publish- 
ing Houses  in  New  York,  Boston  and  Chicago  to  represent 
their  lines  in  Canada.  Before  placing  your  Fall  orders 
see  my  lines. 

"EFFICIENT  SERVICE" 


MARSHAL  FOCH 

On  the  Art  of  War 

The  great  French  strategist  explains  certain  principles 
governing  warfare,  also  changes  due  to  modern  conditions. 
This   is  a   book  of  372   pages.      Its  title  is: — 

The  Principles  of  War 

$2.50 

Translated  by  J.  de  Morinni,  late  Major  Canadian  Expe- 
ditionary Force.  Photographic  illustrations  and  nine  large 
maps. 

Foch's  last  sentence  is  in  a  way  prophetic  of  current 
events.  It  is:  "Decisive  attack  in  the  battle  of  to-day  is  not 
to  be  sought  indifferently  on  any  point,  yet  it  can  be  imposed 
on  u-  or  an  opportunity  suddenly  arise,  in  spite  of  all  that 
theory  may  teach." 

July  18  was  imposed  on  Foch;  but  Aug.  9  was  an  op- 
portunity. 

This  book  is  an  opportunity  for  big  selling  by  booksellers. 


THE  CKADLE  OF  THE  WAR:  The  Near  East  and  Pan- 
Germanism,  by  H.  Charles  Wood,  F.R.G.S.  Net  $2.50 
Casts  new  light  on  events  in  the  Near  East  prior  to  war's 
outbreak  ;  how  the  influence  of  the  Central  Empire  was  for 
unrest,  not  peace  in  the  Balkans.  Germany's  Mittel-Europa 
scheme   disclosed. 

HEROES  OF  AVIATION,  by  Laurence  la  Tourette  Driggs. 
Net  $1.50. 
More  absorbing  than  Jules  Verne's  astounding  fiction  are 
these  true  records  of  the  exploits  of  famous  aviators  such 
as  Guynemer.  Bishop,  McCudden  and  many  others.  Many 
photographs  and  other  illustrations.  A  wonderful  book  that 
affords  a   wonderful  opportunity  for  booksellers. 

A    SOLDIER    UNAFRAID,    by    Capt.    Andre    Cornet-Auiiuier. 

translated    with    an    introduction    by    Theodore    Stanton, 

M.A.     $1.09  net. 
Another   vital  human   document  produced    by    the   war.     The 
letters   of  this    noble   officer,    who   died   as   a    result   of   wounds 
on    March   2.   1916,  at   the  age   of   28.     A  book   of   consolation 
for  those  who  mourn. 


ABOVE   THE   BATTLE,   by   Capt.    L.    V.   Drake.        $1.50  net. 
In    this    book    Captain    Drake    of    the    British    Flying    Force 
tells    the   intimate   story   of   the  training   of  an   airman. 

THE    PERILS    OF    A    PRIVATE,    by    ■■Ted"    Stanley.      12mo. 
Boards.     Net  50c. 
Up-to-the-minute,     humorous     interpretations,     in    pen    and 
ink.  of  the   life  of  a  private   who  is   learning  to   be  a  soldier. 
"The    American    Bairnsfather." 

THE  CHILDREN  OF  FRANCE,  by   Constance   Lucas.    Cloth, 
12mo.      Net  $1.25. 
The  work   of  the   American    Red   Cross   for  the  French   and 
Belgian    children    captured    by    Germans    and    sent    back    as 
useless. 

JOE    STEHLIN— AVIATOR,    by    Joseph    C.    Stehlin.      12mo. 

Net  $1.25. 
Joe  Stehlin,    working   in    the  Standard   Oil   Company's   New 
York    offices,    had    an    overwhelming    desire    to    get    into    the 
war  as   an   aviator. 


AEROPLANE    CONSTRUCTION    AND    OPERATION,    by   John    B.  Rathbun,   aeronautical   engineer.      $2.00. 
A   manual   for  constructors,   students,   aero   mechanics,   flight  officers   and  schools. 

AUTOMOBILE   TROUBLES    AND    HOW    TO    REMEDY    THEM,   by  Charles   P.    Root,    former  editor  of   "Motor   Age." 
This   book    shows   how   to    locate   troubles   and   make   repairs.      225  pages.      Illustrated.      Handsomely   bound.      $1.25. 

AUTOMOBILE    DRIVING    SELF-TAUGHT,   by    Thomas    H.    Russell. 

Aii    exhaustive   treatise  on   the  management,   care  and  operation   of  motor    cars.      230    pages.      Liberally    illustrated.      $1.25. 

GAS   ENGINE   TROUBLES   AND   INSTALLATION,  by   J.   B.   Rathbun. 

420   pages.      150  detai'ed    line    drawings   and    illustrations.      How  to  operate — How    to   make   immediate   repairs — How   to   keep  a   gasoline 
enj.'ine   running.      Nothing   omitted.      A   wonder.'ully   efficient  volume.      $115. 

QUESTIONS    AND    ANSWERS    FOR    AUTOMOBILE    STUDENTS    AND  MECHANICS,  by  Thos.   H.   Russell. 

600   questions    and   answers.      For   school,    machine   shop   or    before  the    Board    of    Examining    Engineers.      Latest    and    most   authentic 
book   of   its    kind.      A    well-bound    book    of    150   pages.      $1.25. 

FREDERICK  D.  GOODCHILD 

PUBLISHER 
266-268  West  King  St.  Toronto,  Canada 
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IN  THIS  ISSUE 

Numerous  Sales,  Oft  Repeated — Most  Profit 

Now  No  Embargo  on  Greeting  Cards 

Profitless  "Leader"  Loses  Out 

Ten  Sales  Ideas  for  Retailing  Loose  Leaf 

Canadian  Toy  Makers  Show  Resourcefulness 

The  Successful  Bookstore 
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GENE  STRATTON-PORTER  is  each  year 
winning  new  recognition  as  an  interna- 
tional author.  The  sales  of  her  books  in 
England  alone  last  year  reached  the  important 
total  of  2,500,000  copies.  The  distribution  of 
Mrs.  Porter's  books  throughout  the  English- 
speaking  world  has  reached  a  total  of  more 
than  6,000,000  copies. 

In  addition,  these  books  have  been  translated 
into  seven  foreign  languages. 

This  new  book  of  Mrs.  Porter's,  "A  Daughter 
of  the  Land,"  is  her  greatest  novel.  To  all  the 
appeal  of  her  other  books  is  added  a  new  sin- 
cerity of  purpose.  The  whole  book  is  in  tune 
with  the  earnest  mood  of  the  times. 

It  is  essentially  patriotic  in  spirit,  and  empha- 
sizes the  sound  and  normal  philosophy  of  life — 
and  the  fundamental  contribution — of  those 
who  love  the  land  and  spend  their  lives  increas- 
ing its  products.     Net  Price,  $1.50. 
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MUSSON'S  NEW  BOOKS 

War  Books,  Miscellaneous,  Juveniles 

Selection  from  the  most  remarkable  list  ever 
handed  the  Canadian   Trade 


THE 

COW  PUNCHER 


10IT-  I-  C  STEaD 


The  Cow  Puncher 

By  Robert  J.  C.  Stead.     Cloth  $1.50 
Illustrated  by   Arthur  Heming 

David  Elden,  the 
boy  "cow  pun- 
cher" who  be- 
comes a  million- 
aire real  estate 
operator  in  the 
boom  days  of  the 
West  —  and  goes 
"broke"  with  the 
collapse  of  the 
boom — is  the  cen- 
tral figure  in  a 
tale  of  humor,  love,  philosophy,  faithful 
Western  color  and  intense  dramatic  in- 
terest such  as  is  offered  to  the  public- 
only  at  rare  intervals.  It  is  a  book  to 
be  read  and  laughed  over  and  cried  over 
and  then  read  again.  Its  very  humanity 
grips  you  from  the  first  sentence. 

The  Unpardonable  Sin 

By  Rupert  Hughes.    Cloth  $1.50 

This  novel  is  wrought  wholly  out  of 
facts — the  intimate  story  of  two  Ameri- 
can women  caught  by  the  pitiless  in- 
vaders of  Belgium,  and  the  attempt  of  a 
third  to  save  them.  The  incidents  are 
based  on  the  actualities  of  those  days 
never  to  be  forgotten. 

Everyman's  Land 

By  A.M.  and  C.  H.  Williamson.     $1.40 

The  scenes  of  this  adventure  are  laid  in 
war-torn  France.  Spurred  on  by  the 
necessity  of  getting  aid  for  her  war- 
blinded  brother,  an  impulsive  Irish  girl 
poses  as  the  finance  of  a  young  aviator 
who  has  been  reported  killed  in  action. 
With  his  wealthy,  grief-stricken  parents, 
she  visits  the  wounded  French  cities, 
showing  how  they  may  help  in  the  work 
of  reconstruction  and  bringing  cheer  to 
the  distressed  inhabitants — until  the 
young  aviator  makes  his  escape  from  a 
German  prison  camp  and  confronts  her. 

THE  SOUL  SCAR 

By  Arthur  B.   Reeve.    $1.40 

SYLVIA  SCARLET 

By  Compton  Mackenzie.     $1.60  net. 

DOCTOR  DANNY 

By  Ruth  Sawyer.     $1.35 


The  Winds  of  Chance 

By  Rex  Beach.     Cloth  $1.50 

Alaska,  Beach's  Alaska,  at  its  best — the 
swirling  human  tide  sweeping  up  and  on 
through  Chilkoot  Pass,  the  epic  days  that 
were  lived  (and  sometimes  died)  by  the 
mad  thousands  at  White  Horse,  the  great 
human  side  of  the  gold  rush.  Scarcely 
ever  has  Rex  Beach  put  more  humor 
into  a  story,  and  here  we  have  a  pair 
of  quarreling  old  miners  who  can't  work 
together  and  can't  separate,  which  is 
one  of  the  most  amusing  things  he  has 
ever   done. 

The  Peak  of  the  Load 

By  Mildred  Aldrich.    Cloth  $1.25 

The  ebb  tide  of  battle  comes  back  again 
to  the  Marne,  where  at  the  present 
moment  our  soldiers  are  fighting  should- 
er to  shoulder  with  the  valiant  French. 
Again  Miss  Aldrich  sees  history  in  the 
making  from  her  house  on  the  hilltop; 
in  fact,  she  has  been  writing  this  new 
book  under  the  very  guns  and  airplanes 
of   the    enemy. 

Mam'selle  Jo 

By  Harriet  T.  Comstock.     $1.40 

Self-sacrifice  is  the  spirit  of  this  moving 
story.  The  happiness  that  comes  to  those 
who  give  is  the  lot  of  Mam'selle  Jo,  who 
wins  her  way  by  hard  and  bitter  ex- 
perience through  a  slough  of  debts  to 
financial  independence.  The  child  which 
she  adopts  is  especially  dear  to  her  be- 
cause of  the  indefinable  suggestion  of  the 
father,  whom  Mam'selle  had  loved  in 
her  own  youth. 

THE   INFERNO 

By  Henry  Barbusse.     $1.50 
Author  of  "  UNDER  FIRE  " 

THE  CLOSE-UP 

By  Margaret    Turnbutt.      $1.50 

THE  MAN  FROM  BAR-20 

By   Clarence  E.  Mulford.    $1,40 


WRITE  FOR   COMPLETE  CATALOGUE-NOW   READY 

The  Musson  BookCo.,  Limited 

Dundas  and  Victoria  Sts.,  Toronto 
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MUSSON'S  NEW  BOOKS 

Fall  and  Holiday  Fiction 

Goodly  offering  of  attractive  volumes 
that  will  readily  win  sales 


The  Kaiser  As  I  Knew  Him 


Four  Years  in  The  White  North 


By  Arthur  N.  Davis,  D.D.S. 


$2.00 


This  remarkable  book  is  in  its  own  way 
just  as  important  as  that  of  Ambassador 
Gerard.  It  is  the  first  and  only  account 
written  of  the  Kaiser  by  an  American 
unofficially  intimate  for  years  with  him, 
to  whom  the  Kaiser  could  talk  freely 
without  fear  of  occasioning  international 
complications.  The  Kaiser  visited  Dr. 
Davis  about  one  hundred  and  fifty  times, 
invariably  staying  from  ten  minutes  to 
an  hour  and  a  half  after  the  professional 
work  was  completed  to  discuss  the  topics 
of  the  hour — particularly  during:  the  war 
vears. 


War  in  The  Cradle  of  The  World 


By  Eleanor  Franklin  Egan 


$2.00  Net 


This  is  an  important  and  most  timely 
book  about  a  little-known  region  of  vast 
importance  in  the  world  war.  The 
author,  a  well-known  American  woman 
journalist,  is  virtually  the  only  civilian 
who  has  been  allowed  to  enter  the  British 
war  zone  in  Mesopotamia  since  the  be- 
ginning; of  the  military  operations  there. 


The  Bubble  Books 

By  Ralph   Mayhew  and  Bur- 
gess Johnson  $1.00 

Three  Gramophone  Records  in 
each  volume 


Here  is  the  series  of  "Books 
That  Sing."  These  little  books 
with  their  unique  combina- 
tion of  pictures  in  full  color, 
stories  in  charming  verse  and 
songs  that  you  can  really 
hear  (there  are  real  phono- 
graph records  enclosed  be- 
tween the  pages  of  the  book) 
have  sung  their  way  into  the 
hearts    of   the   children. 


By  Donald  B.  MacMillan 


$4.00  Net 


A  graphic  and  intensely  interesting  ac- 
count of  the  most  important  exploring 
expedition  in  the  northern  Arctic  since 
■  the  discovery  of  the  North  Pole.  The 
account  of  the  long  journey  across  the 
treacherous  ice  of  Smith  Sound,  over 
the  4,700-foot  ice  cap  of  Ellesmere  Land, 
and  on  and  out  over  the  drift  ice  of  the 
Polar  Sea  is  one  of  the  inspiring  records 
of  Arctic   exploration. 


Peck's   Bad  Boy  And  His  Pa 


By  Geo.  W.  Peck 


$1.00 


Peter  Pan 


By  J.  M.  Barrie 
Illustrated  by  Rackham 


Little  Allies 


By  Beatrice  F.  R.  Hale 


$1.50 


$1.50 


Our  96  page  catalogue  sent  free  on  application 

The  Musson  Book  Co. ,  Limited 

Dundas  and  Victoria  Sts.,  Toronto 
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STAPLES 


READ  and  BUTTER"  Books— the  staple  year-in- 
and-y ear-out  steady  selling  lines — are,  after 
all,    the  backbone  of  the  book  business 

and  in  such  series  of  books  this  H.  &  S.  line  is  particularly 
strong.  On  this  page  we  mention  but  a  few  titles,  simply  to 
indicate  the  potential  selling  possibilities  of  these  books  that 
are  always  gilt-edged  stock.  These  are  books  that  never  lose 
their  value — if  anything  the  future  will  see  increases  in  their 
prices  rather  than  reductions,  if  the  present  price  tendency 
persists.  Better  stock  up  on  them  now  and  the  other  good 
H.  &  S.  staples  as  well. 


60c  Cloth  Novels 

75  Titles 

The  Fur  Bringers  -  Hulbert  Footner 
The  Castaways  -  -  W.  W.  Jacobs 
Michael  Cassidy,  Serg't.  -  -  "Sapper" 
The   Five   Barred   Gate 

E.  Temple  Thurston 
The   Azure   Hand     -     -     S.   R.   Crockett 

50c  Cloth  Novels 

100  Titles 

The  Lost  World,  Sir  Arthur  Conan  Doyle 
Tommy  -  -  -  -  -  Joseph  Hocking 
The  Turnstile  -  -  -  A.  E.  W.  Mason 
Leatherface      -  Baroness    Orczy 

Much  Ado  About  Peter    -    Jean  Webster 

Joseph  Hocking  Books 

10  Titles  Uniform,   $1.00  Each 

To  read  one  gives  the  desire  to  read  them 
all,  and  for  this  reason  you  should  carry 
in  stock  the  entire  series. 


Self-Educator  Series 

9  Titles,  50c  Each 

English  Composition,  Botany,  Chemistry, 
Russian,  French,  German,  Drawing, 
Latin,  Arithmetic  and  Algebra. 

Cookery  Books 

By  May  Byron 

6  Titles,   $1.00  Per  Vol. 
How   to   Save   Cookery 
Cake  Book 
Vegetable  Book 

Jam  Book — Preserving  Without  Sugar. 
Pot  Luck 
Pudding   Book 
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NEW  BOOKS 


The  Years  for  Rachel 

By  Berta  Ruck  $1.35 

But  what  of  Rachel?  The  modern 
fiancee  might  wonder  how  those  years 
seemed  to  her.  "Well,  perhaps  I,  Owen 
Brook,  aged  twenty-eight,  ought  to  be 
able  to  give  an  opinion.  My  own  was  a 
long  engagement.  It  lasted  nearly  ten 
years.     This  is  the  story  of  it." 

Captain  Kettle's  Bit 

By  C.  J.  Cutcliffe  Hyne  $1.35 

Our  old  friend,  Captain  Sir  Owen 
Kettle,  K.C.B.,  has  emerged  from  his 
well-earned  retirement  on  the  Wharfe- 
dale  farm,  and  is  bearing  a  hand  at 
the  war.  His  experiences  are  told  in 
"Captain  Kettle's  Bit."  Over  three  mil- 
lion copies  of  the  earlier  Captain  Kettle 
books  have  been  sold.  We  wonder  what 
will  be  the  sales,  of  the  newest  recruit 
to  their  number,  "Captain  Kettle's  Bit." 

The  Human  Touch 

By  "Sapper"  $1.35 

"The  Human  Touch" — that  is,  if  you 
come  to  think  of  it,  the  intimate  touch 
which  has  made  Sapper's  books  appeal 
to  a  wider  circle  than  any  other  war 
writer.  He  tells  in  his  inimitable  way 
of  the  human  side  of  the  conflict,  he 
pictures  and  you  see  the  men  behind  the 
guns.  There  are  many  laughs  on  Sap- 
per's  pages — many  lessons,  too. 


The  White  Eagle  of  Poland 

E.  F.  Benson 


$1.50 


Authoritative  Life  of  Lord  North - 

cliffe.        Max  Pemberton  $1.50 

British  Aircraft  Industry 

Published  for  "The  Times"    '      $1.50  Net 

Whizzbangs  and  Woodbines 

J.  O.  Durell  $1.25 


The  Fugitive  Detective 

By  Hulbert  Footner  $1.35 

"The  Fugitive  Detective"  is  a  rattling 
good  story,  breathless,  pauseless,  full  of 
life  and  go.  In  Hulbert  Footner  the 
public  has  found  the  adventure  story- 
writer  par  excellence.  The  instant  suc- 
cess of  his  brilliant  romance,  "The  Sealed 
Valley,"  will  always  ensure  a  wide  wel- 
come for  a  new  book  from  the  same 
masterly  hand. 

The  New  Moon 

By  Oliver  Onions  $1.35 

"The  New  Moon,"  gleaming  hopefully 
through  a  sinister  tangle  of  barbed  wire 
— this  is  to  be  the  cover.  This  also  is 
the  note  of  the  book,  which,  beyond  the 
darkness  and  destruction  of  these-  years 
of  war,  sees  hope  and  vouth,  the  joy 
of  growing  things  and  a  clean  and  happy 
and  prosperous  England  yet  to  be. 

The  New  Revelation 

By  Arthur  Conan  Doyle  $1.00 

A  notable  contribution  to  the  literature 
of  Physical  Research,  a  connecting  link 
between  the  scientific  and  the  religious 
phases  of  the  movement.  In  Sir  Arthur 
Conan  Doyle  another  distinguished  mind 
has  been  added  to  the  ranks  of  the 
spiritualists,  and  his  account  of  the  pro- 
cess of  his  conversion,  in  experiments 
extending  over  a  period  of  thirty  years, 
compels  the  respect  of  the  most  skeptical 


Camauflage 

Phyllis  Austin 

$1.35 

The  Tale  of  Mr.  Tubbs 

J.  E.  Buckrose 

$1.35 

Flower  o'  the  Lily 

Baroness  Orczy 

$1.35 

Invalided  Out 

Ruby  Ayres 

$1.25 

Send  for  our  complete  catalogue  to-day 
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Editorial  Chronicle  and  Comment 


THE  SUCCESSFUL  BOOKSTORE 

IN  using  the  term  "Bookstore"  here  it  is  meant  in 
the  broader  sense  as  being  characteristic  of  the 
stores  in  Canada  which  are  known  by  that  term  but 
in  which  stationery  and  other  kindred  lines  are 
sold    in  addition  to  bonks. 

There  are  those  who  seek  to  ridicule  these  Cana- 
dian bookstores  because  they  are  not  restricted  to  the 
selling  of  books  to  the  exclusion  of  all  other  merchan- 
dise. 

It  is  all  very  well  to  adopt  this  large  manner  and 
to  contrast  these  stores  with  long-established  and  suc- 
cessful bookstores  in  older  lands,  but  let  any  of  these 
captious  critics  themselves  try  to  conduct  an  exclusive 
bookstore  in  a  moderate  sized  town  in  Canada  and 
after  one  year's  experience  he  will  either  be  converted 
to  the  Canadian  plan  of  conducting  them  or  be  out 
of  business  altogether. 

Now,  from  the  tone  of  the  foregoing  remarks,  the 
reader  has  probably  concluded  that  this  is  a  defence 
of  the  average  Canadian  bookstore  as  it  is;  but  in- 
stead of  that  we  will  seek  to  show  that  these  stores, 
with  a  few  favorable  exceptions,  do  not  approximate 
what  the  "Canadian  plan"  bookstore  should  really 
be. 

This  plan,  which  we  approve,  is  to  carry  in  addi- 
tion to  a  stock  of  books,  such  lines  as  stationery,  office 
specialties,  art  publications,  novelties,  line  leather 
goods  and  fancy  goods  for  Christmas  trade  as  well  as 
certain  other  lines,  according  to  local  condition-. 
That  may  sound  like  a  large  order  and  may  seem  to 
make  it  difficult  to  conduct  a  really  high  class  store 
ensuring  adequate  stock  and  attention  to  these  varied 
classes  of  merchandise,  but  it  is  being  done,  perhaps 
the  most  notable  examples  being  the  highly  or- 
uanized  department  stores  in  the  larger  cities. 

The  secret  is  to  definitely  organize  the  business 
for  the  merchandising  of  certain  specified  lines.  That 
is  the  way  to  prevent  stores  from  degenerating  into  a 
nondescript  variety  shop  of  the  sort  facetiously  refer- 
red to  in  patronizing  tones  by  local  wags,  as  '■junk 
shops." 

There  are  many  such  stores  among  the  alleged 
''bookstores"  of  Canada.  These  are  not  the  success- 
ful bookstores.  It  is  a  recognized  fact  that  there  are 
very  few  fortunes  of  even  a  moderate  size  accumulat- 
ed through  the  retail  book  and  stationery  business. 
The  showing  in  this  respect  is  poor  as  against  what 
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is  done  in  certain  other  branches  of  retailing,  the 
hardware  business  for  instance:  but  "success"  is  not 
always  measured  by  the  building  up  of  riches. 

A  man  who  can  conduct  a  bookstore  approaching 
the  model  indicated  in  the  foregoing,  deriving  from 
it  only  a  moderate  income  through  life,  will  yet  have 
-cored  success  in  the  truest  sense  of  the  word,  because 
such  a  career  will  have  necessarily  resulted  in  achiev- 
ing an  enviable  position  in  the  community  for  such 
a,  bookseller.  His  store  will  have  become  a  source  of 
pride  to  the  town  in  which  it  is  situated  and  a  radiat- 
ing centre  of  culture  and  educational  progress. 

Is  not  the  realization  of  such  an  end  a  source  of 
greater  contentment  for  the  evening  of  life  than 
amassing  great  wealth  in  less  influential  vocations, 
considered  from  the  standpoint  of  the  help  a  book- 
store can  he  in  promoting  life's  best  interests? 

It  will  be  appreciated  that  in  such  a  life  program, 
the  hook  end  of  the  business  must  necessarily  be 
patiently  and  continuously  cultivated. 

Let  this  aspect  of  success  he  the  inspiration  for 
the  booksellers  of  Canada  ami  may  each  of  them  seek 
for  an  early  realization  of  conducting  such  book- 
Stores. 


STUDY  TURN-OVER 

THE  merchant  who  -Indies  "turn-over"  rather 
than  quantity  price  advantages  is  the  one  who 
will  make  the  most  money. 

Tf  you  make  10  per  cent,  net  on  certain  goods. 
after  figuring  in  the  proportion  of  all  expenses  of 
doing  business,  and  you  turn  over  that  stock  five 
times  within  a  year,  you  make  50  per  cent,  on  the 
amount  of  money  invested  in  those  goods.  That  is 
obvious  isn't  it?  It  is  just  as  plain  that  if  you  make 
the  same  percentage  of  net  profit  but  turn  your 
stock  only  twice  the  profit  on  investment  is  only  20 
per  cent. 

These  facts  are  especially  important  for  begin- 
ners in  the  retail  business  to  study.  Many  of  them, 
by  reason  of  necessity  are  obliged  to  -ail  close  to  the 
wind  because  of  limited  capital.  They  naturally 
keep  down  expenses,  order  goods  in  comparatively 
small  quantities.  They  turn  their  stock  several  times 
a  year  and  they  make  money. 

The  business  grows  and  the  same  rigid  policy  in 
buying  is  not  so  necessary.  The  lower  price  bait,  for 
quantity  buying,  tempts  and  many  such  a  merchant 
falls   into   a   trap   right    there.      His   shelves   become 


BOOKSELLER    AND    STATIONER 


overstocked  and  he  must  naturally  pay  taxes,  insur- 
ance and  interest  on  the  overstock.  Then  when  an- 
nual inventory  time  rolls  round  the  discovery  is 
made  that  the  year's  business  has  not  heen  nearly  so 
profitable  in  proportion  to  the  relative  size  of  the 
stock-in-trade  as  compared  with  earlier  years. 

This  danger  of  tying  up  capital  must  ever  he 
guarded  against  and  so  should  scattered  purchases. 
Five  per  cent,  apparently  saved  in  too  heavy  buying 
is  more  than  eaten  up  by  resultant  waste  in  payment 
of  taxes,  insurance  and  interest. 

The  small  retailer  to  build  soundly  must  guard 
against  the  pitfall  of  over-buying. 


WATCH  INSURANCE 

WITH  the  rapid  changes  which  are  taking  place 
in  the  price  of  all  classes  of  merchandise  it  is 
very  necessary  that  merchants  see  that  they  give  fre- 
quent attention  to  their  fire  insurance.  Many  stores 
were  insured  at  the  outbreak  of  tbe  war  on  the  basis 
of  the  value  of  the  goods  then  on  their  shelves  and 
have  not  made  any  provision  since  for  the  vast  in- 
crease in  the  value  of  their  stocks.  There  have  been 
a  great  many  fires  during  the  past  couple  of  years 
and  they  have  not  shown  any  pass-over  favor  to 
book  and  stationery  stores.  It  would  be  wise  there- 
fore to  see  that  your  insurance  covers  your  merchan- 
dise on  the  basis  of  its  present  value.  One  wholesaler 
said  a  few  days  ago  that  at  least  every  six  months  he 
makes  special  provision  for  the  increased  value  of 
his  goods  and  sometimes  with  special  shipments 
coming  in  the  adjustment  is  more  frequent. 


ORGANIZE  ! 

ONCE  again  has  the  value  of  trade  organization 
been  demonstrated.  The  latest  evidence  is  the 
advice  that  has  been  received  by  the  Greeting  Card 
and  Postcard  Association  from  the  War  Trade  Board, 
at  Ottawa,  to  the  effect  that  the  embargo  on  greeting- 
cards  and  postcards  is  not  to  be  enforced  at  present. 

No  guarantee  is  given  as  to  the  future  because 
of  the  uncertainty  as  to  what  it  has  in  store,  but 
it  is  reasonable  to  presume  that  there  will  be  no 
embargo  this  year  and  also  to  anticipate  that  this 
will  be  true  of  next  year  as  well  for  the  same  reasons 
that  led  to  this  revision  of  the  schedule,  leaving 
greeting  cards  and  postcards  free  of  embargo  at  this 
time. 

Is  there  anybody  in  the  trade  who  thinks  that 
there  would  have  been  this  favorable  outcome  but 
for  the  organized  action  of  the  jobbing  firms  as 
members  of  the  Greeting  Card  and  Postcard  Asso- 
ciation? 

The  retail  booksellers  and  stationers,  too,  should 
be  organized  throughout  Canada.  When  are  the 
leading  men  of  the  trade  going  to  take  the  neces- 
sary steps  to  this  end? 


GOOD  CROPS  ASSURED. 

WESTERN  crop  reports  have  been  especially 
favorable  during  the  past  few  weeks  and  a 
total  of  150,000,000  bushels  of  wheat  is  now  con- 
fidently looked  for.  This  circumstance,  together 
with  the  fact  that  the  average  Westerner  has  a  tidy 
surplus  as  a  result  of  the  highly  profitable  war  prices 
of  the  last  two  years,  augurs  well  for  the  continuance 
of  prosperity  throughout  Western  Canada.  Very 
large  areas  of  land  have  been  prepared  for  next 
year's  crops. 

In  Eastern  Canada,  conditions  continue  to  show 
a  better  than  average  crop.  Threshing  returns  are 
coming  in  and  yields  of  grain  are  extremely  good. 
Splendid  weather  has  attended  harvesting  operations, 
and  grain  was  flattened  very  little,  consequently, 
filling  of  the  berry  has  been  good  and  some  splendid 
samples  of  spring  wheat  have  already  been  marketed. 


THE  MEASURE  OF  A  REAL  MAN 

THERE  have  been  many  incidents  in  the  great 
war  to  show  that  Kaiser  William  is  not  a  big 
man  in  any  sense  of  the  word  but  an  incident  oc- 
curred recently  which  illustrates  strikingly  how 
mean  and  selfish  he  is  when  measured  by  the  stand- 
ards which  have  made  the  whole  world  acknowledge 
the  great  heartedness  of  a  big  man,  Abraham  Lin- 
coln. Compare  the  following  letters  and  contract  the 
unfeeling  egoism  of  the  Hun  ruler  with  the  broad 
human  sympathy  and  understanding  shown  by  Lin- 
coln. It  may  be  interesting  to  note  also  that  Frau 
Meter,  the  German  mother  to  whom  the  Kaiser  di- 
rected his  letter,  has  joined  the  street  beggars  in  Bel- 
menshors,  Oldenburg,  in  an  effort  to  make  a  living. 
These  are  the  letters: 


The  Kaiser's  Letter 

"His  Majesty  the  Kaiser 
hears  that  you  have  sacri- 
ficed nine  sons  in  defence  of 
the  Fatherland  in  the  pres- 
ent war.  His  Majesty  is 
immensely  gratified  at  the 
fact,  and  in  recognition  is 
pleased  to  send  you  his 
photograph,  with  frame 
and  autograph  signature." 


Lincoln's  Letter 

"Dear  Madam,  —  I  have 
been  shown  in  the  files  of 
the  War  Department  a 
statement  of  the  Adjutant- 
General  of  Massachusetts 
that  you  are  the  mother  of 
five  sons  who  have  died 
gloriously  on  the  field  of 
battle.  I  feel  how  weak  and 
fruitless  must  be  any  words 
of  mine  which  should  at- 
tempt to  beguile  you  from 
the  grief  of  a  loss  so  over- 
whelming. But  I  cannot  re- 
frain from  tendering  to  you 
the  consolation  that  may  be 
found  in  the  thanks  of  the 
Republic  they  died  to  save. 
I  pray  that  our  Heavenly 
Father  may  assuage  the 
anguish  of  your  bereave- 
ment and  leave  you  only  the 
cherished  memory  of  the 
loved  and  lost,  and  the 
solemn  pride  that  must  be 
yours  to  have  laid  so  costly 
a  sacrifice  upon  the  altar  of 
freedom." 
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The  Novelty  Store  is  the  name  of  Geo. 
D.  Neima's  new  stationery  store  in  Tren- 
ton, Ontario. 

The  Eaton  Crane  &  Pike  Co.  on  July 
29  increased  the  wages  of  1,200  em- 
ployes by  20  per  cent,  superseding  the 
emergency  bonus  of  10  per  cent,  in  effect 
for  the  past  year  and  a  half. 

Among  the  bookmen  who  appreciate 
BOOKSELLER  AND  STATIONER 
highly  is  T.  J.  Wolfar,  manager  of  the 
Montreal  Book  Room.  "I  open  it  with 
my  regular  mail,"  he  remarked,  thus  put- 
ting it  in  first  class  mail  matter. 

J.  Jefferson  Jones,  manager  for  John 
Lane  Company,  New  York,  and  W.  C. 
Ball,  Canadian  agent  for  John  Lane,  had 
a  pleasant  week-end  party  with  Profes- 
sor Stephen  Leacock  at  his  Orillia 
bungalow.  Mr.  Jones  also  spent  a  few 
days  with  Mr.  Ball  at  Oakville. 

The  death  occurred  in  Montreal  on 
July  6  after  an  extended  illness  of  Ella 
McKergow,  wife  of  Alfred  T.  Chapman 
of  Chapman's  Bookstore  of  that  city.  Mr. 
Chapman's  friends  throughout  the  book 
trade  of  Canada  will  join  in  extending 
sympathy. 

Henry  H.  Hoyns,  vice-president  of 
Harper  &  Brothers,  the  New  York  pub- 
lishing house,  was  a  visitor  in  Toronto 
in  August.  He  is  keenly  interested  in 
aviation  and  visited  the  local  aviation 
camps  in  company  with  Mr.  Musson  of 
the    Musson    Book    Co. 

Amongst  the  many  brave  Canadian 
soldiers  who  have  given  their  lives  for  the 
Empire,  is  Herbert  Furby,  of  Yorkton, 
Saskatchewan,  Canada,  and  formerly  of 
Bridlington.  A  brass  tablet  to  his  mem- 
ory has  been  erected  in  Yorkton  Parish 
Church  by  the  parishioners.  His  father, 
the  late  Mr.  John  William  Furby,  was  the 
elder  son  of  Mr.  George  Furby,  printer 
and  stationer,  Bridlington. — The  Station- 
ery World  (England). 

ESCH  CO.  IN  NEW  STORE 

Edmonton,  Aug.  15. — After  occupying 
their  premises  on  Jasper  avenue  for  six 
years,  A.  H.  Esch  and  Company,  one  of 
the  city's  largest  stationery  firms,  have 
moved  to  their  new  store  on  the  opposite 
corner  of  104th  street  and  Jasper,  the 
building  formerly  occupied  by  the  Cecil 
hotel  hotel.  The  hotel  management  has 
removed  their  office  and  rotunda  to  the 
upper  part  of  the  building. 

The  company  will  continue  to  sell  their 
former  lines  of  goods,  and  will  keep  up 
their  amateur  photo  finishing  depart- 
ment which  has  been  well  patronized 
both  by  city  and  out  of  town  customers. 


The  store  that  they  now  occupy  will 
make  the  firm  one  of  the  largest  sta- 
tionery and  photographic  supply  estab- 
lishments in  Western  Canada.  The  op- 
portunities for  window  displays  are  ex- 
cellent as  three  large  windows  face 
Jasper  and  three  look  out  on  104th  street. 
The  ground  floor  includes  the  old  ro- 
tunda, and  dining  room  of  the  Cecil 
hotel,  and  the  whole  of  the  basement  will 
be  used  also.  The  walls  and  ceiling  dec- 
orations have  all  been  retouched  in  keep- 
ing with  the  store  fixtures,  and  the  light- 
ing system  of  the  new  premises,  which 
is  on  a  large  scale  amounts  to  over  five 
thousand  candle  power.  The  doorway  of 
the  store  has  been  entirely  altered,  and 
looks  far  more  attractive  in  its  present 
form. 

STATIONER  LEFT  $166,580 

The  Toronto  General  Trust  Corpora- 
tion has  applied  for  probate  of  the  will 
of  the  late  R.  B.  Whyte,  wholesale  sta- 
tioner, president  of  the  firm  of  J.  G. 
Whyte  &  Sons,  Ltd.,  60  Rideau  St.,  Ot- 
tawa. 

The  estate  consists  in  of,  realty  $106,- 
310,  bonds  $2,040,  mortgages  $1,341, 
stocks  including  stock  in  the  firm  of  J. 
G.  Whyte  &  Sons,  Ltd.,  $29,210;  notes 
$7,788,  moneys  due  estate  $13,050,  cash 
$599,  farm  stock  and  implements  $4,189, 
furniture,  etc.,  $1,500. 

DEATH  OF  WM.  B.  BOORUM 

Wm.  B.  Boorum,  Jr.,  vice-president  of 
the  Boorum  &  Pease  Loose  Leaf  Co.,  and 
president  of  the  Boorum  &  Pease  Loose 
Leaf  Book  Company,  died  at  the  Post- 
Graduate  Hospital,  New  York  City,  on 
Thursday  morning,  July  25th.  His 
death  occurred  from  the  consequences  of 
a  serious  operation  from  which  he  was 
supposed  to  be  recovering,  but  after  the 
usual  period  of  danger  was  past,  compli- 
cations ensued.  Mr.  Boorum  was  born  in 
Brooklyn,  39  years  ago.  He  was  the 
second  son  of  Wm.  B.  Boorum,  the 
founder  of  the  company.  Mr.  Boorum's 
elder  son,  Charles  L.  Boorum,  who  was 
also  connected  with  the  Company,  died  in 
1897,  leaving  Wm.  B.  Boorum,  Jr.,  the 
only  representative  of  the  family  actu- 
ally engaged  in  the  business. 

CHINA'S    FIRST    PENCIL    FACTORY 

The  official  opening  of  the  pencil  fac- 
tory of  the  China  Pencil  Co.  Ltd.,  an 
Anglo-Chinese  venture,  with  a  nominal 
capital  of  $100,000  Mexican  ($80,000), 
has  just  taken  place.  The  machinery  in- 
stalled is  from  Japan,  and  the  factory  is 
in  charge  of  a  Japanese  expert.  The  pres- 
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ent  output  is  estimated  at  100  gross  daily, 
and  it  is  expected  that  200  gross  will  be 
reached.  The  general  impression  is  that 
the  output  compares  favorably  with  the 
products  of  enemy  manufacture. 

MARLEY  TO  CHICAGO 

J.  N.  Marley,  who  for  a  number  of 
years  has  represented  the  L.  E.  Water- 
man Company,  in  Canada,  latterly  as 
head  of  the  sales  department  at  head- 
quarters in  Montreal,  has  been  promoted 
to  the  Chicago  and  Middle  West  office, 
succeeding  E.  J.  Kastner,  who  was  form- 
erly Montreal  manager.  Mr.  Kastner  has 
been  moved  to  the  head  office  in  New 
York. 

REMINISCENT  OF  1878 

An  interesting  souvenir  comes  to  the 
editor  from  Walter  J.  Barr  of  the  Gold- 
smith Stock  Co.,  which  succeeded  the  old 
wholesale  jewellery  firm  of  Robert 
Wilkes.  It  is  a  replica  of  a  petition 
drawn  up  by  Mr.  Barr  in  May,  1878, 
when  the  Queen's  birthday  fell  on  a 
Friday,  to  have  the  wholesale  jewellery, 
stationery,  fancy  goods  and  hardware 
houses  close  on  the  25th  as  well.  The 
signatories  include  the  Copp-Clark  Co., 
Brown  Bros..  William  Warwick,  Nerlich 
&  Co.,  Adam  Miller  &  Co.,  Barber  & 
Ellis,  James  Campbell  &  Co.,  H.  A.  Nel- 
son &  Sons,  as  representing  the  station- 
ery and  fancy  goods  wholesalers. 

An  announcement  comes  from  Mc- 
Clelland, Goodchild  &  Stewart,  of  the 
withdrawal  from  the  firm  of  F.  D.  Good- 
child.  Mr.  McClelland  and  Mr.  Stewart 
have  purchased  Mr.  Goodchild's  interest 
and  the  business  continues  without  fur- 
ther change. 

Sergeant  F.  Mellor  of  336  Don  Mills 
Road,  Toronto,  was  among  those  killed 
in  action  in  France  last  month.  Before 
enlisting  he  was  employed  at  the  Art 
Metropole,  Toronto. 

Pte.  James  Taylor,  a  former  employee 
of  Staunton's  Ltd.,  was  killed  in  action 
in  France  last  month.  He  enlisted  in 
1916  with  a  Highland  unit. 


DRUMS  AFAR 

John  Murray  Gibbon,  author  of 
"Hearts  and  Faces,"  has  written  an  in- 
ternational romance  with  a  war  tinge 
entitled  "Drums  Afar,"  which  is  to  come 
within  a  few  weeks.  It  deals  with  the 
love  affairs  of  an  Oxford  man  and  a 
Chicago  girl  in  Germany,  England,  Am- 
erica and  then  in  England  again,  later, 
under  the  stress  of  war. 


THE  OUTLOOK   AS  AFFECTING  PAPER  AND  PENCIL  PRICES 

Member  of  the  Catalog  Commission  of  the  National  Association  of  Stationers  and 
Manufacturers  Reviews  the  Sitiation  Regarding  Two  Important 

Stationery  Items 


PAPER  is  one  of  the  leading  basic 
commodities  upon  which  the  busi- 
ness of  the  commercial  stationer  is 
built.  The  article  itself,  both  in  its 
ruled  and  unruled  forms,  is  handled  by 
every  dealer  and  it  enters  into  the  con- 
struction of  a  large  variety  of  goods.  A 
review  of  the  paper  market,  therefore, 
presents  a  fair  indication  of  the  heavy 
advances  which  have  been  made  on  this 
product  to  date  and  of  the  further  ad- 
vances which  may  be  expected  in  the 
future;  advances  which  will  not  only  af- 
fect the  prices  of  this  commodity,  but 
also  of  every  class  of  goods  made  from 
it. 

The  causes  leading  to  the  present 
situation  and  which  will  continue  to  be- 
come more  critical  during  the  war,  and 
for  some  time  following  the  war,  are  the 
diminishing  supply  and  high  cost  of  raw 
material,  the  scarcity  and  high  price  of 
labor,  the  difficulty  of  obtaining  mill 
supplies  and  machinery  for  replace- 
ments, the  transportation  situation,  the 
high  rates  of  freight,  and  many  other 
contributing  factors  which  are  familiar 
to  every  manufacturer. 

It  is  the  opinion  of  one  leading  paper- 
maker  that  prices  will  advance  at  least 


fifty  per  cent,  each  year  during  the  pro- 
gress of  the  war.  This,  he  claims,  has 
been  the  case  in  France  and  Italy  and 
in  prior  wars,  and  there  is  no  reason 
why  the  same  economic  rules  should  not 
apply  at  the   present  time. 

In  the  face  of  reduced  importations, 
vast  quantities  of  rags  are  now  being 
used  for  the  manufacture  of  gun  cotton 
and  shoddy  for  clothing;  this  constantly 
increasing  demand  for  rags  for  these 
purposes  having  a  tendency  to  largely  in- 
crease their  cost.  The  situation  is 
further  complicated  by  a  prospect  of  the 
Government's  reducing  the  production  of 
paper,  for  the  purpose  of  conserving  the 
supply  of  this  very  important  material 
for  war  munitions  and  for  the  further 
purpose  of  economizing  the  use  of  fuel. 

In  view  of  these  conditions  it  must 
be  apparent  to  every  dealer  in  station- 
ery and  office  supplies  that  further  ad 
vances  must  be  expected  in  the  prices  of 
paper  and  of  all  articles  made  in  whole 
or  in  part  from  paper. 

The  situation  relative  to  the  pencil  in- 
dustry is  very  similar.  The  pencil  com- 
panies' production  has  been  heavily  over- 
sold, due  in  a  large  measure  to  the  en- 
ormous quantities  used  by  the  Govern- 
ment  and   the    many   new   industries   en- 


gaged in  war  work.  Increased  produc- 
tion has  been  made  impossible  by  reason 
of  the  difficulty  in  obtaining  labor;  many 
of  their  skilled  mechanics  having  Seen 
taken  by  the  ship  building  plants  and 
munition  makers  and  their  female  op- 
eratives having  drifted  in  large  numbers 
to  concerns  engaged  in  war  work. 

In  order  to  render  better  service  to 
customers,  manufacturers  are  now  en- 
deavoring to  conserve  as  much  as  possi- 
ble every  operation  that  will  save  labor, 
and  to  this  end  many  popular  numbers 
of  pencils  have  been  dropped  or  tempor- 
arily  discontinued. 

Increasing  costs  of  raw  materials  and 
the  high  prices  of  labor  have  caused 
material  advances  in  the  cost  of  pencils, 
and  further  advances  may  be  expected. 
The  most  serious  aspect  of  the  situa- 
tion, however,  is  the  daily  increasing  dif- 
ficulty of  obtaining  sufficient  goods  to 
meet  the  demands  of  customers. 

The  conditions  described  as  they  relate 
to  the  paper  and  pencil  industries  may  be 
also  applied  to  those  manufacturers 
making  goods  from  cloth,  canvas,  leath- 
er, rubber,  metals,  wood  and  glass,  and 
create  a  situation  never  before  exper- 
ienced in  the  stationery  trade. 


A  COST  RECORD  FOR  STATIONERY  ITEMS 

Description  of  a  Record  Used  by  One  Dealer — All  Information  is  Contained  on  Cards 

in  an  Index 


AS  stationers  get  more  into  the 
"habit"  of  keeping  tab  on  their 
business  by  means  of  written 
records  a  system  for  making  entries  of 
stationery  items  becomes  more  essential. 
The  necessity  for  having  some  handy 
record  of  what  the  goods  cost  other  than 
the  filed  invoice  is  becoming  more  ap- 
parent, not  only  for  the  purpose  of  com- 
parison but  to  make  adjustments  on  the 
resale   price. 

As  your  business  is  properly  figured 
on  the  cost  of  the  goods  you  sell  a  record 
of  these  costs  that  is  readily  accessible 
is  a  prime  requisite  in  the  store  of  every 
stationer  who  i=  co^du'*'1,1"  *»'*  ,,''i;rf  - 
on  the  proper  basis.  Invoices  are  not 
always  filed  correctly,  or  they  are  lost, 
or  in  any  case  they  are  difficult  to  find 
several  months  after  they  have  been  re- 
ceived. A  permanent  cost  record  elimin- 
ates  all   this   extra   work   and    difficulty. 

Of  course,  the  keeping  of  a  cost  record 
under  present  conditions  is  not  the  sine- 
cure it  was  when  prices  were  fairly 
stable,  and  in  the  present  day  of  rapidly 
advancing  prices  many  merchants  are 
finding  the  cost  book  the  simpler  method. 
However,  for  keeping  track  of  cost,  name 
of  manufacturer,  resale  price,  etc..  the 
cost  record   which   has  been   used   by   a 


New  York  stationer  has  proved  its  value. 
This  record  consists  of  an  index  on  which 
each  class  of  stationery  is  centered  on 
cards  about  5  by  7  inches.  The  accom- 
panying   illustration    shows    one    of     the 


UNIT 
MARK 


Calendar    Pads 


Trade   Name  Cost   Mark       Resale    Price  Mfr's.    No. 


Example   of   card   used   in    cost   record    index. 


cards    on    which    calendar    pads    are    re- 
corded. 

At  the  top  of  the  card  is  written  the 

name  of  the  item  entered  on  the  index. 

Alongside     this,     designated     as     "unit 

mark,"   is   the   number   or   volume   which 

44 


is  ordinarily  ordered  of  this  article.  The 
first  column  on  the  card  is  reserved  for 
the  trade  name  of  the  item.  In  the  case 
of  calendar  pads,  for  instance,  the  trade 
name  "Gem,"  "Perfection,"  "Victor"  is 
written,  together  with  the  number  in  the 
manufacturer's  catalogue.  Under  the 
next  heading  is  placed  the  cost  mark.  The 
next  column  contains  the  sale  price  or 
mark,  and  in  the  last  column  is  placed 
a  number  which  designates  the  manu- 
facturer. This  dealer  gives  each  manu- 
facturer or  jobber  he  buys  from  a  num- 
ber, and  this  number  ic  u=°d  in  the  busi- 
ness of  the  store  instead  of  the  actual . 
name  both  for  the  sake  of  briefness  and 
secrecy.  The  filled  card  then  contains 
the  entire  information  concerning  the 
article  it  describes  without  in  any  man- 
ner divulging  information  to  those  who 
are  not  familiar  with  the  system  and 
who  are  not  acquainted  with  the  cost  and 
price  marks  and  the  designating  num- 
bers. 

While  as  before  noted  rapidly  chang- 
ing prices  somewhat  detract  from  the 
value  of  this  record,  at  the  present  time 
the  above  description  will  probably  offer 
suggestions  to  other  dealers  for  arrang- 
ing a  cost  record  suitable  for  their  indi- 
vidual   use. — "Geyer's    Stationer." 


THERE  IS  NOW  NO  DEFINITE  EMBARGO  ON 

GREETING  CARDS 

Efforts  of  the  Postcard  and  Greeting  Caid  Association  Rewarded  by  Considerable 

Success — No  Guarantee  as  to  Future 


SINCE  it  appearance  of  the  August 
issue  of  BOOKSELLER  AND  STA- 
TIONER, further  action  favorable  to 
the  interests  of  the  Postcard  and  Greet- 
ing Card  Association  has  been  taken  by 
the  War  Trade  Board  at  Ottawa  in  ac- 
cordance with  the  following  bulletin  to 
the  members  of  the  association  setting 
forth  the  correspondence  that  has  passed 
between  the  association  and  the  War 
Trade  Board: 

"August  22nd,  1918. 

Embargo  Greeting  Cards 

"We  are  including  in  this  circular,  cor- 
respondence between  your  association 
and  the  War  Trade  Board,  Ottawa.  Copy 
of  letter  dated  July  27  from  the  War 
Trade  Board  has  already  been  sent  you. 
"We  wrote  on  August  12th: 

"I  would  refer  you  to  my  letter  of 
July  23rd  and  your  reply  July  27th. 

"My  association  are  anxious  to  know 
what  decision  has  been  reached  re- 
garding the  future  importation  of  post 
cards  and  greeting  cards,  and  will  be 
obliged  if  you  will  communicate  with 
me  as  early  as  possible. 
"To  the  foregoing  letter  the  following 
telegram  was  received: 

"Ottawa,  August  15th,  1918. 
"Your    letter     twelfth     for     present 
licenses    being     granted     importation 
greeting  cards. 

"J.  W.  McConnell. 

"Director  of  Licenses." 
"This  reply  was  not  very  clear  and  the 
following  was  written  them: 

"August  16th,  1918. 
"We  are  in  receipt  of  your  telegram; 
the  above  is  not  quite  clear. 

"Are  we  to  understand  that  licenses 
will  be  granted  covering  importations 
for  greeting  cards  ordered  later  than 
June  5th?     Please  advise. 

"The  position  of  wholesale  importers 
is  this,  business  on  Christmas  greet- 
ing cards  was  completed  by  the  end  of 
June.  You  are  permitting  importation 
of  these  cards,  so  as  regards  this  por- 
tion of  the  business  everything  is  clear 
and  understood. 

"Between  now  and  September  1st 
wholesale  houses  send  out  their  travel- 
lers on  their  Fall  trips,  which  end  on 
November  30th.  It  is  usual  on  this 
trip  to  take  orders  for  Valentine, 
Easter,  and  birthday  cards  for  delivery 
in  January  and  February  next. 

"Members  of  our  association  have 
both  their  samples  and  travellers 
ready,  but  before  commencing  to  make 
sales  they  want  to  know  whether  or- 
ders booked  now  for  delivery  next 
January  and  February  can  be  imported 
under  license. 

"Naturally  our  members  cannot  go 
to  the  expense  of  selling  this  merchan- 
dise from  the  samples  now  in  their  pos- 
session unless  there  is  some  guarantee 


that  the  importers  will  be  able  to  ob- 
tain licenses  when  the  goods  are  ship- 
ped from  the  United  States  or  Great 
Britain  between  October  and  February. 
"We  trust  that  we  have  made  our 
position  clear  and  would  like  to  hear 
from  you  at  an  early  date. 
"To  our  letter  of  August  16th,  the  War 
Trade  Board  replied  as  follows: 

"August  20th,  1918. 
"I  have  your  letter  of  the  16th  inst. 
in  which  you  ask  if  members  of  your 
association  may  take  orders  for  de- 
livery of  greeting  cards,  etc.,  in  Janu- 
ary and  February  next. 

"In  reply  I  beg  to  state  that  the  War 
Trade  Board  is  not  in  a  position  to 
guarantee  that  import  license  would 
be  granted  for  this  length  of  time. 

"The  question  of  issuing  licenses  is 
to  be  determined  from  time  to  time 
and  depends  on  conditions  over  which 
we  have  no  control. 

"It  would,  therefore,  appear  wise  for 
you  to  make  sales  subject  to  rulings 
of  the  War  Trade  Board  at  the  par- 
ticular time  when  delivery  is  to  be 
made." 

"A  perusal  of  the  several  letters  re- 
ceived shows  that  licenses  will  continue 
to  be  granted  on  importations  of  post 
cards  and  greeting  cards,  irrespective  of 
the  date  orders  were  placed. 

"As  you  will  see  there  is  no  guarantee 
that  licenses  will  be  granted  for  any  de- 
finite period.  At  the  same  time  con- 
sideration should  be  given  to  the  fact 
that  no  definite  embargo  exists. 
"Yours  faithfully, 
Wm.  Banks, 

Sec. -Treasurer. 
John  Morgan, 

Asst. -Secretary." 


THE  PERILS  OF  A  PRIVATE 

Ted  Stanley  is  hailed  as  the  American 
Bairnsfather  and  big  thines  are  prog- 
nosticated for  his  book,  "The  Perils  of 
a  Private." 

"President  Wilson's  Great  Speeches 
and  Other  History-Making  Documents," 
is  an  Autumn  book  which  should  enable 
Canadian  booksellers  to  share  with  their 
American  brothers  in  the  big  business 
that  its  appearance  will  create. 

G.  K.  C.  ON  DIVORCE 

"The  Superstition  of  Divorce,"  by  G. 
K.  Chesterton,  is  one  of  the  notable  new 
books  for  this  season.  In  it  the  re- 
doubtable G.  K.  C.  attacks  the  system 
of  divorce.  Booksellers  will  be  quick  to 
appreciate  the  potentialities  of  a  book 
on  such  a  subject  by  so  notable  an 
author. 


NATIONAL  HONOR  TABLETS 

Illustrated  herewith  is  the  National 
Honor  Tablet  as  put  out  by  a  Toledo 
concern.  Doubtless  a  similar  tablet  with 
a  Canadian  design  will  soon  follow. 
These  tablets  sell  at  a  dollar  in  the 
U.  S.  They  are  made  of  metal,  copper- 
bronze  color,  ready  to  put  on  the  door, 
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THE    NATIONAL    HONOR    TABLET 

As     introduced     in     the     United     States — Canadian 

design    will    follow. 


a  weather-proof  permanent  mark  of 
distinction  that  will  be  prized  and  hand- 
ed down  from  generation  to  generation. 

There  are  two  separate  designs  with 
official  insignia  in  these  door  tablets  and 
also  Easel  Tablets  for  the  dresser,  man- 
tel or  table.  They  are  available  in  de- 
signs for  one,  two,  three  or  four  men 
from  the  same  home. 

These  National  Honor  Tablets  will 
make  appropriate  Christmas  presents 
sure  to  be  appreciated  in  the  home  of 
any  man  in  the  service. 

This  will  prove  another  quick  selling 
soldier  trade  specialty  for  stationers. 


"The   Tragedy   of  Quebec,"  by   Robert 
Sellers,  is  now  being  marketed  in  $1.25 
cloth   and   50c   paper  editions. 
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A  new  Canadian  novel  is  "The  Peace 
of  Roaring  River,"  by  George  Van 
Schaick,  author  of  "Sweet  Apple  Cove." 
It  is  a  strong  story  of  the  Canadian 
Northwest. 

"Save  It  for  the  Winter"  is  the  sig- 
nificant title  for  a  new  book  on  canning, 
preserving  and  pickling,  by  Frederick 
Rye  Rockwell,  being  a  guide  for  conserv- 
ing food  for  future  years. 

E.  K.  Means  writes  stories  of  Louis- 
iana negroes,  with  all  the  humor,  pathos 
and  inimitable  picturesqueness  which 
the  subject  affords.  They  appear  in  a 
volume  with  the  title  "E.  K.  Means." 


BOOKSELLER      AND     STATION  E  1! 


Profitless  u Leader"  Loses  Out 


ONE  very  interesting  by-product  of  the 
present  critical  merchandise  shortage  is 
not  getting  nearly  as  much  attention  as 
it  merits. 

This  is  the  practical  elimination  of  the  pro- 
fitless "leader"  used  in  stimulating  trade.  Job- 
bers, mail  order  houses  and  retailers— among 
them  leading  devotees  of  what  they  are  pleased 
to  call  the  "price  advertising"  idea — are  quit- 
ting or  abridging  this  practice  for  the  very 
good  reason  that  they  have  to. 

Merchandise  is  so  abnormally  high  that 
there  is  a  never-ending  struggle  on  the  part  of 
jobber  and  retailer  to  keep  prices  down  as  low 
as  possible  and  at  the  same  time  make  a  satis- 
factory net  profit.  If  consumers  could  only 
know  how  hard  a  job  it  is  to  fix  retail  prices 
these  days  there  would  he  a  lot  less  talk  about 
merchants  taking  advantage  of  every  possible 
excuse  for  advances.  Everybody  who  sells  mer- 
chandise for  a  living  has  to  figure  with  such  in- 
finite closeness  on  the  matter  of  price  that  he  is 
not  going  to  give  anything  away  if  he  can  help 
it.  Hence  the  doctrine  of  "give  your  customer  a 
part  of  what  you  would  pay  for  printed  advertis- 
ing" does  not  look  nearly  so  good  to  him. 

The  net  result  is  a  worth  while  increase  in 
profits  and  a  hard  jolt  for  an  advertising  prin- 
ciple that  has  done  more  than  its  share  in  stir- 
ring up  trouble  for  manufacturers. 

A  concrete  example  of  this  is  shown  by  a 
study  of  the  May  business  done  by  the  big  Chi- 
cago mail  order  houses.  In  the  face  of  a  de- 
crease in  sales  as  compared  with  those  of  a  year 
previous  a  worth  while  increase  in  profits  i- 
shown. 

This  condition  is  due  largely  to  the  fact  that 
the  mail  order  houses  are  charging  what  they 
really  ought  to  get  for  a  number  of  big  out- 
standing items  that  have  been  featured  hereto- 
fore for  advertising  purposes. 

You  can't  blame  the  people  for  buying  lead- 
ers when  leaders  are  offered.  But  it  is  well  to 
remember  just  the  same  that  when  leader  items 
are  not  available  people  are  going  to  buy  just 
the  same.  Otherwise  how  are  they  going  to  eat. 
have  things  to  wear  and  furnish  their  houses? 

Scars  and  Ward  never  did  make  a  great 
amount  of  profit  out  of  groceries,  comparatively 


speaking.  Their  groceries  were  priced  on  the 
principle  that  much  of  the  clamor  about  the 
high  cost  of  living  centres  around  the  things  the 
people  eat.  Save  a  man  money  on  his  food  and 
he  is  going  to  worry  less  about  what  he  pays 
for  clothes  and  house  furnishings.  The  leader 
idea  therefore  was  prominently  played  up  in 
the  grocery  end.  To-day  it  is  practically  out  of 
the  running. 

Similar  conditions  apply  in  other  lines  of 
merchandise.  The  mail  order  houses  and 
others  have  learned  that  they  need  not  pay 
such  a  price  to  get  business. 

The  lesson  even  is  working  down  to  the  one 
time  five  and  ten  cent  store.  This  store  which 
is  the  very  holy  place  of  the  leader  idea,  is  see- 
ing the  light  also.  It  has  learned  that  the  best 
kind  of  advertising  is  that  gained  through  let- 
ting people  know  that  the  store  is  the  home  of 
good  honest  values  in  every  line  rather  than  a 
place  of  spectacular  occasional  offerings  that  put 
the  whole  bargain  idea  under  suspicion.  They 
have  re-read  with  interest  the  story  about  the 
hoy  and  the  wolf.  They  have  found  out  that 
if  they  sell  a  tea  kettle  for  a  dime  to-day  that 
would  be  a  bargain  at  50  cents  they  are  going  to 
have  trouble  for  all  the  rest  of  their  natural 
lives  in  the  tea  kettle  line.  They  get  advertising 
all  right,  but  the  wrong  kind. 

The  war  has  forced  upon  five  and  ten-cent 
stores  a  condition  of  satisfactory  prosperity 
through  obliging  them  to  diversify  to  the  extent 
of  offering  higher  priced  lines. 

It  also  has  done  them  a  most  decided  benefit 
in  the  matter  of  present  and  future  profits  by 
obliging  them  to  change  their  ideas  about 
leader.-. 

Leading  merchandise  experts  unite  in  the 
assertion  that  for  many  a  year  to  come  there 
will  be  little  heard  in  this  country  about  lead- 
er-, either  in  wholesale  or  retail  selling.  They 
see  an  era  of  advertising  and  selling  in  which 
all  merchandise  will  be  sold  strictly  on  its  merits 
for  a  fair  price  that  can  mean  a  decent  profit 
to  all  concerned. 

It  ought  naturally  to  follow  that  prices  as  a 
whole  will  tend  to  be  more  satisfactory  to  the 
consumer.  Somebody  always  has  to  pay  the  bill 
for  leaders. — Prom  Printerg'  Ink. 
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RESTRICTIONS  IN   PAPETERIES 

New    Regulations    Imposed    on    United 
States  Paper  Mills 

IN  the  interests  of  conservation  the 
pulp  and  paper  section  of  the  War 
Industries  Board  of  the  United  States 
has  enjoined  the  manufacturers  of  pape- 
teries  and  their  appurtenances  in  ac- 
cordance with  the  following  regulations: 

Weight  of  Paper 

That  the  maximum  weight  of  all  loft 
dried  correspondence  and  wedding 
papers  be  substance  No.  32,  equivalent 
to  21  x  33—60  lbs.  to  500  sheets,  and 
that  the  maximum  weight  of  all  machine 
dried  correspondence  and  wedding  papers 
be  substance  No.  28,  equivalent  to  21  x 
33 — 52  lbs.  (Weight  of  wedding  card 
board  stock  see  paragraph  E,  writing). 

Colors 

That  the  number  of  colors  in  any  one 
grade  be  reduced  to  five,  exclusive  of 
white,  thereby  eliminating  approximate- 
ly thirty  to  thirty-five  tints  or  colors. 

Sizes 

That  no  manufacturer  be  permitted  to 
make  in  correspondence  sizes  more  than 
twenty-four,  eliminating  in  some  manu- 
facturers' lines  over  three  hundred  sizes, 
and  that  no  manufacturer  be  permitted 
to  make  any  wedding  sizes  more  than 
eight,  eliminating  in  some  lines  over 
ninety  sizes. 

Weddings 

That  in  manufacturing  wedding  in- 
vitations and  announcements  of  all 
kinds,  one  envelope  be  eliminated  and  a 
single  sheet  be  substituted  for  a  folded 
sheet,  thereby  effecting  a  saving  in 
wedding  paper  tonnage,  including  the  re- 
duction in  weights  of  over  60  per  cent. 
Sheets  to  be  boxed  in  250's  instead  of 
100's,  and  envelopes  to  be  boxed  in 
250's  instead  of  100's. 

Boards 

(a)  That  all  one  quire  papeteries  be 
boxed  in  boxes  not  over  1%  inches  deep, 
eliminating  1%,  1%,  1%,  2  inches  and 
deeper. 

(b)  That  all  flange  tops  and  bottoms, 
false  bottoms,  traps,  dummies  and 
drawers  in  all  boxes  of  every  kind  be 
eliminated. 

(c)  That  all  one-quire  boxes  be  wrap- 
ped in  wrapping  paper  instead  of  putting 
into  cartons. 

(d)  That  all  boxes  containing'  three 
quires  or  less  of  paper  or  cards  and 
envelopes  to  be  boxed  in  boxes  made 
from  No.  60  board  or  lighter,  and  boxes 
containing  over  three  quires  in  boxes 
made  from  No.  50  board  or  lighter. 

(c)  That  all  envelopes  put  up  in  bulk 
be  boxed  in  %  M's  or  more,  eliminating 
the  1/5  M's  and  100's,  and  anything 
under  V±  M's.  Boxes  to  be  made  from 
No.  60  board  or  lighter. 

(f)  That  all  bulk  papers  be  wrapped 
in  packages,  eliminating  all  boxes  ex- 
cepting paper  sold  by  the  ream,  which 
may  be  put  up  in  boxes  of  a  minimum 
of  y±  ream  each. 


Columbus  Was  a  Sticker 

OCTOBER  12,  long  years  ago, 
Columbus  heaved  a  sigh,  and 
pulled  his  boat  on  Yankee 
shore  and  landed  high  and  dry — and 
so  he  got  his  name  in  print,  we've 
read  it  forty  times,  in  histr'y's  prosy 
narrative,  or  else  in  jingling  rhymes. 
Columbus  was  a  sticker,  by  heck  he 
surely  was,  to  put  a  kink  ten  inches 
through  in  all  their  sailin'  laws. 

Folks  used  to  hold  that  if  they  sail- 
ed at  some  mad,  killing  pace,  their 
tub  some  day  would  disappear  and 
drop  off  into  space — that  big  black  men 
and  wunks  and  things  and  wizzled 
witches,  too,  would  pulverize  the  captain  and  feast  upon  the  crew. 

But  old  Chris  C,  he  didn't  give  a  rip  for  all  their  lore,  so  he  hired  a 
boat  one  sunny  day  and  started  to  explore. 

You  know  the  story,  course  you  do,  of  how  the  crew  kicked  up,  and 
said  he  had  a  flattened  head,  and  was  a  wall-eyed  pup.  They  planned  to 
hand  to  Chris  a  deal  that  was  both  cruel  and  raw — they'd  kick  his  shin 
bones  with  their  boots  and  whack  him  on  the  jaw. 

But  he  kept  sailin'  straight 
ahead,  chuck  full  of  hope  and  trust 
— to  find  some  new  untaken  place, 
or  in  the  effort  bust. 

And  when  the  thing  looked  just 
all  in  a  sailor  climbed  a  mast,  and 
opened  up  his  speaking  tubes  with 
one  almighty  blast — he'd  seen 
some  land  right  straight  ahead, 
they'd  hit  it  with  a  bump,  and  then 
they  'llowed  that  Christopher  was 
not  one  all-fired  chump. 

It's  been  the  same  thing  ever 
since,  the  man  who  don't  get  blue, 
but  sticks  right  to  his  diggin'  just 
like  a  hunk  of  glue — he  gets  there 
with  both  feet  on  top,  in  city  or  on 
farm — but  there  ain't  much  pros- 
pect for  the  man  who  crawls  be- 
neath the  barn. — ARK. 


(g)  That  no  box  be  put  up  containing 
less  than  one  quire  of  paper  and  en- 
velopes to  match.  Any  package  con- 
taining less  than  this  quantity  should 
be  enclosed  either  in  an  envelope  or 
paper  wrapper. 

Ribbons 

That  all  paper  and  envelopes  be  band- 
ed with  paper  bands,  eliminating  the  use 
of  all  ribbons,  cords,  ties,  etc. 

Card   Boxes 

That  all  correspondence  cards  be 
eliminated  excepting  one  size,  which  are 
to  be  packed  flat  in  boxes  not  over  2Vi 
inches  deep. 
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JJlack  Lines 

To  be  eliminated. 

Blotters 

Maximum  size  to  be  3%  x  5%. 
Display  Matter 

All  display  matter  discontinued. 


Montague  Free  is  the  author  of  a  book 
about  ready  entitled  "War  Gardens." 
The  author  gained  prestige  as  a  writer 
on  this  subject  by  reason  of  his  training 
in  the  famous  Kew  Gardens  in  London, 
England.  This  will  be  a  half-dollar 
book. 


Equipment^ 

Business  Systems 


TEN  SALES  IDEAS  FOR  RETAILING  LOOSE  LEAF 

These  Are  Practical,  Not  Merely  Theoretical,  Suggestions  on  Selling  Loose  Leaf — How 

Many  Can  be  Adopted  in  Your  Store? 


No.  1 

HERE  is  an  extremely  necessary 
requirement  that  many  stationers 
miss  out  on:  Know  corresponding 
numbers  in  all  the  prominent  lines,  in- 
cluding those  not  carried  in  your  store. 
Keep  on  hand  a  supply  of  catalogues  of 
various  manufacturers  to  help  you  and 
study  the  similar  and  divergent  points 
of  all  lines.  This  will  be  of  great  aid  to 
you  in  getting  together  your  talking 
points  for  your  own  line,  and  in  addi- 
tion by  knowing  corresponding  numbers 
you  will  be  enabled  to  meet  your  cus- 
tomers' exact  requirements  from  your 
own  line  when  an  item  from  another 
manufacturer  is  shown  you  as  what  the 
customer  wants. 

No.  2 

Go  after  the  big  orders — the  largest 
amount  of  loose  leaf  business  is  to  be 
secured  outside  of  the  store. 

It  requires  real  selling  ability  and  a 
thorough  knowledge  of  the  line  to  secure 
these  big  orders,  and  it  is  up  to  the 
dealer  to  secure  for  himself  and  his 
salesmen  the  latest  information  and 
ideas  on  sales.  The  manufacturer  claims 
that  he  has  to  sell  the  larger  customers 
direct,  because  of  the  dealer  or  his  staff 
not  being  sufficiently  posted  as  to  handle 
the  business  intelligently.  Why  permit 
this  profitable  business  to  get  away 
from  you  when  it  is  simply  a  matter  of 
experience,  and  information  and  their 
application?  If  the  manufacturer's 
salesman  stands  it,  so  can  you. 

No.  3 

Do  not  sell  a  transfer  or  storage 
binder  for  current  use.  If  your  customer 
is  in  doubt,  learn  for  what  purpose  the 
binder  is  to  be  used,  and  if  for  everyday 
use  show  your  customer  the  device  that 
is  better  adapted  for  his  purpose.  You 
must  remember  that  many  customers  are 
somewhat  hazy  on  loose  leaf  and  must 
depend  on  the  stationer's  judgment  as 
to  what  is  best  for  their  needs.  Don't 
be  afraid  to  ask  questions  of  your  cus- 
tomers. Few  will  resent  it,  if  you  ac- 
company the  query  by  statement  to  the 
effect  that  vou  want  to  help  in  the  pro- 
per  selection    of   the    rtoorls.      And    from 


your  questions  you  will  secure  informa- 
tion that  will  form  a  basis  for  further 
sales. 

No.  4 
Have  a  good  display  of  your  line  at 
all  times.  Never  let  a  number  become 
exhausted,  because  it's  dollars  to  dough- 
nuts that  if  you  do  you  will  have  a  call 
for  that  very  item.  A  sample  of  vari- 
ous binders  and  all  sheets  in  various 
forms  and  sizes  to  aid  your  customer 
must  be  on  hand  at  all  times  so  that 
there  will  be  no  excuse  for  a  lost  sale 
because  of  short  equipment.  Know  the 
best  style  of  device  and  type  of  binder 
to  cover  each  requirement  so  that  you 
can  advise  intelligently. 

No.  5 

Handle  one  or  two  good  lines  only.  By 
concentrating  you  can  present  a  better 
assortment  and  avoid  confusion  by  a 
multiplicity  of  samples.  It  has  been 
demonstrated  time  and  again  that  it  is 
possible  to  unsettle  the  customer's  judg- 
ment by  showing  a  number  of  items 
when  one  will  meet  his  requirements. 
Piling  up  sample  after  sample  for  the 
customer  to  select  from  proves  confus- 
ing. 

The  articles  may  be  very  similar,  and 
never  having  used  any  before,  the  buyer 
does  not  know  which  to  select,  and  prob- 
ably chooses  one  in  desperation  and  goes 
nut  with  the  thought  that  "maybe  he 
should  have  taken  the  other  instead." 
Use  discretion  in  showing  your  samples. 
There  is  happy  medium  between  piling 
them  up  in  hopeless  confusion  and  sim- 
piy  getting  out  the  nearest  one  at  hand. 

No.  6 

Don't  overlook  the  fact  that  in  giving 
specifications  the  binding  edge  is  always 
given  first,  centres  and  sizes  of  punch- 
ing, capacity  of  binders  following,  and 
that  all  the  specifications  must  be  clear 
and  concise.  You  will  probably  save  a 
lot  of  time  and  money  some  time  by  in- 
sisting on  a  rigid  observance  of  this  rule. 

No.  7 

Sell  binders  of  the  better  grade.  There 
is   no   economy   in   cheap   loose   leaf  de- 
vices.    A  good  device  will  last  for  many 
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years,  and  there  is  no  excuse  for  push- 
ing the  sale  of  cheap  ones.  No  customer 
is  ever  permanently  satisfied  with  a  sub- 
quality  binder,  even  if  the  price  seems 
attractive  at  first.  "The  recollection  of 
quality  remains  long  after  the  price  i-^ 
forgotten."  A  good  binder,  which  stands 
up  under  hard  usage,  remains  as  an  ad- 
vertisement of  your  store,  while  the  one 
which  does  not  do  its  full  duty,  even  if 
in  proportion  to  its  price,  creates  an 
impression  that  does  no  good  to  your 
establishment.  Business  men  want  good 
tools,  and  even  if  it  takes  a  little  educa- 
tional work  on  your  part,  and  possibly 
the  loss  of  one  or  two  sales,  talk,  sell 
and  insist  on  quality.  It  will  pay  in  the 
end. 

No.  8 
There  is  hardly  a  single  requirement 
of  any  line  of  business  that  is  not  cov- 
ered by  a  special  form  or  ruling.  Have 
a  supply  of  samples  of  all  of  these. 
Learn  the  business  in  which  your  cus- 
tomer is  engaged,  and  show  the  particu- 
lar form  to  fit  his  business.  Through 
su question  you  will  find  many  a  sale  not 
made  otherwise.  To  simply  stand  over 
the  samples  while  the  customer  selects 
what  he  thinks  he  ought  to  have  ca/I 
be  done  by  a  tailor's  dummy.  As  a  dealer 
in  business  supplies  you  must  know  what 
is  best  adapted  to  certain  businesses. 
This  is  service,  and  it  is  service  nowa- 
days that  is  selling  the  most  goods. 

No.  9 

Plan  a  good,  educational  selling  talk 
on  the  advantages  of  loose  leaf.  You 
must  realize  that  even  in  your  wide- 
awake town  there  are  many  firms  con- 
trolled by  individuals  who  know  little 
of  loose  leaf,  and  who  continue  to  use 
bound  books  when  loose  leaf  is  the  log- 
ical equipment.  Such  people  continue  to 
buy  bound  books  simply  because  the 
salesman  has  not  convinced  them  of  the 
advantages  of  loose  leaf,  and  in  many 
cases  it  will  merely  take  a  little  diplo- 
matic demonstration  to  tie  up  another 
loose  leaf  customer.  Here  is  an  excel- 
lent idea  along  this  line.  Start  a  sys- 
tematic campaign  with  bound  book  users 
(Continued   on  page  55) 
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A  DEPARTMENT  OF  FIRST-CLASS 
IMPORTANCE 

That  Should  be  True  of  the  Blank  Book  and  Loose  Leaf  Stock 
in  Every  Stationery  Store 


THE  introduction  and  rapid  in- 
crease in  the  use  of  loose-leaf 
ledgers  has  certainly  had  the  ef- 
fect of  retarding  the  growth  of  trade  in 
bound  blank  books,  but  there  is  still  a 
big  business  done  in  the  bound  books 
and  this  will  probably  always  be  true. 

In  recent  years  there  has  been  a  great 
increase  in  the  variety  of  both  large  and 
small  blank  books.  New  systems  in 
vogue  have  created  demands  for  special 
rulings  that  have  become  standardized. 
Columnar  books,  for  instance,  are  sold 
to  an  infinitely  greater  extent  than  they 
were  a  decade  ago  and  in  small  books 
there  are  many  items  that  were  not 
heard  of  at  all  before  the  20th  century. 
All  this,  together  with  the  rise  of  the 
loose-leaf  trade,  has  resulted  in  consti- 
tuting a  department  of  first  importance 
in  the  stationery  business. 

To  have  his  store  classed  as  one  that 
is  really  giving  adequate  service  to  a 
community,  the  stationer  must  show  ? 
reasonably  complete  assortment  of 
these  goods.  In  some  book  and  station- 
er stores,  even  in  the  larger  cities,  one 
fails  to  find  such  a  stock.  Persistent 
search  discloses  a  few  blank  books  in 
some  out  of  the  way  corner  and  the 
experiment  of  asking  for  specialties  in 
smaller  blank   books   will   in   nine   cases 


out  of  ten  bring  the  "not  in  stock"  re- 
ply. 

This  is  not  as  it  should  be  and  quite 
a  large  proportion  of  Canada's  station- 
ers are  open  to  criticism  on  this  score. 

On  the  other  hand  there  are  some 
live  stores  in  comparatively  small  towns 
that  carry  assortments  of  blank  books 
and  loose  leaf  books  that  would  do 
credit  to  a  city  store. 

When  the  traveler  advises  stocking 
these  goods  the  stationer  should  give 
ear  to  him.  Travelers  for  the  reputable 
houses  will  not  load  up  a  dealer  and 
even  if  occasionally  a  dealer  does  in- 
dulge in  over-buying  these  goods,  the 
result  is  not  serious  because  this  stock, 
if  properly  cared  for  in  the  store,  is 
"good  as  the  wheat" — a  great  contrast 
to  certain  other  goods  in  which  these 
merchants  sometimes  plunge  to  their 
subsequent  sorrow! 

In  impressing  upon  the  public  that  an 
adequate  stock  of  these  goods  is  carried 
in  the  store,  occasional  window  displays 
should  be  made  featuring  blank  books 
and  introducing  as  wide  a  variety  as 
possible.  Few  lines  sold  in  the  station- 
ery store  lend  themselves  more  readily 
to  interesting  window  displays  of  sales 
creating  calibre. 


BLANK  BOOK  ADVANCES 

The  trend  of  the  times  as  indicated  by 
news  given  in  the  August  issue  is  further 
supported  by  this  notice  to  the  trade  sent 
out  of  Boorum  &  Pease.  Continued  ad- 
vances in  costs  of  our  blank  books  neces- 
sitate further  changes  in  prices.  Notice 
of  June  10th  is  annulled,  and  in  place 
thereof  we  will  bill  all  orders  for  blank 
books,  etc.,  with  which  we  are  favored  at 
existing  prices,  with  an  addition  of  25  per 
cent,  added  to  foot  of  invoice  in  place  of 
12%   per  cent. 

The  condition  to  which  we  called  at- 
tention in  our  communication  of  June 
10th,  namely,  the  shortage  of  merchan- 
dise, is  now  in  a  very  acute  stage,  and, 
from  present  indications,  there  is  little 
possibility  of  relief  in  the  near  future. 


WALLPAPER  PRICES 

FOR  next  Spring  the  early  showings  of 
wall  paper  indicate  that  the  increase  in 
cost  will  be  from  15  to  25  per  cent.,  with 
an  average  of  about  twenty.  This  comes 
on  top  of  a  number  of  increases,  and 
makes  the  selling  of  paper  in  anything 
like  the  volume  of  a  couple  of  years  ago 
a  matter  that  requires  all  the  ingenuity 
of  the  salesman,  and  usually  more  than 
he  possesses.  The  cause  for  the  advance 
covers  not  only  higher  labor  cost,  but  a 
very  material  one  in  the  paper  itself.  All 
grades  of  paper  are  advancing  in  price 
and  wall  papers  are  feeling  this  with 
the  rest. 


"Spunyarn  and  Spindrift"  is  the  title 
of  a  new  book  of  poems  by  the  notable 
Irish   poet,  Norah   Holland. 


NUMEROUS  SALES,  OFT  REPEATED — MOST  PROFIT 

A  Line  That  Approximates  to  That  Formula  is  Typewriter  Supplies — This  Article  Tells 

Why 


IN  order  to  realize  greater  results 
from  the  sale  of  typewriter  ribbons 
and  carbon  papers  stationers  are 
urged  to  reorganize  this  department;  to 
seek  to  give  customers  adequate  service 
and  afford  them  sufficient  variety  in  these 
goods,  so  as  to  effectually  compete  with 
any  of  the  traveling  salesmen  who  are 
continually  going  after  trade  in  the 
various  towns  and  smaller  cities  ignor- 
ing the  services  of  the  retail  trade. 

The  local  dealers  should  remember  and 
impress  upon  their  customers  that  while 
their  own  costs  of  doing  business  have 
increased,  this  has  not  been  in  propor- 
tion to  the  increased  costs  of  traveling, 
especially  the  increases  in  rates  for  hotel 
accommodation. 

The  local  stationers  were  favorably 
situated  even  in  the  pre-war  days  to 
meet  this  competition  from  the  larger 
cities  and  they  are  in  a  much  better  posi- 
tion to-day  proportionately. 

All  this  constitutes  argument  in  favor 
of  further  consolidation  of  position  on 
the  part  of  the  local  stationer,  by  mak- 


ing the  best  possible  impression  with 
this  important  and  continually  growing 
branch  of  the  stationery  trade. 

Tell  customers  about  the  good  qualities 
of  the  ribbons  and  carbon  papers  you 
have  for  them.  Tell  them  of  the  price- 
advantage  of  buying  from  you. 

Use  window  displays  to  further  im- 
press upon  the  community  that  you  are 
in  the  typewriter  ribbon  and  carbon 
paper  business  to  their  advantage.  Make 
it  a  point  to  personally  interview  pros- 
pective customers  who  have  not  as  yet 
become  actual  buyers  of  these  goods  in 
your  store.  Tell  them  what  you  can  do 
for  them. 

The  goods  are  obtainable  for  you  to 
give  your  customers  the  best  possible 
value  which  you  can  buy  from  firms  who 
do  not  stab  the  retailer  in  the  back  by 
going  over  their  heads  direct  to  con- 
sumers. 

The  firms  who  are  selling  direct  are 
doing  so  at  a  much  higher  cost  of  do- 
ing business  than  if  they  were  to  market 
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their  products  through  the  regular  trade 
channels,  the  retail   trade. 

This  trade  in  carbon  paper,  typewriter 
ribbon,  typewriting  paper  and  other  ac- 
cessories for  stenographers,  is  not  beset 
with  bewildering  complexities  to  puzzle 
the  dealer  and  waste  his  time  in  long 
study  and  longer  explanations  to  possible 
purchasers.  It  is  a  clean-cut  business, 
well  defined,  the  goods  are  easy  to  sell, 
the  demand  for  them  exists.  All  that  re- 
mains is  for  the  alert  stationer  to  be 
genuinely  and  actively  alive  to  his  op- 
portunities by  going  right  out  to  get 
this  business. 

The  sales  will  be  numerous,  oft-repeat- 
ed and  the  turnover  and  consequent 
total  of  profits  for  the  year  will  convince 
the  stationer  that  he  can  spend  no  time 
to  better  advantage  than  that  devoted  to 
the  expansion  of  this  end  of  his  business. 


A  new  poultry  guide  just  issued  is 
Alfred  Gibson's  "My  Poultry  Day  by 
Day." 


BOOKSELLER      AND      STATIONER 


HANDBAGS  AND  PURSES 

THERE  is  quite  an  activity  among  buy- 
ers who  are  on  the  lookout  for  Christmas 
goods  in  leather.  During  the  weeks 
when  the  registration  card  cases  kept 
the  factories  busy,  other  lines  were  al- 
most dropped.  As  a  result  the  leather 
goods  houses  are  now  busy  catching  up. 
One  firm  states  that  while  printed  silk 
bags  of  various  styles  are  selling  rather 
actively  at  present  the  trade  is  going 
back  to  the  leather  lines  for  Christmas. 
The  demand  is  especially  big  for  the 
strap  handle  purses,  but  a  number  of 
handsome  leather  bags  are  selling  as 
well  and  small  vanities  are  quite  up  to 
the  mark.  Money  belts  and  patent 
m  leather  belts  are  selling  steadily,  the 
former  having  rather  an  unusual  spurt 
for  this  time  of  the  year.  A  new  bag 
which  has  recently  arrived  from  England 
is  of  beaver  calf  skin  in  flat  style  like 
a  large  envelope  with  a  leather  handle 
and  is  lined  with  champagne  moire.  This 
shape  is  also  rather  novel  in  a  beaded 
bag  which  has  come  from  Paris.  The 
outside  is  distinctly  Oriental  in  effect 
but  the  inside  shows  a  lining  of  Dresden 
flowered  black  taffeta.  It  has  capacious 
pockets  and  also  a  little  shirred  pocket. 
The  bag  itself  is  covered  with  dull  jet 
beads  through  which  run  wavy  tan  lines 
and  a  more  intricate  design  in  reseda 
green,  China  blue  and  red.  This  bag  is 
priced  at  $20.00.  Some  of  the  other  new- 
arrivals  from  Paris  in  beaded  bags  show 
little  vanities  in  the  way  of  envelope 
purses  and  also  draw-string  vanities  in- 
side, beaded  to  match  the  outside  of  the 
large  bag.  Dull  jet  seems  to  be  a  favor- 
ite bead  among  these  new  importations. 
In  mesh  bags  there  are  a  great  many 
new  fancy  designs.  These  have  little 
scallops  and  bangles  of  the  mesh  and 
some  bags  are  made  of  velvet  with  trim- 
mings of  the  mesh  in  braid  effects  which 
are  very  novel. 


NEEDLES  AND  PINS 

AS  many  stationers  include  smallwares 
in  their  stocks  they  will  be  interested 
in  this  information  about  needles  and 
pins: 

Needles  are  now  being  put  up  in 
smaller  packages  than  formerly,  this 
being  the  second  change  in  the  number 
contained  in  a  package  and  each 
change  providing  for  a  smaller  quantity. 
These  are  now  packed  eight  and  ten  in 
a  package — the  reason  given  out  that 
with  the  smaller  number  available  for 
the  consuming  public,  as  wide  a  distri- 
bution as  possible  was  aimed  at.  A  ship- 
ment arrived  a  couple  of  weeks  ago  but 
has  already  been  disposed  of,  prices  it  is 
said  showing  an  advance  of  20  per  cent. 

The  first  two  cases  of  pins  to  reach 
one  importer  in  12  months  are  reported 
now  on  hand  and  these  will  show  a  sub- 
stantial increase  in  price  over  those  in 
previous  shipments.  Tape  is  reported 
very  scarce  and  this  line  shows  a  heavy 
advance  of  about  50  per  cent,  in  the  past 
six  months. 


"The  Boys'  Life  of  Theodore  Roose- 
velt," by  Herman  Hagedorn,  author  of 
"You  Are  the  Hope  of  the  World,"  is  tc 
appear  this  season. 


SCHOOL  SUPPLIES  WINDOW  DISPLAY 

Some  Practical  Ideas  on  What  to  Put  in  the  Window,  What  to. 
Feature  and  How  to  Arrange  the  Items 


The  most  impressive  school  supplies 
windows  that  I  have  seen  have  been  the 
ones  in  which  every  item  that  a  school 
boy  or  girl  could  possibly  want  was 
placed  on  view,  says  an  article  in  an 
American  trade  journal.  In  appealing 
to  the  young  ones,  we  must  forget  all 
idea  of  art  in  window  display.  The 
"high  brow"  stuff  is  worthless,  and  vol- 
ume and  brilliancy  of  color  alone  are 
the  things  to  feature.  By  volume  I 
mean  putting  in  the  window  not  just  one 
number  of  a  line,  but  an  assortment. 
Fill  up  the  window  with  every  number 
you   have.  Take    advantage   of  every 

inch  of  space,  and  by  the  very  magni- 
tude of  the  stock  shown  make  your 
window  impressive  to  youthful  eyes.  The 
youngsters  like  quantity.  I  have  seen 
them  stand  for  an  unusually  long  period 
before  a  window  that  contained  a  hun- 
dred or  so  different  items.  Each  one 
claims  their  attention,  and  a  display  full 
of  detail  is  one  that  delivers  the  punch 
in  the  estimation  of  the  youngsters. 
Show    Items   in    Sections 

See  that  the  window  contains  an  as- 
sortment of  each  item  on  display.  Take 
composition  books  for  instance.  Keep 
them  together  as  much  as  possible,  but 
show  a  sample  of  every  composition 
book  you  have  in  stock.  The  same 
method  should  be  followed  in  showing 
rulers,  school  bags,  penholders,  etc. 
Keep  everything  together  so  that  the 
eye  can  see  at  once  the  large  assortment 
of  rulers,  for  instance,  that  you  carry, 
and  at  the  same  time  grasp  the  fact 
that  there  are  a  dozen  different  sizes. 


Bright  Colors   Attract  Children 

Color  in  the  window  is  an  important 
consideration.  Get  as  much  brilliancy 
into  the  display  as  possible.  Brightness 
will  attract  the  attention  of  those  to 
whom  you  want  to  sell  and  will  draw 
them  like  a  magnet. 

Get  out  all  the  bright  colored  pencil 
boxes  you  have  and  use  them  extensive- 
ly. The  reds,  the  blues,  the  yellows  are 
all  important  in  a  window  of  this  char- 
acter. 

It  will  be  found  best  in  a  window 
where  so  much  detail  is  used  to  place, 
the  smaller  items,  such  as  pencils  and 
penholders,  erasers,  etc.,  right  in  the 
front,  along  the  glass.  Stack  after 
stack  of  shiny,  polished  pencils  make  an 
appeal  that  is  irresistible.  As  far  as 
possible-  items  should  be  graduated  in: 
size,  the  larger  numbers  being  used  in 
the  background. 

Display    and    Price    Signs    Required 

The  use  of  show  cards  and  price  tags 
is  decidely  essential  in  the  school  goods 
window.        Secure    nicely    lettered    cards 
about  4x6  inches  on  which  to  write  the 
name  of  the  article.     These  larger  signs 
should    be    used    to    mark    the    different 
divisions  in  the     window,     as     the  note  I 
book  section,  the  school  bag  section,  etc., 
as   outlined   before.       A  few  words   de-  i 
scriptive  of  the  articles  will  be  found  of  j 
value. 

Smaller  cards  should  be  used  on  each  ( 
item  displayed,  showing  the  price  and  i 
giving  a  number. 


SUPPLIES  FOR  AMATEUR  AND 
PROFESSIONAL  ARTISTS 

Here    is    a    Fertile    Field    That    Has    Not    Been    Sufficiently 
Cultivated  by  the  Average  Stationer 


IN  most  towns  there  are  people  who 
find  it  necessary  to  send  to  the  large 
cities  for  artists'  supplies.  There 
are,  however,  some  towns  of  five  to  ten 
thousand  people  supporting  stores  which 
specialize  in  artists'  supplies  and  kindred 
merchandise.  In  the  face  of  both  these 
facts  many  stationers  have  been  neglect- 
ing, almost  utterly,  this  productive  trade. 

True,  they  do  sell  painting  sets,  cray- 
ons, brushes,  etc.  as  required  by  the 
school  supply  trade  and  that  very  fact 
makes  it  all  the  more  advisable  for  them 
to  augment  the  stock  to  take  care  of  the 
requirements  of  more  advanced  stu- 
dents taking  up  painting  and  associated 
pursuits  either  as  hobbies  or  in  a  pro- 
fessional  way. 

Both   the     amateur     and   professional 
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artists  need  the  working  essentials  and 
their  sale  will  amount  to  a  goodly  total 
on  the  year's  turnover  in  even  a  small 
town.  The  dealer  can,  of  course,  awak- 
en interest  in  art  pursuits  and  thus 
create  new  business.  One  big  advantage 
is  that  each  new  customer  thus  made 
will  come  back  again  and  again  for  ad- 
ditional   supplies. 

This  is  a  legitimate  field  for  the  ex- 
pansion of  any  stationery  business  and 
the  merchants  in  this  trade  will  be  well 
advised  to  seek  greater  business  in  this 
fertile  field  rather  than  add  new  lines 
that  are  really  foreign  to  their  busi- 
ness or  to  waste  good  time  with  ques- 
tionable lines  or  "fads"  that  some  firms 
are  ever  seeking  to  unload  upon  sta- 
tioners. 


CANADIAN  TOY  MAKERS  SHOW  RESOURCEFULNESS 

Export  Trade  Has  Already  Begun  in  Wcoden  Toys  and  Promises  to  Grow  to  Big 
Proportions  After  the  War  —  Some  New  Made-in-Canada 

Toys  Described 


TOY  manufacturers  are  promising 
the  trade  something  really  inter- 
esting in  their  line  this  year.  The 
trade  in  general  has  taken  it  pretty 
much  for  granted  during  the  past  years 
that  the  making  of  toys  for  Canada  was 
some  ordinary  occupation  which  might 
be  regarded  somewhat  as  a  side  line,  not 
to  be  any  real  importance  to  world  mar- 
kets, but  lately  Canadian  toy  makers 
are  waking  up  to  the  fact  that  the  manu- 
facturing of  toys  in  Canada  holds  much 
opportunity  in  the  way  of  developing 
new  and  original  ideas,  of  utilizing  pro- 
ducts hitherto  considered  waste,  and  of 
placing  on  the  market  goods  which  need 
no  other  backing  than  their  own  vi>lue 
to  assure  them  a  market.  One  man 
closely  associated  with  the  trade  remark- 
ed to  a  BOOKSELLER  AND  STA- 
TIONER representative  that  just  the 
same  kind  of  effort  must  be  put  into  toy 
making  as  in  the  making  of  automobiles 
or  anything  else  if  it  is  going  to  be  a 
real  success,  and  there  is  no  reason  why 
it  should  not  be  so  in  Canada. 

There  are  factors  which  must  be  con- 
sidered of  course  both  in  favor  of  and 
against  the  developing  of  toys  here. 
"There  is  no  reason  evident  why  Cana- 
dian wooden  toys  could  not  command  the 
world  market  if  proper  attention  is  given 
to  them.  So  far  we  have  had  against  us 
the  fact  that  in  other  countries  where 
the  population  is  more  dense,  large  fac- 
tories have  gone  into  the  making  of 
single  parts  for  toys,  so  that  it  is  left 
to  the  toy  factory  itself  only  to  assemble 
these  parts.  This  naturally  makes  the 
output  much  larger  and  consequently 
the  field  for  development  broader,"  re- 
marked a  manufacturer. 

Advancement   in    Canadian    Manufacture 

Within  the  last  year,  however,  there 
are  prospects  evident  in  Canada  that 
parts  can  be  developed  in  certain  fac- 
tories as  by-products,  and  these  in  good 
quantities.  The  Canadian  manufacturer 
has  had  to  do  ail  the  work  himself  be- 
fore, but  now  toy  wheels,  for  instance, 
are  being  made  as  a  by-product  from  a 
box  factory.  Other  concerns  make  dif- 
ferent parts  in  the  rough,  and  this  helps, 
too,  instead  of  the  toy  factory  having  to 
make  its  whole  output  out  of  good 
straight  lumber.  "There  is  much  that 
can  be  developed,"  said  this  manufac- 
turer, "in  the  way  of  utilizing  our  own 
waste  products  if  we  just  put  our  minds 
to  it.  One  big  factor,  of  course,  which 
is  against  the  development  of  the  toy 
trade  in  Canada  is  the  lack  of  men  who 
have  inside  experience  in  the  toy  trade. 
Even  though  one  may  have  original 
ideas  and  initiative,  development  is  re- 
tarded if  the  scientific  knowledge  of  the 
trade  is  not  at  hand.  There  are,  how- 
ever, some  twenty-five  or  thirty  toy- 
makers  in  Canada  who  are  making  really 


good  toys,  and  a  considerable  amount  is 
already  being  shipped  to  foreign  coun- 
tries. "We  can  send  wooden  toys  to 
England,  and  shall  send  some  lines  right 
into  Germany  after  the  war,"  said  one 
man  who  is  enthusiastic  over  the  pros- 
pects. "We  have  not  been  able  to  make 
porcelain  dolls  so  far,  but  we  are  work- 
ing on  them.  They  really  belong  to  the 
china  industry,  but  we  shall  have  them 
yet.  We  have  a  bisque  which  cannot  bt 
beaten  on  the  market  to-day.  We  can 
compete  with  foreign  countries  in  our 
own  lines,  but  not  in  the  cheap  stuff, 
and  the  former  is  more  satisfactory  to 
handle." 

During  the  last  few  weeks  there  has 
been  put  on  the  market  a  couple  of  new- 
models  of  dolls'  beds.  These  are  of  wood 
Lnamelled  white,  and  have  for  their  lat- 
est feature  real  castors  upon  which  they 
roll  easily  on  the  floor.  The  castors  are 
miniatures  of  the  regular  kind.  There  is 
:ilso  a  new  doll  carriage  called  the  swan 
carriage.     This  has  the  box  part  shaped 


Most  stationery  merchants  in  Canada 
also  sell  sporting  goods,  toys  and  such 
articles  as  hammocks,  express  wagons, 
doll  carriages,  velocipedes,  and  children's 
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go-carts.  Hammocks  suggest  also  lawn- 
swings,  but  so  far  only  the  more  pro- 
gressive of  these  merchants  have  exploited 
these. 

When  one  of  these  lawn-swings  is  sold 
at  S!>  or  $10  retail,  the  dealer  makes  a 
profit  that  well  justifies  the  time  it  takes 
to  make  the  sale.     This  is  another  item 


FOUR    PASSENGER    LAWN    SWING 


like  a  swan  and  painted  white.  It  is 
lined  with  pink  sateen,  and  when  the 
carriage  is  pushed  along  on  its  little 
rubber  tires  the  box  part  tips  and  swings 
slightly  backwards  and  forwards.  It  is 
quite  a  little  novelty.  This  toy  will  re- 
tail for  about  $4.50.  A  cheaper  line  of 
the  same  thing  is  shown  to  retail  at 
$3.50  without  rubber  tires  or  the  pink 
lining. 

There  are  several  new  ideas  in  kiddie 
cars,  military  toys,  including  aeroplanes, 
armored  cars,  tanks  with  movable  guns, 
etc.,  a  folding  "flyer,"  and  an  improved 
doll  cradle.  These  are  all  to  be  seen 
among  the  Canadian  manufacturers'  out- 
put, and  were  shown  in  the  exhibits  in 
the  Toy  Show  at  the  Canadian  National 
Exhibition  which  opened  in  Toronto  on 
August  26. 
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of  the  higher  priced  variety,  which  it  is 
so  desirable  to  develop  along  legitimate 
lines  so  as  to  give  a  better  status  to  these 
stores,  materially  enhancing  the  volume 
of  a  year's  business.  Thus,  if  toys  are 
carried  in  stock,  the  better  variety  of  toys, 
good  substantial  products  that  command 
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good  prices,  should  be  stocked  and  a  natu- 
ral extension  from  these  is  to  include  a 
complete  complement  of  products  that  are 
naturally  associated  in  the  mind  with 
velocipedes,  express  wagons,  go-carts, 
shoo-fly  rockers  and  rocking  horses.  These 
include  kiddie  cars,  skooters,  kiddie  autos, 
kiddie  ponies  and  the  many  innovations 
that  have  materialized  in  the  past  few 
years. 

The  illustrations  appearing  herewith 
are  presented  through  the  courtesy  of  the 
Lumber   Products   Ltd.,  of  Winnipeg. 


SHOO-FLY    ROCKERS 


BRITISH    TOY    MAKERS 

Harrison  Watson,  Canadian  Trade 
Commissioner,  writing  from  London,  in 
the  Ottawa  Weekly  Bulletin,  says:  "Since 
the  outbreak  of  hostilities  a  considerable 
effort  has  been  made  to  regain  this  trade, 
hitherto  mainly  in  the  hands  of  continen- 
tal manufacturers,  with  the  result  that  a 
large  number  of  firms  have  commenced 
the  manufacture  of  toys  in  the  United 
Kingdom,  some  manufacturers  employing 
upwards  of  500  hands.  Large  works  have 
been  established,  and  extensive  ranges  in 
these  goods  are  now  being  produced.  The 
following  are  some  of  the  more  important 
items  of  this  industry,  the  competitive 
production  of  which  has  made  marked 
progress.  Dolls  are  being  successfully  pro- 
duced in  many  varieties,  notably  the  all- 
jointed  composition  type  and  those  with 
china  heads.  Metal  mechanical  toys  are 
being  produced  by  three  or  four  firms  on 
a  considerable  scale,  but  this  branch  of 
the  trade  has  been  severely  handicapped 
on  account  of  the  more  urgent  demand  for 
metal.  Previous  to  the  war  there  were 
only  about  three  manufacturers  of  soft 
toys  in  the  United  Kingdom,  while  to-day 
there  are  between  two  and  three  hundred 
firms  turning  out  numerous  designs  in 
these  goods.  Light  wooden  toys,  papier- 
mache,  and  almost  every  description  of 
toy  are  also  now  being  produced." 


LEAVES  FROM  THE 
OTHER  FELLOW'S  BOOK 


IDEAS  TO  ADOPT 

The  Grinyer  Co.,  of  Guelph,  Ont.,  in  a 
recent  newspaper  advertisement  utilized 
to  good  effect  a  stock  cut  showing  a 
hand  with  a  string  tied  around  the  index 
finger — "the  time-honored  reminder." 
Then  follows  in  large  type 

A    HAMMOCK A    BOOK THE 

RIGHT  GIRL 

and  the  name  of  one  of  the  best  known 
phonographs,  the  advertisement  ending 
with   this  wording: 

"Plenty  of  nice  dreamy  melodies,  and 
a  box  of  candy  within  reach — what  more 
CAN  a  fellow  want?" 

Jepson  Bros.,  Nanaimo,  B.C.,  recently 
featured  in  their  newspaper  advertise- 
ments Army  and  Navy  Pellets  as  fol- 
lows: 

"Place  one  Pellet  in  barrel  of  Foun- 
tain Pen,  and  fill  it  with  water,  makes 
the  best  Writing  Fluid. 


"Send   a    Cylinder   of   Pellets   to   your 
boy  at  the  Front. 

"25  Pellets  in  Cylinder. 
Price   25c." 


IDEA  FOR  LOCAL  POSTCARDS 

From       Lowrey's       Bookstore,       Port 
Arthur,  Ont.,  comes  a  postcard,  on  which 
the  whole  of  one  side  is  occupied  by  the 
following   wording   in   white   script  type 
on  a  black  background: 
"It    used    to    be: 
See  Naples  and  Die. 
Now  it  is: — 
See   Port  Arthur   and   Live." 

This  card  has  doubtless  proved  to  be 
a  ready  seller  in  Port  Arthur  and  the 
idea  is  one  which  may  be  adopted  by 
stationers  in  other  towns,  choosing  word- 
ing that  will  be  particularly  suitable 
for   the   town    in   question. 
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This    illustration    is   not  an   exact  reproduction   of   a   recent  window   display   embodying    this    idea    in 
a   Calgary   bookstore,   but   is   the   artist's   conception   as   based   on    a   brief   description   of   the   display 

supplied    by    a   correspondent. 
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ARE  BOOKS  LUXURIES? 

Proposed   Tax  on   Books  In  England   Is 
Being  Vigorously   Opposed 

In  England  discussion  continues  on  the 
proposed  tax  on  books  on  the  assump- 
tion that  they  are  luxuries.  The  fol- 
lowing letter,  reprinted  from  a  recent 
issue  of  the  London  Daily  Mail,  is  to  the 
point: 
To  the  Editor  of  The  Daily  Mail. 

Sir, — It  is  to  be  hoped  that  all  who 
can  do  so  will  try  to  convince  the  Gov- 
ernment that  to  tax  books  in  these  times 
is  like  taxing  bread — only  worse.  The 
whole  idea  should  be  recognized  as  only 
worthy  of  the  Dark  Ages.  Even  the 
most  frivolous  novel  is  "doing  its  bit" 
as  a  rest  for  the  mind  from  war  and 
war  work 

It  is  significant  that  while  our  Gov- 
ernment contemplates  a  tax  on  books 
the  German  Government  is  prosecuting 
German  publishers  who  increase  the 
price  of  their  books,  on  the  ground  that, 
in  their  view,  books  are  more  necessary 
than  ever  in  war  time.  Already  the  cost 
of  book  production  has  been  greatly  in- 
creased by  the  war.  Will  not  the  author 
of  "Foundations  of  Belief"  help  us? 
R.  B.  MARSTON, 
Editor,  Publishers'  Circular  and  Book- 
sellers' Record. 

19,  Adam  street,  Strand,  W.C.  2. 

The  following  is  from  the  Birming- 
ham Post  of  July  9: 

"Are  Books  Luxuries?" 

Some  ten  days  ago  there  appeared  in 
the  "Post,"  under  the  above  heading,  a 
joint  letter  from  the  Authors',  Publish- 
ers', and  Booksellers'  Associations  of 
this  country  in  protest  against  the  con- 
templated "luxury  tax"  on  books.  Curi- 
ously enough,  under  the  same  heading 
and  almost  on  the  same  date,  the  "Ber- 
liner Tageblatt"  published  a  letter  from 
the  well-known  litterateur  and  publicist, 
Dr.  Eugen  Lerch,  of  Munich,  vigorously 
opposing  a  like  application  of  the  same 
tax  in  Germany — the  land  of  its  concep- 
tion, as  may  be  remembered.  The  writ- 
ers to  the  "Post"  pointed  out  the  "irony 
of  coincidence"  in  the  fact  of  the  House 
of  Commons  being  occupied  with  an 
Education  Bill  involving  the  expenditure 
of  millions,  while  the  Select  Committee 
were  planning  an  embargo  upon  books 
— the  chief  means  of  education.  In  the 
Fatherland,  as  Dr.  Lerch  relates,  a  par- 
allel anomaly  may  be  found.  There,  the 
War  Sustentation  Office  had  pronounced 


books  to  be  "articles  of  daily  necessity," 
therefore  to  be  enhanced  in  price  only 
by  official  permission.  But  when  the 
authorities  instituted  proceedings 

against  a  certain  bookseller  for  charg- 
ing excessive  prices  the  court  acquitted 
him  on  the  ground  that,  school  books 
"perhaps"  excepted,  books  were  "arti- 
cles of  luxury." 

Why  (he  asks,  in  conclusion)  should 
books  at  all  have  been  marked  down  by 
the  tax  gatherer?  Because  reading  is 
the  form  of  intellectual  enjoyment  the 
most  accessible  to  the  masses,  and  a  tax 
upon  books  is  the  easiest  of  collection. 
"It  is,  however,  to  be  hoped  the  Gov- 
ernment will  show  just  consideration  for 
the  difficult  position  of  the  German 
publishing  and  book-selling  trades, 
whose  untiring  energy  has  done  so  much 
to  lighten  the  spiritual  burden  of  the 
war." 

This  incident  serves  once  again  to  il- 
lustrate what  has  more  than  once  been 
remarked  in  this  column — the  closely 
parallel  lines  of  war  conditions  in  the 
two  countries. 

THE  CLASH 

A  book  that  is  going  to  raise  a  storm 
of  discussion  as  it  gets  into  circulation, 
and  one  that  will  consequently  help  to 
put  life  into  the  autumn  book  business, 
is  William  Henry  Moore's  forthcoming 
volume,  "The  Clash."  It  is  character- 
ized as  a  study  in  nationalities. 

The  author  tells  us  that  the  accepted 
Ontario  view  of  the  French-Canadian 
question  is  all  wrong. 

He  does  not  rest  content  with  didactic 
statements  to  this  end,  but  proceeds  to 
marshall  facts  in  proof  of  his  case.  He 
sweeps  away  our  prejudices,  even  up- 
setting the  old  theory  of  a  difference 
between  "Latin"  and  "Anglo-Saxon" — 
French  and  English — upon  race  grounds. 

Having  spent  much  of  the  past  twenty 
years  in  the  Province  of  Quebec,  Mr. 
Moore  has  made  full  use  of  an  intimate 
knowledge  of  the  French-Canadian  na- 
tionality. 

The  author  does  not  dodge  any  of  the 
issues  involved.  He  frankly  discusses 
them  all,  including  not  only  the  French 
language  in  Ontario  and  Manitoba,  but 
separate  schools  and  the  religious  aspect 
of  the  case  as  well. 

Strange  it  is  that  during  the  long 
period  of  years  of  conflict  between  the 
two  nationalities  in  Canada,  no  serious 
attempt  has  been  previously  made  by  a 
Canadian  to  review  and  analyse  the  re- 
lations which  these  nationalities  bear, 
and  ought  to  bear,  to  each  other.  After 
presenting  his  facts,  the  author  con- 
cludes that  they  make  it  apparent  that 
clashing  is  unpatriotic — and  futile  and 
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the     way    out      plain.      It     lies     through 
"harmony  in  diversity." 

The  book  is  written  for  the  average 
citizen.  The  question  involved  are  in- 
tricate, but  the  author  has  succeeded  in 
finding  language  in  which  to  interpret 
them  to  the  average  citizen.  The  book 
is  readable,  good-humored  and  never 
dull.  Only  passing  reference  is  made 
to  the  war.  The  author  supports  con- 
scription as  a  measure  necessary  when 
voluntaryism  failed,  and  explains  why 
the  French-Canadians  so  largely  op- 
posed it.  The  reader  may  not  accept 
the  author's  conclusions,  but  he  must  be 
impressed  by  the  facts  gathered  in  their 
support. 

NEW  CANADIANS 

"The  education  of  the  new  Canadian" 
is  a  treatise  on  Canada's  great  educa- 
tional problem  by  J.  T.  M.  Anderson, 
M.A.,  L.L,B.,  D.Paed.,  inspector  of 
schools,  Yorkton,  Saskatchewan  It  is  a 
volume  of  nearly  300  pages  and  presents 
an  intensely  interesting  discussion  of  the 
new  element  that  is  entering  our  national 
life  Vivid  pictures  of  progress  and  un- 
clouded disclosure  of  the  dangers  of  the 
situation  that  confronts  us  in  Canada  to- 
day are  presented. 

The  author  has  spent  over  ten  years 
among  the  "foreign"  settlers  of  the 
Prairie  Provinces.  His  book  is  of  in- 
terest to  all  Canadians,  laymen  as  well 
as  teachers. 
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ETHEL  SIDGWICK 

Booksellers  would  do  well  to  play  up 
the  new  novel  by  Ethel  Sidgwick  and  her 
new  book  of  plays  for  children,  together 
with  her  previous  books.  This  writer 
has  come  well  to  the  fore  and  her  pres- 
ent high  popularity  creates  additional 
demands  for  her  earlier  books. 

In  her  new  novel,  "Jamesie,"  published 
by  Small,  Maynard  &  Co.,  Boston,  Miss 
Sidgwick  pictures  the  life  of  a  group 
with  interests  so  vital  that  it  is  not 
necessary  to  go  outside  for  excitement. 
Large  affairs  and  interests  are  there, 
but  they  are  kept  outside  the  charmed 
circle.  The  Irish  question,  while  it  has 
a  lot  to  do  with  the  development  of  the 
story,  is  not  allowed  to  overburden  it. 
Even  at  the  war,  men  seek  relief  'where 
they  had  always  sought  it — in  comrade- 
ship, friendliness, — in  echoes  of  inno- 
cence— in  family  affection.' 

The  Jamesie  of  the  title  is  Iveagh's 
seven-year-old  son — thus  the  story  dates 
some  eight  years  or  so  after  Hatchways 
— and  he  is  as  darling  a  child  as  you 
would  expect  a  son  of  Bess  and  Iveagh 
to  be.  Miss  Sidgwick's  children  are  al- 
ways real,  but  Jamesie  is  too  real  to 
talk  about. 

"It  is  satisfying  to  find  Miss  Sidgwick 
entirely  herself  in  regard  to  the  war; 
not  bitter,  or  heated,  or  strident,  but  as 
quiet  and  just  and  observant  as  ever. 
What  she  means  is  never  blurred,  but 
always  clear  and  beautiful.  Her  magic 
touch  has  not  failed  her — "Jamesie"  is 
real  because  its  characters  are  absolutely 
real. 

A  PASSIONATE  AUTOBIOGRAPHY 

Elizabeth  Hazanowitz,  whose  book, 
"One  of  Them,"  promises  to  make  as 
much  of  a  sensation  as  did  "The  Prom- 
ised Land"  by  Mary  Martin,  is  a  young 
Russian  Jewess  who  came  to  this  coun- 
try six  years  ago  to  escape  persecution 
in  her  native  land.  Ignorant  of  the  Eng- 
lish language,  with  no  money,  she  was 
plunged  into  the  sweat  shops  of  New 
York  to  earn  her  living.  She  revolted 
at  conditions  there  and  struggled  to  re- 
form them.  She  was  successful  to  a 
very  great  extent,  and  was  one  of  the 
tinners  of  the  labor  protocol  which  Louis 
Brandeis  drew  up  in  1916.  She  has  since 
then  been  employed  by  many  Labor  Com- 
missions as  an  investigator,  and  is  at 
present  doing  factory  inspection  work. 


Amelie  Rives  has  written  an  extraor- 
dinary story  of  two  lovers  and  a  haunted 
garden  in  old  Virginia.  It  will  appear 
this  month.  The  title  is  "The  Ghost 
Garden." 

"The  Ghost  Girl,"  H.  DeVere  Stac- 
poole's  new  novel  coming  this  month,  is 
characterized  as  a  marvellous  blend  of 
past  and  present.  The  heroine,  a  south- 
ern beauty,  virtually  becomes  the  rein- 
carnation of  a  beautiful  ancestress  in 
Ireland  and  history  threatens  to  repeat 
itself  in  a  romantic  love  affair  which 
threatens  to  wreck  two  young  lives.  For- 
tuitous action  by  the  "Ghost  Girl"  sets 
matters  aright. 


GOOD   ADVICE   TO  BOOKSELLERS 

From  the  publishers'  point  of  view  I 
want  to  impress  upon  booksellers  the 
advisability  and  necessity  of  carefully 
considering  publishers'  announcements  in 
trade  journals  and  newspapers,  the  keep- 
ing up  of  their  stock  of  books,  not  only 
in  demand  but  likely  to  be  in  demand; 
for  a  disappointed  customer  is  usually 
a  lost  customer  and  it  will  take  the  ex- 
penditure of  a  good  many  dollars  in  ad- 
vertising to  win  him  back.  And,  finally, 
the  publisher  cannot  succeed  without  the 
bookseller,  and  the  bookseller  without 
books  is  not  a  bookseller.  Also  the  royal 
road  to  success,  for  both  bookseller  and 
publisher,  is  co-operation  not  only  in  ad- 
vertising but  in  everything. — From  an 
address  by  J.  Jefferson  Jones  of  the  John 
Lane  Co.,  before  the  American  Book- 
sellers' Association  at  the  recent  New 
York  convention. 


ETHEL    SIDGWICK 
Whose    new    novel,    "Jamesie,"    has    just   appeared. 

APPRECIATION  OF  STEAD 

Robert  J.  C.  Stead,  the  Canadian  "Poet 
of  the  Prairies,"  is  being  accorded  great 
praise  by  the  English  critics  for  his 
poems  contained  in  the  volume  published 
in  England  under  the  title  "Why  Don't 
They  Cheer?"  which  was  brought  out  in 
Canada  as  "Kitchener  and  Other  Poems." 
For  instance,  to  quote  from  a  letter  writ- 
ten by  Sir  Henry  Warren,  Professor  of 
Poetry  at  Oxford  University:  "Will  you 
let  me  thank  you  very  warmly  for  your 
kind  thought  in  sending  me  'Why  Don't 
They  Cheer?'  by  Mr.  R.  J.  C.  Stead,  of 
Calgary  ?  I  have  read  it  with  very  much 
interest.  It  is  full  of  spirit.  I  like,  for 
instance,  such  a  poem  as  "Manhood's 
Estate"  very  much.  "The  Dragon"  is 
also  a  striking  piece  and  so,  of  course, 
is  the  piece  which  gives  its  title  to  the 
volume." 


BARBARA  PICKS  A  HUSBAND 

Among  the  meritorious  new  novels  is 
Herman  Hagedorn's  "Barbara  Picks  a 
Husband,"  published  by  Macmillan's.  It 
is  the  story  of  a  New  York  girl  and  her 
difficulties  in  choosing  a  husband  from 
among  three  eligible  young  men.  The 
action  is  concentrated  in  the  last 
seventy  odd  hours  of  her  struggle  and 
has  a  little  farce  in  it,  a  little  tragedy, 
a  little  satire  and  considerable  romance. 
There  is  an  old-fashioned  grandmother 
in  the  tale  and  a  "bounder"  from  Min- 
nesota; a  mother  with  fighting  blood  and 
a  Russian  lady  with  a  past;  two  men 
who  love  the  same  girl  and  two  girls  who 
love  the  same  man;  a  butler  who  gives 
notice  at  a  critical  moment;  a  very 
intellectual  woman;  a  little  shopkeeper 
who  is  not  quite  intellectual  enough — 
and  Barbara,  the  hub  of  the  wheel.  The 
things  that  happen  during  the  three  days 
before  Barbara  takes  her  leap  in  th< 
dark  are  ordinary,  everyday  affairs,  bu 
the  way  they  happen  nearly  gives  Bar 
bara  Collingwood  nervous  prostration. 
For  she  is  wildly  in  love  with  Cleve  Win- 
r,or,  and  yet — but  that  is  where  the  story 
begins. 

HISTORY 

"A  Social  History  of  England"  comes 
from  the  University  Tutorial  Press,  of 
London,  England.  The  volume  is  the 
work  of  Frederick  Bradshaw,  M.A., 
lecturer  in  Economic  History  at  Arm- 
strong College,  Newcastle-on-Tyne.  It 
is  primarily  intended  for  use  in  colleges 
and  upper  forms  of  schools  in  dealing 
with  such  matters  of  social  and  economic 
history  as  are  not  found  in  ordinary 
history  text-books,  but  the  book  is  of 
^uch  a  nature  as  to  command  wide  atten- 
tion among  general  readers,  especially 
people  who  interest  themselves  in  eco- 
nomic history.  As  such  there  should  be 
a  considerable  distribution  from  Cana- 
dian bookshops. 

THE  DOCTOR  IN  WAR 

Dr.  Woods  Hutchinson  has  written  a 
book  entitled  "The  Doctor  in  War," 
which  is  down  for  early  publication  in 
Toronto.  Having  in  mind  the  advances 
in  medical  science  due  to  war  necessity 
in  treatment  of  the  wounded  at  the  front, 
booksellers  will  find  that  they  sell  books 
such  as  this  to  most  members  of  the 
medical  profession  and  especially  sur- 
geons. This  book  is  also  of  great  inter- 
est for  laymen. 


"That  Which  Has  Wings,"  a  new  novel 
by  Richard  Dehan,  author  of  "The  Dop 
Doctor,"  is  to  appear  this  month.  It  has 
a  war  setting. 
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A  new  story  of  the  Canadian  North- 
West  Mounted  Police,  "Benton  of  the 
Royal  Mounted,"  by  Sergt.  Ralph  S. 
Kendall,  is  to  appear  this  month.  It  will 
embody  the  author's  personal  recollec- 
tions of  by-gone  life  in  the  "Old  Force." 

A  new  annotated  edition  of  Shak- 
speare's  "Antony  and  Cleopatra"  comes 
from  the  University  Tutorial  Press  of 
London,  England.  The  editor  is  F.  Allen 
M.A.,  senior  English  master  at  King 
Edward's  Grammar  School,  Five  Ways, 
Birmingham. 
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THE  FOOL  OF  JOY 

Tom  Mclnnis  is  a  Canadian  poet  of 
striking  originality  and  high  artistic  ex- 
cellence. He  lives  in  a  Celtic  rather  than 
an  English  or  Latin  tradition.  His  new 
book  is  entitled  "The  Fool  of  Joy." 

NATURE  STORIES 

An  August  issue  was  W.  Waddington 
Seers'  "Nature  Stories  to  Tell  to  Chil- 
dren," especially  intended  for  re-telling 
to  children  too  young  to  read  and  to  be 
read  by  children  who  have  learned  to 
read. 

WAR  TIME  RECIPES 

A  new  book  of  recipes  just  published 
is  "Mary  Elizabeth's  War  Time  Recipes." 
Over  100  recipes  are  given  and  they 
coincide  with  recent  government  food 
restrictions.  Booksellers  will  appreciate 
that  the  timeliness  of  this  book  spells 
opportunity  for  them. 

NOCTURNE 

Frank  Swinnerton's  new  novel  "Noc- 
turne," comes  with  an  enthusiastic  com- 
mendation by  H.  G.  Wells  in  the  form 
of  an  introduction.  To  Arnold  Bennett, 
Wells  wrote:  "You  know,  Arnold,  he 
achieves  a  perfection  in  'Nocturne'  that 
you  and  I  never  get  within  streets  of." 
That  should  be  a  good  enough  commen- 
dation to  prove  a  selling  inspiration  for 
Canadian  booksellers. 

FISHPINGLE 

Horace  Annesley  Vachell  has  written 
a  new  novel  entitled  "Fishpingle," 
which  is  described  as  a  most  worthy 
successor  to  this  writer's  "Quinneys" 
and  other  novels  that  have  earned  for 
him  an  army  of  readers.  Fishpingle 
is  to  appear  very  shortly  in  a  Canadian 
edition. 

OPEN  AIR  SCHOOLS 

A  book  on  open  air  schools  as  con- 
ducted in  Toronto  and  New  York  has 
just  been  published.  It  is  the  work  of 
Neil  S.  MacDonald,  D.  Paed.  The  title 
is  "Open-Air  Schools."  These  schools 
are  based  on  the  conception  that  the  first 
essential  of  a  worth  while  education  is 
sound  bodily  health,  whereas  indoor 
schools  developed  with  the  idea  that 
teachers  had  to  do  with  the  minds  but 
not  with  the  bodies  of  children.  The 
idea  is  bound  to  spread  and  booksellers 
will  do  well  to  give  prominence  to  this 
book. 


"Putnam's  Automobile  Handbook," 
just  ready,  is  an  illustrated  volume  pre- 
senting "working  knowledge"  for  auto- 
mobile  owners. 

"The  Unwilling  Vestal,"  by  Edward 
Lucas  White,  is  among  the  season's  new 
books  being  given  outstanding  attention 
by  the  American  critics. 

"Anthony  Trent,  Master  Criminal,"  to 
come  this  month,  is  another  story  of  the 
"gentlemen  crook"  type.  The  super- 
cracksman  goes  to  the  war  country,  be- 
comes mixed  up  with  spies,  acquires 
plans  of  a  German  75-mile  range  gun  and 
high  intrigue  fills  his  days  and  nights. 


THE  TANG  OF  LIFE 

An  intense,  virile  story  of  the  West 
dealing  with  the  affairs  of  one  Jim 
Waring  and  his  son  Lorry  is  "The  Tang 
of  Life,"  by  H.  H.  Knibbs.  Waring  is 
a  gunman — a  sort  of  unofficial  sheriff 
whose  ambition  in  life  is  to  "get"  bad 
men.  His  son,  Lorry,  a  youth  of  twenty, 
is  a  chip  of  the  old  block,  but  with  cer- 
tain gentler  characteristics,  and  two  de- 
lightful girls  from  the  East  furnish 
romance.  This  new  book  is  acclaimed 
as  being  better  than  the  same  author's 
"Overland  Red." 

NEW  BOOK  BY  DR.  LOWRY 

"Preparing  for  Womanhood"  is  a  new 
volume  by  Dr.  E.  B.  Lowry,  author  of  a 
notable  series  of  books  on  sex  hygiene. 
It  is  published  by  Forbes  &  Co.,  of  Chi- 
cago. Booksellers  may  recommend  this 
book  to  mothers,  teachers  and  all  per- 
sons interested   in  the  welfare   of   girls. 

The  civilized  world  is  now  awake  to 
the  great  importance  of  healthy  baby- 
hood and  such  a  book  as  this  is  needed 
to  instruct  girls  and  young  women  to 
so  care  for  themselves  that  the  next 
generation  will  be  assured  of  healthy 
mothers.  The  widespread  reading  of 
this  book  would  help  to  advance  the 
nation  and  the  race. 

STORIES  FOR  STORY  TELLERS 

The  "First  Book  of  Stories  for  the 
Story  Teller,"  by  Fanny  E.  Coe,  origin- 
ally published  in  simple  form  suitable  for 
teachers'  use,  is  now  issued  in  attractive 
gift  form,  with  colored  illustrations.  In 
it  are  representative  folk  tales  from 
many  lands — America,  England,  Ireland, 
Germany,  France,  Scandinavia,  and  the 
Far  East,  and  tales  of  many  ages,  from 
the  oriental  fable,  the  product  of  re- 
mote antiquity,  to  stories  by  living- 
authors.  The  form  of  each  story  is 
such  that  the  story  teller  can  read  or 
te'l  it  as  it  appears  in  the  book,  with 
only  such  sliarht  modifications  as  an  in- 
timate knowledge  of  individual  children 
would  naturally  suggest.  It  is  a  $1.50 
book. 

RIFLE  PRACTICE 

"Individual  Instruction  in  Rifle  Prac- 
tice: With  a  Chapter  on  Revolver  Shoot- 
ing," by  Lt.-Col.  A.  J.  McNab,  comes 
from  Stewart  &  Kidd  Co.,  Cincinnati. 

For  years  Col.  McNab  was  official  in- 
structor in  the  different  U.  S.  Armv 
cantonments.  Recently  he  has  left  for 
France  but  his  methods  of  instruction 
is  now  largely  used  throughout  the  U. 
S.  Army. 

The  present  volume  has  been  en- 
dorsed bv  Government  officials  and 
promises  to  be  the  standard  text  book  on 
instruction  in  rifle  practice.  It  also  erives 
the  science  and  art  of  revolver  shoot- 
ing in  a  clear  and  comprehensive  man- 
ner and  will  prove  of  real  value  to  of- 
ficers and  privates,  and  to  all  individu- 
als who  are  interested   in   shooting. 


A  GILLILAND  LECTURE 

Forbes  &  Co.,  of  Chicago,  have  pub- 
lished in  book  form  Strickland  Gilli- 
land's  famous  lecture,  "Sunshine  and 
Awkwardness." 

This  book  is  pleasing  not  alone  for 
its  wit  and  jollity  but  also  for  the  seri- 
ous touches  which  appear  here  and 
there,  such  as  these  closing  lines: 

"The  purpose  of  humor  is  to  foster 
in  human  beings  that  sane,  wholesome 
philosophy  or  religion  known  as  optim- 
ism. Now,  optimism  isn't  what  some 
people  think  it  is.  Some  people  think 
an  optimist  is  that  sort  of  thing  that 
goes  around  grinning  all  the  time  like 
a  Cheshire  cat,  saying,  'Everything's  all 
right,  everything's  all  right,'  when  half 
the  time  everything  isn't  all  right.  That 
isn't  an  optimist  who  does  that — it's  a 
cheerful  idiot.  There's  a  vast  difference 
between  an  optimist  and  any  kind  of 
idiot.  It  takes  intelligence  of  the  fin- 
est, faith  of  the  most  sublime,  sanity  of 
the  most  complete  to  be  a  real  optimist. 
Faith  and  intelligence  and  balance  to 
know  that  although  there  may  be  heart- 
aches to-day — and  God  who  made  us 
and  loves  us  knows  that  some  to-days 
are  just  crowded  with  heartaches  that 
nobody  but  an  idiot  or  lunatic  could 
laugh  at  at  the  time — though  those 
things  come  and  hurt  as  deeply  as  we 
think  we  can  bear,  those  things  aren't 
permanent." 


An  important  new  announcement  for 
almost  immediate  publication  is  a  new 
book  by  Conrad. 
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TEN  SALES  IDEAS  FOR  RETAILING 
LOOSE    LEAF 

Continued  from  page  48 

on  behalf  of  loose  leaf  through  circulars 
of  your  own  and  those  of  the  manufac- 
turers. Take  their  names  from  your 
books,  picking  them  out  by  their  pur- 
chases of  bound  books,  and  have  your 
outside  salesmen  turn  in  the  name  of 
every  concern  which  they  find  not  using 
loose  leaf.  Bomb  these  prospects  with 
sheafs  of  circulars,  catalogues,  pamph- 
lets, etc. — getting  them  thinking  of 
loose  leaf,  and  then  follow  up  either  by 
a  personal  call  or  a  written  invitation 
to  visit  your  store  and  inspect  a  certain 
line  which  is  specially  adapted  for  their 
use. 

No.  10 

Have  your  label  and  number  in  every 
ledger  and  transfer  binder  you  sell.  This 
is  a  practice  that  should  never  be  over- 
looked. It  will  surely  bring  you  repeat 
business  because  it  forms  a  practical  aid 
in  re-ordering,  and  makes  it  easy  for  the 
customer  to  secure  exactly  what  he 
wants.  The  easier  you  make  it  for  the 
buyer  the  more  customers  you  will  have. 

The  amount  of  loose  leaf  business  in- 
creased one  hundred  per  cent,  last  year 
over  the  preceding  year,  and  no  line  in 
the  stationery  field  offers  any  greater 
possibility  to-day.  The  margin  of  profit 
is  good  and  it  will  pay  you  to  exert 
every  effort  to  secure  your  share  of  this. 
Do  not  let  the  manufacturer  get  the 
cream  of  the  business  because  of  your 
indifference,  lack  of  knowledge  or  selling 
ability. — Guyers  Stationer. 
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FOCH 

"The  greatest  strategist  in  Europe, 
and  the  humblest"  is  the  way  in  which 
Joffre  characterized  General  Ferdinand 
Foch  and  the  story  of  his  life  and  bril- 
liant military  career  which  Major  R.  M. 
Johnston  has  entitled  "General  Foch: 
An  Appreciation,"  tells  for  the  first 
time  in  English  the  steps  which  led  him 
to  his  present  high  "position.  It  was  in 
the  never-to-be-forgotten  battle  of  the 
Marne  that  Foch  sent  this  laconic  mes- 
sage to  General  Joffre:  "My  right  has 
been  rolled  up.  My  left  has  been  driven 
back.  My  centre  has  been  smashed.  I 
have  ordered  an  advance  from  all  direc- 
tions." There  is  no  better  summing  up 
of  this  man's  tenacity  and  indomitable 
will  than  this  terse  message.  It  is  in- 
dicative of  his  whole  character  and  is 
the  best  example  of  his  ability  as  a  lead- 
er of  men.  Major  Johnston's  story,  the 
material  for  which  was  largely  supplied 
by  the  French  High  Commission  in 
Washington,  will  prove  of  unique  inter- 
est to  Canadians  who,  as  yet,  know  but 
little  of  the  Allied  commander-in-chief. 
It  has  just  been  published  in  two  e 
tions,  cloth  and  paper,  by  Thomas  Allen, 
Toronto. 

Captain  Louis  Keene,  author  of 
"Crumps,"  who  went  overseas  with  one 
of  the  first  Canadian  regiments,  was  in- 
valided home,  and  later  became  one  of 
the  military  instructors  at  Dartmouth 
College,  has  again  gone  to  the  front. 
"I'm  on  my  way  overseas  with  a  draft," 
he  says  in  a  letter  to  his  publishers,  "and 
I  am  taking  the  last  opportunity  of  writ- 
ing before  the  ship  leaves  to  go  across. 
Good-by,  and  cheero!"  is  his  character- 
istic farewell. 

BASEBALL  TO  BOCHES 

H.  C.  Witwer  has  a  reputation  for 
readable  baseball  stories  as  Red  Book  de- 
votees are  well  aware  and  booksellers 
should  let  their  "Red  Book"  customers 
know  that  these  stories  are  now  availa- 
ble in  book  form,  thus  providing  an  ex- 
cellent book  to  send  to  soldier  friends 
"over  there." 

Here  are  nine  innings  of  breezy, 
rollicking,  fun-provoking  letters  written 
by  Ed.  Harmon,  a  famous  baseball  play- 
er, who  is  in  the  big  game  "over  there," 
to  his  pal  back  home. 

Full  of  "pep"  and  philosophy,  keen 
observations,  some  satire  and  a  great 
deal  of  scrapping,  this  effervescent  ac- 
count of  what  is  going  on  in  "that 
France  place"  is  described  by  enthus- 
iasts as  the  biggest  thing  of  its  kind 
since  "Chimmie  Fadden." 

Every    baseball     fan     in    the    country, 


every  soldier  and  sailor,  every  little  boy 
and  big  boy,  mother  and  sister,  will 
enjoy  "From  Baseball  to  Boches,"  be- 
cause it  is  a  bubbling,  cheerful,  stimulat- 
ing book,  full  of  soldier  fun,  of  sporting 
spirit  and  the  joy  of  youth. 

BAIRNSFATHER 

Unique  among  the  cartoonists  of  the 
war  is  Captain  Bruce  Bairnsfather,  who 
in  "Fragments  From  France"  and  "Bul- 
lets and  Billets"  has  given  so  amusing 
a  picture  of  the  droll  situations  that  arise 
in  the  trenches  that  he  has  succeeded  in 
lightening  without  cheapening  the 
tragedy  through  which  the  world  is 
passing.  In  Part  VI.,  now  in  train  for 
publication,  the  "Sammy"  occupies  "the 
same  'ole"  made  famous  by  the  exploits 
of  Bert  and  Bill,  and  the  cartoonist,  as 
irresistibly  comic  as  ever,  has  grasped  as 
only  a  fighting  man  can  the  spirit  of  the 
Americans,  which  he  has  immortalized 
in  his  sketches.  There  are  also  splendid- 
ly conceived  cartoons  of  the  Italian 
front,  and  the  humorous  aspect  of  war- 
fare on  the  slippery  mountain  heights 
and  over  narrow  and  precipitous  trails 
has  given  the  author  a  rare  opportunity 
for  the  employment  of  his  exceptional 
talents. 

THE  SECRET  OF  THE  NAVY 

A  new  and  characteristic  book  from 
the  pen  of  Bennet  Copplestone  is  to  be 
nublished  at  once.  "The  Secret  of  the 
Navy"  gives  suggestions  of  the  world- 
wide efforts  that  our  Navy  have  made 
and  sufficiently  answers  the  question, 
sometimes  asked  by  the  unimaginative, 
as  to  what  it  is  doing,  and  gives  some 
idea  of  what  the  Allied  countries  owe 
to  the  spirit  and  fine  efficiency  of  the 
British  Navy. 

IMPERIAL  ENGLAND 

"Imperial  England,"  by  Cecil  F.  La- 
velle  and  Charles  E.  Payne,  may  be  de- 
scribed as  an  historical  interpretation 
of  the  British  Empire.  Beginning  with 
an  outline  of  the  growth  of  English  lib- 
erty and  the  beginning  of  sea-power, 
there  follows  a  narrative  of  the  found- 
ing of  the  colonies  and  the  development 
of  British  Colonial  policy.  The  old  im- 
perialism of  insular  arrogance  and  re- 
pression is  illustrated  by  the  cases  of 
the  American  colonies  and  Ireland,  and 
the  latter  part  of  the  book  shows  how- 
liberty  and  self-government  have  been 
substituted  for  repression,  how  formal 
bonds  of  empire  have  been  displaced  by 
a  union  based  on  sympathy  and  under- 
standing and  how  the  new  Imperial  Bri- 
tain has  met  the  shock  of  the  war.  The 
\olume  is  illustrated  with  maps. 
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THE    AUTHOR     OF    "THE    VOID    OF 
WAR" 

Reginald  Farrer,  author  of  "The  Void 
of  War,"  just  published,  is  an  English: 
writer,  a  novelist  before  the  war,  and 
the  author  of  "The  Rock  Garden," 
"Through  the  Ivory  Gate,"  etc.  John 
Buchan  of  the  British  Foreign  Office 
selected  Mr.  Farrer  to  write  a  book 
which  would  cover  the  entire  fighting 
front,  from  the  British  Channel  to  the 
Adriatic.  Mr.  Farrer's  book  is  a  com- 
plete panoramic  view  of  the  fighting 
fronts,  written  by  a  man  of  imagination 
with  a  keen  eye  for  facts  and  a  sense  of 
humor.  The  title  of  the  book  has  to  do| 
with  the  material  and  spiritual  signifi- 
cance of  that  empty  stretch  of  country 
known  as  "No  Man's  Land." 

The  "Cross  of  Fire"  is  a  new  novel  o" 
love  and  war  to-day  by  Robert  Gordon 
Anderson. 

MORE  GERMAN  REVELATIONS 

There     is     announced     for     immediate  i 
publication      "The     Vandal         of       Eur- 
ope,"   by    Dr.    Wilhelm    Muehlon.      This  I 
volume    is    being    issued    by    special    ar- 
rangement   with    the    Swiss     publishers.  I 
Dr.    Muehlon,    himself     a     German,    and 
formerly  director  of  the  Krupp    works,  in  I 
this   remarkable   volume,  has   bared     the  | 
German    plot    to    despoil    Europe.      The 
book,  coming  from  the  pen  of  one  who>, 
though   now   in  exile,  was   until   recently 
most  intimately  connected  with  the  rul- 
ing group   in  the  Empire,  is  an  historic  I 
document   of   the    first    importance,    con- 
taining   revelations    that    even    a    public 
surfeited  with  sensations  will  read  with 
wonder. 

MASEFIELD'S  NEW  BOOK 

John  Masefield's  new  book,  "The  War 
and  the  Future,"  contains  the  lectures 
he  has  been  giving  to  large  audiences 
in  the  last  few  months.  The  fir'-t  of 
these  is  entitled  "St.  George  and  the  Dra- 
gon: An  Address  for  St.  George's  Day"; 
the  second,  from  which  the  volum°  dpaw« 
its  name,  is  "The  War  and  the  Future." 

TRUTH  OR  LIES? 

A  great  deal  of  discussion  is  being 
raised  by  the  book,  "The  Red  Battle 
Flyer,"  which  deals  with  the  exploits 
of  the  famous  German  ace,  Richtbofen 
In  Canada  there  are  those  among  men 
who  have  been  "over  there "  who  con- 
tend that  this  book  is  full  of  untruths 
as  to  exploits  credited  in  it  to  Richtho- 
fen,  while  others  wish  to  rive  full 
credit  to  this  German  ace  as  recorded 
in  this  book. 


BOOKSELLER     AND     STATIONER 


THE   MARINES   IN   WARFARE 

In  "The  Audacious  Adventures  of 
Miles  McConkey,"  the  author,  Arthur 
D.  Howden,  tells  a  quite  new  kind  of 
story  of  the  great  war,  dealing  with  the 
merchant  seaman  or  "marines."  It  tells 
of  submarines  foiled  and  other  exploits 
that  make  exceptionally  interesting 
reading. 

Professor  Latimer's  Progress  has  not 
inaptly  been  described  as  the  American 
Mr.  Britling.  It  is  a  "sentimental 
journey"  of  a  middle-aged  American 
scholar  upon  whose  soul  the  war  has 
come  down  heavily.  He  seeks  a  cure 
and  an  answer  in  a  walking-trip  up-state. 
The  author  is  Simeon  Strunsky. 

MOPPING  UP 

Jack  Munroe  is  the  author  of  a  new 
war  book  entitled  "Mopping  Up."  The 
author  was  in  every  fight  of  the 
Princess  Pats.  The  book  is  written  as 
the  author  fancied  "Bobby  Burns"  would 
write  it  and  "Bobby  Burns"  is  his  dog 
who  was   right  there,   too. 

A  MILITARY  MEDICO 

"A  Surgeon  in  Arms"  is  the  title  of 
a  book  by  Captain  R.  J.  Manions.  The 
author  is  a  Canadian  physician  who 
served  in  the  front  line  trenches  from 
the  beginning  of  the  war  and  his  bool 
tells  the  full  story  of  the  wonderful 
work  done  by  the  medical  corps,  the 
hospital  staff,  the  ambulance  men,  and 
the  stretcher-bearers,  giving  a  picture  of 
military  life  from  a  new  angle.  He  de- 
scribes vividly  attacks  by  shell,  airplane, 
and  gas,  and  the  daily  existence  in  a 
medical    corps. 

A  notable  new  book  dealing  with  con- 
ditions in  England  brought  about  by  the 
war,  which  particularizes  a  typical 
household,  is  Janet  Laing's  "Before  the 
Wind,"  to  be  published  in  Canada  forth- 
with. 

Marcel  Nadaud's  "The  Flying  Poilu," 
just  published,  presents  the  charming 
tale  of  a  Paris  street  urchin  who  wins 
his  way  to  the  Aviation  Corps.  The 
hero's  life  is  a  kaleidoscope  of  daring, 
blithe  and  fearless  exploits. 

AMERICA'S  EFFORT 

"Out  to  Win,"  Coningsby  Dawson's 
story  of  America  in  France,  which  ap- 
peared in  August,  is  a  vivid  presentation 
and  prophetic  statement  of  the  program 
of  the  American  fighting  forces  in 
France.  It  is  based  on  facts  many  of 
which  are  said  to  have  been  unavailable 
to  any  other  writer. 

A  TRAVELLER  IN  WAR  TIME 

Macmillan's  have  just  published  Win- 
ston Churchill's  "A  Traveller  in  War 
Time,"  in  which  the  author,  recently  re- 
turned from  abroad,  tells  the  story  of 
France  and  of  England  in  war  time. 
Numerous  privileges  were  extended  to 
the  distinguished  American  novelist 
on  his  trip,  with  the  result  that  he  has 
many  interesting  things  to  say  as  to 
conditions  in  the  warring  countries.  He 
writes  of  famous  battlefields  which  he 
visited,    of    distinguished     people     with 


whom    he    conversed    and    of   the    spirit 
and  temper  of  the  times. 

Not  the  least  compelling  section  of  the 
volume  is  the  final  one  of  nearly  100 
pages,  entitled  "The  American  Con- 
tribution and  the  Democratic  Idea." 
DR.  WEYL  EXPLAINS 
^  ^Walter  E.  Weyl's  "The  End  of  the 
War"  has  appeared  in  a  second  edition 
with  a  preface  in  which  Mr.  Weyl  an- 
swers some  of  his  critics.  For  while 
this  volume  has  been  enthusiastically 
received  in  many  quarters,  there  have 
been  those  who  have  taken  exception  to 
some  of  Mr.  Weyl's  arguments  and 
statement^.  As  Mr.  Weyl  puts  it  him- 
self: 

"They  accuse  me  of  indiscretion  be- 
cause I  have  revealed  what  everyone 
knew,  or  might  have  known,  but  chose 
co  ignore. 

"My  excuse  for  telling  the  truth,"  Mr. 
Weyl  continues,  "is  that  America  has 
.lothing  to  conceal.  Our  ideals  in  this 
war  are  unimpeachable,  and  we  are 
fighting  literally  for  the  welfare  of  hu- 
manity. We  do  not  need  the  protec- 
tion of  silence.  When,  in  this  book,  I 
have  criticized  certain  actions  of  the 
Allied  statesmen  I  have  done  so  from  no 
desire  to  be  censorious,  but  in  order  to 
help  bring  a  just  international  policy  out 
of  the  present  chaos  of  indecision.  Our 
problems  of  diplomacy  demand  the  same 
calm-  courage  with  which  we  face  our 
military  tasks;  if  we  evade  them  the 
.var  will  drag  on  from  blunder  to  catas- 
trophe and  will  end  on  some  inglorious 
day  in  a  wretched,  meaningless  truce, 
in  which  all  our  principles,  all  our  ideals 
and  aspirations  will  be  wearily  cast  over- 
board." 

FOCH  AT  THE  MARNE 

Another  book  about  Marshall  Foch  is 
"General  Foch  at  the  Marne,"  to  come 
very  shortly. 

THE  KAISER  MIRRORED 

"Impressions  of  the  Kaiser,"  by  Dr. 
Davis  Jayne  Hill,  formerly  American 
Ambassador  to  Germany,  is  to  be  pub- 
lished immediately.  During  his  years 
in  Germany  Dr.  Hill  was  in  almost  daily 
contact  with  the  Kaiser  and  his  method 
in  this  book  is  to  allow  the  Kaiser  to  re- 
veal his  personality  through  his  own 
acts  and  words..  The  author's  conclu- 
sion is  that  no  man  has  ever  had  so 
great  an  opportunity  as  the  Kaiser  and 
no  man  has  ever  failed  so  completely  in 
the  realization  of  his  opportunity. 
RANSOM 

Remembering  "Loot"  by  Arthur  Ran- 
som, booksellers  will  welcome  his  new 
novel,  "Ransom,"  just  published  by  Mc- 
Clelland &  Stewart.  It  has  a  most  orig- 
inal plot,  the  "Readjustment  Society  of 
the  World"  being  organized  to  set  on 
foot  the  most  amazing  scheme  to  con- 
trol world-wealth.  The  plot  was  simple 
but  the  agents  were  of  a  type  unknown 
to  criminal  records.  The  hero,  an  idle 
young  man  about  town,  in  striving  to 
recover  his  fortune,  which  has  strangely 
vanished,  stumbles  upon  an  astonishing 
clue  and  a  girl  with  both  courage  and 
brains,  and  a  delightfully  eccentric  old 
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Wall    Street    magnate,    aid    him    in   un- 
ravelling  the   mystery. 

WAS  THE  KAISER'S  DENTIST 

One  of  the  outstanding  books  about 
the  Kaiser  is  "The  Kaiser  as  I  Knew 
Hun,"    by    Arthur    N.    Davis,    who    for 

CIS  yw>rS   the  Kaiser'S  Persona! 
dentist.      With   amazing   candor,   as   Dr 

Davis    relates,    the    "All    Highest"     has 

SST^  Dr-  D3Vis  f0r  h««»  at  a 
stretch    the  events  and  developments  of 
«orld  politics,  tendencies  of  human  pro 
gress,    personalities    high    and    low,  IZi 

Freane!IatRPlSOf    G£rman*    t0    E^'^ 
hPrT',,I'Um'    Russia'    Austria    and 
X  a""'?   Stat6'-     ThJS  b00k  is  verit- 
Fmn         clos^uP     view  of  the   German 
Emperor  as  he  really  is. 

Ab'iitchV0  Ba8dad"  by  CaPtain  G^rge 
Abe  Schreiner,  ,s  to  come  this  season 
He  was  an  eye-witness  of  the  fiasco  at 
the  Dardanelles,  and  the  heart-rending 
blunders  at  Gallipoli  and  Suvla  Bay   His 

FreTnVV^    aims    of    British    and 
that L Strate?y J"    that    connection   is 

sible     Th  TSllble  remains  the  imP°s- 
t ion  nf  Vl     i  °°k  'S  a  comP'ete  presenta- 
"te  true  waning  of  German  ac- 
tivity and  propaganda  in  the  Near  East. 

"War  in  the  Cradle  of  the  World"  i~ 
the  title  of  Eleanor  Franklin  °Ega„.. 
book  to  appear  shortly.  She  is  well 
Known  as  a  "Saturday  Evening  Post" 
war  correspondent  and  this  book  will 
deal  with  events  in  the  British  campaign 
in  Mesopotamia.  pdlgn 

ESCAPED  FROM  THE  HUNS 

"Out  of  the  Jaws  of  Hunland"  has 
speaal  Canadian  interest  because  of  the 
tact  that  the  figures  around  which  the 
story  f.gures  are  Toronto  boys.  The 
authors  are  Corporal  Fred  McMullen 
and  Private  Jack  Evans. 

McMullen's  home  is  at  72%  Coady 
Ave.,  and  he  is  at  present,  and  has  been 
for  some  time  since  his  return  from  his 
remarkable  experiences  in  Germany,  em- 
ployed by  the  Toronto  Harbour  Commis- 
sion. 

Evans  was  employed  as  a  tire-maker 
with  one  of  the  concerns  in  Oshawa, 
where  his  mother  now  resides.  Since 
his  return,  he-  has  come  somewhat  into 
the  public  eye.  Going  to  New  York  in 
June,  he  got  in  touch,  through  some  of 
the  publishers,  with  Guy  Empey,  of 
"Over  the  Top"  fame,  and  addressed 'the 
Canadian  Club  there,  this  leading  to  an 
engagement  with  the  United  States  Ship- 
ping Board.  For  the  past  two  or  three 
months  he  has  been  talking  through  the 
New  England  States  and  the  South  to 
shipyard  employees,  giving  something  of 
his  experiences,  and  trying  to  stir  them 
up  to  greater  efforts  in  ship  production. 
They  were  captured  three  times  and 
finally  escaped  from  German  prison 
camps.  Aside  from  the  drama  of  their 
stories,  they  throw  light  on  conditions 
in  Germany  to-day  in  a  way  that  could 
not  be  done  except  by  one  who  had  been 
there  and  keenly  observed. 
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PROFESSOR    LATIMER'S    PROGRESS 

So  many  metropolitan  papers  have 
referred  to  Simeon  Strunsky's  book, 
"Professor  Latimer's  Progress,"  as  "An 
American  Britling,"  that  the  name  has 
stuck. 

Professor  Latimer  is  not  too  senti- 
mental, and  the  adventures  he  meets  on 
the  broad  highway  are  surprisingly  mod- 
ern. He  finds  himself  playing  the 
haughty  father  to  a  Mexican  beauty  be- 
fore the  moving  picture  camera.  He 
cranks  a  reluctant  Ford  for  country 
maidens  in  distress.  He  invades  the 
roadside  blacksmith  shops  which  have 
graduated  into  garages,  and  consorts 
with  philosophic  tinkers  of  the  1918 
model.  He  enters  the  motor  cars  and 
homes  of  the  wealthy  vacationists.  He 
discusses  the  present  tangled  universe 
with  a  noted  newspaper  man  who  has 
abandoned  journalism  for  poultry-rais- 
ing in  a  search  for  God.  He  is  arrested 
for  speeding,  is  subjected  to  the  Binet 
test  in  a  modern  criminological   labora- 


tory, and  engages  in  an  epic  fist  fight 
on  the  open  road  in  the  manner  of 
George  Borrow.  He  finally  comes  home 
with  a  moving-picture  actress  "register- 
ing" sympathy  and  two  other  modernist 
young  women,  to  say  nothing  of  a  wealth 
of  new  ideas  and  something  of  an  an- 
swer to  his  quest  after  the  meaning  of 
the  war. 

BISMARCK 

In  the  Makers  of  the  Nineteenth  Cen- 
tury series  published  by  Constable  & 
Co.,  of  London,  has  just  appeared  "Bis- 
marck" by  C.  Grant  Robertson,  M.A., 
C.V.O.,  fellow  of  All  Souls  College,  Ox- 
ford. 

In  the  preface  it  is  stated  that  this 
book  is  not  a  mere  product  of  the  war 
but  is  based  on  exhaustive  study  and 
ideas  already  formed  in  the  period  of 
calm  before  the  great  war  burst  upon 
the  nations.  The  book  calls  up  Bismarck 
as  a  living  human  being,  extenuating 
none  of  his  grossness  or  his  arrogance, 


but  nevertheless  deeply  appreciative  of 
all  that  was  great  in  him.  The  influ- 
ence of  Bismarck  on  German  character 
and  statecraft  is  exhaustively  set  forth. 
It  is  a  volume  of  over  500  pages. 

WAR  PHENOMENA 

A  book  by  the  psychic  writer,  Here- 
ward  Carrington,  which  has  just  ap- 
peared, is  "Psychical  Phenomena  and 
the  War,"  in  which  are  set  forth  the 
physchology  of  the  soldier  in  action 
and  the  psychology  of  German  fright- 
fulness  as  well  as  various  phenomena 
of  death  which  the  war  has  brought  to 
light. 

WAR  POEMS 

"The  Salient  and  Other  Poems,"  by  T. 
A.  Girling,  comes  from  the  publishers, 
Cecil  Palmer  &  Hayward,  of  London, 
England.  There  is  a  frontispiece  illus- 
trating the  statue  of  the  Madonna,  Al- 
bert Cathedral,  after  bombardments. 
Mr.  Girling  is  an  officer  with  the  Can- 
adian forces. 


RESTRICTIONS  IMPOSED  ON  U.S.  BOOK  PUBLISHERS 

Restriction  of  25  Per  Cent,  in  New  Titles  Ordered  Based  on  Average  of  Past  Three 

Years 


IN  the  United  States  the  War  Indus- 
tries Board  has  adopted  new  regula- 
tions   affecting    book    publishing,    the 
full  text  of  which  is  as  follows: 
To  publishers  of  trade  books,  copyright 
reprints,    toy    books,    juvenile    and, 
non-copyright  books: 
The   following   recommendations   have 
been  made  to  the  pulp  and  paper  section 
of  the  War  Industries  Board  by  the  war 
committee   of   publishers,   to   accomplish 
the   necessary   savings   in  use   of   paper 
brought  about  by  war  conditions. 

If  you  believe  that  any  of  these  regu- 
lations will  unfairly  affect  your  interests, 
will  you  kindly  state  your  objections 
concisely  before   September  5,  1918? 

Regulations 

First.  Beginning  October  1,  1918,  re- 
duce new  titles  of  books  manufactured 
in  this  country  25  per  cent,  of  the  aver- 
age of  the  three-year  period  July  1,  1915, 
to  June  30.  In  the  case  of  a  publisher 
who  has  not  been  in  business  over  five 
years,  the  reduction  in  titles  may  be 
from  the  number  of  titles  published  in 
the  year  ending  June  30,  1918.  A  bona 
fide  new  publisher  who  maintains  no  con- 
nection with  any  existing  publisher  may 
apply  to  the  War  Industries  Board  for 
registration  and  allotment  of  the  num- 
ber of  titles  to  be  published  in  his  first 
year.  Books  of  research  published  un- 
der subsidy  or  war-service  books  pub- 
lished for  the  United  States  or  allied 
Governments  under  subsidy  are  to  be  ex- 
cepted from  this  regulation. 

Second.  Papers  are  to  be  reduced  in 
weight  as  follows: 

(a)  Books  of  320  pages  or  over  to  be 
printed  on  50-pound  machine  finish  or 
eggshell  or  60-pound  supercalender. 

Smaller  books  may  use  up  to  60-pound 


English  finish,  eggshell,  or  supercalen- 
der. 

(b)  Juvenile  and  toy  books: 
Weights   to   vary   in   accordance   with 

the  number  of  pages  as  follows:  257 
pages  or  over,  60-pound  machine  finish, 
or  egg-shell,  or  supercalender;  256  pages 
or  less,  70-pound  machine  finish,  or  egg- 
shell, or  supercalender;  162  pages  or 
less,  80-pound  machine  finish,  or  egg- 
shell, or  supercalender;  192  pages  of 
less,  90-pound  machine  finish,  or  egg- 
shell, or  supercalender;  64  pages  or  less, 
100-pound  machine  finish,  or  eggshell,  or 
supercalender.  Cover  stock  for  toy 
books,  125  pounds.  Weights  in  all  cases 
based  on  25  by  38. 

(c)  Type  page;  With  a  100,000  word 
book  of  prose,  320  pages,  12mo.  size 
(roughly  300  words  to  a  page),  as  the 
standard,  the  type  page  shall  scale  down 
to  a  minimum  of  150  words  to  a  page 
for  a  prose  book  of  20,000  words. 

Third.  Coated  paper  is  to  be  used  only 
for  inserts  or  color  work  and  is  limited 
to  25  by  38—80  pounds. 

Fourth.  Eliminate  all  coated  paper 
for  jackets  and  circulars. 

Fifth.  Circulars:  No  new  circulars  to 
be  issued  exceeding  4  pages  in  length. 
The  term  "circulars"  here  used  means 
a  description  of  one  book  or  group  or 
series  of  books.  No  circular  to  exceed 
the  standard  trimmed  size  of  8%  by  11. 

Sixth.  All  shipment  of  books  "on 
sale,"  "on  consignment,"  or  "protected" 
shall  be  prohibited,  except  that  in  any 
case  where  a  travelling  salesman  of  a 
publishing  house  has  been  unable  to  soli- 
cit an  advance  order  for  any  particular 
publication  (because  of  time  limitation 
between  the  receipt  of  the  manuscript 
and  the  publication  of  the  book),  then 
the  publisher  may  ship  a  sample  order  "on 
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sale,"  but  such  an  "on  sale"  shipment  to 
either  of  the  large  jobbers  shall  in  no 
case  be  in  excess  of  100  copies,  and  no 
such  "on  sale"  shipment  to  any  other 
dealer  shall  be  in  excess  of  5  copies. 

Seventh.  No  "on  sale"  shipment  shall 
be  made  for  display  or  any  other  pur- 
pose except  as  stated  in  previous  para- 
graph, and  no  rebates  shall  be  made  for 
unsold  stock. 

Eighth.  Standard  size  of  paper  shall 
be  used  in  printing  all  books  so  far  as 
possible.     The  standard  sizes  are: 

Machine  finish  or  eggshell:  28  by  38, 
30y2  by  41,  33  by  44,  35  by  46,  38  by  56, 
41  by  61. 

Super  and  coated:  25  by  38,  28  by  42, 
30  y2  by  41,  33  by  44,  38  by  50,  41  by  61. 
To  avoid  unnecessary  wastage  of  pa- 
per on  series  of  books  already  establish- 
ed special  sizes  may  be  made  on  orders 
of  5  tons  or  more. 

The  above  regulations  are  not  to  be 
retroactive,  and  therefore  do  not  apply 
to  books,  etc.,  already  in  process  of 
manufacture  and  published  prior  to  Oc- 
tober 1,  1918. 

To  subscription  book  publishers:  Pub- 
lishers of  subscription  books  will  be  con- 
sidered to  have  lived  up  to  the  terms  of 
these  regulations  if  they  use  the  above 
weights  of  paper  and  reduce  the  tonnage 
used  during  the  year  25  per  cent,  below 
the  tonnage  used  during  the  year  July  1, 
1917,  to  June  30,  1918. 

Canadian  publishers  when  asked  their 
opinion  of  this  regulation,  expressed  the 
opinion  that  it  should  really  benefit 
rather  than  adversely  affect  the  interests 
of  retail  booksellers,  because  it  would 
naturally  assure  "fewer  and  better 
books,"  i.e.,  consideed  on  the  score  of 
literary  merit. 
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NEW  AND  FORTHCOMING 

"Bothering  About  Children,"  by  Pru- 
dence Bradish,  will  present  inspirational 
suggestions  for  parents  covering  a  pe- 
riod preceding  the  birth  of  a  child  until 
about  the  time  that  college  is  looming 
on  the  horizon. 

Walter  Camp's  "Keeping  Fit  All  the 
Way"  will  be  a  standard  manual  on  how- 
to  maintain  health,  strength  and  effi- 
ciency. It  will  be  an  illustrated  $1.25 
book. 

A  new  book  on  psychic  phenomena 
by  Margaret  Cameron  to  appear  shortly, 
will  be  entitled   "The   Seven   Purposes." 

Russell  H.  Conwell,  the  great  lecturer, 
has  written  "How  a  Soldier  May  Succeed 
After  the  War,  or  a  Corporal  With  the 
Book."  This  is  to  be  published  very 
shortly.  The  inspirations  of  this  book 
were  the  true  stories  of  many  present- 
day  great  and  successful  men  who  were 
privates  in  the  American  Civil  War, 
who  in  camps  and  barracks  laid  the 
foundations  of  future  success  by  using 
part  of  their  time  while  off  duty  for 
self-improvement. 

Among  the  extremely  interesting  an- 
nouncements for  Autumn  is  Homer 
Croy's  "How  Motion  Pictures  Are 
Made."  This  will  not  be  a  hurriedly 
compiled  "pot-boiler"  of  a  book  but  a 
pretentious  $4.00  volume.  It  will  be 
freely  illustrated  and  will  tell  graphic- 
ally, picturesquely,  and  non-technically 
of  this  amazing  new  art  and  industry. 

Olin  Dounes,  who  is  the  musical  critic 
of  the  "Boston  Post,"  has  written  "The 
Lure  of  Music,"  which  is  to  appear  soon. 
This  is  a  book  for  all  who  love  music 
and  will  help  the  reader  to  listen  intel- 
ligently to  opera,  symphony,  oratorio, 
song  and  to  performances  by  the  orches- 
tra or  solo  instruments.  An  interesting 
feature  will  be  the  inclusion  of  the 
plots  of  many  famous  operas. 

Florence  Howe  Hall,  a  daughter  of 
Julia  Ward  Howe,  is  this  season  giving 
us  "Memories  Grave  and  Gay,"  a  $3.50 
volume  nearly  ready.  It  is  the  story 
of  her  own  full  life  in  an  international 
atmosphere. 

For  retail  merchants  another  impor- 
tant book  about  ready  is  "Retail  Cred- 
its and  Collections,"  by  Dwight  L. 
Beebe,  being  the  third  book  in  Harper's 
Retail  Business  Series. 

"A  Writer's  Recollections"  is  the  title 
of  a  forthcoming  work  in  two  volumes 
by  Mrs.  Humphrey  Ward,  who,  by  the 
way,  is  a  granddaughter  of  the  famous 
Doctor  Arnold  of  Rugby  and  a  niece  of 
Matthew  Arnold,  the  poet.  The  work 
will  be  illustrated  with  portraits  of  and 
photographs  of  many  of  the  well-known 
people  of  the  day  who  figured  in  Mrs. 
Ward's  life. 

"How  to  Prevent  Sickness,"  by  Dr. 
Howe,  is  announced.  He  writes  on  the 
assumption  that  more  than  half  the  dis- 


eases that  exist  could  be  prevented  by 
applying  knowledge  the  world  already 
possesses. 

Mary  Johnston's  new  novel,  "Foes,"  is 
announced  for  early  publication. 

"The  Winds  of  Chance,"  Rex  Beach's 
new  novel,  will  appear  shortly. 

A  new  "Skinner"  book  by  Henry  Irv- 
ing Dodge,  is  "Skinner's  Big  Idea,"  to 
appear  this  season. 

"Sylvia  Scarlett"  is  the  title  of  Comp- 
ton  Mackenzie's  new  novel,  a  story  full 
of  movement,  color  and  life. 


ROBERT    A.    HOOD 

Vancouver  author     whose   novel,   "The   Chivalry  of 
Keith    Leicester"    is    to    appear    this    autumn. 


"Towards  Morning,"  a  new  war  novel 
by  I.  A.  R.  Wylie,  is  to  be  ready  this 
month  and  the  publishers  predict  big 
things  for  it  because  of  its  exceptional 
merits,  revealing  on  the  author's  part  a 
thorough  knowledge  of  German  char- 
acter. The  evolution  of  the  principal 
character  from  his  simple  childhood  to  a 
typically  brutalized  German  soldier  and 
the  eventual  re-awakening  of  his  soul  are 
dealt  with  in  a  masterly  manner. 

Henry  Leverage's  book,  "Whispering 
Wires,"  is  a  detective  story  to  appear 
this  month  in  which  interest  centers 
about  an  eccentric  millionaire  munitions 
maker  in  New  York. 

John  Ferguson  in  "Stealthy  Terror" 
has  produced  a  remarkable  tale  of  grim 
intrigue  and  adventure  with  the  German 
secret  service.  This  was  among  the 
August  publications. 

A     new     seventy-five     cent    Canadian 
copyright  edition  of  "Beautiful  Joe"  by 
Marshall  Saunders  has  just  appeared. 
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The  new  Oppenheim  book,  "Zeppelin's 
Passenger,"  has  just  appeared.  It  is  a 
German  spy  story  and  in  it  the  author 
out-Oppenheims  himself. 

"Virtuous  Wives"  by  Owen  Johnson, 
is  among  the  August  publications.  It 
is  a  novel  presenting  the  significance 
of  war  in  its  effect  on  social  life  in 
America. 

Irving  Allen  is  the  author  of  a  book 
called  "The  Money-Maker"  which  has 
just  appeared.  It  is  the  romance  of  a 
ruthless  man  of  business  and  sets  a 
new  style  in  fiction. 

"The  Fighting  Fool"  by  Dane  Coolidge, 
is  a  Western  novel  full  of  "pep"  with  an 
unusual  love-story  woven  in.  This  was 
an  August  issue. 

A  book  redolent  of  Ireland,  its  love,  its 
laughter,  its  poetry,  its  pathos  and  its 
romance,  is  "Yourself  and  Your  Neigh- 
bors," which  is  being  brought  out  in  a 
Canadian  edition  this  month. 

"The  Love  of  An  Unknown  Soldier," 
found  in  a  dug-out  in  France,  is  to  be 
published.  It  will  have  an  introduction 
by  John  Lane.  The  book  will  be  ready 
within  a  month  or  two. 

"Philo  Gubb,  Correspondence  School 
Deteckative,"  is  a  new  humorous  work  in 
the  best  vein  of  Ellis  Parker  Butler  of 
"Pigs  is  Pigs"  fame.  It  is  a  $1.50  volume, 
not  of  the  miniature  form  of  most  of 
this  writer's  previous  books. 


IN  FLANDERS'  FIELDS 

No  poem  inspired  by  this  war  has  made 
a  more  profound  impression  than  that  of 
the  Canadian  Colonel  John  McCrae,  who 
was  killed  while  serving  with  the  Cana- 
dian forces  in  France.  The  poem  is  re- 
produced herewith  and  the  suggestion  is 
offered  that  booksellers  clip  this  out  and 
paste  it  on  a  show  card  directing  atten- 
tion to  the  new  book  this  season  entitled 
"In  Flanders  Fields  and  Other  Poems," 
by  John  McCrae,  Lieutenant-Colonel,  C. 
A.  M.  C: 

In  Flanders'  Fields 

In  Flanders  fields,  the  poppies  blow 
Between  the  crosses,  row  on  row, 
That  mark  our  place;  and  in  the  sky 
The  larks,  still  bravely  singing,  fly 
Scarce  heard  amid  the  guns  below. 

We  are  the  dead.  Short  days  ago 
We  lived,  felt  dawn,  saw  sunset  glow, 
Loved  and  were  loved ;  and  now  we  lie 
In  Flanders'  fields. 

Take  up  our  quarrel  with  the  foe! 
To  you,  from  failing  hands,  we  throw 
The  torch.    Be  yours  to  lift  it  high! 
If  ye  break  faith  with  us  who  die 
We  shall  not  sleep,  though  poppies  blow 
In  Flanders'  fields- 
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THOMAS  ALLEN 
Fiction 

Tank  of  Life,  H.  H.  Knibbs,  cloth, 
$1.55;  Willow  the  Wisp,  A.  P.  McKish- 
nie,  cloth,  $1.35;  Battles  Royal  Down 
North,  Norman  Duncan,  cloth,  $1.35; 
Harbor  Tales  Down  North,  Norman 
Duncan,  cloth,  $1.35;  Sunshine  Settlers, 
Crosbie  Garstin,  cloth,  $1.50. 
Non- Fiction 

High  Adventure,  J.  N.  Hall,  cloth, 
$1.50;  Fighting  Fleets,  Ralph  D.  Paine, 
cloth,  $2.00;  American  Soldier,  Edwin 
Austin  Abbey,  cloth,  $1.35;  The  Odyssey 
of  a  Torpedoed  Transport,  cloth,  $1.25; 
General  Foch,  Major  R.  M.  Johnston, 
cloth,  $1.00;  General  Foch,  Major  R.  M. 
Johnston,  paper,  35c;  Void  of  War,  Reg- 
inald Farrer,  cloth,  $2.00. 

J.  M.  DENT  &•  SONS 
Non-Fiction 

"The  Clash,"  William  Moore,  cloth, 
$2.50. 

Juvenile 

Stories  of  Early  British  Heroes,  is- 
sued at  the  request  of  the  Ontario  Dept. 
of   Education,  limp   cloth,   25   cents. 

S.  B.  GUNDY 
Fiction 

Towards  Morning,  I.  A.  R.  Wylie, 
cloth,  $1.50;  Drums  Afar,  John  Murray 
Gibbon,  cloth,  $1.50;  Benton  of  the  Royal 
Mounted,  Ralph  S.  Kendall,  cloth,  $1.50; 
Anthony  Trent  Master  Criminal,  Wynd- 
ham  Martyn,  cloth,  $1.50;  Whispering 
Wires,  Henry  Leverage,  cloth,  $1.50; 
The  Ghost  Girl,  H.  De  Vere  Stacpoole, 
cloth,  $1.50;  Yourself  and  Neighbors, 
Seumas  MacManus,  cloth,  $1.50. 
Non-Fiction 

The  Dead  Have  Never  Died,  Edward 
C.  Randall,  cloth,  $1.50;  The  Treasure  of 
the  Magi,  James  Hope  Moulton,  cloth, 
$3.00. 

Juvenile 

Carry  On,  Herbert  Strang,  cloth,  $1.25; 
Ver  Beck's  Bears  in  Mother  Goose  Land, 
4to  boards,  $2.00. 

THE   MACMILLAN   CO. 
Fiction 

Barbara  Picks  A  Husband,  H.  Hage- 
dorn,  cloth,  $1.50. 

Non-Fiction 

A  Traveller  in  War-Time,  Winston 
Churchill,  cloth,  $1.25. 

McClelland,  goodchild  & 

STEWART 
Fiction 

The  Zeppelin's  Passenger,  E.  Phillips 
Oppenheim,  $1.50;  Virtuous  Wives,  Owen 
Johnson,  $1.50;  Professor  Latimer's  Pro- 
gress, Simeon  Strunsky,  $1.40;  The 
Money-Maker:  The  Romance  of  a  Ruth- 
less Man,  Irving  R.  Allen,  $1.50. 


Non-Fiction 

Fighting  France,  Stephane  Lauzanne, 
$1.50;  Practical  Flying,  Flight-Com- 
mander W.  G.  McMinnies,  R.  N.,  $1.50; 
Aircraft  in  War  and  Commerce,  W.  H. 
Berry,  $1.50;  The  Fool  of  Joy,  Tom  Mac- 
Innes,  $1.25;  Open-Air  Schools,  Neil  S. 
MacDonald,  D.  Paed;  Mopping  Up,  Lieut. 
Jack  Munroe,  $1.50;  My  Poultry  Day  by 
Day,  Alfred  Gibson,  $2.50;  Putnam's 
Automobile  Handbook,  N.  Clifford 
Brokaw  and  Charles  A.  Starr,  $2.00. 

Juvenile 

Beautiful  Joe,  Marshall  Saunders, 
Canadian  copyright  edition,  75c;  Nature 
Stories  to  Tell  the  Children,  W.  Wad- 
dington    Seers,   $1.25. 

SPANISH  REPLACES  GERMAN 

As  the  German  language  makes  its 
exit  as  a  compulsory  course  of  study 
in  the  University,  Spanish  will  step  in 
to  take  its  place  in  the  schools  of  On- 
tario. The  language  of  Central  Amer- 
ica, in  addition  to  being  made  an  option 
for  German  in  the  specialist's  course 
at  the  University,  will  also  be  an  op- 
tion in  the  commercial  courses  of  the 
Collegiate  Institutes  and  High  Schools. 
In  this  way  the  department  proposes  to 
prepare  young  Canadians  to  develop, 
Canadian  trade  with  the  South  Ameri- 
can republics. 

This  of  course  will  mean  a  Spanish 
text  book  in  Ontario  schools. 

USING  STATIONERY  TO  SELL 
BOOKS 

If  I  were  a  stationer,  says  M.  R.  Spitz 
in  "System,"  I  would  issue  a  blotter  ad- 
vertisement reading  about  as  follows: 

"I  have  a  special  line  of  books  and 
stationery  supplies  this  month  that  I 
know  will  interest  you.  So  that  you  may 
not  miss  the  opportunity  to  supply  your 
needs,  I  am  giving  you  below  the  dates 
during  this  month  when  you  will  find 
unusually  attractive  values  in  our  store." 

Below  will  be  reproduced  a  complete 
calendar  for  the   month. 

The  advertisement  would  lead  the 
prospect  to  suppose  that  he  can  obtain 
these  values  only  on  special  days.  The 
complete  calendar,  however,  would  im- 
press him  with  the  fact  that  every  day 
is  an  important  day  at  my  store. 


POCKET  SIGNAL  DISC 

Illustrated  herewith  is  a  new  item 
called  the  Pocket  Signal  Disc  made  by 
the  Standard  Novelty  Co.  of  Melrose, 
Mass.  This  is  an  item  that  can  be  re- 
tailed at  a  quarter  in  Canada.  It  is 
suitable  for  instruction  and  practice  in 
the  international  Morse  and  semaphore 
codes,  including  the  conventional  signs 
of  the  wig-wag.  This  signal  disc  is 
useful  for  naval  or  military  organiza- 
tions and  for  schools  and  boys'  organ- 
izations. Here  are  a  few  paragraphs 
from  the  instructions: 

"In  the  use  of  the  Pocket  Signal  Disk, 
the  beginner  should  first  study  the 
selected  code  carefully.  Then,  for  a 
test,  turn  the  disc  corresponding  to  the 
code  and  call  the  signals  as  they  appear 
in  the  opening. 

By  continuing  this  practice  for  a  short 
time  daily,  the  code  is  soon  learned,  and 
a  practical  execution  of  the  signals  easi- 
ly accomplished. 

To  signal  with  the  hand-flags,  torch 
or  lantern,  face  squarely  toward  the 
station  to  be  signaled,  execute  every 
motion  distinctly  and  make  a  slight 
pause  after  each  letter." 
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"Aeroplane  Construction  and  Opera- 
tion," by  John  B.  Rathbun,  is  a  compre- 
hensive new  book  on  the  flying  machine 
in  its  latest  developments.  The  author 
is  an  aeronautical  engineer  of  recognized 
prominence. 

A  new  children's  annual  to  retail  at 
$1.25  is  "The  'Little  Folks'  Illustrated 
Annual,"  published  at  $1.25. 

"Sexual  Knowledge  a  Young  Husband 
Should  Have,"  "Sexual  Knowledge  a 
Young  Wife  Should  Have,"  and  "Birth 
Control,"  are  three  of  the  most  promi- 
nent titles  of  a  new  series  of  fifteen 
sexological  books  just  being  introduced 
to  the  Canadian  book  trade. 


EMBARGO  ON  POST  CARDS  AND  GREETING 

CARDS 

The  War  Trade  Board  is  now  granting  licenses  for  im- 
portation of  Post  Cards  and  Greeting  Cards,  irrespective 
of  the  date  goods  were  ordered. 
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SOLDIER 
TRADE 


SECTION 


Featuring  Goods  to  Sell  to  the  People  Remaining  at  Home 

for  Forwarding  to  Soldiers  at  the  Front,  in  Training  and 

in  the  Base  Hospitals 


WRITING  HOME 


SOLDIERS   NEED   MORE   BOOKS 

IN  this  department  in  the  past  few 
months  the  sending  of  books  of  real 
merit  to  the  soldiers  at  the  front  has 
been  repeatedly  advocated.  Now  here  is 
a  call  direct  from  the  trenches,  a  let- 
ter reprinted  from  the  London  Free 
Press,  which  the  booksellers  will  read  to 
their  interest  and  profit  and  which 
they  can  utilize  as  an  influ- 
ence upon  people  in  their  communi- 
ties to  influence  them  to  send  more 
books  and  to  choose  books  of  the  right 
sort  for  soldier  readers: 

An  Appeal   From  the  Trenches 

To  the  Editor  of  the  Free  Press: 

Sir, — Would  you  kindly  give  space  in 
your  paper  for  the  following  request 
addressed  to  those  families  in  Canada 
who  have  men  in  the  43rd  Canadian 
Battalion  that  they  send  us  more  read- 
ing matter. 

I  think  it  is  usually  forgotten  that 
we  are  in  a  foreign  land  where  for  us 
there  are  practically  no  book  stores. 
About  the  only  things  that  come  within 
reach  of  the  men  are  the  daily  papers 
from  Canada,  a  month  old  but  very  wel- 
come at  that,  "Tit-Bits,"  "John  Bull," 
"Answers"  and  such  like,  all  eagerly 
read.  The  officers  fare  very  little  bet- 
ter than  the  men.  We  are  not  fighting. 
or  training,  or  sleeping,  or  going  to 
Cinema  shows,  or  smoking  cigarettes 
all  the  time.  Even  when  "in  the  line" 
there  are  long  wearisome  hours  off  duty 
when  a  good  book  would  be  a  real  bless- 
ing to  us  and  when  "out"  we  have  even 
greater  opportunities  and  appetite  for 
reading.  I  believe  the  whole  Canadian 
corps  is  starving  for  good  reading  mat- 
ter. However  that  may  be,  I  can  at  least 
speak  with  certainty  of  the  men  with 
whom  I  have  lived  on  intimate  terms 
for  fourteen  months.  They  have  been 
in  need  ever  since  I  have  known  them 
of  a  continuous  ration  of  wholesome 
mental  food  in  printed  form.     You  have 


done  nobly  in  the  fine  parcels  of  "good- 
eats"  you  send  so  faithfully.  The  soldier 
is  a  hungry  mortal  and  he  makes  short 
work  of  the  parcels.  But  he  is  not  all 
stomach.  His  mind  needs  nourishment 
as  well  as  his  body.  Send  him  a  regu- 
lar ration  of  good  books 

By  "good  books"  I  do  not  mean  kin- 
dergarten stuff  or  books  of  bigotry,  but 
wholesome  literature  that  would  be  ap- 
preciated by  grown  men.  For  example: 
compact  well-written  summaries  of  the 
history  of  different  nations  especially 
of  those  immediately  concerned  in  the 
war,  history  of  the  development  of  de- 
mocracy, books  on  modern  social  prob- 
lems, and  the  remedies  that  Christianity 
has  to  offer,  pocket  editions  of  the  clas- 
sics, concise  biographies  of  great  men 
and  women  of  the  past  and  present  of 
our  own  and  other  peoples,  popular  sci- 
ence handbooks,  clean  fiction  of  which 
there  is  unlimited  quantities,  poems  in 
neat  volumes,  etc.,  etc.  In  fact,  the  field 
of  good  literature  is  so  vast  and  varied 
that  it  is  almost  impossible  to  indicate 
its  divisions.  Some  of  you  may  have 
been  told  that  the  soldier  has  enough 
to  carry  without  adding  books  to  his 
load.  I  am  very  well  acquainted  with 
the  soldier  and  I  can  assure  you  that 
you  can  leave  "the  question  of  trans- 
portation" to  him  to  settle.  Even  if  he 
''ditches"  the  book  after  reading  it  he 
anyway  has  had  the  benefit  of  its  con- 
tents and  he  leaves  it  behind  to  be  pick- 
ed up  in  the  billet  as  a  godsend  by  the 
next  battalion  that  moves  into  the  place 
we  leave.  Out  here  the  soldiers  circu- 
late, not  the  libraries.  At  the  worst  it 
is  better  that  he  should  read  it  and 
"ditch"  it  than  not  to  have  had  it  at  all. 

Let  the  volumes  you  send  be  compact 
pocket-size  if  possible  but  not  too  small 
print.  Put  one  in  each  parcel  you  send 
from  now  on  or  send  them  separately 
and  regularly  say  one  every  fortnight. 
Don't  send  them  in  packages  to  the 
chaplain,   but   mail   them    direct    to   the 
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man  himself.     It  will  mean  more  to  him 
when  it  comes  that  way. 

I  know  you  wouldn't  grudge  money 
to  get  suitable  books,  but  I  am  sure  that 
you  have  lying  idle  on  your  library 
shelves  or  parlor-tables  at  home  the 
very  books  we  are  hungry  for.  All  it 
will  cost  you  is  some  paper,  string,  post- 
age and  a  little  trouble  and  thought  and 
that's  for  the  man  or  men  overseas  that 
you  love. 

You  have  done  splendidly  in  the  pan- 
try. Let  that  great  good  work  go  on, 
but  go  to  the  other  end  of  the  house 
and  do  some  earnest  work  for  your  men 
among  your  books. 

The  43rd  is  in  fine  fettle.  You  can 
depend  upon  them  giving  an  account  of 
themselves  worthy  of  our  best  tradi- 
tions and  of  their  own  noble  record 
when  next  they  meet  the  enemy.  It  is 
only  bare  justice  to  say  that  as  a  fight- 
ing unit  they  are  second  to  none  in  the 
Canadian  corps.  Personally  I  am  firm- 
ly convinced  that  there  is  none  quite  as 
good.  They  are  a  grand  lot  of  men. 
1  am  very  proud  to  have  the  honor  of 
serving  with  them  as  their  chaplain. 

Our  present  commanding  officer,  Lt.- 
Col.  Urquhart,  M.C.,  D.S.O.,  came  to  us 
in  December,  1917.  He  has  won  our  en- 
tire confidence  by  his  many  fine  quali- 
ties. He  has  been  in  the  war  from  the 
beginning  and  knows  the  Great  Game 
thoroughly.  His  personal  bravery,  his 
tireless  devotion  to  duty,  his  brilliant 
leadership  have  resulted  in  a  response 
among  the  men  that  bodes  ill  for  the 
Hun  when  we  come  to  grips  with  him 
again. 

GEORGE  C.  F.  PRINGLE, 

Captain  and  Chaplain, 
Attached  43rd  Can.  Bn. 

France,  July  15,  1918. 


E.  J.  Dillon's  "The  Eclipse  of  Rus- 
sia" is  an  important  new  issue  irL 
serious  volumes. 


BOOKSELLER      AND      STATIONER 


NO   WONDER   HE   PROTESTED 

"Home   Art    Book    of    Fancy    Stitchery" 

For   Returned  Soldier 

Booksellers  should  encourage  the 
idea  of  sending  books  to  soldiers  in  such 
form  that  the  recipients  will  know  that 
the  parcel  of  books  in  question  is  worth 
while  opening.  This  is  another  argu- 
ment in  favor  of  the  plan  set  forth  in 
this  section  a  few  months  ago  when  it 
was  suggested  that  parcels  of  four  or 
more  books  at  popular  prices  be  made 
up  ready  for  mailing.  These  packages 
would  naturally  be  neat  in  appearance 
and  there  would  be  no  chance  of  their 
being  mistaken  for  junk,  such  as  some 
people  seek  to  foist  off  on  the  soldiers. 
For  instance  a  "Y"  secretary  wrote  from 
the  Davisville  Military  Hospital  to  the 
Toronto    Telegram    as    follows: 

"All  say  'the  best  is  none  too  good 
for  our  returned  vets',  but  there  are  ex- 
ceptions. Literature  is  one,  as  evidenced 
by  a  parcel  just  received,  containing 
amongst  other  junk  now  littering  the 
"Y"  office,  three  Toronto  Public  Library 
books,  dated  respectively  1886,  1890  and 
1891,  covered  with  greasy  dirt. 

Sticking  to  the  three  is  another  junk 
gem  of  the  vintage  of  1863,  "Male  Life 
Among  the  Mormons" — suitable  for  a  U 
boat  library,  but  not  for  that  of  the 
D.M.H.  As  if  to  atone  for  such  an  un- 
worthy donation,  several  hyrrinbooks  are 
added,  very  ancient,  covers  torn  off,  and 
scribbled  on. 

Further  useless  stuff  is  added,  such  as 
"The  Red  Book  for  Girls,"  "The  Home 
Art  Book  of  Fancy  Stitchery,"  "The  Mis- 
tress of  the  House,  What  She  Would  Do 
With  an  Untrained  Servant,"  etc. 

It  was  startling  the  other  morning  to 
hear  a  vet.  say  that  some  experiences 
since  his  return  made  him  wish  he  had 
been  born  a  "Tommy  Atkins"  in  good  old 
England,  rather  than  a  "Canuck." 

Unloading  of  household  waste  in  his 
immediate  vicinity  tends  to  deepen 
rather  than  remove  such  a  feeling,  and 
ought  to  stop  at  once.  Let  it  be  under- 
stood once  and  for  all  that  neither  this 
nor  any  other  convalescent  hospital  is  a 
rag,  bone  and  waste  paper  depot." 

THE  DISABLED  SOLDIER 

"The  Disabled  Soldier"  is  the  title  of 
a  forthcoming  volume  by  Dr.  Douglas  C. 
McMurtrie,  director  of  the  Red  Cross 
Institute  for  Crippled  and  Disabled 
Men;  President  of  the  Federation  of 
Associations  for  Cripples  and  editor  of 
The  "American  Journal  of  Care  for 
Cripples."  The  book  will  probably  be 
ready  for  publication  in  September. 

This  work  describes  the  whole  modern 
principle  of  rehabilitating  disabled  sol- 
diers, so  injured  that  they  would  have 
been  condemned  in  the  past  to  a  future 
of  idleness  and  uselessness. 

The  author  gives  in  detail  the  voca- 
tional training  of  disabled  men  for  oc- 
cupations which  they  can  follow  in  spite 
of  their  handicaps.  The  scope  of  his 
chapters  is  shown  in  the  following  out- 
line of  contents: 

1.  A  Record  of  Injustice:  indicating 
how  the  neglect  of  disabled  men  in  the 


past  often  led  to  mendicancy;  2.  Breaks 
in  the  Wall:  describing  the  pioneer 
school  for  industrial  cripples  at  Char- 
leroi,  Belgium;  and  the  pioneer  school 
for  war  cripples  at  Lyons,  France.  3. 
Orders  to  Advance:  showing  that  the 
disabled  soldier  must  not  be  allowed  to 
rest  on  his  laurels,  but  that  he  otill  has 
a  duty  to  his  community.  4.  First 
Steps  to  Self-Support;  V.  The  New 
Schoolhouse:  indicating  what  the  new 
intensive  methods  of  education  are; 
6.  At  Work  Again:  showing  how  the 
disabled  man  is  placed  in  a  job;  7.  Help 
or  Hindrance:  making  clear  the  part  that 
the  public  is  to  play;  8,  Hors  de  Com- 
bat: taking  up  the  different  kinds  of 
cripples;  9.  Out  of  the  Darkness:  ex- 
plaining the  methods  of  re-training  the 
blinded  soldier;  10.  In  Wake  of  Battle's 
Din:  treating  the  deafened  soldier;  11. 
The  Brink  of  the  Chasm:  considering 
the  mental  cases,  shell  shock,  etc;  12. 
The  Step  in  Time— The  Tuberculous  Sol- 
dier. 

Following  these  chapters  come  four 
dealing  with  the  work  that  has  been 
done  along  these  lines  in  different  coun- 
tries. 

Booksellers  will  appreciate  the  de- 
mand that  such  a  volume  will  command 
and  that  it  will  be  of  vital  interest  to 
thousands  of  disabled  Canadian  soldiers, 
their  friends   and   relatives. 

DISABLED  SOLDIERS'  WORK 

In  further  reference  to  the  British 
Industries  Fair  which  had  some  atten- 
tion in  the  June  issue,  the  following  with 
special  reference  to  leather  goods  made 
by  disabled  soldiers  will  be  read  with 
interest  by  members  of  the  Canadian 
stationery  trade: 

"A  particularly  interesting  feature  is 
the  display  of  handiwork  by  disabled 
soldiers.  At  previous  fairs  this  had  been 
confined  to  the  exhibit  of  toys  made  by 
the  Lord  Roberts  Memorial  Workshops 
for  Disabled  Soldiers  and  Sailors,  but, 
resulting  from  action  taken  both  by  the 
Cordwainers'  Hall  and  under  the  direc- 
tion of  the  Ministry  of  Pensions,  a  con- 
siderable number  of  wounded  soldiers 
have  been  taught  various  features  of  the 
fancy  leather  goods'  industry,  and  the 
present  fair  includes  a  large  and  varied 
collection  of  fancy  leather  bags,  wallets 
and  similar  articles  which  have  been 
made  by  them.  At  the  Cordwainers' 
stand  a  number  of  the  men  are  actually 
seen  working. 

"The  degree  of  aptitude  naturally 
varies  greatly,  but  those  who  have  been 
engaged  in  instructing  the  men  speak 
enthusiastically  of  their  adaptability  and 
progress.  In  one  case  a  wounded  soldier, 
with  only  five  months'  experience,  is 
producing  most  excellent  work,  while  the 
highest  stand  of  finish  has  been  achieved 
by  a  number  who  have  served  an  ap- 
prenticeship of  from  15  to  18  months. 

The  success  of  the  experiment  is  of 
the  highest  interest  at  a  time  when  the 
future  employment  of  returned  disabled 
soldiers  and  sailors  is  of  such  vital  im- 
portance because  it  shows,  not  only  that 
a  very  large  number  can  be  satisfactorily 
employed  in  an  important  British  in- 
dustry, the  product  of  which  will  replace 
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a  large  variety  of  articles  previously 
almost  entirely  imported  from  enemy  or 
foreign  countries,  but  that  with  similar 
trouble  and  organization  disabled  men 
can  be  trained  equally  well  for  per- 
manent employment  in  many  other  in- 
dustries which  it  is  intended  to  extend 
greatly  in  this  country  upon  the  resump- 
tion of  normal  conditions." 

FOR  BLINDED  SOLDIERS 

Braille  cheer-up  books  and  presuma- 
'  bly  other  Braille  books  are  needed  for 
American  soldiers  returning  blinded 
from  France. 

Scrap-books  may  be  made  on  a  Braille 
typewriter,  which  costs  $15 — $20,  on 
substantial  paper,  such  as  K.P.C.  linen 
ledger,  44  lbs.  to  a  ream,  19x24  inches. 
These  books  should  be  inspected  by  a 
blind  person  or  one  used  to  Braille  type. 

Printing  of  more  than  one  copy  of  a 
book  may  be  arranged  through  the  Howe 
Pub.  Society  for  the  Blind,  Cleveland,  or 
other  such  houses.  Cost  of  publication  is 
low. 

All  such  cheer-up  books  are  to  be  sent 
to  Mrs.  Gertrude  T.  Rider,  in  charge  of 
reading-room  for  the  blind,  Library  Con- 
gress, Washington,  D.  C. 

Further  information  regarding  their 
preparation  may  be  obtained  from  Har- 
old T.  Clark,  1201  Leader-News  Bldg., 
Cleveland,  Ohio. 

Booksellers  should  note  that  such 
books  will,  unfortunately,  be  in  com- 
mercial demand  also,  and  they  should 
be  prepared  to  meet  the  demand. — 
"Publishers'  Weekly." 

A   WAR   BOOK   OF   CONSOLATION 

"A  Soldier  Unafraid,"  is  a  French  sol- 
dier's book  which  is  somewhat  of  the 
type  of  "A  Student  in  Arms."  The 
author  is  Capt.  Andre  Cornet-Auquier. 
It  is  characterized  as  "a  book  of  con- 
solation." The  English  translation  is^ 
edited  by  Theodore  Stanton. 

"The  Children  of  France,"  by  Con- 
stance Lucas,  tells  of  her  observations 
in  connection  with  Red  Cross  work  for 
French  and   Belgian  children. 

"A  Reporter  at  Armageddon,"  is  the 
title  of  Will  Irwin's  war  articles  in  book' 
form  which  is  one  of  the  notable  issues 
of  this   season. 

"You  Who  Can  Help,"  is  a  new  book 
of  Paris  letters  by  the  wife  of  an  Am- 
erican officer,  Lt.-Col.  Marlboro  Chur- 
chill. Mrs.  Churchill  is  a  member  of 
General  Pershing's  staff  of  volunteers  in 
connection  with  the  American  Fund  for 
French  Soldiers. 

"The  White  Flame  of  France"  is  Maud 
Radford  Warren's  personal  narrative  of 
actual  observations  at  Rheims,  Paris, 
Verdun,  Nancy,  in  Switzerland  and  in 
Zeppelin  raids  in  London.  It  is  an  Au- 
tumn issue. 


Arthur  Somers  Roche  in  "Ransom" 
tells  of  the  ambitious  designs  of  the  "Re- 
adjustment Society  of  the  World,"  with 
a  plot  to  control  the  wealth  of  the 
world.  It  is  a  refreshing  story  of  startl- 
ing originality  with  surprises  thick  and 
fast  and  suspense  maintained  to  the  very 
end. 


Puts  the  "Buz"  in  Business 

Drowsy  Beamsville  Rudely  Roused  by  Cadets,  Mechanics  and  Workers 
on  Military  Camp — Over  a  Thousand  Men  With  Money  to  Spare  and 
the  Will  to  Spend — -Retail  Trade  Gets  Great  Boost 


Military  Camp 


IN  the  days  before  the  war  the  pass- 
ing traveller  in  the  big-  touring  car 
might  have  gazed  with  languid  inter- 
est at  the  big  grey  house  at  the  edge  of 
the  village  of  Beamsville,  but  it  is  a  fair- 
ly safe  surmise  that  his  interest  wasn't 
very  long  lived,  and  that  Beamsville  it- 
self did  not  linger  very  brightly  in  his 
memory.  If  he  started  from  the  Hamil- 
ton direction  he  would  be  through 
the  town  and  pretty  well  out  in 
the  open  fields  again  before  he 
noted  the  grey  stone  mansion 
and  the  canning  factory,  and  so 
probably  he  just  made  a  mental 
note  that  there  was  another  town 
passed  and  let  it  go  at  hat. 

Beamsville  was  that  sort  of  a 
place   before  the   war.     It   didn't 
thrust    itself    on    your    attention 
in  any  way.     It  was  just  one  of 
those  towns  found  everywhere  in 
Ontario,  composed  mainly  of  one       \A 
long     street     without     any     very 
striking    characteristics — not    even    a 
Carnegie    Library.      It    was    a    good 
town  right  in  the  heart  of  the  Niagara 
fruit  belt,  but  when  the  people  from 
there    wanted    any    little    incident     in 
their    lives    they    went    to    Grimsby 
Beach,  three  miles  away  on  the  lake; 
or  if  a  more  extensive  line  of  excite- 
mnt  was  required  they  took  the  trol- 
ley for  Hamilton. 

Beamsville  did  not  generate  much 
excitement  of  itself.  It  was  a  good 
steady  going  town,  with  a  good  farm- 
ing trade  about  it,  and  a  brisk  sum- 
mer fruit  business. 

Gunnery  School  Established 

The  people  of  the  neighborhood 
were  comfortably  well  to  do,  and  the 
merchants  of  the  town  were  exactly 
like  the  people.  That's  the  sort  of 
place  Beamsville  was  till  about  last  fall 


when  the  authorities,  after  a  good  deal  of 
peregrinating  around,  discovered  that 
the  fields  just  east  of  the  village  were 
just  designed  for  a  flying  field;  that  the 
heights  to  the  rear  were  an  ideal  loca- 
tion for  hospital  and  mess  buildings; 
and  that  there  was  Lake  Ontario  only 
a  mile  away — an  ideal  spot  for  gunnery 
practice,  by  reason  of  the  fact  that 
there  isn't  much  of  the  "going  down  to 
the  sea  in  ships"  in  vogue  in  this  local- 
ity, and  hence  a  very  limited  chance  of 
damaging  any  of  the  goers. 

These  at  least  were  some  of  the  rea- 
sons why,  when  the  decision  had  to  be 
made  as  to  where  to  locate  the  Aerial 
Gunnery  School,  the  lot  fell  on  Beams- 
ville. 

Now  Beamsville  might  have  lived  and 
died  as  one  of  the  prosperous  little  com- 
munities in  the  Niagara  fruit  belt  with- 


out anyone  being  much  the  wiser;  but 
when  you  make  it  the  clearing  house  for 
all  "Bird  Men"  of  Canada — their  last 
school  of  training  before  they  leave  for 
the  great  adventure  overseas — you  have 
made  that  name  something  that  is  liable 
to  stick  in  the  memory.  That  is  Beams- 
ville as  it  is  to-day. 

Then  Work  All  Winter 

Out  east  of  the  town  the  old  grey  stone 
mansion  is  the  home  of  the  Imperial 
Munitions  Board,  who  have  been  work- 
ing like  beavers  all  Winter  long  to  get 
this  camp  in  shape.  All  winter  long 
there  were  crowds  of  working  men  level- 
ling the  ground  for  the  runways,  build- 
ing great  hangars  for  the  multitude  of 
machines  that  were  later  to  call  Beams- 
ville home,  and  the  wilderness  of  build- 
ings to  house  the  coming  influx  of  the 
guardians  and  masters  of  these 
machines.  Seven  hundred  men 
are  a  sizable  number  to  locate 
in  these  days,  and  when  the  call 
went  out  for  carpenters  and 
mechanics  there  was  no  thought 
of  looking  askance  at  the  adapta- 
ble farmer  who,  as  a  general 
handy  man,  presented  himself 
for  a  job. 

Farmers    Fatten    Bank    Roll 

Fruit  has  been  more  or  less 
sparse  for.  the  past  few  years, 
and  the  farmer,  with  idle  winter 
months  ahead  of  him,  was  glad 
enough  to  seize  the  opportunity  to 
turn  out  with  his  team  and  make  a 
good  honest  seven  dollars  a  day,  or 
to  purchase  a  hammer  and  saw  and 
so  transform  himself  into  a  carpenter. 
They  are  handy  chaps  those  fruit 
farmers,  and  save  for  the  shiny  looks 
of  their  new  hammers  you  would 
hardly  have  taken  them  for  ama- 
teurs. It  was  a  god-send  for  the  com- 
munity to  have  this  work  dropping 
down  out  of  a  clear  sky  to  fill  in  the 
tedium  of  the  winter  months  and  to 
fatten  up  a  bank  account  that  had 
developed  a  lean  and  hungry  look 
during  the  past  couple  of  years  of 
short  crops.  It  was  a  god-send,  too, 
for  the  Imperial  Munitions  Board  to 
find  workers  near  at  hand;  so  all 
winter  long  the  masquerading  farm- 
ers and  workers  from  outside — some 
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seven  hundred  of  them — worked  away 
to  make  the  Beamsville  camp  a  thing  in 
being. 

The  Moral   Is   Here 

Perhaps  having  gone  this  far  in  our 
narrative  the  reader  may  be  curious  to 
know  just  what  bearing  all  this  has  upon 
the  stationery  business.  From  a  gen- 
eral standpoint  then  it  points  one  of 
the  morals  of  these  present  days,  that 
circumstances  have  changed  from  the 
lazy  commonplace  days  of  before  the 
war.  Conditions  are  arising  in  many 
communities  that  are  bringing  oppor- 
tunity to  the  very  doorstep  of  many 
merchants.  Beamsville  is  just  used  as 
a  case  in  point,  a  sleepy  little  town  gal- 
vanized into  activity  by  war  business. 
Why!  Beamsvilles  dot  the  country  from 
end  to  end,  and  every  one  of  them  spells 
opportunity  for  the  wide  awake  mer- 
chant. 

Buyers  Coming  and   Going 

All  this  brought  an  unusual  degree  of 
prosperity  to  the  town,  starting  long 
months  before  the  camp  had  become 
anything  but  a  wilderness  of  scantlings. 
Now  with  the  summer  months  has  come 
the  influx  of  men  in  uniform  that  has 
changed  the  entire  character  of  the 
quiet  little  town.  Everywhere  overhead 
is  heard  the  hum  of  racing  wings.  There 
are  some  fifty  aeroplanes  at  the  camp, 
and  there  is  probably  an  average  of 
twelve  hundred  men  always  in  attend- 
ance on  these  machines.  It  is  a  commu- 
nity always  in  flux — cadets  coming  for 
their  two  or  three  weeks  of  final  train- 
ing, then  off  again  to  make  room  for 
others.  But  always  there  are  a  thou- 
sand or  more  men  about,  and  where  that 
condition  prevails  there  is  bound  to  be 
an  active  business. 

One  merchant  of  the  town  stated  with 
reference  to  the  winter  months  that 
never  in  his  business  life  had  he  seen  so 
many  $20  and  $50  bills.  With  money  in 
their  pockets  men  spend  lavishly. 

In  that  general  prosperity  the  book  and 
stationery  stores  shared.  They  got  their 
own  little  pickings  from  the  constantly 
changing  stream  of  mechanics  and  cadets 
too,  writing  paper  and  envelopes,  books, 
souvenirs,  etc.,  were  in  perfectly  riotous 
demand,  and  with  the  ever  changing 
stream  there  was  no  cessation  of  the 
business.  They  profited  in  this  way,  and 
they  profited  more  than  all  in  the  better 
conditions  that  had  been  engendered  in 
the  whole  community  by  the  fact  that 
there  was  money  being  spent  in  the  vicin- 
ity, and  that  the  winter  time  instead  of 
being  a  time  when  the  farmer  sort  of 
lived  on  his  own  fat  was  a  time  when  he 
was  making  more  money  than  some  of 
them  had  ever  known  that  there  was  in 
the  world  before. 

What  of  the   Future? 

As  to  the  future.  Well,  as  regards  to 
that  no  one  seems  to  know.  What  is  to 
be  the  future  of  many  of  these  industries 
that  have  resutled  from  war  conditions? 
At  the  best  it  is  only  possible  to  make  a 
guess.  But  there  is  no  particular  reason 
to  worry  about  the  future  till  the  present 
becomes  a  little  more    uncertain^  and    is 


far  from  that  in  Beamsville.  The  camp 
has  been  put  on  a  permanent  basis,  and 
that  means  that  all  the  year  round  there 
will  be  cadets  in  training.  It  is  even 
hinted  that  after  the  war  the  camp  will 
be  maintained  as  part  of  the  regular 
military  equipment  of  the  country.  That 
is  in  the  future.  But  in  the  present  the 
camp  is  a  fact  with  its  thousand  or 
more  inhabitants.  Moreover,  the  build- 
ing activities  that  through  the  winter 
required  the  attention  of  some  700  men 
are,  it  is  understood,  to  be  resumed,  as 
it  has  become  necessary  to  increase  the 
accommodation  for  men  and  machines, 
and  to  enlarge  and  perfect  the  gunnery 
equipment.  The  golden  days  are  still  in 
sight. 


THE  TRAVELER  AS  A  MAN  OF  IN- 
FLUENCE 

BY  L.  M.  CROSS  in  "Successful  Selling 
The  book  buyer  who  is  inclined  to  treat 
lightly  and  receive  with  scant  courtesy 
the  visit  of  the  traveling  man  had  better 
realize  that  sometimes  the  worm  may 
turn  and  in  an  unexpected  and  effective 
manner.  This  writer  knew  of  a  buyer 
in  a  Western  book  shop  who  was  one 
who  seemed  to  regard  every  traveling 
man  as  an  intruder  and  who  hastened 
to  hurry  him  out  of  his  presence  as 
quickly  as  possible.  In  the  course  of 
human  events  the  shop  that  employed 
him  dispensed  with  his  services  and  he 
was  forced  to  seek  a  position  elsewhere. 
He  came  very  near  landing  a  job  with 
a  publishing  house  as  a  traveler  but  the 
head  of  that  concern  thought  it  best 
before  he  employed  him  to  inquire  about 
him  from  one  of  his  western  representa- 
tives. As  soon  as  he  had  received  the 
estimate  of  the  man's  personality  from 
his  traveling  man,  he  wrote  the  appli- 
cant for  the  job  that  he  could  not  use 
his  services.  This  chap  never  did  suc- 
ceed in  getting  a  job  and  the  man  who 
was  a  near  neighbor  of  his  told  me  re- 
cently that  he  seemed  to  have  died  of 
a  broken  heart  when  he  realized  that 
there  was  no  place  for  him. 

The  average  book  traveling  man  is  of 
a  keen  observant  intelligent  type  and 
endowed  with  a  personality  that  entitles 
him  to  courtesy  and  consideration;  and 
the  disagreeable  buyer — a  type  that 
we  are  happy  to  say  is  very  scarce  in 
America should  realize  that  the  trav- 
eling man  is  the  one  that  he  wants  to 
see,  not  only  because  of  the  firm  that 
he  represents  and  the  books  that  he  has 
to  sell,  but  because  of  his  wide  influ- 
ence.— L.  M.  Cross  in  "Successful  Sell- 
ing." 


BOOKS   BY   AIR  FIGHTERS 

"Above  the  Battle,"  is  the  title  chosen 
by  Capt.  L.  V.  Drake  for  his  book  giving 
his  experiences  as  a  fighter  with  the 
Royal  Air  Forces.  The  author  is  a  fight- 
ing aeronaut  with  an  enviable  record. 

"Joe  Stehlin,  Aviator,"  is  the  book  of 
an  American  air  fighter,  who  has  already 
bagged  six  German  planes.  Merit  is 
added  to  his  tale  by  the  unconventional 
humor   in   which   he    indulges. 

64 


NEW  PUBLISHING  HOUSE 

Frederick  D.  Goodchild  Branches  Out  on 
His  Own  Account  in  Toronto 

Frederick  D.  Goodchild,  who  has  with- 
drawn from  the  firm  formerly  known  as 
McClelland,  Goodchild  &  Stewart,  has 
begun  a  new  book  publishing  and  job- 
bing business  under  the  name  of  Fred- 
erick D.  Goodchild,  and  has  taken  quar- 
ters on  the  ground  floor  at  266  King 
Street  West,  to  the  rear  of  Geo.  J.  Mc- 
Leod,  Ltd. 

Before  the  establishment  of  the  firm 
of  McClelland  and  Goodchild,  eleven 
years  ago,  Mr.  Goodchild  was  with  the 
Methodist  Book  Room  for  seven  years, 
so  his  connection  with  the  Canadian  book 
trade  extends  over  a  period  of  eighteen 
years.  Mr.  Goodchild  has  taken  editions 
of  books  from  different  U.  S.  publishing 
houses  for  the  Canadian  market  and  has 
been  given  the  sole  Canadian  agency  for 
the  line  of  Stanton  and  Van  Vliet  Co., 
successors  to  C.  C.  Thompson  Co.,  Chi- 
cago, extensive  publishers  of  business 
books,  automobile  and  aeroplane  books, 
reference  books,  toy  books,  etc.  His 
travellers  have  been  engaged  and  the 
new  house  and  its  staff  is  now  in  harness 
in  readiness  for  Autumn  trade. 


THE   HUNDRED   POINT   MAN 

A  hundred-point  man  is  described  as 
one  who  is  true  to  every  trust;  who 
keeps  his  word;  who  is  loyal  to  the  firm 
that  employs  him;  who  does  not  listen 
for  insults  nor  look  for  slights;  who 
carries  a  civil  tongue  in  his  head;  who 
is  polite  to  strangers  without  being 
fresh;  who  is  considerate  towards  serv- 
ants; who  is  moderate  in  his  eating  and 
drinking;  who  is  willing  to  learn;  who 
is  cautious  and  yet  courageous. 

Hundred-point  men  may  vary  much 
in  ability,  but  this  is  always  true — they 
are  safe  men  to  deal  with,  whether 
drivers  of  drays,  motormen,  clerks, 
cashiers  or  presidents  of  railroads. 

Still  another  says:  Men  are  paid  for 
their  ability  to  do  things  right.  The 
world  is  full  of  men  who  can  do  a  thing 
almost  right,  but  these  men  never  reach 
the  top  of  the  ladder. 


BABY  PHONOGRAPH 

A  musical  novelty  just  put  out  by  the 
Garford  Mfg.  Co.,  of  Elyria,  Ohio,  is  the 
"Baby  Toy  Phonograph,"  which  plays 
three  "Little  Wonder"  records  or  two 
seven-inch  records  with  one  winding.  It 
is  a  $3.50  retail  proposition  in  the  U.S. 


LISTS  RECEIVED 

An  illustrated  catalogue  comes  from 
the  Hamblin  &  Russell  Mfg.  Co.,  of  Wor- 
cester, Mass.,  in  which  among  a  big 
variety  of  wire  goods  products  are  fea  • 
tured  wire  waste  baskets,  letter  baskets, 
ticker  tape  baskets,  counter  booklets, 
photograph  holders,  baseball  masks, 
drawer  partitions,  and  various  household 
specialties  made  of  wire. 
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Mac  Lean's  Magazine 
Farmers'  Magazine 
The  Financial  Post 
Hardware  and  Metal 
Canadian  Grocer 


Dry  Goods  Review 
Men's  Wear  Review 
Bookseller  and  Stationer 
Canadian  Machinery 


D.W.G^Davies 

John    Dring 

Harold  Fogartu, 

A .  0  .^Thompson 

E.W.  Earle 

H.Uosa 

HI.  A.  Sanderson 

G.£  .Pearson 

G.A.ttlundie 

Desmond  Hemingway 

Victor  Bercot 

G.I.Cook 

Hector  Pearson 

CW.Catlow 

H  .  S  .Jones 

Geo.  Aubrey 

Arthur  Batty 

Harold   Cross 

A.  W,  Hardy 

E .  A .  Humphries 


Power  House 
Canadian  Foundryman 
Marine  Engineering 
Sanitary  Engineer 
Printer  and  Publisher 


Sidney  ttletcatP 
r^.H.  Thomas 
T.  ulcOillicuddu 
Gordon  Bennei-r 
Walter  Pearson 
Hou.  Jarratt 
A.lUacdonald 
Ernest .  lUadiaan 
JL .  lUakepeace 
Harold .  Gildner 
£dwtn .  Ulackie 
C.Denham 
F.  ©lack 

A.W.  Ulac Injure 
X.  W.Zimmcrman 
C«  F.  Breckon 
P.  W.Gowans 
C.Hawkins 
H.L.Southalt 
Andrew  O'TUaUey 
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New  Goods  Described  and  Illustrated 


A  NEW  GUIDE  BOOK  CASE 

All  motorists  have  experienced  the 
difficulty  of  reading  a  road  guide  book 
under  adverse  wind  and  weather  condi- 
tions. This  annoyance  can  be  elimin- 
ated and  the  comfort  of  the  trip  increas- 
ed by  the  use  of  an  attractive  and  con- 
venient case  which  has  been  put  on  the 
market  by  the  DuPont  Fabrikoid  Co. 

The  front  is  made  of  transparent  py- 
ralin  in  sheeting  and  the  back  of  a  py- 
roxylin coated  leather  substitute  of  the 
Fabrikoid  type.  The  guide  book,  opened 
at  the  desired  page,  is  slipped  in  under 
the  pyralin  sheet  and  the  text  is  easily 
readable  even  when  the  car  is  travelling 
at  a  high  rate  of  speed.  The  wind  can- 
not rustle  the  leaves  and  the  Fabrikoid 
cover  protects  the  binding  and  leaves 
from  rain  and  grease  as  it  is  absolutely 
proof  against  all  three. 

NEW  PENCIL  ATTACHMENT 

A  new  pencil  eraser  attachment  has 
been  devised  by  E.  A.  Balch,  Newbury- 
port,  Mass.  The  purpose  of  the  inven- 
tion is  to  provide  an  attachment  adapted 
to  be  applied  to  any  ordinary  pencil  and 
comprises  two  main  rigid  parts,  one 
movable  relatively  over  the  other  and  in 
connection  with  which  is  employed  an 
eraser  held  by  the  relatively  movable 
part  so  that  a  comparatively  short 
length  of  the  eraser  is  exposed  for  use, 
but  which  when  worn  down  is  adapted 
to  be  again  exposed  by  movement  of  the 
movable  member. 

RENEWABLE  MEMO  BOOKS 

Another  new  line  of  renewable  memo 
books  has  been  introduced  by  the  Boorum 
&  Pease  Co.,  the  covers  being  made  of 
black  Morocco-grain  fabri-hide.  They 
come  in  three  sizes  without  card  pocket 
and  two  additional  sizes  with  card 
pocket.  The  fillers  come  in  four  styles, 
faint,  crossbar,  dollars  and  cents  and  un- 
ruled. 


THE  ANGELUS  PHONOGRAPH 

The  Torcan  Fancy  Goods  Co.,  of  To- 
ronto, is  introducing  a  new  phonograph 
— the  Angelus — one  of  the  models  of 
which    is    illustrated    herewith.      A    spe- 


■»" 


cial  feature  of  this  instrument  is  a  pat- 
ent reproducer  with  composition  dia- 
phragm and  magnetic  attachments 
which,    the    makers    claim,    produces    a 


wonderfully  full  volume  of  tone  without 
any  trace  of  blasting.  This  machine 
is  fitted  with  the  Columbia  automatic  stop. 

KIDDIE    PLANE 

M.  J.  Carls,  of  Los  Angeles,  has  per- 
fected and  is  now  making  a  new  coaster 
known  as  the  "Kiddie  Plane."  It  is  made 
to  resemble  a  military  tractor. 

WONDER  FISH 

"The  Wonder  Fish"  is  a  swimming  toy 
which  propels-  itself  through  the  water 
with  its  tail.  It  looks  like  a  real  fish. 
It  is  a  product  of  H.  I.  Benedict  of  New 
York,  maker  of  the  Benedict  toys. 

TOY   WINDMILL   PUMP 

The  Wolverine  Supply  Co.,  of  Pitts- 
burgh, has  introduced  a  cyclone  wind- 
mill pump,  a  sand  toy,  which  simulates 
a  windmill  pump,  pumping  water.  Can| 
be  operated  by  air  currents,  by  hand,  or 
by  small  motor. 

LISTS  RECEIVED 

From  Languages  Publishing  Co.,  143 
W.  47th  St.,  New  York,  come  descrip-j 
tive  lists  dealing  with  the  World-Romic 
masterkey  to  all  languages,  ideophonic- 
texts  for  acquiring  languages,  diction- 1 
aries  of  all  languages,  etc. 

A  new  catalogue  has  just  been  issued 
by  the  Bel!  Novelty  &  Fancy  Goods  Co.,! 
Ltd.,  of  Winnipeg,  Manitoba.     The  new 
catalogue  comprises  a  selection  of  values 
from    the    various    departments    of    the ! 
company  and  representing  the  principal 
lines  carried   in  stock,  including  a  com- 
prehensive assortment  of  stationery,  no-  j 
tions,  novelties,  fancy  goods,  toys,  games 
and  seasonable  novelties  for  Hallowe'en,  I 
Thanksgiving,  Christmas,  Valentine  Day 
and  other  holidays. 


If  you  haven't  ordered  your  supply  of 

Holiday    Book   Announcements 

clip  and  fill  out  the  Order  Form 
on  page  33  of   this  issue 
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WELDON  ROBERTS 

^RUBBER     ERASERS- 


"I  want  a  /me  article,"  exactly  expresses  the  feeling  of  every  buyer  in  the 
matter  of  quality. 

Nobody  wants  a  poor  eraser,  and  it  is  business  wisdom  to  furnish  only  the  best 
obtainable. 

The  general  recognition  of  this  fact  has  built  up  the  world-wide  trade  of  the 
WELDON  ROBERTS  house.  World's  Quality  Standard  88  Styles 


WELDON  ROBERTS  RUBBER  Co. NEWARK,  N.J.  U.S. A. 


These  Self-Filling  AA  Fountain 
Pens  sell  readily  at  popular 
prices  and  yield  liberal  profits. 
These  AA  Fountain  Pens  are  as 
excellent  as  can  be  produced  by 
highly  skilled  workmen  and  per- 
fect materials.  Every  AA  Self- 
Filling  Fountain  Pen  absolutely 
guaranteed  to  give  long  and 
satisfactory  service. 

Write  to  your  local  jobber 
or  to  us  for  prices,  cata- 
log and  trade  discounts  on 
this 

Profitable  Line 


hh 


>£< 


We  Carry 

Drawing  Papers 

in  great  variety — Cream, 
Manilla,  White  or  Colored, 
in  the  following;  sizes: 


6x9 
9  x   12 


12  x  18 
24  x  36 


Special  prices  to  the  Trade. 

Water  Colors  in  Boxes 

3,  4,  8  or  16  pans 
or  4  dry  cakes. 

Write  us  for  prices  and  terms. 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street 
TORONTO 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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Toys!  Dolls! 


We  have  the  Biggest  and   Best  Selection  of  Toys  and  Dolls  to  be  seen  in  Western  Canada. — Over  230  lines  of  Toys,  and  over  100  lines  of  Dolls 

Send  for  a  complete  list,   or  better  still, 
Send  for  a   $50.00  or  $100.00   Assortment. 

We  absolutely  guarantee  these  assortments.     We  are  now  shipping — so  order  at  once. 

Consolidated  Stationery  &  Fancy  Goods  Company,  Limited,  Winnipeg 


Composition  Dice 

IMMEDIATE    SHIPMENT    CAN 
BE  MADE  IN   ANY  QUANTITY 

Finished  in  Round  and  Square 
Corners. 

Colors  Red,  Brown  and  Black. 


Dice  have  Polished  Faces  with 
White  |\Enamel    Spots]  Inlaid. 

Made^  inch  size  only. 


DON'T   DELAY! 

Write  us  for  prices  to-day. 


J.  L.  GALEF 

Manufacturer 
75  Chambers  Street,  New  York  City 


Please  Mention  this  Paper 
when  writing  to  Advertisers 


THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will   always  hold    first    place    as  an   Edition   of 
Standard,  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent,  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "Exclusively  Sheet  Music  House" 
tn  the    World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NLW  YORK  CITY:  145  W.  45th  STREET 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND   STATIONER 

Special  Service   Department 
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HOLD  THE  LINE 


(Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON.  E.C. 


Here's  the  line  to  hold — 
John    Heath* 8    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's  quality 
about     it.      It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con 
nected  with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
oy  all  the 
leading 
whole- 
sale 
houses    in 
Toronto 

and 
Montreal 


CICO 


puts  pep  in  paste  sales 

CICO  is  the  Geological  paste  to  sell  because 
your  customers  find  it  the  Cicological  paste  to  use. 

CICOLOGY  takes  all  the  lumps  out  of  CICO 
and  all  the  bumps  out  of  paste  sales.  No  com- 
plaints when  you  handle  CICO — plenty  when  folks 
know  CICO,  want  CICO  and  you're  out  of  it. 

CICO  is  a  splendid  introducer  for  all  the  Carter 
Inx  Quality  Products  on  your  shelves. 

Made  in  Canada 

THE  CARTER'S   INK  COMPANY 

Mt.  Royal  Avenue  and  Drolet  Street,  Montreal,  Que. 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose  Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
distance  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  N.w  York 


Get  Ready  for 
Spring  House-Cleaning 

Put  this  attractive  cabinet 
on  your  counter;  it  will  earn 
dividends.      Retails,    $18.00. 

Costs  $12.50 

From    Your    Jobber 

Shipments  are  greatly  de- 
layed. Send  your  order  in 
early  to  insure  goods  arriving 
on    time. 


The  Hanger 
with  the  Twist 


Moore  Push-Pins 
Moore  Push-less  Hangers 

Note  the  Superior  Quality  of  their  fine 

Tool-tempered    Steel    Points 

Send    for    Free    Samples    and    Dealers' 

Discounts 


Glass  Head 


Moore  Push-PIn  Co. .  1 1 7  Berkley  St..  Philadelphia.  Pa.  stPel  Foint 


a 


STANDARD" 


is  a  blotting  you  can  recommend 

A  man  who  comes  into  your  store  to  buy 
quality  blotting  will  not  be  satisfied  with 
any  but  the  very  best. 

When  you're  stocked  with  Standard 
Brand  Blottings  you  can  hand  it  to  this 
man  confident  that  it  will  measure  up  to 
his  most  exacting  requirements. 

And  the  profit  margin  is  good. 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


JAPANESE  NOVELTIES 

Wonderful  ^Inlaid  Mystery  Boxes,  Puzzles, 
Tricks,  Banks,  Trays,   etc.  At- 
tractive Xmas  Goods. 

Send  $10.00  for  50  Samples  and 
Price  List. 

REYNOLDS  &   SON 

Guelph,  Ontario 
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Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offic.t    at 


9-11-13  Davenport  Road 


Toronto 


Sfe^ 


"WORLD"   Blotting 
Speaks : 

"/  am  'WORLD'  Blotting.         I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
Kreat  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  beintr  decided.  The 
treaties  that  from  this  scourKe  of  war  will  brine  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in   my  presence  and  bear  my  final   imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those   busy    toilers    who    are    my    constant    friends?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,   VA.,  U.S.A. 


Wouldn't  this 
look  nice  on 
your  counter? 

This  is  the  handsome  display 
stand — flying  the  Union  Jack, 
as  you  will  note — that  is  selling 

CANE'S 
CANADIAN-MADE  PENCILS 

for  dealers  everywhere  and 
netting  them  good  big  profits 
as  a  result. 

The  appearance  of  the  stand  is 
attractive  —  it  gets  attention 
quickly  and  keeps  on  selling 
the  pencils  without  any  effort 
on  the  part  of  the  dealer. 

Each  stand  contains  half  a 
gross — tipped  and  finished  in 
six  different  colors,  one  half  of 
which  sticks  up. 

Your  wholesaler  can  send  you 
one.  It  costs  you  $2.40,  and 
the  pencils  retail  at  5c  each. 


The  Wm.  Cane  &  Sons  Company 

LIMITED 
NEWMARKET,   ONTARIO 
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The  Trade  Mark  of 
Quality  Merchandise 

This  brand  on  your  next  stock 
of  fine  stationery  will  be  a  guar- 
antee to  you  of  the  very  utmost 
in  quality  and  an  assurance  of 
genuine  customer  satisfaction. 
Order  now  from  the  Up-to-date 
House  of  the  West. 

CLARK  BROS.  &  CO.,  Ltd. 

WHOLESALE  STATIONERS 

WINNIPEG  and  EDMONTON 


RELIANCE  INKS 

are    noted    for  their  rich  color 
and  easy  flow. 

RELIANCE   "GRIP" 

The  strong  fluid  paste,  which 

never   dries   out,    is   a    profit 

maker.     Write  for  prices. 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,   MAN. 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  pen  will  prove  a  mighty 
fine   seller   for  every   live  dealer. 


Be  sure   to  see  samples  before  you  order  your  new  stock.    You'll 
find  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


Let  This  Silent  Salesman 
Work  For  You 


Assortment  No.  "N" 

AN  INNOVATION  IN  LOOSE  LEAF 
PRICE    BOOK   MERCHANDISING 

Of  the  many  new  additions  to  our 
line,  this  assortment  idea  of  merchan- 
dising Loose  Leaf  Price  Books  has 
proven  the  most  popular. 

The  assortment  consists  of  ten  of 
the  best  selling  sizes,  all  standard 
gauges,  each  book  complete  with 
sheets  and  index. 

6  Complete  Books,  Sheet  size     6%  x  3% 

2  "  "  "         "       8V2x5i/2 

2  "  "  "         "     11       x8V2 

Packed  in  a  strong,  wooden,  oak- 
finished  box,  requiring  very  little 
counterspace  and  displaying  the 
books  to  the  best  possible  advantage. 

The  covers  are  bound  in  flexible 
seal  grain  Fabri-Buff  and  Art  Leath- 
er, which  looks  better  and  wears 
better  than  the  ordinary  leather  of 
to-day. 

The  fillers  are  in  popular  rulings, 
and  as  the  sizes  are  standard,  any 
style  ruled  sheets  may  be  used. 

Additional  books  to  replenish  the 
assortment  box  are  carried  in  open 
stock. 

Send  us  your  order  for  this  profit- 
able assortment  box  "N"  to-day. 

Boorum  &  Pease  Company 

Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 

Salesrooms: 

109-111    Leonard   Street  Republic  Building 

New  York  Chicago,   111. 

Old     South     Building         4000    Laclede   Avenue 

Boston,    Mass.  St.   Louis,  Mo. 
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The  old  way 


The  new  way 


A  man  should  not  do  the  work  a 
machine  will  do  for  him 


A  merchant,  with  all  his  troubles, 
should  never  do  the  work  that  a  machine 
does  better  and  quicker. 

Our  newest  model  National  Cash 
Register  makes  the  records  which  a 
merchant  needs  to  control  his  business. 
It  does  fifteen  necessary  things  in  three 
seconds. 

Without  the  register  a  man  cannot  do 
these  things  in  half  an  hour. 


With  the  register,  even  a  new  clerk  can 
do  them  just  by  pressing  the  keys. 

Our  new  electric  machines  are  as  much 
better  than  old  machines  as  an  up-to-date 
harvester  is  ahead  of  a  sickle  for  cutting 
grain. 

The  latest  model  National  Cash  Register 
is  a  great  help  to  merchants  and  clerks. 
It  pays  for  itself  out   of  what  it  saves. 


Merchants  need  National  Cash  Registers  now  more  than  ever  before 


Fill  out  this 
coupon  and  mail 
to-day 


Dept.  C2,  The  National  Cash  Register  Company  of  Canada,  Limited, 

Toronto,  Ont. 

Please  give  full  particulars  about  the  up-to-date  N.C.R.  System  for 
my  kind  of  business. 


Name. 


Business. 
Address . 
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HIGGINS'  INKS 


ADHESIVES 


THE  HIGGINS'  INKS  AND  ADHESIVES,  through 
honest  merit  in  their  originality  and  quality  and  honest 
American  enterprise  and  push  in  their  exploitation,  have 
penetrated  to  the  most  remote  points  of  civilization,  until 
now  they  are  well  known  and  largely  used  in  Canada, 
Central  and  South  America,  Mexico,  Great  Britain,  South 
Africa,  Australia,  New  Zealand,  Philippines,  Japan, 
China,  Norway,  Sweden,  etc.,  etc.,  as  well  as  ever  main- 
taining their  unique  position  in  their  birthplace,  the 
United  States  of  America.  The  home  trade  has  always 
shown  its  appreciation  of  and  reliance  on  these  goods, 
and  it  will  always  be  our  effort  to  merit  the  confidence 
of  the  trade  in  every  respect. 


Write  for  Prices  and  Discounts 


CHAS.  M.  HIGGINS  &  CO., 

MAIN  OFFICE:   271  Ninth  Street)  DDrk/W¥  VXT     XT  v      TT  c   . 
FACTORY;  240-244  Eighth  Streetj  BKUUKLYJN'   JNY'    u-»-A- 


Originators      and     Jr^j    ancJ     AdhesiveS 
Manufacturers  or 

NEW  YORK    CHICAGO    LONDON 
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British  Goods  Are  Standard  of  Value 


Charles  W.  Baker 

Buying  Agent 

General  Merchandise  and 
Products  of  Great  Britain. 
M  a  n  u  facturers'  invoices 
forwarded  to  Buyers. 
A  live  buying  agent  on  the 
spot  will  save  you  money 
and  look  after  your  deliv- 
eries. 

Selling     Commissions     un- 
dertaken. 
References  on  application. 

24  Silk  Street  &  42-46  Whitecross  St., 
London    E.C.   1.,  England 

Cables  : 

Telereka.  London.     Code:   A. B.C.  5th 

Phones : 

693  Central.    2107  City.     2615   Dalston 


AFTERTHE  WAR 

I  shall  welcome  orders  or  en- 
quiries for  my  British-made 
Carded  Goods,  Writing  and 
Drawing  Sets,  Sationers'  Sun- 
dries, etc. 

At  present  my  output  is 
absorbed  for  Government 
orders,  Orders  of  National 
Importance,  and  for  old- 
standing  Clients  of  the 
British    Wholesale    Trade. 


Illustrated  Hit  on  request 

H.  A.  COOMBS'S  CARDED  GOODS 

10  Farrinjdon  Avenue,  London,  E.C.  4.,  Enf. 


Beagles'    Postcards 

"The  cards  with  the  excellent  verses" 

We  have  a  large  range  of  de- 
signs in  pictorial  Post  Cards 
with  specially  written  verses 
and  greetings  suitable  for  send- 
ing to  relatives  and  friends  on 
active  service  in  army  or  navy. 
Your  kind  enquiries  are  invited. 

J.  BEAGLES  &  CO.,  LTD, 

9,  10  and  11   Little  Britain, 
Aldersgate  St.,   E.C.I,    England 


^^m^i^immsmimi^mi^mttmimmms 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

$4.20  Per  Month 

on  Yearly   Contract 

Single    Insertion    $5 

A    Good   Live    Page— High 

value   in    publicity   at 

minimum  cost 


^LEgja25^ji7filffftra?ZWK^ 


For  All  British 

Fancy  Leather 

Goods 

Fancy   Jewellery,    Photo 
Frames,  Etc. 

Write: 

S.  P.  COOPER 

Central  Agency 

36    Camomile  St.,  London,  E.C.  3. 
England 
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Good  Selling  Specialties  for  the  Stationery  Trade 

—A  Guide  for  Buying  and  an  Aid  to  Selling- 
Dealers:  Keep  Your  Eye  on  This  Department  for  New  Lines 


BRIEF  CASES, 

MUSIC  ROLLS, 

PORTFOLIOS, 

BANKERS'  CASES 

and  MEN'S  GOODS 

THE  LIFTON  MFG.  CO. 

"  Largest  in  the  Line" 

13-15  WEST  27th  STREET 

NEW  YORK  CITY,  U.S.A. 


"The  Thrifty  Ink" 


Payson's 
preparedness 


Write  for  free  samples  and  dealers  discounts  to-day 

H.  A.  BEMISTER 

10  Victoria  Street  Montreal 


Still  at  the  Front 

Be  prepared  i:<j  sup- 
ply your  many  cus- 
tomers who  regular- 
ly enlist  the  services 
of  the  old,  reliable, 
ready-to-use  black 
ink  in  the  bright 
red  and  yellow 
"uniform."  U&ed 
with  a  common  pen 
for  marking  ..'  ,i 
Nothing,  linen,  ^Iji 
etc.  *  ' 

Payson's  r 
Indelible  Ink 
has  been  fami! 
iar  to  the  sta- 
tionery trad  ■ 
since  U935  and 
has  maintained  its  posil.ion  in  thousands  of  well  man- 
aged homes  where  it  has  performed  active  service  since 
that   time. 

If  you  haven't  storked  Payson's  "The  Thrifty  Ink,"  any 
jobber  will  supply  you.  Ask  him  for  our  attractive 
display   stand— or   write   us— it's  free. 

Payson's  Indelible  Ink    Company 

Northampton,   Mass.,   U.S.A. 


DRENCH  B00KC 
Wholesale — Retail 

Send  for  Quotations 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

$4.20  Per  Month 

on  Yearly   Contract 

Single   Insertion   $5 

A    Good    Live    Page — High 

value    in    publicity   at 

minimum    cost 


SCH0ENH0F  BOOK 
COMPANY 

Louis  J.  Jobin,  Mgr. 

128   Tremont   Street 

Boston,  Mass. 


THE  STANDARD 

Memorandum 
Calendar 


The  best  and  most  popular 
on     the     market. 

Highly  finished  black  Japan 
ba.se  (nickel  arches)  wi  h 
pad.  Also  comes  in  bia-is 
(brush  polish  finish)  brass 
aiches.  Liberal  discoumts  to 
stationers. 


Write  for  Prices,  etc. 


EDWARD  KIMPTON  CO. 

Wholesale  Stationers 
60  John  St.  -  New  York 
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BUYERS'   GUIDE 


■*^-  ■  x*& 


MADE 


CANADA 


MONARCH  PAPER  CO.,  Limited 

nufacturers  79  Spadina    Ave..    Toron 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 

AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  Weit,  MONTREAL 


^Crucible  Pens 

BRITISH 

25  VARIETIES. 

Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 
TORONTO         -         CANADA 


Lonsdale  &  Bartholomew,  Ltd. 

Publishers  of  the 
Famous  "ART" 
Ser  ies  Private 
Christmas  Greet- 
ing Cards. 

253  St.  James  Street    -    Montreal 


ENVELOPES 

All  standard  sizes,  or  special 
hand  made  Calendar  and  Cata- 
logue envelopes  supplied  from 
stock  or  made  up  at  short  notice. 
Quick  Service  Our  Standard. 

MONTREAL    ENVELOPE    CO. 
4  St.  Antoine  Street,     Montreal 


ART   SUPPLIES. 

Artists"    Supply    Co.,    77    York    St.,    Toronto. 
A.   Ramsay   &   Son   Co.,  Montreal. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 
Geo.   M.   Hendry   &   Co.,   215   Victoria   St.,   Toronto. 

BLANK   BOOKS. 

Boorum    &    Pease   Co.,    Brooklyn,    N.Y. 

Brown    Bros..    Ltd.,    Toronto. 

Buntin,    Gillies    &   Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The   Copp,    Clark    Co.,  Toronto. 
Warwick    Bros.    &   Rutter,   Toronto. 

BLOTTING    PAPERS. 

The    Albemarle    Paper   Co.,    Richmond,    Va. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Richmond    Paper   Mfg.    Co.,    Richmond.    Va. 
Standard   Paper  Mfg.   Co.,   Richmond,   Va. 

CODE    BOOKS. 

The     American     Code     Co.,     83     Nassau     St.,     New 

York. 
John    W.    Hartfield.    N.Y.    Produce   Exchange.    N.Y. 

CRAYONS. 

Binney    &    Smith,    New  York. 

A.     R.     MacDougall     &     Co..     468     King     St.     W., 
Toronto. 

EYELETTING   MACHINES. 

Elbe   File   and   Binder  Co..   New   York.   N.Y. 

ENVELOPES. 

Brown  Bros..  Limited,  Toronto. 
Buntin.  Gillies  &  Co.,  Hamilton. 
Copp,    Clark   Co.,   Toronto. 

W.    V.   Dawson,    Limited,   Montreal.   Toronto.    Win- 
nipeg. 
Menzies   &   Co.,    Limited,   Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 

ERASERS. 

St.    Mungo   Mfg.    Co..    Glasgow.    Scotland. 
Weldon    Roberts    Rubber   Co..    Newark,    N.J. 

FANCY   PAPERS,   TISSUES    AND    BOXES. 

Dennison    Mfg.    Co.,    Boston. 

Menzies  &  Co.,  Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W., 

Toronto. 

FOUNTAIN   PENS. 
Modern    Pen    Co.,    New    York. 
Mabie.   Todd    &    Co..    473    College   Ct..   Toronto. 
A.     R.     MacDougall     &     Co..     468     King     St.     W., 

Toronto. 
Paul    E.    Wirt    Co..    Brown     Bros.,    Ltd..    Toronto, 

Canadian    Agents. 

INKS.  MUCILAGE   AND  GUMS. 
Chas.    M.    Higgins    &   Co.,    Brooklyn,   N.Y. 
The  Carter's   Ink   Co..   Montreal. 
W.      V.      Dawson,      Limited.      Montreal,      Toronto, 

Winnipeg. 
Reliance    Ink    Co..    Winnipeg.    Man. 
Royal    Ink    Co..    53    Yonge    St.,    Toronto. 
S.    S.    Stafford    Co.,    Toronto. 
"Glucine."   Menzies    &    Co.,    Limited,    439    King    St. 

W..   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co..    Montreal. 

Payson's    Indelible   Ink. 

S.    S.    Stafford    Co.,    Toronto. 

INKSTANDS. 

A.     R.     MacDougall     &     Co..     468     King     St.     W., 

Toronto. 
The   Sengbusch   Co.,    Milwaukee. 

KINDERGARTEN   MATERIALS. 

Geo.    M.    Hendry    Co.,    Limited,    215    Victoria 
Toronto. 

LEAD   AND   COPYING   PENCILS. 

American    Pencil   Co.,  New  York. 

Wm.    Cane   &    Sons.   Newmarket,    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St. 

Toronto. 
Eberhard     Faber    Co.,     New     York. 


St.. 


W., 


HAROLD   COPP   KILLED 

Word  reaches  BOOKSELLER  AND 
STATIONER  just  as  this  last  form  goes 
to  press,  that  Harold  W.  W.  Copp  was 
out-oppenheims  himself. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Poet,  Solid  Post  and  other  Loose  Leaf 
MetaU. 

On     request    to-day    our    Catalog    OC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


Hegone  Studio 

37-39  East  28th  Street 

New  York  City 

The  Atelier  of  Exquisite  hand  decorated 
Boxes  and  Lamp  Shades  for  Manufac- 
turers and  the  Trade.  Canadian  trade 
solicited. 

A    visit    to    our  Studios    will    convince    you 

that  our  work  is  original  and  of  the 
highest     quality. 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE" 


BRAND 


SEALING  WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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BUYERS'  GUIDE 


School  Rulers 


NEW  LINE  NOW  READY 

New  Shapes  and    Right    Prices. 
Send  for  samples  and  quotations. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

W.  S.  TUTTLE,  Manager 
Commercial  Ruler  Department 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,  Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS   AND 
HOLDERS. 

The   Brown    Bros.,    Ltd.,   Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited.      Montreal,      Toronto. 

Winnipeg. 
The  Copp,   Clark  Co..   Toronto. 
Luckett    Loose    Leaf,    Limited,    215    Victoria    St.. 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill  &  Vietor,  22  Cliff  St..  New  York  City. 
Warwick   Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf   Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd.,   Toronto. 

MAPS   AND   GLOBES 
Rand,    McNally    &    Co.,    Chicago. 
The   Copp.   Clark   Co..   Toronto. 
Geo.   M.   Hendry   Co.,   215   Victoria   St.,   Toronto. 
The    Scarborough    Co.    of    Canada.    Hamilton.    Ont. 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
PAPER   FASTENERS. 
Ideal    Specialties   Mfg.    Corp..    552    Pearl   St.,    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons,     Limited,     W.     V.,     159     Queen 
Victoria    St.,     London,    E.C. 

PAPETERIES   AND   WRITING   PAPERS. 

The    Copp    Clark    Co.,    Toronto. 

Buntin.    Gillies    &    Co.,    Hamilton,    Ont. 

Clark    Bros.    &    Co..    Winnipeg,    Man. 

W.   V.   Dawson,   Limited.   Montreal,   Toronto,   Win- 
nipeg. 

The  Brown  Bros.,   Ltd.,  Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 
PLAYING   CARDS. 
Goodall's   English    Playing   Cards,    A.   O.   Hurst.   32 

Front   St.   W.,   Toronto. 
U.    S.    Playing    Card    Co..   Toronto,    Canada. 

POST   CARDS.    GREETING   CARDS,    ETC. 
Hildesheimer.    Ltd.,    93,     Clerkenwell    Road,     Lon- 
don,   E.C. 

A.    O.    Hurst.    Canadian    representative,    32    Front 

St.    W.,    Toronto. 
Menzies   &    Co.,    Limited,   Toronto. 
Philip    G.    Hunt    &     Co.,    332    Balham    High    Rd„ 

London,    Eng. 

Pugh   Specialty   Co.,   38-42   Clifford   St.,   Toronto. 

Ritchie    &    Sons,    Ltd..    William. 

Valentine   &    Sons   Publishing   Co.,   Toronto. 

SCIENCE    APPARATUS 
Geo.   M.   Hendry   &  Co.,   215   Victoria   St.,   Toronto. 

SCHOOL   SUPPLIES. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St.. 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The   Up-to-Date   Co.,    Canister,   N.Y. 

SHEET   MUSIC. 

McKinley   Music  Co.,    1501-15   East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton.   Phillips  &  Co..  Montreal. 

STATIONERS'   SUNDRIES. 
Beveridge  Paper  Co.,   Montreal,   Que. 

irown   Bros.,   Ltd.,   Wholesale  Stationers,    Toronto. 

untin,   Gillies   &  Co.,  Hamilton. 

'he    Copp,    Clark    Co..    Wholesale    Stationers,    To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,   Winnipeg,   Man. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto,   Win- 
nipeg. 

Warwick   Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride   St.,    E.C,    London 
Hinks,   Wells   &   Co.,   Birmingham,   Eng. 
Esterbrook    Pen   Co.,   Brown    Bros.,    Ltd..   Toronto. 
Canadian  Representatives. 


ELBE  FILE   &   BINDER   CO. 


97  Reade  Street 


New  York 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC- 
TOR PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.A. 


Before  placing  your  orders,  apply  to  us  for 
samplesand  quotations  We  are  papermakers 
and   wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.   BOWATER  &   SONS,  LIMITED 

159  Queen  Victoria  St..  London.  E.C.  4.  Ens. 
Cables:  "Sparteolus"  London. 


WE  have  excellent  openings  for  two 
or  three  young  men,  not  liable 
for  military  service  who  have  had 
commercial  stationery  experience.  Also 
for  boys  with  good  education  who 
would  like  to  learn  the  stationery 
business.      Apply    by    letter   only. 

GRAND  &  TOY,  Ltd. 
Office  Outfitters 

Wellington    and    Jordan    Sts.,    Toronto 


'The  Thrifty  Ink" 


Still  at  the  Front  i 

Be  prepared  to  supply] 
your  many  customers 
who  regularly  enlist  the* 
services  of  the  old,  re-I 
liable,  ready -Lo-nse  black 
iDk  In  the  bright  red  and 
yellow  "uniform."  Used] 
with  a  common  pea  for 
marking-  clothing.  Iin«n 
etc. 

Payson'a  Indelible    Ink] 
has  been  familiar  to  th 
stationery     trade      sino 
1835  and  maintained 
its  position  in  thous- 
ands of  well  manag- 
ed   home-    ->■— 
has  perf  < 
service 
tim«. 
If  you  hi 
ed    Pays^.. 
Thrifty    lnl_F 
jobber     will    supply 
Ask    him   for 
—    attractive     dis- 
play stand --or  write  us- 


Paysons ' 
preparedness 


Payson'i  Indelible  Ink  Co-,Northampton,Ma»$.,U.S.A. 
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CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per   dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


SELF  AND  SEX  SERIES 

Keep    these    books    in    Bight.       They    are    stes  I* 
sellers  because  90  out  of  every  100  who  pass 
.store    are    prospective    customers. 
Four   Books   to  Men: — 

What  a  Young  Boy  Ought  to  Know. 

WhaJt   a  Young   Man  Ought   to   Know. 

What    a    Young    Husband    Ought     to  Know. 

What   a    Man    of  46   Ought   to    Enow. 
Four   Books   to   Women  :— 

What    a    Young    (iirl    Ought    to    Know, 

What  a   Young   Woman   Ought    lo   Know. 

What    a    Y'oung    Wife   Ought    to    Know. 

What   a    Woman    of  45  Ought    to    Know. 
$1.00    Each. 

WILLIAM  BRIGGS.    Publisher.    Toronto 


WILLS 

of  the 

Law  of  Succession  after  Death 

Written  by  Walter  E.  Lear,  Barrister-at-Law, 
in  plain,  simple  language  and  intended  to  be 
used  by  the  general  public.  It  contains  concise 
statement  of  the  Law  of  Wills  in  force  in  all 
the  Provinces  of  Canada,  and  Forms  of  Wills 
and  Codicils.  Printed  in  large  type.  This  is 
a  book  that  should  be  read  by  every  person 
before  making  a  will.  Agents  wanted.  Price, 
$1,  in  cloth  bi-iding.  Liberal  discount  to  the 
trade.  Law  Books,  Limited,  152  Bay  St., 
Toronto. 


RED   RUTH.  By  Anna  Ratner  Shapiro 

A    novel   of   vital    interest   to   the   entire    world 

at  this   time. 

"RED  RUTH"  is  a  story  of  compelling  interest 

and  power,  picturing  the  reconstruction  period, 

prophesying  Universal   Democracy  and  a   Birth 

of  a  Brotherhood  of  man  based  on  Love  as  the 

ruling    principle. 

Illustrated    by    Carl    S.    Junge.         Price,    $1.35 

ARC  PUBLISHING  CO. 

626   Federal  Street 

CHICAGO 


Desk  Pads  X±!z Cloth  Covered  Cabinets 


1  Catalogue 


L.  Hoffman,  45  Lafayette  St.,  N.Y.C 


BOOKS  WANTED 

"Darkness  and  Dawn,"  by  George  Allan  Eng- 
land. "This  is  For  You,"  by  W.  L.  Lord 
(Revel!)— The  Gaetz-Cornett  Drug  &  Book 
Co.,   Ltd..   Red  Deer,  Alta. 


DIRECTORY   OF   PUBLISHERS. 
FICTION. 

Thomas   Allen,   215   Victoria  St.,   Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto, 

Ont. 
Cassell   &   Co.,   55   Bay   St.,   Toronto.   Ont. 
Copp,   Clark   Co.,   517   Wellington   St.   W.,   Toronto, 

Ont. 
J.   M.  Dent  &  Sons.  27  Melinda  St.,   Toronto.  Ont. 
S.   B.    Gundy,   25   Richmond   St.   W.,   Toronto,    Ont. 
Hodder   &    Stoughton,    25    Dundas   St.   E.,   Toronto, 

Ont. 
Thomas    Langton,    23   Scott  St.,   Toronto,   Ont. 
Macmillan    Co.   of   Canada,   70   Bond   St.,    Toronto. 

Ont. 
McClelland,    Goodchild    &    Stewart,    266    King    St. 

W..    Toronto.    Ont. 
Geo.   J.   McLeod,    Ltd.,   266   King   St.   W.,   Toronto, 

Ont. 
Musson   Book   Co..   26  Dundas  St.  E.,  Toronto,  Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 

Toronto.    Ont. 

BUSINESS    BOOKS. 

Musson   Book   Co.,   25  Dundas  St.  E.,  Toronto,  Ont. 
Wycil    &    Co..   85   Fulton   St..   New    York    City. 

CODE   BOOKS   AND  CONVERSION   TABLES 
John   W.   Hartfield,   N.Y.,   Produce   Exchange,   New 

York. 

PERIODICALS. 
MacLean's  Magazine,  143  University  Ave.,  Toronto 
Imperial    News    Co.,    Ltd.,    Toronto,    Montreal    and 

Winnipeg. 
Gordon   &   Gotch.    136   Bay   St.,   Toronto,   Ont..   and 

1".    St.    Bride   St..    London.   E.C. 
American    News    Co.,    Toronto   and    Hamilton,    Ont. 
American   News   Co.,   Montreal,   Que. 
American   News   Co..    Winnipeg.   Man. 

Classified  Advertising 

BOOKS    WANTED. 

pOPE,  "LIFE  OF  SIR  JOHN  MACDON- 
ald"  ;  Willison's  "Life  of  Sir  Wilfrid 
Laurier,"  2  vols.  ;  Begg's  "History  of  North- 
West,"  3  vols.;  Scott,  complete  set  (buckram)  ; 
Wild's  "Lost  Ten  Tribes"-  Albert  Britnell,  263 
Yonge    St.,    Toronto. 

pRICE'S  "ULTRA  VIRES"  Haw  book!.  JIM 
Bunt :  "Book  of  Knowledge."  12  vols. ; 
Smith.  "History  of  Canada,  1815";  "Geology 
of  Canada,  1866-69,"  1  vol.  ;  Ballantyne's 
"Mutiny  of  the  Bounty"  ;  De  Moine,  "Maple 
Leaves,"  3rd  series :  "Hochelaga  Depicta, 
1839" ;  Pope,  "Life  of  Sir  John  A.  Macdon- 
ald."  Thorburn  &  Abbott,  113  Sparks  Street, 
Ottawa.   Canada. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  lisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
oeived    highest  award   at   many   Expositions. 

LET    US    HELP    YOU 

CECURE  DESIRABLE  MERCHANDISE  AT 
the  right  price.  If  you  desire  to  save  time 
and  money  on  your  buying  you  must  be  re- 
presented in  New  York.  A  great  amount  of 
service  at  a  very  small  cost.  Better  write  us 
tn-day.  Associated  Buyers,  309  Broadway, 
New   York.   N.Y. 

OFFICE   SUPPLIES 
A  JAX     PATENT     FILE     WRAPPERS     FOR 
legal   papers,   specifications,   contracts,  etc., 
samnle    with    prices    on    request.      Desaulniers, 
Moline,     Illinois. 

LANGUAGES 

YX/ORLD-ROMIC  SYSTEM,  MASTERKEY 
to  all  languages.  Six  Textbooks.  $1.44. 
French  Pronunciation  Chart,  37c ;  Snanish. 
37c.  Aviation  Dictionary,  $1.50.  French- 
English  Aviation  Dictionary.  61c.  Languages. 
143     West    47th,    New    York. 

WANTED— FOR  MY  CITY  BOOKSTORE— 
an  energetic,  intelligent  and  trustworthy 
man  as  salesman.  To  the  right  man  this  is  an 
exceptional  opportunity  for  advancement. 
Apply  to  Albert  Britnell.  "The  Bookshon  of  a 
Thousand  Wonders,"  263-265  Yonge  Street, 
Toronto. 


Otto  Sauer  Series 

German,  French,  Spanish 
and    Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

85  Fulton  Street.   New  York  City 

Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D.,  Ph.D.,  assisted 
by  Jeanette   Winter   Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have — Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should   Have.  Cloth  Illustrated,  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 

266  King  Street  West       •       Toronto,  Canada 


HARTFIELD'S 

Sterling   Conversion 
Tables 

Sterling    into    American    Currency    and 
Vice   Versa 
Exchange    from    $4.50    to    $4.99    advancing    by 
single     cents,     including    the     decimal     equiva- 
lents  of   32ds,    20ths,    16ths,    8ths,   4ths   and    Vi 
of   a    cent,    with   a   range   of   Sterling    Amounts 
from    Id.    to    19/lld.    advancing    by    Id.      £1    to 
£99   advancing  by  £1,  and   £100  to   £10,000, 
advancing    by    £100 
CONTAINING   ALSO   TABLES   COVERING 
Discount    and    Interest 

Interest   Differences 

American  Par  Values 

Canadian   Par  Values 

Brokerages 

For    quick     reference    a    reinforced    linen     8at 

cut-in    index    is    provided    down    the    edge.     As 

the  cover  is   raised,   the  index   catches  the  eye. 

Price,    $10.00    per   copy,    net. 

Computed    and    Published    by 

JOHN   W.   HARTFIELD 

Compiler.    Printer   and    Publisher   of 

CABLE   CODES   and   TELEGRAPH   CIPHERS 

All  Codes  Supplied.      Correspondence  Solicited. 

NEW  YORK  PRODUCE  EXCHANGE 

BUILDING, 

New   York   City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All   good   titles   and   full 

of  colour. 

Full  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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Rare  beauty  and  exquisite 
richness  are  given  full  expres- 
sion in 


(jranes 
men  ^ 
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(THE  CORRECT  WRITING  PAPERl 

One  quality  only — but  offering 
a  wondrous  selection  in  styles, 
finishes  and  tints  approved  by 
Fashion's  latest  mandates. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,    Massachusetts 

Toronto  Office  :   266-268  King  Street  West 


CARIBONUM 

CAR/BONom 
caRIBONum 

cariBONUM 

"Caribonum"  stands  for 
"Good  Ribbons  and  Carbons" 


and  this 


the 


"Sign   of  Quality" 

Your  typewriter  supply  sales  will  in- 
crease when  you  start  selling  Caribonum 
Ribbons  and  Carbons,  and  our  sales- 
creating  advertising  scheme  will  help 
you. 

Give  us  a  trial! 

Caribonum  Company,  Ltd. 

54  Wellington  Street,  East 
Toronto 


INDEX  TO  ADVERTISERS 


Albemarle  Paper  Mfg.  Co 70 

Allen,    Thos 26-27 

American  Lead  Pencil  Co 12 

Arc  Publishing  Co 78 

Baker,  Chas.  W 74 

Bemester,   H.   A 75 

Beagles,  J 74 

Binney  &  Smith  Co 12 

Boorum  &  Pease    71 

Bowater  &  Co.,  Ltd 77 

Bradford,  John    77 

British  Drawing  Ink  &  Adhesive 

Mfg.  Co 80 

Brown  Bros.,  Limited 2 

Briggs,  Wm 24-78 

Buntin,  Gillies  &  Co Back  cover 

Cane  &  Sons,  Limited,  Wm 70 

Caribonum  Co.,  Ltd 79 

Carter's   Ink   Co 69 

Clark  Bros.  &  Co.,  Ltd 71 

Climax  Baler  Co 76 

Consolidated  Stationery  &  Fancy 

Goods  Co.,  Ltd ' 68 

Copp,  Clark  Co.,  Ltd 23-76-78 

Coombes,   R.   A 74 

Cooper,  S.  P 74 

Davis   Novelty   Co 80 

Dawson,  Ltd.,  W.  V 14 

Dominion  Blank  Book  Co 16 

Eaton,  Crane  &  Pike  Co 79 

Eaton-Dikeman  Co 67 

Elbe  File  &  Binder  Co 77 

Enlow    &    Co 13 

Esterbrook  Pen  Manfg.  Co 9 

FarrelF  &  Hosinger  Co 80 

Gale  &   Polden 78 

Galef,  J.  L 68 

Gibson,  John   15 

Gilbert  &  Co.,  A.  C 4 


Goodchild,  Fred 34 

Grossett  &  Dunlop 25 

Gundy,  S.  B 28 

Grand  &  Toy,  Ltd 77 

Hartfield,  John  W 78 

Heath,  John,  &  Sons  69 

Hegone  Studios 76 

Hendry  Co.,  Ltd.,  Geo.  M 67 

Higgins  &  Co.,  Chas.  M 73 

Hinks,  Wells   &   Co 71 

Hilton  &  Co.,  W.  H 9 

Hoffman,    L 78 

Hodder  &  Stoughton,  Ltd 39-40 

Hurst,  Aubrey  0 1 

Imperial  News  Co.,  Ltd 31 

Irish.  G.  L 77 

Irving-Pitt  Mfg.  Co 3 

Kempton   Co.,  Edward    75 

Laird  &  Lee,  M.  C 28 

Langton,  Thos 36 

Law  Books,  Ltd 78 

Lifton    Mfg.    Co.,   The    75 

Lonsdale   &   Bartholomew,   Ltd...  76 

Luckett  Loose  Leaf  Co.,  Ltd.   ...  8 

Lumber  Products,  Ltd 21 

Mabie,  Tod  &  Co Front  Cover 

MacDougall  &  Co.,  Ltd.,  A.  R...  10-11 
McClelland,  Goodchild  &  Stewart. 

Ltd 17,  18,  19,  20 

McFarlane,  Son  &  Hodgson,  Ltd.  77 

McKinley  Music  Co 68 

Marshall,  Perceval,  &  Co 22 

Menzies  &  Co 5 

Merriam  Co.,  G.  &  C 30 

Montreal  Envelope  Co 76 

Moore  Push  Pin  Co 69 

Meyers,  Fred  J.,  Mfg.  Co 77 

Mittag  &  Volger,  Inc 

Inside  back  cover 
79 


Modern  Pen  Co 67 

Monarch  Paper  Co.,  Limited  ....  76 

Morgan  &  Scott,  Ltd 30 

Musson   Book   Co.,   Ltd 37-38 

National  Blank  Book  Co 16 

National  Cash  Register  Co 72 

Nelson  &  Sons,  Ltd.,  Thomas 29 

O.K.  Mfg.  Co 9 

Packard    Bros 76 

Payson's  Indelible  Ink 75-77 

Penn.   Publishing   Co 22 

Philco  Publishing  Co 22 

Ramsay  &  Son  Co.,  A 80 

Reinthal  &  Neuman    9 

Reliance  Ink  Co 71 

Reynolds  &   Son    69 

Robinson  Mfg.  Co.  .  .Inside  back  cover 

Rockhill  &  Victor 69 

Rolland  Paper  Co.,  Ltd 7 

Scarborough  Co.  of  Canada   ....  77 

Schoenhof  Book  Co 75 

Sinclair  &  Sons,  Ltd.,  Wm 15-77 

Stafford,  S.  S.,  Inc 70 

Standard  Novelty  Co 15 

Standard  Paper  Mfg.  Co 69 

Stationers'  Loose  Leaf  Co 76 

Terry  &  Sons,  Ltd.,  Herbert 15 

Torcan  Fancy  Goods  Co.,  Ltd.   .  .  6 

Up-to-date  Advertising   Co 77 

Warwick  Bros.  &  Rutter,  Ltd..  . 

Inside  front  cover 

Waterston  &   Sons,  Ltd.,  Geo 76 

Weeks  Mfg.  Co.,  Frank 76 

Weldon  Roberts  Rubber  Co 67 

Wilde  Co.,  W.  A 30 

Wycil  &   Co 78 
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GRAVITY@iSTYLO 


Fountain  Pens — Gravity  Stylos — Ink  Pencils 

We  offer  the  trade  new  ideas  in  merchandise 
with    a   guarantee   that   our   goods   are   right. 
PARAMOUNT  SELF-FILLER  PEN  GRAVITY   STYLO   PEN 

An   excellent   pen,   splendidly   made,   that  retails   at   $2.50,   allow-        With    a    new    and    exclusive    self-filling    device.      Three   styles    to 
ing   a    liberal    margin    of   profit.  retail   at   $1.25.    $1.50   and   $2. 


LARRY    J.    FARRELL 


Prompt  Deliveries  Assured 

FARRELL  &  HOSINGER  CO. 

Manufacturers  of  FOUNTAIN,  STYLOGRAPHIC  AND  GOLD  PENS 


GEORGE    N.    HOSINGER 


Canadian    Representative    Wanted. 


63-65  Irving  Street,  Jersey  City,  N.J 


The    Latest    Out 

A    novelty    worth    stocking.      Double    case    with    two    celluloid 


fronts. 


FOR   TWO   PHOTOGRAPHS 


Very  useful  for  mailing  photographs  overseas.  Useful  to 
place  on  one's  mantleshelf.  When  folded,  can  be  conven- 
iently carried  in  one's  pocket.  Just  the  thing  for  pass- 
ports  and   other   documents. 


These  cases  are  strong  and  serviceable.  When  opened  are 
6 14  inches  wide  and  4%  inches  long.  Each  side  is  the  exact 
size  of  a   registration   certificate. 

Price  to  the  trade:   $24.00  per  gross. 
Two    display   cards   sent    with    each   shipment. 

THE  DAVIS  NOVELTY  COMPANY 

Wholesale   Leather  Goods  and  Novelties 

Billfolds  a  Specialty 
212-214   MAPPIN   BLDG.,   MONTREAL 
Uptown    398 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng 

A. RAMSAY  &  SON    C° 

EST'D.   1842.    MONTREAL. 


BRITISH 
DRAWING  INKS 

Manufactured  in  19  Colours 

Made  in  all  Sizes 


For  Draughtsmen,  Engineers,  Architects, 
Artists,  Schools,  etc. 


Used  in  all  Government  Works,  Naval 
and  Military 


The  British  Drawing  Ink  and 
Adhesive  Mfg.  Co. 

31  Great  Ormond  Street,  London,  W.C.  1 


A   leaf  for  each  loved 
one  on  service. 


Canadian 

Service 

Flags 

Orders  are  pouring  in 
from  every  town  and 
city. 

Do  YOU  know  about 
this  live  proposition  ? 
A  postal  card  will 
bring  you  full  parti- 
culars. 


THE  TORONTO  TROPHY-CRAFT  CO. 


1710  ROYAL  BANK  BUILDING. 


TORONTO 
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This  Brand  is  a  Certain  Guarantee 
of  Quality  Typewriter  Ribbons 

and  Carbons 


People  to  whom  Cleanliness,  Durability  and 
Economy  in  Typewriter  Supplies  appeal  find 
their  every  wish  fully  satisfied  in  the  M.&V. 
Products. 

Dealers  can  recommend  M.  &  V.,  knowing 
that  their  quality  will  create  repeats. 


Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory 

Park  Ridge,  N.J.,  U.S.A. 


BRANCHES:  § 

NEW  YORK.  N.Y..  261   Broadway.  = 

CHICAGO,  ILL..   205  West  Monroe  Street. 
LONDON.  7  and  8  Dyers   Bids-.   Holborn.  E.C. 

AgtHcits  in  every  part  of  i/ie  nxiorld;  in  every  cit\  of  promirunct        p 
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Each  Memo  on  a  Perforated  Coupon 

Tear  it  out  when  attended  to.  ^ "l    Always— 

,.  _~-,        \1     live     notes 

No  lost   data,   no  searching  through  obsolete  Hv '^M^  ^^w  A  for    quick 

notes.     Therefore,  no  excuse  for  forgetting.  ■  II     (LjnM ^^^  \  referente' 

Without  doubt  the  handiest  memo-book  made.  m  Wjfk-       (h,roUsa'    \\ 

Everybody   needs  it.      High  officials,  superin-  I  H|  tRtffc*^^'xL^^^~\ 
tendents,     purchasing     agents,     department  ■  MAto\  ^^^/^^(^•^L^ 

managers — also  all  other  business  men  and  3$^**/*  W 

women,    society     women,     shoppers,     clergy,  11^  '.^r  /g  'vL^s. 

Easy  to  Sell — Good  Profit  fi|  duL1*^-  '  ^j 

Reminder  with  extra  filler  and  handy  pocket  |a|jgjifl|  ftju^a^Bi^11*1*^  ^ 

selling  prices  in  U.S.A.  3  x5       3V2 "x7"  V  Introduce  it 

Handsome  Black  Leather   $1.00  $1.50                               (                                 /                       NOW 

Seal  Grain  Cowhide  or  India  Calf. .  .      1.75  2.00  y mm  "v 

Genuine  Seal  or  Morocco 2.25  3.00 

In  Imitation  Leather 50  .75                                             EXTRA  FILLERS 

In  Cloth  (without  extra  filler) 25  Size  3 "x5"  (4  coupons  to  a  page) $  .75  per  dozen 

Ladies'     Shopping     Reminder,  2%  x  Size  3  V2"x7"  (6  coupons  to  a  page  ...   1.00  per  dozen 

3%,  with  pencil  and  extra  filler  in  Size  2%  "x334"  (3  coupons  to  a  page)     .70  per  dozen 

patent  leather    1.00  1.25  Name  in  gold  on  cover 25c  extra 

Dealers. — We  have  a  very  inviting  discount  to  offer  you  on  the  above  retail  prices. 

Write  for  it. 

ROBINSON  REMINDER   Nationa,,ca*ddTised  in 

ROBINSON  MFG.  CO.,  74  ELM  STREET,  WESTFIELD,  MASS. 
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Hamilton 


Canadi 


Dainty  Dames 
Demand  Dimity 

They  know  that  "Dimity"  and 
"Satisfaction"  are  one.  Whether 
it  be  letters  overseas  or  little  notes 
to  their  friends  nearer  home, 
"Dimity"  carries  with  it  an  air  of 
refinement  and  good  taste  which 
cold  type  cannot  really  express. 

Is  Your  Store 

the  Connecting  Link? 

"Dimity"  is  becoming  more  and 
more  Canada's  standard  line  of 
fine  stationery.  It  will  pay  you  to 
make  it  your  standard  as  well. 
The  green  and  grey  boxes  are  old 
friends  to  many  thousands  of  par- 
ticular letterwriters,  and  you  will 
find  "Dimity"  a  real  repeater. 


yy 


"Dimity"  is  "Made  in  Canada 

Supplied  in  four  finishes  and  six 
sizes  of  note  paper  and  envelopes, 
also  in  papeteries,  tablets  and 
visiting  cards..  Ask  us  for  prices 
and  samples. 


Look  for  this  Watermark. 


Hamilton 


Canada 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to   the   Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


vol.  xxxiv. 


PUBLICATION      OFFICE:      TORONTO,      OCTOBER,      1918 


No.   10 
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LOTUS   LAWN   STATIONERY 

In  this  familiar  box,  seen  anywhere  and  everywhere,  there  is  only  one 
quality — the  best  at  the  price.  Clear,  white,  lawn-finished  paper,  a 
creditable  production  of  Canadian  industry;  made  in  the  popular  sizes 
of  Note  Paper,  Envelopes,  Papeteries,  and  Writing  Tablets. 

Our  Selling  Helps  will  bring  you  trade. 


WARWICK  BROS.  &  RUTTER,  LIMITED 


M  AN  UF  ACT  URERS 


TORONTO 
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The  most  outstanding  feature  in  this  line  is  quality,  and  in 
every  respect,  both  in  the  contents  and  the  box,  there  is  a 
certain  distinctive  display  of  taste  which  appeals  to  the 
buyer.    Among  this  season's  novelties  are  the  following: 

COURCELETTE  CLOTH 

White  cloth-finished  sationery,  Regent  size,  blue  box,  cover  em- 
bossed in  blue  and  gold;  good  value  to  sell  for  twenty-five  cents. 

EDGECOMBE  LINEN 

White  linen-finished  paper  and  envelopes,  in  a  very  attractive 
box,  to  retail  for  twenty-five  cents. 

KENSINGTON  LAWN 

Made  in  white,  grey,  corn,  blue  and  pink,  all  delightful  tints, 
boxed  to  match,  and  should  sell  well  at  thirty  cents. 

LUCERNE  LINEN 

A  lovely  white  twill  paper,  tied  with  silk  ribbon  and  put  up  in 
a  dainty,  ledge-bottom  box,  to  sell  for  fifty  cents. 

May  we  send  you  a  sample  order  ? 


Warwick  Bros.  &  Rutter,  Limited 

MANUFACTURERS  OF  STATIONERY 

TORONTO 
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Made  in  Canada 

By  Canadians 


For  Canadians 


BLANK  BOOKS 


LEDGERS 
JOURNALS 
DAY  BOOKS 
CASH  BOOKS 
MINUTE  BOOKS 

and  all  other  kinds  of  Accounting  Books 


TIME  BOOKS 


BILLS 

RECEIVABLE 

&  PAYABLE 

BOOKS 


!* 


TRIAL 

BALANCE 

BOOKS 


COLUMN 
BOOKS 


SCRAP  BOOKS 


J 


LETTER  COPY. 
ING  BOOKS 


We  are  the  largest  manufacturers  of  Blank  Books  in  Canada,  and 
in  a  position  to  supply  anything  you  may  want  in  this  line  on 
shortest  notice. 


MONTREAL  AND  TORONTO 
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MADE  IN  CANADA 

CANADIAN  OFFICE  AND  POCKET  DIARIES 

1919 

Fifty-fifth   Year  of  Publication 

OFFICE  DIARIES 

Foolscap 

Foolscap  Quarto 

Foolscap  Long  Quarto 

One,  Two  or  Three  Days  to  Page 

1 :  Bound  Leather,  Cloth  or  Marble 

Sides,  Full  Leather  Limp 
Scribbling  Diaries  With  or  Without 

Interleaved  Blotting 
Glazed  Pressboard  Cover 

POCKET   DIARIES 

These  are  made  in  over  200  sizes  and  styles 
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23  mo.      18  mo.      Broad     Special        Vest        Lorn?  Long 

12  mo.     4  Day        Pocket     12  mo.         8  vo. 


Broa.l 
8  vo. 


Lest  We         Oblong      Oblong 
Forget  12  mo.         18  mo. 


The  above  cut  shows  the  full  range  of  Sizes  and  Shapes  made  in  our  Pocket  Diaries. 
Made  in  one,  two,  three  or  four  days  to  page. 


Extra  Cloth         Cloth  Case         Amer.  Russia     Seal  Cowhide     Real  Russia       Real  Seal      Imitation  Morocco 

Pencil  Loop 

The  above  cut  shows  Bindings  without  Flap. 
These  lines  are  also  made  with  Flap  and  Border. 

Published  annually  by  the 

BROWN    BROTHERS,    LIMITED 

Manufacturing  Stationers 
TORONTO 
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Tye  Lines 
on  your 
'Jorefjead 
should  be 
pencil  marks 
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LEAF 


EMOgGD 

^f/5  /#<?  Pocket 

Irving-Pitt  Mfg.  Co. 

Kansas  Gil u  -  Chicago  -Xeuj^fbrk 


•■tSsy-'S 


fete 

Sis 

SHk&S  '  •  !■ ' 


BOOKSELLER      AND      STATIC)  NEK 


For  a  War'Christmas —Gilbert  Toys 

Gilbert  Toys  are  genuine  — 
that's  what  makes  them  so  popular 
with  the  youngsters.  They  look 
like,  they  work  like,  they  are  made 
like  the  real  article,  and  boys  are 
quick  to  see  it,  and  parents  come 
where  the  boys  lead. 


3^0DEB  -"^     PBOPCLLEe 


Gilbert 
Diving  Submarine 


Gilbert 
Machine     Gun 

You  can't  fool  a 
red  blooded  boy  with 
a  toy  machine  gun 
that  doesn't  look  like 
the  real  article.  The 
Gilbert  Machine  Gun 
is  true  to  life — every 
boy  who  has  seen 
war  pictures  at  the 
movies,  or  in  the 
Sunday  supplements 
will  recognize  the 
Gilbert  Machine  Gun 
at  once. 

Retail,  $5.25 


Best  Known  Toy  in  the  World 

Since  its  inception  five  years  ago 
Erector  has  been  the  most  widely  ad- 
vertised, most  talked  about  toy  for 
boys,  and  this  year,  with  the  talk  of 
the  wondrous  work  of  our  engineers 
behind  the  lines  in  Europe  fresh  in 
every    boy's    mind,    more    than    ever   will 


RE6.U9.MT.0ni 
The  Toy  Like  Structural  Steel 

be  the  toy  for  real  boys.  A  display  of  Erectors  this 
year  will  bring  a  sure  stream  of  customers  to  your 
Toy  Department. 

Retail,  $1.50  to  $37.50 

Toy  Motors  for  Erector   $1.50  to  $7.50 


This  is  the  real  toy 
submarine  —  it  passes 
the  critical  eye  of  the 
boy  who  knows  more 
about  how  a  submarine 
should  look  probably 
than  his  father  does. 
It  fig'hts,  it  dives,  it 
discharges  a  torpedo, 
it  rises.  The  Gilbert 
Submarine  has  realistic 
periscope,  torpedo  tube, 
conning  tower,  etc., 
hull  of  steel,  finished 
in  battleship  gray,  and 
all  the  look  of  a  real 
fighting  craft.  Mechan- 
ical steel  spring  move- 
ment almost  impossible 
to    get    out    of    order. 

Retail,  $3.00 


«>#'<§> 


Gilbert     Phono-Set 
Retail,    $7.50 

Box.  —  New  Sealed  Cartons 
18  x   10  x   1%   in. 

Weight— 2   lbs.    1   oz. 

Description. — A  real  working 
miniature  telephone  outfit.  It 
will  operate  from  garret  to 
cellar  or  room  to  room.  Con- 
tains two  complete  stations 
which  are  to  be  assembled  as 
well  as  wire  for  connections  and 
detailed   manual    of    instructions. 


Puzzle 
Parties 


Retail    40c,    75c    and    $1.50 
Canada.  Also    Bulk     Puz- 

zles   and    Puzzles    on    Cards. 


Gilbert 
Electrical  Sets 


They   give   a   boy   a   prac- 
tical    elementary     course 
in    electricity    in    simple 
language. 
Retail,    $1.50    to    $15.00 


Wireless   Set 

Retail  price  Canada  $7.50. 
Complete  wireless  ap- 
paratus that  teaches  the 
boy  the  fundamentals  of 
wireless  telegraphy.  Has 
a  wide   sale   in   Canada. 


The  A.  O  Gilbert-Menzies  Co.,  Limited 


439  KING  STREET  W. 


Mfrs.  Toys,  Toy  Motors, 
Toy    Transformers,    Etc. 


TORONTO,    ONTARIO 
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Have  You  Made  Any  Money 
!  In  the  Last  Three  Years 

by  delaying  placing  your  orders  until  the  last  moment? 
The  following  lines  are  complete  in  our  warehouse  awaiting  orders: 
Diamond   Canadian   Series   Xmas   Cards    (Booklets) ;   Patriotic 
Canadian  Series  Xmas  Cards  (Booklets) ;  Soldiers'  Designs  Cana- 
dian Series  Xmas  Cards  (Booklets) ;  Diamond  Series,  General 
(English  style  Booklets).    To  sell  at  5c,  10c,  15c,  20c,  25c  each. 
Savory  Xmas  Booklets,  to  sell  at  15c,  20c,  25c. 
Tags  and  Seals,  100  in  a  cabinet  (folded  boxes,  full  assortment), 

$4.50  cabinet.    Retail  value  $10.00. 
Tags  and  Seals,  50  in  a  cabinet  (folded  boxes,  full  assortment), 

$2.50  cabinet.    Retail  value  $5.00. 
Calendar  Pads,  250  in  a  cabinet;  assorted,  small  sizes,  $3.75 

cabinet;  large,  assorted  (500),  $6.25  cabinet. 
Birthday,  Xmas  and  New  Year's  Post  Cards,  $7.50  and  $10.00 

per  1,000. 
Die-stamped  Xmas  and  New  Year's  Post  Cards,  $12.50  and  $15.00 

per  1,000. 
Die-stamped  Patriotic  (Flag  designs,  etc.)  Post  Cards,  $25.00  per 

1,000. 
Rotary,  Birthday,  Xmas  and  New  Year's  Post  Cards,  $3.00  per  100. 
Patriotic,  Rotary,  Birthday,  Xmas  and  New  Year's  Post  Cards, 

$3.00  per  100. 
Special  Cabinets  (100  cards  and  envelopes)  Xmas  Cards  or  Birth- 
-   day  Cards — Trade  value,  $4.50.    Special,  $3.25  per  cabinet.  All 

new  Diamond  Series  designs. 

We  make  up  a 

$25.00  and  $50.00  Assortment 

of  the  above  lines 
Try  One,  returnable  if  not  to  your  liking 

Painting — Combination  Paints  and  Picture  Books  in  a  box,  $3.00, 

$4.80,  $7.20,  $8.40  dozen. 
Painting  Books,  Picture  Books— to  sell  at  5,  10,  15,  20,  25,  30, 

50,  75c  and  $1.00.    Good  assortment  in  every  price. 
C.E.F.  embossed  stationery  to  retail  75c  box. 
Xmas  Holiday  Papeteries,  assortments,  $25.00,   $50.00,   $75.00 

and  $10.00. 
C.E.F.  Writing  Tablets,  in  khaki  cover.    Retail  25  cents. 
Army  and  Navy  Fountain  Pens  for  soldiers'  use.    Retail  $2.00. 
Tally  Cards  in  cabinets  of  100.    Trade,  $5.00. 

Toys,  Cut-out  Dolls,  Puzzles,  Modelling  Clay  Sets. 

All  Mail  Orders  Shipped  on  Approval. 

Menzies  &  Company,  Ltd.,  439  King  St.  W.,  Toronto 

Manufacturers  of  Xmas  Cards  Importers  of  Stationery  and   Fancy  Goods 

Importers  of  Blotting  Paper,  Sealing  Wax,  Lyon's  Ink,  Glucine, 
Seccotine,   Belden  Telephone  Pads,  New  Era  Check  Writer,   Etc. 
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MADE  IN  CANADA 

MEANS  NOTHING 

UNLESS 

IT  IS  BACKED  UP  BY 

EQUAL  QUALITY 
EQUAL  SERVICELF^FR 
EQUAL  PRICE     |Bh,,tK 

SLUCKETT'S      f% 
terlinQ 
LINE U 

RING  BOOKS 

are  entirely  MADE  IN  CANADA  — metals  and  binding— 
from  Canadian  materials  as  far  as  possible. 

Our    Line    has   the   other    three    requirements    (or   better) 

MAKE  US  PROVE  IT 

by  sending  us  your  orders.     The  rest  is  "Up  to  us". 

luckett  Loose  Leaf,  Limited 

539-543  KING  STREET  WEST  -:-  TORONTO,  ONTARIO 
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together  foe.  victory 


The  Skips 
must  make  more  trip?. 


Tke  Busmess  Mart 
must  help  the  others. 


Some  months 
ago  I  was  in 
Toronto   and    I 

saw  a  sight  that  went  deep  into  my  soul.  It 
was  a  body  of  fresh  troops  entraining  for  an 
Atlantic  port.  Fresh  young  faces,  going  out, 
unafraid,  into  the  maelstrom. 

Later  I  watched  a  New  York  City  detachment  of  the  new 
National  Army  of  the  United  States  swing  down  Fifth  Avenue. 
There  were  10,000  of  them  marching  through  the  heavy, 
swirling  snow. 

These  scenes  have  made  me  wonder  how  many  more  would 
have  to  go.  I  wondered  if  Canada,  already  heavily  repre- 
sented on  Flanders'  fields,  would  have  to  call  her  older  men, 
as  France  had  done.  I  wondered  if  the  United  States  would 
need  her  older  men,  as  we  did  in  the  Civil  war. 

None  of  us  want  that  to  happen. 

The  only  way  to  stop  the  outflow  of  soldiers  is  to  beat  the 
Kaiser  and  his  horde  of  Huns.  The  only  way  to  do  that  is  to 
give  our  boys  in  the  trenches  so  much  of  the  munitions  of  war 
— of  such  excellent  quality — that  they  will  be  as  superior  to  the 
enemy  as  a  workman  with  a  turret  lathe  is  to  a  workman  with 
an  old  hand  lathe. 

So  let  us  think  quickly  of  better  ways  to  do  our  work. 
Scarcity  of  labor  has  made  the  people  of  our  western  continent 
inventors.  For  war  alone,  North  America  has  given  the  world 
the  torpedo,  the  wireless  torpedo,  the  submarine,  the  ironclad, 
the  repeating  rifle,  the  machine  gun,  the  revolver,  the  magazine 
pistol,  the  airplane  and  the  motor  car. 

The  war  to-day  demands  that  we  do  more  than  we  ever  have  done  before. 
Let  us  all  speed  up,  with  the  thought  that  we,  too,  are  fighting  the  enemy. 
even  if  we  can't  see  him.  Let  us  hurry  our  work  at  our  desk  and  benches, 
and  thus  keep  millions  of  men  out  of  the  trenches. 

(Signed) 


President 
The  National  Cash  Register  Company 
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Serving  Trays 

From  $2.25  to  $10.00 

Portable  and  Floor 
Lamps 

From  $3.00  to  $25.00 


Clocks 

From  $6.00  to  $10.00 

Silver-Plated  Tea 

Sets 

Bon  Bons 

Fruit  Bowls 

Cake  Plates 

From  $1.50  to  $10.00 

Cut  Glass  Water 
Sets 

Berry  Sets 

Bon  Bons 

Spoon  Trays 

Vases,  etc. 


MODEL  "D 


Genuine  mahogany  or  fumed  oak  cabinets 
19"  x  21%"  x  44"  high.  All  wood  tone  cham- 
ber specially  constructed  giving  extra  full 
tone.  Extra  strong  double  spring  motor 
with  frame  of  gray  iron  casting,  strong  and 
rigid  design.  Plays  any  three  10"  or  two 
12"  records  with  one  winding. 

Universal  tone  arm  with  patented  spring 
device  which  regulates  weight  of  tone  arm. 
Plays  all  makes  of  records  with  the  great- 
est perfection. 

SPECIAL  FEATURE 

Patented  reproducer  with  composition 
diaphragm  and  magnetic  attachments,  giv- 
ing wonderful  full  volume  of  tone  without 
any  trace  of  blasting.  Columbia  automatic 
stop. 

Retail  Price,  $125.00 

Plus  io%    War  Tax 


Angelus 
Phonographs 

Table  Models 

At  $12.00  and  $30.00 

Cabinet  Models 

At  $38.50  and  $62.50 


We  also  carry  a  large  and 
well-assorted  stock  of 

Emerson, 
Silvertone 
and 
Winner 
Records 


Good  List  of 
Selections 


TORCAN  FANCY  GOODS  CO.,  LIMITED 

77   BAY  STREET,  TORONTO 

(THE  HOUSE   OF  SERVICE) 

Our  New  Catalogue  is  now  ready.     Have  you  received  your  copy  yet  ? 

Western  Representative :    J.  W.  WHEATCROFT,  Hammond  Building,  Winnipeg,  Man. 
Maritime  Representative  :    W.  PATTERSON,      -      86  Waterloo  Street,  St.  John,  N.B. 

WRITE  THEM  ANY  TIME 
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1              The 

Four 

Leading 

Lines  in 

Letter 

Files 

I                ROTAX      Spring 
\                 Clip 

k/Jfcs.     KISMET       Quick 
;_^m r          Binder 
wSf       FALINGE      Flat 
A~.             File 

\        REGENT     Lever 
\           File 

\         (Packs  Flat) 

'                                       Specially 

THE  "REGENT"  LEVER  FILE         D*s'g"*iior 
Packs  Flat.                             export 

Manufactured  by 

W.  H.  HILTON  &  CO. 

VEROTAX  WORKS,  ROCHDALE,  England 

Catalogues  and  Samples  on  application. 
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Esterbrook 

Counter  Displciq  Gases 

help  you  to  quickly  sell  the  pens  your  custo- 
mers desire  —  a  comprehensive  assortment 
from  which  he  can  make  a  quick  selection. 
The  customer  is  gratified  by  the  big  assort- 
ment and  the  promptness  and  efficiency  with 
which  you  have  given  him  what  he  wanted. 
He's  in  a  satisfied — receptive  mood  and  more 
susceptible  to  your  suggestions  that  he  possibly 
leeds  ink,  blank  books,  etc.,  etc. 
Ten  sizes  of  Esterbrook  Display  Cases. 
Write  for  catalog. 

ESTERBROOK  PEN  MANUFACTURING  CO. 

18-70  Cooper  Street,   Camden,   N.J.,   U.S.A. 

THE    BROWN    BROS.,    LTD.,    Toronto,    Ontario 

Agents  for  Canada. 


'easiest  to  sqII 


Wouldn't  this 
look  nice  on 
your  counter? 

This  is  the  handsome  display 
stand — flying  the  Union  Jack, 
as  you  will  note — that  is  selling 

CANE'S 
CANADIAN-MADE  PENCILS 

for  dealers  everywhere  and 
netting  them  good  big  profits 
as  a  result. 

The  appearance  of  the  stand  is 
attractive  —  it  gets  attention 
quickly  and  keeps  on  selling 
the  pencils  without  any  effort 
on  the  part  of  the  dealer. 

Each  stand  contains  half  a 
gross — tipped  and  finished  in 
six  different  colors,  one  half  of 
which  sticks  up. 

Your  wholesaler  can  send  you 
one.  It  costs  you  $2.40,  and 
the  pencils  retail  at  5c  each. 


The  Wm.  Cane  &  Sons  Company 

LIMITED 
NEWMARKET,   ONTARIO 
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WE  ARE  NOW  SELLING  ALL 
THE  BOOKS  WE  CAN  PRODUCE 

Percival  Marshall  &  Co.  regret 
to  announce  that  owing  to  the 
paper  shortage  they  are  unable  to 
open  new  accounts  for  the  supply 
of  their  popular  technical  hand- 
books. These  books  have  a  world- 
wide reputation,  and  are  in  con- 
stant demand  all  through  the 
British  Empire.  Canadian  book- 
sellers who  wish  to  take  advant- 
age of  the  industrial  boom  after 
the  war  should  negotiate  for  a 
supply  of  Percival  Marshall  books 
as  soon  as  peace  is  in  sight. 

PERCIVAL  MARSHALL  &  CO., 

TECHNICAL  JOURNAL   AND 
BOOK   PUBLISHERS 

66  Farringdon  St.,  LONDON,  ENGLAND 


PICTURE  POSTCARDS 

A  unique  collection  to  suit  all  tastes 

Birthdays     Easters     Comics      Heather     Relatives 

Xmas  and  New  Year     Studies     Greetings 

Lovers     Lucky  Black   Cats 

St.  Patrick's  Day 


Specialty:  Local  View  Printing  from 
customers'  originals. 


New  Collection  of 

CHRISTMAS  FOLDING  CARDS 

$1.00   to   $7.00   per   gross. 

now  ready  m  WONDERFUL  VALUE!!! 


Writing   Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cahinets 

Birthday  Folding  Cards 


Terms:     Goods  shipped   through  London   Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 

The 

"PHILCO"  PUBLISHING 

Co 


Holborn  Place 


=•       London,  W.C.I.  Eng. 


Cable  Addr    ss:     "  Philcoco."  London 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  pen  will  prove  a  might.? 
fine   seller   for   every   live   dealer. 


Be  sure  to  see  samples  In-fore  you  order  your  new  stock.   You'll 
find  our  prices  are  right. 

Hinks.  Wells  &  Co.,  Birmingham,  Eng. 


If  You're  Wise 

You'll   learn   how  to   make   MORE 
MONEY  handling  TOYS. 

PLAYTHINGS 

TELLS  YOU   HOW. 

Subscription  —  $2.00     per    year. 
{Foreign    $3.00) 


Send     your     subscription     NOW     and     get     the 
"BIG  3" — also  the  Toy  Directory 


Playthings 


118  E.   28th  Street 
NEW  YORK 


THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will   always   hold    first    place    as  an   Edition   of 
Standard,  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent,  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  vs  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "  Exclusively  Sheet  Music  House" 
in  the   World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NEW  YORK  CITY:  145  W.  45th  STREET 
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Now  is  the  time 

to  think  about  your  Christmas  stock. 
You  will  want  to  display  goods  that 
are  attractive  and  will  sell  quickly,  yet 
inexpensive  enough  to  meet  the  de- 
mands of  thrifty  shoppers. 


TRADE. 


ART  CRAYONS 

will  unquestionably  meet  with  very 
ready  sale.  Put  up  in  a  variety  of 
assortments — 6  to  24  colors  in  a  box. 


Here  is  an  article  which  is  educational 
and  instructive,  and  will  prove  a  sales 
leader.  It  is  an  excellent  Christmas 
specialty  and  at  the  same  time  salable 
all  year  round. 


HEXAGONAL     LUMBER    CRAYON 


Carpenters'  and  Shipbuilders'  Crayons  are  in 
great  demand  for  Government  work!  Are 
you  getting   your   share  of  this  business? 

The  quality  of  our  Crayons  brings  in  a  steady 
sale  on  this  material,  and  it  would  be  to  your 
interest  to  write  for  a  complete  list  of  our 

GOLD  MEDAL  CRAYONS 

For  Every  Use 


BINNEY  &  SMITH  CO. 

81  Fulton  St.  -  New.York 


ENUS 

PENCILS 


For  OVER  A  DECADE 
these  world-famous  pen- 
cils have  established  the 
standard  of  quality  by 
which  all  pencils  are 
judged. 

There  is  no  other  pencil  that 
is  the  equal  of  VENUS. 

17  black  degrees 

and  3  copying 

— all  perfect 

American  Lead  Pencil  Co. 

220  Fifth  Ave.,   New  York 
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Something  New 


National  S  Columnar 
Books 

Many  accountants  have  pronounced  this  the 
most  valuable  general  purpose  book  ever  made. 
The  illustration  below  shows  Outfit  No. 
07058-52.  The  52  columns  are  secured  by  a 
double  page  form  of  8  columns  on  the  left  and 
12  Columns  on  the  right,  and  two  cut  leaves  of 
16  columns  each.  This  illustrates  the  elasticity 
of  the  system,  and  indicates  the  way  in  which 
the  number  of  columns  may  be  instantly  in- 
creased or  decreased  by  the  use  of  extra  cut 
leaf  sheets.  Bound  in  heavy  board,  with  black 
cloth  sides  and  red  Texhide  corners  and  backs. 
25  Outfits;  from  2  to  52  columns,  sizes  from 
7%  x  10%  to  11%  x  13%. 

Be  sure  to  ask  the  National  Salesman  to 
show  you  this  latest  addition  to  the  line 
or  order  samples  direct.  Prices  and  com- 
plete list  of  sizes  on  application. 


NATIONAL 

LOOSE   LEAF 

COLUMNAR 

BOOK 


National  Blank  Book  Company 

HOLYOKE,  MASS.,  U.S.A. 


DOMINION-MADE 
BLANK  BOOKS 

The  "Made-in-Canada"  line, 
offered  exclusively  to  the  station- 
ery trade  by  this  company,  is 
constantly  growing  in  extent 
and  improving  in  quality.  We 
are  manufacturing  the  best  and 
most  complete  line  of  Bound 
and  Loose  Leaf  Account  Books 
in  the  Dominion. 

Dealers  in  office  stationery  will 
find  that  these  goods  give  un- 
qualified satisfaction  to  the  user, 
and  allow  the  stationer  a  gener- 
ous margin  of  profit.  Ask  for 
our  catalog  and  price  quotations 
on  any  or  all  of  your  blank  book 
requirements. 

POSITIVELY— We  do  not  sell 
to  the  consumer. 


Dominion    Blank 
Book  Co.,  Limited 

Berthierville,   Que. 
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Superfine  Linen  Record 
Notepaper  &  Envelopes 

MADE  IN  CANADA 

This  is  the  finest  quality  bond  paper, 
crisp,  strong  and  with  excellent  writing 
surface.  We  especially  recommend  the 
large  octavo  also  called  commercial 
size  for  your  gentlemen  customers.  It 
will  please  the  most  discriminating. 

Made  in  White  and  Azure,  and  the 
following  sizes: 

Commercial. 
Small   Octavo. 
Empress. 

Ask  Your  Wholesaler  for  Prices 

THE    ROLLAND    PAPER    CO.,    LIMITED 

HIGH-GRADE  PAPER   MAKERS 


wmm 

Facsimile  of  Water  Mark 


General  Offices: 

142  St.   Paul  St.  W 

Montreal.  P.Q. 


Mills  at  St.  Jerome 

and 
Mont-Rolland,    P.Q. 
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"Always  Something  New" 


HALLOWEEN 


NOVELTIES    FAVORS, 

DECORATIONS   AND 

LANTERNS 


There  is  a  big  demand  for  HALLOWEEN  NOVELTIES  of  all 
kinds,  for  parties,  celebrations,  children's  games,  etc.  Order 
from  list  below  and  prompt  shipment  will  be  made. 


HALLOWEEN  HATS  at  40c,  45c  and  85c 
per  dozen. 

HALLOWEEN    LANTERNS    (collapsible), 
at  45c,  85c  and  $1.10  per  dozen. 

HALLOWEEN  BASKETS  at  45c,  85c  and 
$1.10  per  dozen. 

HALLOWEEN    CANDY    BOXES    at    45c, 
85c,  $1.25  and  $2.25  per  dozen. 

HALLOWEEN     HORNS     (collapsible  ,    at 
25c,  40c  and  85c  per  dozen. 


HALLOWEEN   PINS,   assorted  faces   with 

moving  tongues,  $3  per  100. 
HALLOWEEN  HINOKI  Rope  Decoration, 

put   up   in    5-yard    bundles,    at   80c    per 

dozen  bundles. 
HALLOWEEN      WITCHES      (candy     box 

style),  45c  and  $1.25  per  dozen. 
BLACK  CAT  MASCOT  at  40c  per  dozen. 
LINEN   MASKS,  assorted  colors,  made  to 

cover  half  the  face.     Packed  1  gross  in 

a  box.     Special  price,  $2.00  per  gross. 


RUMSEY  &  CO.,  LIMITED 


1528    Queen    St.    West 
TORONTO,  ONTARIO 
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WATERSTON'S 


"BEE" 


BRAND 


SEALING 


Established 
1752 


"Banker's 
Specie5 


is  the  banker's  favorite 
quality.     It   is  a   thor- 
oughly reliable  wax,  pos- 
sessing    a     brilliancy     of 
colour,  combined  with  the 
greatest    adhesiveness,    and 
lias  the  additional  advantage 
of   being  sold   at    a    moderate 
price. 


iMirfflMZEEEKBl 


r/r^jf.RRISTONROAD  i/— -^T<1 
L\V^2g)    "    EDINBURGH^ 


b  St.Bride  Street-  Ludcate  Circus  • 
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Let  This  Silent  Salesman 
Work  For  You 


Assortment  No.  "N" 

AN  INNOVATION  IN  LOOSE  LEAF 
PRICE    BOOK   MERCHANDISING 

Of  the  many  new  additions  to  our 
line,  this  assortment  idea  of  merchan- 
dising Loose  Leaf  Price  Books  has 
proven  the  most  popular. 

The  assortment  consists  of  ten  of 
the  best  selling  sizes,  all  standard 
gauges,  each  book  complete  with 
sheets  and  index. 

6  Complete  Books,  Sheet  size     6%  x  3% 

2  "  "  "         "      8V2xSV8 

2  "  "  "         "     11       x8V2 

Packed  in  a  strong,  wooden,  oak- 
finished  box,  requiring  very  little 
counterspace  and  displaying  the 
books  to  the  best  possible  advantage. 

The  covers  are  bound  in  flexible 
seal  grain  Fabri-Buff  and  Art  Leath- 
er, which  looks  better  and  wears 
better  than  the  ordinary  leather  of 
to-day. 

The  fillers  are  in  popular  rulings, 
and  as  the  sizes  are  standard,  any 
style  ruled  sheets  may  be  used. 

Additional  books  to  replenish  the 
assortment  box  are  carried  in  open 
stock. 

Send  us  your  order  for  this  profit- 
able assortment  box  "N"  to-day. 

Boorum  &  Pease  Company 

Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 

Salesrooms : 

109-111    Leonard   Street  Republic  Building; 

New  York  Chicago,   111. 

Old     South     Building-         4000    Laclede   Avenue 

Boston,    Mass.  St.   Louis,   Mo. 
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OUR  NEW  AVIATION  BOOK  IS  READY 


The  remarkable  book  we  announced  to  the 
trade  a  few  months  ago  is  now  printed  and 
ready  for  delivery.  We  feel  that  it  ought 
to  sell  as  no  juvenile  book  has  ever  sold 
before. 

The  war  has  created  a  deep  and  perman- 
ent interest  in  aviation.  Our  Aviation 
Book  satisfies  this  interest  with,  absolutely 
—the  BEST.  It  is  filled  with  thrilling 
aviation  facts  that  appeal  to  everybody — 
grown-ups  as  well  as  children. 

Our  Aviation  Book  contains  14  pictures  in 
true-to-life  colors,  3  black-and-white  half- 
tones, and  15  line  sketches — made  by  one 
of  America's  most  popular  magazine  illus- 


trators. An  idea  of  their  quality  can  be 
gained  from  the  much-reduced  reprints 
shown  above. 

The  cover  is  an  aerial  battle  scene  that 
rivets  attention.  The  text  is  printed  in 
large,  readable  type  on  heavy  paper,  bound 
in  boards,  cloth  back.  Covered  with  beau- 
tiful eight-colored  jacket.  Size,  10%  x 
13i/8.     Retail  price,  $1.50. 

The  Aviation  Book  will  prove  an  all-year 
seller  at  a  splendid  margin.  You  cannot 
stock  it  too  soon !  Many  of  the  shrewdest 
buyers  in  the  country  ordered  heavily  in 
advance — before  it  was  off  the  press!  Mail 
a  postal  to-day  for  complete  information 
and  prices.    See  our  display  in  New  York. 


M^Loughlin  Bros. 


INCORPORATED 
ESTABLISHED  1828 


890  BROADWAY 
At  19th  Street 
New  York  City 
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This  is  a 
Playing  Card  Year! 

Are  you  stocked  to  supply  the 
fall   demand  for  new  packs  of 

BICYCLES0 


AND 


PLAYIN6 
CARDS 


P 


The  increased  cost  of  living  and  the  increased 
price  of  admission  to  the  "movies"  and  the  theatre 
will  make  card-playing  more  popular  this  fall  and 
winter  than  ever  before. 

The  prestige  of  Bicycle  and  Congress  cards  and 
the  attractive  advertising  campaign  now  starting 
in  the  national  magazines  shown  to  the  left  means 
that  the  natural  demand  for  playing  cards  will 
center  upon  these  two  brands. 

Most  of  your  customers  will  insist  upon  these 
brands.     AH  will  accept  them  without  question. 

If  you  handle  playing  cards,  look  over  your  stock 
now  and  let  your  jobber  know  what  you  need  in 
Bicycle  and  Congress.  Be  sure  to  order  the  new 
War  Backs.  They  will  be  immensely  popular.  And 
also  carry  a  few  copies  of  the  new  edition  of  "The 
Official  Rules  of  Card  Games." 

If  you  are  not  handling  playing  cards  this  is  a  good 
time  to  find  out  how  much  trade  you  can  attract 
to  your  store  by  stocking  and  displaying  our 
nationally  known  brands.  Have  your  jobber  send 
you  a  minimum  stock  of  the  best  selling  backs  and 
you  will  be  surprised  how  quickly  they  will  move. 
You  will  also  have  calls  for  the  new  edition  of 
"The  Official  Rules  of  Card  Games."  Your  jobber 
:an  supply  you. 

Write  today  for  price-list  and  sample  backs. 
Window  display  material  free.     Ask  for  it. 

THE   U.  S.  PLAYING  CARD  CO. 

Dept.  4  CINCINNATI,  U.  S.  A.  or  WINDSOR,  CANADA 

Advertising  of  Bicycle  Playing  Cards  and  Congress  playing 
Cards  will  appear  in  these  National  Magazines  throughout 
the  fall,  winter  and  spring.  They  reach  almost  six  million 
of  the  best  families  in  the  country,  or  thirty  million  readers, 
and    practically   all    of   them    play   cards. 
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Important  H.&S.  Publications 


CAPTAIN  KETTLE'S  BIT 

C.  J.   Cutcliffe   Hyne $1.35 

THE   HUMAN   TOUCH 

"Sapper"   $1.40 

WHILE  PARIS   LAUGHED 

By  Leonard  Merrick    $1.50 

WHIZZBANGS  AND  WOODBINES 

J.    C.    V.    Durell $1   50 

THE   NAVY   ETERNAL 

"Bartimeus"    $1.50 

THE  YEARS  FOR  RACHEL 

Berta  Ruck $1.50 

THE  NEW   MOON 

Oliver    Onions    $1.50 

WHERE  ANGELS  FEAR  TO  TREAD 

A.   G.   Hales    $1.35 

MY  LIFE  OF  ADVENTURE 

A.  G.  Hales    $1.35 

THE  PRICE  OF  A  THRONE 

Joseph  Hocking   $1.25 

THE  GREAT  PORTRAIT  MYSTERY 

R.  Austin  Freeman $1.25 

THE  ADVENTURES  OF  ANTOINE 

H.  Collinson  Owen    $1.35 

INVALIDED  OUT 

Ruby  Ayres    $1.35 

THE   REMEMBERED  KISS 

Ruby  Ayres    $1.35 

THE  GODS  OF  THE   BIG  THINGS 

Leslie  Gordon $1.35 

THE  GIRL  WITH  NO  PROPOSALS 

Marjory   Royce    $1.35 

DANES    ABBEY 

Morice  Gerard    $1.35 

THE  COASTLANDERS 

Bernard  Cronin   $1.35 

A    LITTLE  WELSH   GIRL 

Howel   Evans    $1 .35 

THE   SHILLING  SOLDIERS 

Denis    Gavstin    $1.35 

A   BUSINESS  GIRL 

Mark  Allerton    $1.35 

THE  LADY  OF  ST.  LUKE'S 

Mark  Allerton    $1.35 

INTRIGUE 

Clive  Desmond   $1.35 


CAMOUFLAGE 

Phyllis  Austin    $1.35 

LEG-BAIL 

John    Butler    Cooper    $1.35 

WINGS   OF   THE   MORNING 

Joan   Sutherland    $1.50 

THE  CURTAIN  OF  STEEL 

By  the   author  of  "In   the   Northern 
Mists" $1.50 

BEATRICE  ASHLEIGH 

F.    E.    Mills    Young    $1.50 

THE  SILENT  LEGION 

J.    E.    Buckross    $1.50 

THE   FUGITIVE   SLEUTH 

Hulbert  Footner    $1.35 

THE  BRITISH  AIRCRAFT  INDUSTRY 
—ITS  DEVELOPMENT  AND  PROS- 
PECTS 

Published  for  "The  Times" $2.00 

MARSHAL  FOCH— HIS  LIFE.  HIS 
WORK,   AND   HIS   FAITH 

Rene   Puaux    $1 .50 

THE  EDGE  OF  THE  QUICKSANDS 

Thomas    Curtin    $1.50 

THE   WHITE  EAGLE  OF   POLAND 

E.    F.    Benson    $2.00 

THE  FIFTY-FIRST  IN  FRANCE 

Capt.   R.   B.   Ross    $2.50 

OVER  THE  GERMAN    LINES 

"Wings"   $1.50 

BRITISH  CAMPAIGNS  IN  THE  NEAR- 
ER  EAST 

Edmund   Dane    $2.50 

THE  GREAT  CRUSADE— EXTRACTS 
FROM  SPEECHES  DELIVERED  DUR- 
ING THE  WAR 

Right       Honorable       David       Lloyd 

George,  M.P 50c 

ROUGH  RHYMES  OF  A  PADRE 

"Woodbine  Willie"   $1.00 

Soldiers       Khaki      Leather       Pocket 

Edition    $1.25 

THE  NEW   REVELATION 

Sir  Arthur  Conan  Doyle.  .  .Net  $1.00 


Send  for  oar  complete  catalogue  to-day 


HODDER  &  STOUGHTON    LIMITED, 

.LONDON  TORONTO  NEW  YORKj 

'PUBLISHERS  -        -        TORONTO^ 
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MUSSON'S  NEW  BOOKS 

Fall  and  Holiday  Fiction 

Goodly  offering  of  attractive  volumes 
that  will  readily  win  sales 


THE 

i   COW  PUNCHER 


ion  I  c  stu* 


The  Cow  Puncher 

By  Robert  J.  C.  Stead.      Cloth  $1.50 

Illustrated  By    Arthur  Homing 

David  Elden,  the  boy 
"cow  puncher"  who 
becomes  a  million- 
aire real  estate  oper- 
ator in  the  boom 
days  of  the  West — 
and  goes  "broke" 
with  the  collapse  of 
the  boom  —  is  the 
central  figure  in  a 
tale  of  humor,  love, 
philosophy,  faithful 
Western  color  and  intense  dramatic  interest 
such  as  is  offered  to  the  public  only  at  rare 
intervals.  It  is  a  book  to  be  read  and 
laughed  over  and  cried  over  and  then  read 
again.  Its  very  humanity  grips  you  from 
the  first  sentence. 

The  Unpardonable  Sin 

By  Rupert  Hughes.      Cloth  $1.50 

This  novel  is  wrought  wholly  out  of  facts 
— the  intimate  story  of  two  American  wo- 
men caught  by  the  pitiless  invaders  of  Bel- 
gium, and  the  attempt  of  a  third  to  save 
them.  The  incidents  are  based  on  the 
actualities  of  those  days  never  to  be  for- 
gotten. 

Everyman's  Land 

By  A.  M.  and  C.  H.    Williamson.      $1.40 

The  scenes  of  this  adventure  are  laid  in 
war-torn  France.  Spurred  on  by  the  neces- 
sity of  getting  aid  for  her  war-blinded 
brother,  an  impulsive  Irish  girl  poses  as 
the  fiancee  of  a  young  aviator  who  has 
been  reported  killed  in  action.  With  his 
wealthy,  grief-stricken  parents,  she  visits 
the  wounded  French  cities,  showing  how 
they  may  help  in  the  work  of  reconstruction 
and  bringing  cheer  to  the  distressed  in- 
habitants— until  the  young  aviator  makes 
his  escape  from  a  German  prison  camp 
and  confronts  her. 

THE  SOUL  SCAR 

By  Arthur  B.  Reeve.      $1.40 

SYLVIA  SCARLET 

By  Compton  Mackenzie.     $1.60  Net. 

DOCTOR  DANNY 

By  Ruth  Sawyer.     S1.3S 


The  Winds  of  Chance 

By  Rex  Beach.  Cloth  $1.50 

Alaska,  Beach's  Alaska,  at  its  best — the 
swirling  human  tide  sweeping  up  and  on 
through  Chilkoot  Pass,  the  epic  days  that 
were  lived  (and  sometimes  died)  by  the  mad 
thousands  at  White  Horse,  the  great  human 
side  of  the  gold  rush.  Scarcely  ever  has 
Rex  Beach  put  more  humor  into  a  story, 
and  here  we  have  a  pair  of  quarreling  old 
miners  who  can't  work  together  and  can't 
separate,  which  is  one  of  the  most  amusing 
things  he  has  ever  done. 

The  Peak  of  the  Load 

By  Mildred  Aldrich.     Cloth  $1.25 

The  ebb  tide  of  battle  comes  back  again  to 
the  Marne,  where  at  the  present  moment 
our  soldiers  are  fighting  shoulder  to  shoulder 
with  the  valiant  French.  Again  Miss  Aid- 
rich  sees  history  in  the  making  from  her 
house  on  the  hilltop;  in  fact,  she  has  been 
writing  this  new  book  under  the  very  guns 
and   airplanes   of  the   enemy. 

Mam'selle  Jo 

By  Harriet   T.   Comstock.     $1.40 

Self-sacrifice  is  the  spirit  of  this  moving 
story.  The  happiness  that  comes  to  those 
who  give  is  the  lot  of  Mam'selle  Jo,  who 
wins  her  way  by  hard  and  bitter  experience 
through  a  slough  of  debts  to  financial  in- 
dependence. The  child  which  she  adopts  is 
especially  dear  to  her  because  of  the  in- 
definable suggestion  of  the  father,  whom 
Mam'selle   had   loved   in   her   own    youth. 

THE  INFERNO 

By  Henry  Barbusse.     $1.50 
Author  of  "UNDER  FIRE" 

THE  CLOSE-UP 

By  Margaret    TurnbuU.     $1.50 

THE  MAN  FROM  BAR-20 

By  Clarence  E.  Mulford.     $1.40 


WRITE  FOR  COMPLETE  CATALOGUE— NOW  READY 

The  Musson  Book  Co.,  Limited 

Dundas  and  Victoria  Sts.,  Toronto 
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■MUSSON'S   NEW  BOOKS 

War  Books,  Miscellaneous,  Juveniles 

Selection  from  the  most  remarkable  list  ever 
handed  the  Canadian  Trade 


The  Kaiser  as  I  Knew  Him 


Four  Years  in  the  White  North 


By  Arthur  N.  Davis,  D.D.S. 


$2.00 


This  remarkable  book  is  in  its  own  way 
just  as  important  as  that  of  Ambassador 
Gerard.  It  is  the  first  and  only  account 
written  of  the  Kaiser  by  an  American  un- 
officially intimate  for  years  with  him,  to 
whom  the  Kaiser  could  talk  freely  without 
fear  of  occasioning  international  complica- 
tions. The  Kaiser  visited  Dr.  Davis  about 
one  hundred  and  fifty  times,  invariably 
staying  from  ten  minutes  to  an  hour  and 
a  half  after  the  professional  work  was 
completed  to  discuss  the  topics  of  the  hour 
— particularly   during    the    war    years. 


War  in  The  Cradle  of  The  World 

By  Eleanor  Franklyn  Egan  $2.00  Net 

This  is  an  important  and  most  timely  book 
about  a  little-known  region  of  vast  impor- 
tance in  the  world  war.  The  author,  a  well- 
known  American  woman  journalist,  is  vir- 
tually the  only  civilian  who  has  been  allowed 
to  enter  the  British  war  zone  in  Mesopo- 
tamia since  the  beginning  of  the  military 
operations   there. 


The  Bubble  Books 


By  Ralph  Mayhetv 
and  Burgess  Johnson 


$1.25 


Three  Gramophone  Records  in 
each  volume 

Here  is  the  series  of  "Books 
That  Sing."  These  little  books 
with  their  unique  combina- 
tion of  pictures  in  full  color, 
stories  in  charming  verse  and 
songs  that  you  can  really 
hear  (there  are  real  phono- 
graph records  enclosed  be- 
tween the  pages  of  the  book) 
have  sung  their  way  into  the 
hearts  of  the  children. 


By  Donald  B.  Mac M Ulan 


$4.00  Net 


A  graphic  and  intensely  interesting  account 
of  the  most  important  exploring  expedition 
in  the  northern  Arctic  since  the  discovery 
of  the  North  Pole.  The  account  of  the  long 
journey  across  the  treacherous  ice  of  Smith 
Sound,  over  the  4,700-foot  ice  cap  of  Elles- 
mere  Land,  and  on  and  out  over  the  drift 
ice  of  the  Polar  Sea  is  one  of  the  inspiring 
records    of   Arctic    exploration. 


Peck's  Bad  Boy  and  His  Pa 


By  Geo.  W.  Peck 


$1.00 


Peter  Pan 


By  J.  M.  Barrie 
Illustrated  by  Rackham 


Little  Allies 


By  Beatrice  F.  R.  Hale 


$1.50 


$1.50 


Our  96  page  catalogue  sent  free  on  application 

The  Musson  Book  Co.,  Limited 

DUNDAS  AND   VICTORIA   STREETS,  TORONTO 
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Musson's  Canadian  Publications 


Tom  Sawyer.     By  Mark  Twain Cloth  $1.25 

Tom    Sawyer.      By   Mark   Twain    (Cheap 

Edition)     Cloth       .75 

Huckleberry  Finn.  By  Mark  Twain.  Cloth     1.25 

Huckleberry     Finn.       By     Mark     Twain 

(Cheap  Edition)    Cloth       .75 

Peck's     Bad     Boy.       By     Geo.     W.     Peck 

Cloth       .75 

Peck's  Bad  Boy  and  His  Pa.     By  Geo.  W. 

Peck    Cloth     1.00 

Peck's    Bad    Boy    and   the   Grocery    Man. 

By  Geo.   W.   Peck    Cloth       .75 

Flint  and  Feather.  By  E.  Pauline  John- 
son      Cloth     1.50 

Flint  and  Leather.  By  E.  Pauline  John- 
son      Leather     3.50 

Kitchener  and  Other  Poems.  By  Robert 
J.  C.   Stead    Cloth     1.00 

Kitchener  and  Other  Poems.  By  Robert 
J.  C.  Stead    Leather     2.00 

The    Homesteaders.       By    Robert    J.    C. 

Stead  Cloth       .75 

The    Cow    Puncher.       By    Robert    J      C. 

Stead    Cloth     1.50 

Physical  Training.  By  Jas  W.  S.  Bar- 
ton, M.D Cloth.       .75 

Us  Two  Cook  Bock.  By  Jennie  B.  Wil- 
liams      Cloth     1.00 

Life   of    Lord    Selkirk.      By   Dr.    George 

Bryce    Cloth        .5!) 

Webster's    Concise     English     Dictionary. 

Cloth       .30 

Musson's      Improved      Ready      Reckoner. 

Cloth       .25 

Annexation,  Preferential  Trade  and 
Reciprocity.  By  Cephas  D.  Allin  and 
George  M.  Jones    Cloth     2.50 

Etoffe    Du    Pays.       By     Florenc?     Mary 

Simms  Cloth     1.25 

Import   Costs.     By   H.   S.   Martin ..  Cloth     1.00 

Import  Costs.    By  H.  S.  Martin.  .Leather     1.25 

Horseman's     Friend.       Bv     Prof.     James 

Law,  V.S ". Cloth     1.00 

Story     of     Old     Kingston.       By     A<rnes 

Maude  Machar   Cloth     1.50 

Stevenson's    Shrine.      By    Laura    Stubbs 

Leather     1.25 

Birthday  Books,  12  titles ..  .Paste  Grain  .75 
French  Morocco  1.00 
Crushed  Levant     1.50 

The  Flag  Book.     By  C.  P.  Band  &  E.  L. 

Stovel    25 

The    Flag    Folder.      By    C.    P.    Band    & 

E.   L.   Stovel    25 

Flag  Chart,  Mounted  on  Linen.    By  C.  P. 

Band    &    E.    L.    Stovel    1.50 

A  Century  cf  Sail  and  Steam.  By  Bar- 
low   Cumberland     '.Cloth     1.50 


The  Annals  of  the  War.     By  J.  M.  Har- 
per      Cloth  $1.50 

Sagas    of    Vaster    Britain.      By    Wilfred 

Campbell    Cloth     1.50 

Canadian  Canticles    Cloth     1.00 

In   That   New   World   Which   is   the   Old. 

By  G.  A.  MacKenzie   Cloth     1.00 

Canadian  Lake  Region.     By  Dr.  Wilfred 

Campbell     Cloth     1.50 

Water     Babies.       By     Charles     Kingsley 

Cloth       .50 
With   a   Field   Ambulance   at   Ypres.     By 

Prof.   William   Boyd    Cloth     1.25 

America   at   War.     By   Prof.   W.    F.   Os- 
borne   Cloth     1.25 

Leaders    cf    the    Canadian    Church.      By 

Canon    Bertal   Heeney    Cloth     2.00 

The   Bible  in  the  Making.     By  J.   Pater- 
son   Smyth    .* Cloth     1.25 

Lullaby-Land.     By  Eugene  Field.  .Cloth     1.00 

Wethsrald's   Pcems Cloth     1.00 

Leather     1.25 

Ladies'  Visiting  List   Cloth       .50 

Leather       .75 
Life    in    a    Lock.      By    Maurice    Baldwin 

Paner       .25 
Boards       .35 
Sengs    of    a    Shanty-Man.      By    William 

Wilbur   MacCuai"    Cloth     1.25 

Fragments  cf  Sam  Slick.     By  Lawrenc3 

J.    Burpee    Cloth       .30 

Leather       .50 
Beck  cf  Canadian  Essays.     By  Lawrenc? 

J.    Burpee    Cloth       .30 

Leather      .50 
Sengs  of  French  Canada.     Bv  Lawrenc^ 

J.  Burpee   '. Cloth       .30 

Leather       .50 
By    Canadian    Streams.       By     Lawrence 

J.  Burpee   Cloth       .30 

Leather       .50 
Flowers   from    a    Canadian    Garden.      Bv 

Lawrence  J.   Burpee    Cloth       .30 

Leather       .50 
A    Century    cf    Canadian    Sonnets.     By 

Law2-er,ce  J.  Burpee   Cloth       .30 

Leather       .50 
Humour    cf    the    North.      By    Lawrence 

J.    Burpee    Cloth       .30 

Leather       .50 
Canadian   Eloquence.       By    Lawrence    J. 

Burpee    Cloth       .30 

Leather       .50 
Scouts     cf     Empire.       By     Lawrence     J. 

Burpee    Cloth       .30 

Leather       .50 
Canada,   My   Home.     By   Grant   Balfour. 

Cloth       .30 
Leather       .50 
Madame  Janvier's  Church.     By  Marv  E. 

Hickson    Cloth       .30 

Leather       .50 


Our  96  page  catalogue  sent  free  on  application. 

The  Musson  Book  Co.,  Limited 

Dundas  and  Victoria  Streets,  Toronto 
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8  CANADIAN 
AUTHORS 

Your  Customers  Are  Looking  For  These 


Nellie  L.  McClung       Norman  Duncan 


"THREE  TIMES  AND  OUT" 
$1.50 

Here  is  a  real,  live  story  of  a  real,  live  Canadian  who 
lived  many  months  in  different  German  prisons  and  who 
was  only  successful  in  escaping  after  his  third  attempt. 
He  was  one  of  the  famous  "German  Prison  Ring  Men" 
and  the  story  is  given  to  the  public  by  a  real,  Jive 
author.  Remember,  these  are  all  facts,  not  fiction,  and 
the  public   want  facts.  , 


Nellie  L.  McClung 

"NEXT  OF  KIN" 
$1.25 

All  the  booksellers  are  aware  of  the  fact  that  this  book 
is  still  continuing  to  have  a  big  sale.  See  that  your 
stock  is  kept  up.  It  will  be  called  for  again  and  again 
this    coming   season. 

Archie  P.  McKishnie 

"WILLOW  THE  WISP" 
$1.35 

The  above  book  has  certainly  caught  on.  Everyone  is 
asking,  Have  you  read  "Willow  The  Wisp?"  It  is  the 
story  of  an  over-sized  "Down-and-Outer"  who,  reclaimed 
by  the  solitudes,  fights  to  hold  what  is  his.  The  consensus 
of  opinion  of  reviewers  from  coast  to  coast  is  that  it  is 
a    wonderful    outdoor    novel. 

Archie  P.  McKishnie 

"LOVE  OF  THE  WILD" 
75c 

Like  "Willow  The  Wisp,"  the  above  novel  is  just  teeming 
with  the  same  out-of-door  atmosphere  that  has  made 
Gene  Stratton  Porter  so  popular.  This  is  a  reprint  of 
one  of  McKishnie's  earlier  successes. 


"BATTLES  ROYAL  DOWN 

NORTH" 

$1.35 

and 

"HARBOR  TALES  DOWN 

NORTH" 

$1.35 

The  above  two  books  are  the  final  Labrador  stories  issued 
simultaneously  in  uniform  style  of  binding.  Norman 
Duncan  has  left  a  warm  spot  in  the  hearts  of  all  Cana- 
dian readers  and  his  last  two  books  will  be  received 
with   great  eagerness  by   his   many  admirers. 

Mackenzie  King 

"INDUSTRY  AND  HUMANITY" 
$2.00 

This  is  a  study  in  the  principles  underlying  industrial 
reconstruction,  the  problem  which  must  be  solved  after 
the  war,  and  which  is  even  now  attracting  wide  atten- 
tion. The  author  was  Minister  of  Labor  in  Canada  in 
the  Laurier  administration,  and  has  acted  as  conciliator 
in  many  important  industrial  strikes.  Mr.  King  has 
also  had  a  wide  experience  in  dealing  with  problems  of 
immigration,  and  in  this  connection  represented  the 
Government  of  Canada  on  important  missions  to  Eng- 
land, India,  China  and  Japan.  During  1914-17,  he  was 
engaged  upon  an  extensive  study  of  Industrial  Relations 
for  the   Rockefeller   Foundation. 

Harold  L.  Lowry 

"YOUNG  CANADA  BOYS" 

"With  the  S.O.S.  on  the  Frontier" 
$1.00 

You  have  asked  time  and  again  for  a  good  Canadian 
boys'  story.  Here  is  one  brimful  of  adventure  and 
history  and  is  written  in  connection  with  one  of  the 
greatest  Canadian  boys'  organizations,  "Soldiers  of  the 
Soil."  Get  behind  this  one.  It  will  pay  you  a  hundred- 
fold. 


Thomas  Allen,  Publisher 

215-219  Victoria  Street  Toronto   Jt  *  V 
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(minimi  mg&s  illinium  mg&s  iiiiiinmi  mg&s  iifinnTin  mg&s  unimnii  mg&s  unmimi 


To  Booksellers: 

We  are  now  Sole   Canadian   Selling  Representatives  for  the   Century   Company's  Booths. 
These  are  Century  Leaders  for  Autumn.  Clip  and  Paste  the  Clock  Design  in  Your  Window. 

LOOK  WHERE  THE  HANDS  POINT! 


SELECT  ION S{  FROM   THE  LIVEST  BOOK  LIST  IN  CANADA 

McClelland,  goodchild  &  stew  art,  Limited 

PUBLISHERS  V  266-268  King  Street  West  V  TORONTO 
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To  Booksellers: 

Cut  out  the  Clock.  Design  and  Paste  it  in  your  Window.     It  will  help  you  to  sell  these  books. 

LOOK  WHERE  THE  HANDS  POINT! 


For  any  Hour  of  the  Day:  The  Bedtime  Story  Books.     By  Thornton  Burgess. 

Two  new  titles:  No.  17,  "The  Adventures  of  Bobby  Coon" 

No.  18  :  "The  Adventures  of  Johnny  Skunk" 

LOOK  WHAT'S  COMING  NEXT  MONTH! 


The  Sky  Pilot  of  No  Man's  Land 

By  Ralph   Connor    $1.50 


In  Orchard  Glen 

By  Marian  Keith 


50c 
50c 


$1.35 


McClelland,  goodchild  &  ste  wart,  Limited 

PUBLISHERS  .*.  266-268  King  Street  West  .\  TORONTO 

iiiumim  mg&s  minium  mg&s  nmmnn  mg&s  imnnnn  mg&s  nnnnnn  mg&s  mimiwi 


M 
G 
& 
S 


M 
G 
& 
S 


M 
G 
& 
S 


M 

G 
& 

S 


M 
G 
& 
S 


M 

G 
& 

S 


M 
G 
& 

S 


M 
G 
& 
S 


23 


BOOKSELLER      AND      STATIONER 


Have  you  introduced 

The  DERE  MABLE  Fever 

in  your  Town? 

It's  raging — mighty  contagiously — in  a  good  many  places,  and  the  dealers  are  wiring 
and  'phoning  for  help  in  the  way  of  repeat  orders. 

Make  DERE  MABLE  known  to  your  townspeople.     Inject  a  few  of  its  germs  of  "can't- 
help-but-bust-out"  fun,  and  the  contagion  will  spread — all  to  your  benefit. 

DERE  MABLE  is  by  a  long  way  the  biggest  selling  book  in  Canada  to-day.     And  it's 
going  to  keep  moving  as  the   "fever"  spreads.     Are  you  getting  your  share  of  this? 

Look  here: 

Last   Saturday   one  retailer  ordered   500  and  two  others  250  copies  each.    Just  a  sample  of  how  the  fever 
spreads. 


OTHER  SPLENDID  SELLERS 


From  Baseball  to  Bosches 


By    H.    C.    Witwer 

"Nine  Innings"  of  breezy,  rollicking  fun,  with  a  mixture  of  keen  observation,  philosophy 
and  human  touches. 

Your  customers — those  who  like  fun — can't  help  but  like  it.     $1.25  net. 

The  Magnificent  Ambersons 

By    Booth    Tarkington 

You  know  how  Tarkington  sells.     This  is  said  to  be  "his  best  since  'The  Gentleman 
From  Indiana.'"     Tell  them  about  it.     $1.50. 


Josselyn's  Wife 


By   Kathleen   Norris 


Yes,  another  good  Norris  book,  dealing  just  as  entertainingly  and  cleverly  with  the  in- 
tricacies of  wealthy  city  life  as  ever.     A  sure  seller.     $1.35  net. 


The  Light  Above  the  Crossroads 


By   Mrs.   Victor   Rickard 


A  blending  of  the  best  of  patriotism,  romance,  and  a  spy  story  de  luxe  with  virility, 
strength  and  originality.     A  book  you  will  be  proud  to,  and  find  easy  to  sell.     $1.50. 


WILLIAM  BRIGGS 

Publisher 

TORONTO 
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"Home-Made"  Books! 


Prepare  to  meet  the  demand  for  Made-in- 
Canada  gifts  by  stocking  the  following,  which 
are  truly  Canadian. 

The  Romance  of  Western  Canada 

By  R.  G.  MacBETH.     $1.50  Net. 

This  is  the  outstanding  Canadian  book  of  the  year,  written  in  Canada,  by  a  Canadian  pioneer,  entirely 
concerning  Canadian  affairs,  and  printed  and  bound  entirely  in  our  own  house.  This  surely  bears  all  the 
made-in-Canada  earmarks. 

Mr.  MncBeth's  book  is  being  splendidly  received,  'both  by  reviewers  and  general  readers,  and  the  sales 
already  have  cleaned  out  the  first  edition.  This  is  a  book  which  will  be  largely  sold  for  Christmas  trade, 
and  one  which  will  be  in  demand  for  years.  It  carries  the  most  striking  colored  wrapper  probably  ever 
printed  for  a  Canadian  book,  and  has  a  number  of  hitherto  unpublished  photographs  of  Western  incidents 
and   personalities,    which   add  greatly   to  the   interest. 

In  Flanders  Fields 

By  COL.  JOHN  McCRAE.     $1.25 

There  will  be  an  instant  and  strong  demand  immediately  this  book  is  ready,  for  the  other  poems  by 
the  author  of  that  immortal  verse  beginning  as  the  title  of  the  new  book,  the  fame  of  which  has  run 
around  the  world.  It  will  comprise  Col.  McCrae's  collected  poems,  together  with  an  interesting  biography, 
and  thousands   will  undoubtedly  be  sold.     Is  your  order  in   for  first  copies? 

In  the  Day  of  Battle 

Compiled  by  MISS  CARRIE  E.  HOLMAN.     $1.25 

Two  editions  of  this  book  of  splendid  verse  have  already  been  sold.  This  is  a  new,  revised  and  en- 
larged edition.  It  includes  the  very  best  war  verse,  for  which  privileges  of  publication  have  been  secured, 
surprisingly  in  some  cases,  by  the  compiler,  from  such  writers  as  Rupert  Brooke,  Rudyard  Kipling,  Harold 
Begrbie,  Richard  LeGallienne,  Alfred  Noyes,  Robert  W.  Service,  Col.  John  McGrae,  and  a  score  or  more 
of  others 

Canada's  Day  of  Glory 

F.  A.  McKENZIE.     $1.50  Net. 

The  striking  jacket  on  this  book,  showing  a  typical  Canadian  breasting  the  top  of  a  trench  with  a 
Union  Jack,  is  indicative  of  its  contents.  It  is  really  a  historical  contribution  of  considerable  value,  with 
remarkable  human  interest,  depicting  the  victories  of  the  Canadian  troops  since  they  began  to  take  a  part 
in  the  war.     A  book  which  will  be  treasured  in   Canadian   libraries  for  years  to  come 

Out  of  the  Jaws  of  Hunland 

By  PTE.  JACK  EVANS  and  CORPORAL  FRED  McMULLEN.     $1.35 

Two  Toronto  boys  arrived  home  last  December  after  seventeen  months  in  Germany,  with  stories  of 
thrilling  experiences  and  narrow  escapes,  such  as  have  been  met  with  infrequently.  The  book  puts  them  as 
the  stories  were  told. 

W.  Percy  Chambers,  in  the  Montreal  Star,  says  :  ''Probably  the  most  realistic,  that  is  to  say,  the  finest 
book   that  has  come  from  the   German   prisons  so  far." 

Kan-uk  the  Kute 

By  FRANK  BURNE  BLACK.     $  .75 

Here  is  something  strongly  unique.  The  title  presumes  to  be  "a  copy  of  a  scroll  inscribed  by  Kan-uk 
the  Kute,  what  time  he  did  travel  in  his  Caravan  throughout  the  land  of  Kan-a-Da  and  of  Am-er-Eka  in 
the  days  cf  the  Great  War."  Frankly,  it  is  a  presentation  of  modern  day  events  in  Canada,  satirical,  in 
Scriptural  verse  form.  Its  pleasing  quaintness  and  quiet  humor  is  very  taking.  This  should  be  a  splendid 
seller 

Note :  All  but  the  last  two  are  actually  printed  in  Canada.  These 
latter  were  written  "Home-made,"  but  special  Canadian  editions  were 
imported. 

WILLIAM    BRIGGS 

PUBLISHER 

TORONTO 
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Gifts  for  Soldiers 

Just  the  thing  for  the  Boys  Over  There 

TAKE  UP  LITTLE  SPACE-WILL  FIT  TUNIC  POCKET 

Soldiers'  Pocket  Checkers 

Containing  checkerboard  and  men  in  Fab- 
rikoid  case. 

Size:  7T4  in.  long,  3>4  in.  wide,  x/i  in.  thick. 
$3.60  per  dozen 


Soldiers'  Pocket  Playing 
Card  Case 

Containing  pack  of  cards  in  Fabrikoid  case. 
Size  folded:  4  in.  long,  2)4  in.  wide,  Y  in. 
thick.  Size  of  cards:  \Y\  x  2^.  Every 
pack  with  war  tax  stamp. 

$3.60  per  dozen 


FLAGS 


Manufacturers  of 

NON-RUNNING 


FLAGS 


Prepare  for  //  the  Day  of  Victory 


Cotton  Flags.     All  mounted  on  sticks. 

FAST  COLORS 


UNION    JACK 

DOMINION    ENSIGN 

STARS   AND   STRIPES 

FRENCH     TRICOLOR 

No.  Size 

0000     2    x    3 

000    3%    x    5V2 

00    4%    x    6% 

0    €    x    8 

1    8  x    12 


No. 


Size 


No. 


Size 


1V2    9  x    14 

1%    12  x   16 

2    14  x    18 

3    18  x    21 

4    18  x   30 

5    22  x   36 

SCOTCH     FLAG 
IRISH    FLAGS 


2    14    x    18 

3    18    x    24 

FLAGS     OF     THE     ALLIES 

STARS    AND    STRIPES 

FRENCH  ITALIAN 

BELGIAN         SERVIAN 

JAPANESE  ROUMANIAN 

100     8    x    12 

200     14    x    18 


WELCOME    FLAGS 

BIENVENUE     FLAGS 

MERRY   CHRISTMAS   FLAGS 

PENNANT  SHAPE 

No.  Size. 

10    2%    x      7 

20    3        x    12 

30    5%    x    19 

40     7        x    28 

Price     list     on     application. 


ALL  MADE  IN  CANADA  BY 


THE  COPP,  CLARK   CO.,  LIMITED 

517  Wellington  Street  West,  Toronto 
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MHREE 
STRINGS 


NATAU  E  SUMNEK  LINCOLN 


AUTUMN 
SUCCESSES 


fiMASHTON-KIRK 
N  CMlNOLOGIST 


T  M«  INTYRE 


FICTION: 


The  Tin  Soldier 

By    Temple    Bailey,    $1.50 

This  is  a  beautiful  love  story  with  a  message 
of  steadfast  courage  and  hope  to  every  man 
and  woman.  It  opens  to  you  your  neighbor's 
home,  showing  the  loyal  service,  the  sacrifices, 
tin  tears,  the  honest  doubts  and  fears  and  the 
great  heart  of  the  nation  beating  to  the  tune 
of   victory ! 


The  Valley  of  the  Giants 

By    Peter   B.    Kyne,   $1.40 

A  great  big  story  that  will  appeal  especially  to 
men  and  as  such  a  book  that  every  bookseller 
uiJl  welcome.  Its  scenes  are  laid  in  the  track- 
less depths  of  the  redwoods  of  northern  Cali- 
fornia. 


The  Triumph  of  John  Kars 

By    Ridgwell    Cullum,    $1.40 

Here's  a  new  typical  Oullum  novel— am  t  h.  i 
fine  story  for  men  and  thousands  of  women 
readers,  too,  who  like  outdoor  novels  of  action. 
A    stury   of   the   frozen   north. 


Cheerful— by  Request 

By  Edna  Ferber,  $1.40 
Edna  Ferber  knows  humanity — in  every  condi- 
tion of  life — and  she  knows  how  to  make  her 
readers  actually  live  with  her  characters.  The 
people  in  this  book  are  of  the  sort  you  know 
vi'iy  well  indeed— "toe  gay  old  dog,"  "the 
woman  who  tried  to  be  good,"  "Sadie  as  site 
might  have  been.''  "the  guiding  Miss  Gowd" 
and  others  equally  interesting.  It  will  appeal 
especially  to  those  who  enjoyed  "Roast  Beef 
Medium,"  "Fanny  Herself,"  etc. 

The  Runaway  Woman 

Bj  LouLs  Dodge,  $1.60 
This  is  a  story  of  the  Middle  Wi.st  centering 
about  a  remarkable  character,  the  wife  of  a 
burglar,  who  makre  a  break  for  liberty  and 
starts  on  an  adventurous  journey  ....  a 
vagabond  pilgrimage  in  which  she  meets  a  man 
of  refinement  and  learning.  The  tale  from  that 
point  is  concerned  with  their  quest  for  happi- 
ness.     It   is  a   novel   of  rare  charm. 

The  Three  Strings 

By  Natalie  Sumner  Lincoln,  $1.40 
A  great  mystery  st<iry,  and  mystery  novels  arc 
great  sellers  these  days  as  every  bookseller 
knows.  <>f  her  previous  book,  "Tin-  Moving 
Finger,"  the  New  York  Times  published  a 
review  on  the  front  page,  oomn^aring  Miss  Lin 
coin's  works  to  those  <>f  such  masters  of  detec- 
tive fiction  as  Conan  Doyle  and  the  author  of 
"Arsene  Lupin."  "The  Three  Strings"  shows 
the   fulfilment   of   this   promise. 


Home  Fires  in  France 

By  Dorothy  Canfield,  $1.35 
There  is  no  bursting  shrapnel,  no  roar  of 
guns:  it  is  not  a  war  book,  but  a  story  of 
those  who  k»  pt  tin-  home  Area  burning.  Fiction 
written  under  tin-  stress  of  actual  experience 
by  a  noted  author  who  has  touched  hands  with 
the  spirit   of  France. 

The  World  to  Live  In 

B>    W.    Oarey   Wonderly,   $1.50 
A   b.M>k  fin    the   woman  who  delights  in   romance 
and    th<-    man    who    admires    a    well-done    talc 
with    quick    action. 

Ashton-Kirk,  Criminologist 

By  John  T.  Mclntvre,  $1.40 
Who  held  the  old-fashioned  brass  candlestick 
that  struck  down  "the  Bounder" — and  Bet 
mystery  a  throbbing  in  tile  quiet  suburb  of 
Stanwick?  Bat  Scanlnn,  athletic  trainer  and 
good  Sporti  found  a  clue  in  the  dark  hotel 
office  where  the  little  Swiss  sharpened  his 
murderous  knife.  But  it  was  Ashton-Kirk  Who 
discovered  the  part  a  beautiful  woman  played 
in   the  drama. 

The  Wire  Devils 

By  Frank  L.  Packard,  $1.40 
in  telegraphy,  masters  of  the  art  of 
cipher  codes,  this  "band  of  wire  'devils  terroi- 
ized  a  western  community  by  its  bold  and 
reckless  operations.  The  Secret  Service  and 
the  detective  force  were  baffled  and  frustrated. 
"Tlie  Hawk."  indomitable,  courageous  super 
man.  foiled  bhe  attempts  of  the  wire  devils,  but 
only  added  to  the  confusion  and  consternation 
of    the    investigating   sleuths. 


A  NEW  VOLUME  OF  ESSAYS  AND  SKETCHES  by  JOHN  GALSWORTHY     .     .     .     .    $1.50 


JUVENILE: 


THE  TIN  WOODMAN  OF  OZ 


This  is  the  king  of  all  child  stories.  Mr.  Banm  again  demonstrates  his  perennial  charm  and  freshness  in  writing  for  the  kiddies.  "Tin-  Tin  Wood- 
man of  Oz"  abounds  in  tire  qnaint,  laughable  adventures,  and  the  delightfully  whimsical  characters  that  have  made  the  Land  of  <lz  the  most 
romantic   and   fascinating   of   coildhood's  fairylands. 


The  Mysterious  Island 

By  Jules  Veme,  $2.50 
Of  all  the  books  of  the  great  enchanter  of  adventurous  audacity  "The 
Mysterious  Island"  is  perhaps  the  one  which  is  most  enthralling  for 
readers  of  to-day  If  "Around  the  World  in  Eighty  Days"  and  others  in 
the  famous  group  have  yielded  to  the  actual  achievements  which  in  Jules 
Verne's  day  seemed  impossible,  here  is  a  book  which  has  the  everlasting 
interest  of  varied  adventure  and  complication  of  the  most  breathless 
kind,  as  vivid  after  nearly  fifty  years  as  that  of  "Robinson  Crusoe"  or 
"The  Three  Musketeers,"  though  it  deals  with  conditions  still  thoroughly 
mo  lem. 


Treasure  Island 

By    Robert    Louis    Stevenson,    $1.50 

Mr.  George  Varian,  the  illustrator,  is  the  son  of  a  sea  captain,  and  fol- 
lowed the  sea  himself  in  his  youth.  "Treasure  Island."  this  stoz?  of  the 
sea  and  buried  treasure  filled  Mr.  Varian  with  the  ambition  to  interpret 
it  in  pictures.  They  are  now  reproduced  in  this  most  admirable  new 
edition    of   "Treasure    Island." 


THE  COPP,  CLARK  CO.,  LIMITED 

PUBLISHERS  — —j-  TORONTO 


TREASURE 
ISLAND 


ROBERT  LOUTS  STEVENSON 
Illustrated  bj-  Georte  Varian 
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A  Runaway 
Woman 


Louis  Dodqe 
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Here's  a  list  of 
Periodicals  you  can  get 
through  Imperial  Service 


Munsey's 

Parisienne 

Field   and  Stream 

Argosy 

Saucy    Stories 

Fascinating   Fiction 

Railroadman's 

Smart  Set 

Clever  Stories 

All  Story 

Cosmopolitan 

Metropolitan 

Jack    Canuck 

Hearst's 

Canada  Weekly 

Ladies'   Home  Journal 

Good    Housekeeping 

Motion  Picture  Magazine 

Saturday  Evening 

Post 

Harper's  Bazaar 

Motion    Picture    Classic 

Country    Gentleman 

Motor 

Canadian    Boy 

Everywoman's   World 

Motor    Boating 

La  Vie  Canadienne 

Literary  Digest 

Puck 

Statesman 

Colliers' 

Imperial  Service  just  means  this :  You  can  make  more  money  sell- 
ing American  and  British  publications  when  you  get  supplied 
through  us. 

Why  divide  your  Magazine  business  with  resulting  bigger 
charges?  Take  advantage  of  Imperial  Service,  which  gives  you 
a  square  deal. 

Magazines  shipped  to  reach  you  on  selling  date.  Send  for  order, 
with  prices  and  conditions. 


Imperial  News  Co.,  Limited, 


348  St.  James  Street 
MONTREAL 


TOYS     BOOKS 

Donohues  Chicago 

McLoughins      New  York 

We  have  a  very  handsome  range  of  these  for  Christmas  trade 
to  retail  at  5,  10,  15,  25,  35  and  50  cents.  Send  for  our  price 
list  or  allow  us  to  send  you  an  assorted  selection.  Every 
book  is  good  and  splendid  value. 

We  have  now  added  to  our  list  of  American  magazines. 
We  can  supply 

McClure's 
Review  of  Reviews 

Imperial  News  Co.,  Ltd.,  Winnipeg 
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Where  Will 
He  Get  Ink? 


REGULATIONS  PROHIBIT 
CARRYING     INK 

IN  THE  FIELD, 
HE   MUST  USE 

DRY  INK  TABLETS 

SWAN 


MILITARY  PEN 


contains  "SWAN  INK  TABLETS 


u 


SUFF/C/ENT    TO   LAST  A    Y^EAR 
IN  A  SPEC/AL  MAGAZ/NE  /N  THE  END  OF  THE  BARREL 


TRADE  DISCOUNT  AND  LITERATURE  ON  APPLICATION 


COMPLETE  WITH 
INK    TABLETS 
AND  POCKET  CLIP 


/NK    TABLETS 
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THE  SERVICE  FLAG 

Created  Great  Interest  at  the  Exhibition 

In  Toronto — Service  Pins,  Military 

Badges,  Brooches,  Class  Pins 

and  Medals 

«  f-|"\HERE  is  just  one  Service  Flag 
and  Pin,"  was  the  ready  response 
■*■  given  by  one  of  the  young  ladies 
at  the  booth  of  the  Toronto  Trophy  Craft 
Co.  to  an  alert  elderly  lady  as  she  en- 
quired what  kind  of  a  service  flag  she 
should  hang  in  her  window. 

"Of  course,  they  are  made  with  one, 
two,  three,  four  or  more  maple  leaves 
to  show  how  many  have  gone  on  active 
service  from  the  home  in  which  they 
are  displayed.  Blue  leaves  are  used  to 
denote  those  on  active  service  and  red 
leaves  for  those  who  have  paid  the 
supreme  sacrifice,"  continued  the  sales- 
lady. "May  I  ask  how  many  leaves  you 
would  need  on  your  flag?" 

"I  am  proud  to  be  able  to  say,"  replied 
this  mother,  "my  flag  will  have  three 
blue  leaves  and — "  added  she  with  a 
brave  smile — "one  red  leaf." 

She  went  away  proudly  wearing  a 
Canadian  Service  Pin  and  with  a  beau- 
tiful satin  flag  to  hang  in  her  window 
at  home. 

The  crowd  which  pressed  around  the 
booth  from  early  morning  until  closing 
time  evidenced  in  no  small  way  the  fact 
that  a  Service  Flag  to  hang  in  Canadian 
homes  has  gained  great  popularity  and 
has  come  to  fill  a  long-felt  want. 


An  attractive  booth  at  the  Canadian  National  Exhibition 


The  Toronto  Trophy  Craft  Co.  have 
their  offices  at  1710-12  Royal  Bank 
Rldg.,  corner  of  King  and  Yonge  Sts., 
Toronto,  where  enquiries  from  the  trade 
will  have  prompt  attention.  This  young 
firm  owe  their  rapid  growth  to  their 
aggressiveness  in  introducing  to  the 
trade  souvenir  novelties  in  demand. 

The  exhibit  of  enamelled  military  sou- 


venir jewelry,  consisting  of  miniature 
cap  badges  in  brooch  form  of  the  great 
majority  of  Canadian  overseas  units  was 
perhaps  the  most  complete  collection 
ever  shown  at  the  Canadian  National  Ex- 
hibition. Included  with  this  was  a  splen- 
did display  of  college  class  pins,  medals 
for  competitions  of  every  nature  and 
pennants. 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and  Factory: 

ALBERT    WORKS 

Otley,   Yorks,    England 

LONDON:— 22.  Ivy  Lane.  Paternoster  Row.  E.C.  4 


Much  depends 
on  the  Ink 

Your  customer,  the  office- 
man  is  looking  for  an  Ink 
that  "Stays  Put"  and  is 
also  a  free  flowing  and 
pleasant  writing  ink. 

Many  of  the  largest  bus- 
iness interests  in  Canada, 
are  using  our  Writing  Ink 
Powder,  BECAUSE  there 
is  no  other  Ink  on  the  mar- 
ket to  equal  that  produced 
by  our  Powder.  Write  for 
prices. 

If  it  hasn't  a  Cutler  label 
it  isn't  a  Cutler  product. 

Manufactured  Solely  by 

Cutler  Ink  Company 

TORONTO 
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BRITISH 
Drawing  Inks 

MANUFACTURED    IN     19    COLORS 
Made 


Draughtsmen 

Engineers 

Architects 

Artists 

Schools 

etc.,  etc. 
Used  in  all 
Government 

Works, 
Naval  and 

Military 

The 


British  Drawing  Ink  &  Adhesive  Mfg.  Co. 

31  Great  Ormond  Street  LONDON,   W.C.I. 


Canadian    Service    Flags 
and  Enamelled  Pins 

True    British    colors    RED,    WHITE,    BLUE,    with    Canadian 
Maple    Leaf    in    yellow    (each    leaf    represents    a    member    on 


Big 
Sellers 


RETAIL 
50c 


Big 
Sellers 


RETAIL 
50c 


lUeBlKn    KfKi-Ui- 


FLAGS 

Size    12"    x    IK"    in    four   colors,    1,    2   or   3    leaves. 
Lots  of  100,  30c.       each   I         _.     ,  .     .       .  , 

Lots   of     50,   32'.,c   each  DlsPlay     "jard     ,n0,.f0"r    ColorB 

Lots  of     25,  35c       each    I  18      x    27      Free, 

in    lots   iess   than   25,   one    flaK   deducted   for  display   card. 

PINS 

Retail    50c    each,    beautifully    enamelled     in     four    colors. 

Lots  of   100.   23c  each 

Lots  of     50.    24c   each 

Lots  of     25,  25c  each 

ORDER   AT   ONCE 

Bogue  Bros.  &  Henry,  Limited 

178  St.  James  Street,  Montreal 


AMERICAN  NEWS  CO.,  LTD. 

Wholesale  Dealers 

American,  Canadian  and  Foreign  Publications 

Are  you  availing  yourself  of  this  service?  If  not,  write  us 
to-day  for  particulars.  Just  note  the  standing  of  the 
authors  represented  in  these  "S  &  S"  Novels. 

Charles  Garvice       -------       Eagle  Series 

George  Sheldon       ------       New  Eagle  Series 

Mary  J.  Holmes Eagle  and  Sect  Series 

Nicholas  Carter       -----       New  Magnet  Library 

Burt  J.  Standish       ------       Medal  Library 

Bertha  M.  Clay      -.  New  Bertha  Clay  Library 

Robert  Louis  Stevenson       -----       Select  Library 

H.  Rider  Haggard       ------       Select  Library 

Col.  Prentiss  Ingraham       -----       Border  Stories 

Horatio  Alger,  Jr.       ------       -       Alger  Series 

Mrs.  E.  D.  E.  N.  Southworth       -       New  Southworth  Library 

Latest  Books  of  Fiction  and  the  Famous  Street  &  Smith 
Ten  and  Fifteen  Cent  Novels. 

AMERICAN  NEWS  CO.,  LTD. 

56  ALBERT  STREET  WINNIPEG 
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SELLING  DIRECT  FROM  FACTORIES- 


AROAVAC 

,  LINt." 

-510* 

-    ^r 

SUNDRIES 


TORONTO 


The  Best  Ten  Cent  Pencil  Made  Anywhere 


T\1X0N'S  "ELDORADO"  the  Master 
J-*f  Drawing  Pencil  is  making  good 
with  every  dealer  because  of  its 
quality.  Architects,  engineers,  drafts- 
men, business  houses,  etc.,  have  found  by 
actual  test  that  its  strong,  smooth,  re- 
sponsive leads  mean  better,  quicker,  more 
economical  work. 

It's  good  business  to  handle  it.       It's 


better  business  to  push  it  by  giving  it 
prominence  in  your  window  and  store  by 
making  use  of  our  attractive  dealer  aids. 
We  can  supply  you  with  window  cards, 
metal  signs  illuminated  displays,  envelope 
stuffers  and  blotters  with  your  name  and 
address,  electrotypes  and  other  aids  that 
will  bring  business  and  add  to  the  pres- 
tige of  your  store. 


Standard  Crayons — Special  Prices 


No.  22  Velasquez,  21  wrapped  crayons,  3%"  long, 
with  book  of  outline  sketches,  flat  box,  hinge  cover. 
Suitable  for  children's  gifts.  Price  for  5  gross 
per  gross  net  $14.00 

No.  45  Empire,  14  crayons,  2%"  long,  wrapped, 
packed  in  round  wood  box;  this  is  a  good  seller. 
Price  for  5  gross per  gross  net  $4.75 

No.  230  Eureka  Checking  Crayon,  V2  x  4%",  black 
and  blue,  wrapped,  one  dozen  in  box.  Price  for  5 
gross    per  gross  net  $2.00 

No.  333  Lumber  Crayon,  %  x  AW,  hexagon,  wrap- 
ped, hydraulic  pressed,  for  wet  or  green  lumber, 
will  not  wash  off;  black,  blue,  red,  yellow.  Packed 
one  dozen  in  metal  corner  box.  Price  for  5 
gross    per   gross   net   $5.40 


No.  335  Lumber  Crayon,  %  x  AY2"  unwrapped,  for 
coarse   and   heavy  work,  packed   one  dozen   in   box. 

Price  for  5  gross    per  gross  net  $4.20 

No.  81  Banner  Chalk  Crayon,  12  assorted  colors,  in 
slide  paper  box,  packed  in  sawdust,  per  gross  net  $7.20 
No.  12    Colored  Chalk,  12  assorted  colors,  in  paper 

tuck  box,  per  gross  net  $3.00 

No.  42  Colored  Chalk,  12  assorted  colors,  No.  2  qual- 
ity, in  slid£  wood  box.     Price  for  5  gross 

per  gross   net $15.00 

Omega  Colored  Chalk,  assorted  colors,  dustless,  free 
from  grit,  easy  marking,  packed  one  gross  in  wood 

box.     Price  for  5   gross    per  gross   net  $1.50 

Textile  Mill  Crayons,  1  x  4%",  made  of  finest  ma- 
terial, used  by  leading  Textile  Mills,  ultramarine 
blue,  packed  in  half  gross  boxes,  per  gross  net  $2.00 


We  carry  in  stock  Standard  Wax  Crayons  for  use  in  schools,  marking,  checking,  glass  marking, 
lumber,  etc.;  and  chalks  for  schools,  dustless  and  standard,  white  and  colored. 


A.  R.  MacDougall  &  Co.,  Ltd.  *""; 

468  KING  STREET  WEST,  TORONTO 


resentatives  for  Canada 
d  Newfoundland 
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About  Canadian-made  Goods. 
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H.  G.  WELLS-AND  OTHERS 


The  publishing  event 
of  the  season  is 

The 
New  Wells  Novel 

Joan and  Peter 

Ready   Soon 

$1.75 

"Never  has  Mr.  Wells  spread  for  us  such  a  gorge- 
ous panorama.  A  living  story,  a  vivacious  narrative 
imperturbable  in  interest  on  every  page,  always  fresh 
and  personal  and  assured.  He  has  pictured  the 
days  before  the  war  with  a  superb  competence  that 
no  one  will  ever  surpass.  This  is  not  a  novel;  it  is  a 
library.  It  is  everything  that  one  needs  to  know 
about  the  public  life  of  the  significant  classes  in  Eng- 
land for  the  last  twenty-five  years." — "The  Dial." 


The   "Gerard-Book"    of  the  Fall- 

Suicide  of  Monarchy 

By  Baron  deJSchelking— $2.00 

Recollections  of  a  Diplomat 

A  revelation  of  life  in  the  court  circles  of  the 
enemy  monarchies  and  Russia.  A  seasoned  diplo- 
mat's intimate  viewpoint  on  the  course  of  these  merry 
monarchs  surrounded  by  their  rabble  of  courtesans, 
favorites,  diplomats  and  madmen  in  fantastic  guises, 
eddying  round  and  round,  whirling  to  their  sure  de- 
struction.    This   book   might   well   be   called 

MY  TWENTY-FIVE  YEARS  IN  GERMANY 

for  it  lays  bare  the  basic  conditions  which,  far  back, 
were  the  first  cause  of  the  Great  War. 

SPECIAL  DISCOUNTS  ON  ADVANCE  ORDERS. 


For  Months  a  Best  Seller 

Foe-Farrell 

By  Sir   Arthur   Quiller-Couch~$1.50 

"All  the  critics  agree  on  its  excellence:  "FOE 
FARRELL"  is  a  remarkably  well-written,  original 
novel.  In  this  story  "Q"  reminds  you  of  Conrad."  — 
Manitoba  "Free  Press." 

"The  story  is  told  with  rare  gusto  and  the  char- 
acters are  drawn  by  a  man  whose  pen  has  unusual 
power  and  vividness." — Toronto  "Mail  and   Empire." 

'  "Q"  at  his  best.' — "Saturday  Night." 

'  "Q"  provides  the  entertainment  his  admirers  have 
been  trained  to  expect.'-  -Montreal  "Gazette." 


The    reprint   edition    of 

Mr.  Britling 
Sees  It  Through 

Just  Published 


Other 
High  Grade  Reprints 


MR  BRITLING 
SEES  IT  THROUGH 


1  By  HG  WELLS 
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McCarthy   

Oppenheim 
Oppenheim 

Patterson    

Riis,  J 

Robins,  E 

Robinson 

Sinclair,    May    . 

Steele     

Stephens,   J.    . . 
Sterne,  E.  G. 
Ward,  Mrs.  H. 
Ward,  Mrs.  H. 


Warren   

Wells,  H.  G. 
Wells,  H.  G. 
Wells,  H.  G. 


The  Extra  Day. 

Bromley  Neighborhood. 

Maids  of  Paradise. 

Inside  of  the  Cup. 

A  Far  Country. 

Lady  of  Rome. 

Fair  Margaret. 

White  Sister. 

Via  Crucis. 

Concert  Pitch. 

The    Awakening   of   Helena 

Ritchie. 
As  Others  See  Us. 
The  Married  Miss  Worth. 
A  Lad  of  Kent. 
The  Great  Gold  Rush. 
Those  About  Trench. 
Our  Mr.  Wrenn. 
Iron  Heel. 
Love  of  Life. 
Martin  Eden. 
Adventure. 
Burning  Daylight. 
White  Fang. 
Sea  Wolf. 

The  Fair  Irish  Maid. 
The  Nine  Tenths. 
The   Olympians. 
Fortunata. 
Neighbors. 
The  Dark  Lantern. 
Essence   of  Honeymoon. 
Judgment  of  Eve. 
Storm. 

The  Demi-Gods. 
My  Mother  and  I. 
Lady  Rose's  Daughter. 
The    Marriage    of    William 

Ashe. 
Barbara's  Marriages. 
Bealby. 

The  Research  Magnificent. 
The  Wife  of  Sir  Isaac  Har- 

man. 
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Editorial  Chronicle  and  Comment 


THE  NEW  VICTORY  LOAN 

FROM  all  sides  in  these  days  come  news  of 
triumph,  everywhere  the  armies  of  Democracy 
are  moving  forward,  and  Victory  seems  just  within 
their  grasp.  In  these  days  of  triumph  we  are  how- 
ever facing  an  insidious  danger,  the  danger  that  we 
may  come  to  think  of  the  cause  as  won  and  relax  the 
high  tension  that  has  made  these  things  possible. 
Victory  is  within  our  grasp,  but  it  is  not  yet  ours 
and  any  half  heartedness  may  snatch  it  away.  No 
one  knows  just  when  the  war  will  end,  all  that  con- 
cerns us  now  is  that  it  should  be  fought  to  a  finish 
that  it  need  never  he  fought  again.  Our  present 
triumphs  have  been  built  up  on  a  preponderating  effi- 
ciency in  men  and  materials  achieved  by  generous 
self-sacrifice  and  fabulous  expenditures.  To  ungen- 
erously spare  ourselves  now,  to  curtail  our  expendi- 
tures, at  a  time  when  success  means  increasing  de- 
mands, is  to  prove  ourselves  unworthy  of  victory. 

In  the  days  approaching  Canada  will  be  faced 
with  another  appeal  for  aid  in  financing  this  enor- 
mous burden  of  expenditure.  Last  autumn  the  Fin- 
ance Minister  asked  a  loan  of  $300,000,000,  a  sum 
unprecedented  in  Canadian  history.  The  response 
of  the  Canadian  people  was  a  loan  of  $420,000,000. 
This  year  the  call  will  be  for  a  still  larger  amount, 
and  there  is  no  reason  to  believe  that  Canadians  will 
not  respond  as  generously  as  before.  What  better 
investment  can  a  man  make  than  an  investment  in 
his  own  ideals  of  justice  and  right  and  law,  in  his 
own  land  and  his  own  people  that  those  ideals  and 
that  land  and  that  people  may  prosper? 


metal  boxes  to  protect  them  from  moisture  in  going- 
overseas. 


CANADA  EXPORTS  ENVELOPES 

ONE  Canadian  envelope  manufacturing  firm 
shipped  over  25,000,000  envelopes  to  South 
Africa  and  India  last  year  and  just  recently  an  order 
for  6,000,000  envelopes  came  to  the  same  firm  from 
the  New  Zealand  Government. 

Previously  all  stationery  for  the  Antipodes  was 
bought  in  England,  but  the  mother  country  at  pres- 
ent is  not  in  a  position  to  handle  the  orders. 

All  this  stationery  has  to  be  packed  in  special 


PACK  RETURNED  GOODS  PROPERLY 

THE  sending  back  to  the  manufacturer  of  goods 
which  for  some  reason  are  not  accepted  by  the 
retailer  is  occasioning  a  great  deal  of  loss  through 
improper  packing. 

Every  retailer  should  make  it  a  point  to  see  that 
his  clerk,  delivery  man  or  shipper  packs  the  goods 
so  that  they  may  be  returned  without  damage 
through  breakages  or  other  losses. 

It  sometimes  happens  that  customers  of  the  mer- 
chant have  to  send  back  to  the  store  goods  which  they 
bought  and  which  are  unsuitable  for  some  reason  or 
other.  The  retailer  naturally  expects  these  goods  to 
be  returned  in  a  good  condition  as  he  sends  them 
out.  The  majority  of  retailers,  no  doubt,  see  that 
similar  care  is  taken  in  returning  goods  to  the  manu- 
facturer or  wholesaler,  but  some  are  not  as  particular 
as  they  should  be. 


77,\  1 DE  CO-OPERA  TION 

TTT'AR  conditions  have  made  Canadian  retailers 
VV  fall  back  upon  goods  of  Canadian  manufacture 
to  a  greater  extent  then  has  ever  been  true  before 
and,  despite  different  handicaps,  great  credit  is  due 
to  some  Canadian  manufacturers  for  the  manner  in 
which  they  have  extended  themselves  in  endeavor- 
ing to  adequately  meet  the  requirements  of  the 
retail  trade.  That  there  is  still  room  for  improve- 
ment is  indicated  by  the  attitude  of  retailers  as  ex- 
pressed in  interviews  published  in  this  issue. 

One  satisfactory  expression  is  to  the  effect  that 
the  retailers  will  ever  be  found  in  a  frame  of  mind 
approximating  to  encouragement  for  and  co-opera- 
tion with  Canadian  manufacturers.  Unfortunately, 
this  is  not  true  of  all  Canadian  retailers  and  to  those 
who  have  been  lacking  in  this  respect  we  would 
especially  appeal,  that  they  may  in  these  trying 
times  bear  with  the  difficulties  which  manufacturers 
have  to  cope  with  in  their  efforts  to  place  on  the 
market  what  approaches  to  the  nearest  possible  ex- 
tent the  sort  of  products  that  the  retailers  and  their 
customers  would  like  to  have. 
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BIG  BUSINESS  FOR  CANADIAN  MANUFACTURERS 

Booksellers  and  Stationers  Ready  to  Buy  Attractive  Goods — Co-operation  a  Big  Need 


OTHER  things  being  equal  an  un- 
doubted opportunity  awaits  Can- 
adian manufacturers  to-day. 
This  is,  at  least,  the  expression  of  pro- 
minent retail  booksellers  and  stationers 
to  a  BOOKSELLER  AND  STATIONER 
representative.  Certain  it  is  that  books 
are  in  demand  to-day  and  stationery  too, 
although  the  character  of  retail  trade 
has  considerably  altered  during  the  past 
three  or  four  years.  To  meet  new  con- 
ditions retail  dealers  have  had  to  re- 
adjust their  sales  methods.  They  too, 
have  had  to  study  the  customer's  needs 
and  his  wishes    from  new  angles. 

Closer  Co-operation  Suggested 

BOOKSELLER  AND  STATIONER 
was  informed  by  a  representative  book- 
seller in  Toronto  a  few  days  ago  that  a 
tendency  existed  in  some  quarters  to  dis- 
count the  ultimate  seller — the  retailer — 
as  a  real  factor  in  the  factory's  output. 
He  was  strongly  of  the  opinion  that  this 
was  penny  wisdom. 

Doubtless  closer  co-operation  has  re- 
sulted in  the  growth  of  more  Canadian 
manufacturing  concerns  than  can  be 
counted.  The  manufacturer  who  realizes 
how  really  important  a  link  in  the  dis- 
tribution chain  the  retailer  is  can  un- 
questionably use  the  latter  to  the  mutual 
profit  of  both  parties.  In  any  event  it 
has  been  stated  on  more  occasions  than 
one  that  less  aloofness  on  the 
manufacturer's  part  is  desirable  in  a 
number  of  cases. 

The  retailer,  being  close  to  the  trade 
always,  is,  in  a  unique  way,  informed 
definitely  and  directly  as  to  what  the 
buyer's  wishes  and  tastes  are.  This  is 
true,  whether  stationery  or  books  are 
considered. 

Present    Opportunity    Large 

In  view  of  the  fact  that  so  much 
stationery  coming  to  Canada  formerly 
is  now  debarred  and  also  some  books, 
the  chance  of  getting  in  on  the  big  end 
of  retailer's  wants  is  most  favorable. 
He  is  ready  to  buy  the  goods  which  he 
has  learned  to  know  his  trade  will  buy. 
If  the  Canadian  manufacturer  has  them 
and  they  are  right,  then  he  will  buy  them. 
If  they  are  not  right  and  he  can  else- 
where buy  a  better  finished  line,  there- 
fore a  more  suitable,  then  he  will  buy 
the  latter.  • 

Doubtless  the  manufacturer  is  at 
present  confronted  with  difficulties.  He 
has  been  unable  to  secure  papers — and 
his  range  is  therefore  cut  down.  Bind- 
ings have  been  harder  to  maintain. 
Labor  has  been  short  and  delivery  of 
raw  material  short.  But  it  is  possible, 
notwithstanding,  to  keep  in  close  touch 
with  the  retailer,  cultivate  his  confi- 
dence. The  manufacturer  should  relate 
his  difficulties  to  the  retailer  and  will 
be  met  fairly  by  the  retailer. 

"Nifty"  Finish  On  Goods 

It  would  seem  that  the  finish  on  vari- 
ous  goods    had   not   always   been   main- 


MANUFACTURERS! 
Do  You  Know: 

1.  That  the  retail  bookseller  and 
stationer  appreciates  your  inter- 
est? 

2.  That  these  interests  are  mu- 
tual? 

3.  That  he  can  readily  sense  the 
wishes  and  tendencies  of  your 
ultimate  buyer? 

4.  That  he  merits  a  degree  of 
confidence? 

5.  That  present  opportunities 
are  big  ones  ? 


tained  to  a  good  standard.  In  fact  care- 
lessness in  this  respect  was  suggested 
in  a  recent  interview  granted  BOOK- 
SELLER AND  STATIONER.  Refer- 
ence was  made  to  the  "nifty"  little  ideas 
that  were  usually  embodied  in  imported 
goods,  some  of  which  were  coming  for- 
ward to-day.  For  instance,  in  a  small 
set  of  standard  works,  bindings  were 
usually  one  of  the  main  contributing 
elements  in  closing  the  sale.  Here,  the 
critical  buyer  wanted  a  certain  developed 
finish  which  the  novel  buyer  might  read- 
ily pass  over.  More  attention  to  this 
matter  would  enable  the  Canadian  manu- 
facturer to  produce  and  offer  fully  as 
attractive  books  as  his  competitor.  A 
well-finished  book  is  usually  half  sold 
when  taken  into  stock. 

The  same  argument  was  used  in  speak- 
ing of  stationery.  The  woman  who  had 
bought  and  been  content  with  a  35  cent 
papeterie  before  the  war  now  spent 
$1.00  for  what  she  wanted,  her  taste 
demanded  a  very  minutely  neat,  at- 
tractive and  satisfying  package. 

Technical  and  Business  Books 

Some  successful  book  stores  have 
greatly  developed  their  sales  of  special 
books.  This  has  come  about  as  a  result 
of  the  war  and  a  good  technical  book 
trade  is  being  developed  in  some  centres, 
yielding  good  profits.  Attention  may  be 
drawn  to  these  through  newspaper  an- 
nouncements and  the  display  windows 
may  be  used  to  good  advantage.  Pro- 
spective customers  may  be  advised  of 
any  new  development  along  these  lines 
through  the  issuing  of  direct  personal 
letters. 

Unprecedented  Opportunity 

Never  in  the  history  of  the  country- 
have  Canadian  manufacturers  of  pro- 
ducts merchandised  through  the  book 
and  stationery  stores  had  the  opportun- 
ities for  getting  a  foothold  so  firm  as 
present  conditions  open  to  them. 

They  are  unfortunately  unable  to  pro- 
duce goods  in  either  the  variety  or  the 
quantity  that  the  retailers  are  in  a 
position  to  use.  The  present  inability 
to  buy  goods  for  the  ready  money  which 
retailers    are    willing    to    pay    for    them, 


spot  cash  if  necessary,  is  a  circumstance 
that  was  undreamed  of  in  the  days  before 
the  war.  On  the  strength  of  these  ob- 
stacles arising  out  of  war  difficulties  and 
especially  because  of  the  unity  of  mind 
of  retailers  and  wholesalers  alike  as 
regards  anything  that  will  promote 
national  efficiency  in  the  prosecution  of 
the  war,  the  possibilities  of  close  co- 
operation between  the  retailers  and  those 
from  whom  they  buy  their  goods  are 
increased  to  the  utmost  degree.  It  would 
seem  wise  therefore  that  manufacturers 
should  go  out  of  their  way,  leaving  no 
stone  unturned  in  order  to  cement  these 
closer  relationships  and  "double-rivet" 
them,  having  after-the-war  business  in 
mind.  Thus  they  will  be  killing  two 
birds  with  one  stone;  promoting  better 
business  conditions,  consequently  con- 
tributing a  real  service  to  the  coun  try- 
in  the  stress  of  war  time;  and  at  the 
same  time  building  for  their  own  better 
business  future. 


"Get  Together"  *" 

Let  manufacturer  and  retailer  there- 
fore go  out  to  meet  each  other  in  thi3 
situation  to-day.  This  naturally  includes 
the  co-operation  of  the  jobbers  and 
wholesalers,  who  are  the  distributers  for 
the  manufacturers  of  the  goods  that  go 
to  the  retailers.  Exchange  of  confidences 
will  lighten  the  burdens  of  each  and  the 
more  intimate  relationships  that  will 
result,  will  naturally  oil  the  business 
wheels.  Retailers  will  extend  themseiveb 
to  lessen  many  of  the  handicaps  to  manu- 
facturers and  distributing  houses  for 
which,  under  past  and  present  conditions, 
the  retailers  are  responsible,  and  is 
turn  the  manufacturers  and  wholesale 
firms  will  exert  their  utmost  efforts  to 
adequately  meet  the  requirements  of 
retailers,  in  appreciation  of  this  spirit  of 
co-operation  on  the  part  of  the  latter. 

Finding  Ourselves 

It  is  not  only  on  the  battle  fields  of 
France  that  Canada  is  finding  herself, 
coming  to  a  realization  of  what  she  can 
do.  It  was  a  case  of  "needs  must  when 
the  devil  drives,"  (the  Kaiser  personi- 
fying his  satanic  majesty.)  Here  at 
home  in  Canada  too,  we  have  come  to  a 
realization  that  we  can  produce  many 
things,  from  battle  ships,  airplanes  and 
other  machinery  of  war,  down  to  such 
prosaic  commercial  commodities  as  lead 
pencils.  The  list  of  Canadian-made 
manufactured  goods  as  sold  in  the  book, 
stationery  and  kindred  trades  now  runs 
into  an  aggregate  of  stupendous  magni- 
tude, exceeding  pre-war  days  to  a  degree 
which  would  have  been  thought  prepos- 
terous if  such  a  possibility  had  even  been 
hinted  at  in  those  days.  The  item  of 
the  making  of  books  alone  provides  a 
lesson  that  serves  in  a  most  convincing 
manner  to  show  what  can  be  done  in 
Canada  when  necessity  drives.  In  fancy 
stationery  too,  wonderful  advances  have 
been  made  and  the  output  of  high  grade 
papeteries,  ream  goods  and  envelopes  in 
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the  factories  of  the  big  stationery  manu- 
facturers in  the  larger  cities  exceeds 
many  times  over  their  output  per  annum 
up  to  two  or  three  years  ago.  Each 
successive  year  of  the  war  has  seen  this 
line  of  manufacture  in  Canada  take 
gargantuan   strides   forward. 

This  is  true  of  many  other  products 
and  while  it  may  be  difficult  to  equal 
certain  products  formerly  imported  from 
Germany,  as  for  instance,  wax  dolls,  the 
substitutes  show  superiority  in  other 
respects,  and  never  again  will  Canada 
be  dependent  to  such  a  degree  on  import- 
ed merchandise    as  in  ante  bellum  days. 


HAROLD  COPP  KILLED 

A  cablegram  was  received  in  Toronto 
on  Saturday,  Sept.  7,  that  Lieut.  Harold 
W.  W.  Copp  of  96  Wellesley  street,  To- 
ronto, had  been  killed  in  action  August 
31. 

The  late  Lieut.  Copp  went  to  England 
as  Company  Commander  with  the  255th 
Battalion  in  May,  1917,  and  to  France 
in  February  of  this  year,  when  he  was 
attached  to  the  Third  Battalion  Can- 
adians. 


THE   LATE   LIEUT.    HAROLD    W.    W.    COPP 

Before  proceeding  overseas  he  repre- 
sented Messrs.  Blackie  &  Son,  Ltd.,  Glas- 
gow and  London,  and  Messrs.  Morgan 
&  Scott,  Ltd.,  London,  and  was  for  six- 
teen years  connected  with  the  Copp- 
C'ark  Company,  Limited,  Toronto.  Lieut. 
Copp  was  a  member  of  the  Toronto 
Board  of  Trade  and  the  Royal  Can- 
adian Yacht  Club,  and  a  member  of  the 
Northern  Congregational   Church. 

He  was  in  his  37th  year  and  leaves  a 
sister,  Miss  Violet  Copp,  serving  as  a 
volunteer  hospital  probationer  V.A.D. 
nurse  in  the  King  George's  Military 
Hospital,  London,  and  a  brother,  Dr. 
Charles  J.  Copp,  96  Wellesley  street,  To- 
ronto. 


J.  P.  M.  McKenna's  Bookstore,  Toronto, 
is  now  located  at    161  Yonge  st. 

Blackie  &  Sons  will  in  future  be  rep- 
resented by  Hector  Prentor,  who  has 
been  carrying  on  the  Harold  Copp 
agency 

A  new  book  and  stationery  store  has 
been  opened  in  Winnipeg  at  280  Smith 
st.,  by  Otto  Flickinger. 

On  Sept.  17  the  wedding  took  place 
of  Miss  Mary  M.  Scott,  daughter  of  C. 
W.  Scott,  Toronto,  to  Lieut.  Guy  Rutter, 
son  of  A.  W.  Rutter,  of  Warwick  Bros. 
&  Rutter. 

Lieut.  J.  Howard  Jennings,  of  Toronto, 
has  been  wounded,  but  has  returned  to 
duty.  Lieut.  Jennings  went  overseas  in 
August,  1916,  as  assistant  Adjutant  of 
the  166th  Battalion,  and  went  to  France 
as  an  officer  in  the  Toronto  regiment 
in  May,  1917.  Prior  to  enlistment  he 
was  an  employee  of  Grand  &  Toy,  Ltd. 

R.  T.  Greenwood  has  joined  the  staff 
of  the  Robert  Simpson  Company  as  as- 
sistant manager  of  the  Book  and  Station- 
ery Department.  The  growth  of  this 
department  has  necessitated  dividing  it 
up  into  two  sections.  Mr.  Lomas  is  as- 
sistant in  the  stationery  and  kodaks. 
The  department  is  under  the  manage- 
ment of  W.  J.  F.  Mallagh. 


JOINS  GOODCHILD'S  STAFF 

Earl  Goodchild  who  has  for  several 
years  been  associated  with  his  brother 
in  the  wholesale  book  trade  has  joined 
the  staff  of  Frederick  G.  Goodchild's  new 
publishing  house  in  Toronto,  commenc- 
ing his  new  duties  at  the  beginning  of 
October.  He  will  be  the  inside  member 
of  the  staff,  while  Messrs.  Arthur  Smart 
and  Fred.  Sparks  will  represent  the 
house  on  the  road,  as  will  F.  D.  Good- 
child  himself,  when  occasion  demands. 
Both  Mr.  Smart  and  Mr.  Sparks  are 
well  known  to  the  trade  because  of  their 
experience  on  the  road  selling  books  to 
the  retail  trade. 


TORONTO'S  FINE  ACHIEVEMENT 

It  is  most  gratifying  to  find  that  pos- 
sibly the  most  successful  "drive"  ti:at 
has  ever  been  made  in  Toronto  since  the 
beginning  of  the  war  is  that  which  has 
just  been  concluded  on  behalf  of  the  de- 
pendents of  the  merchant  sailor,  and  it 
will  be  very  pleasing  to  the  book  trade- 
to  learn  that  the  direction  of  the  cam- 
paign was  in  the  hands  of  a  publisher, 
Frank  Wise,  president  of  the  Macmillans 
in  Canada. 

It  is  said  that  if  you  want  to  get  a 
matter  of  this  kind  attended  to  with  the 
greatest  thoroughness,  it  is  necessary  to 
procure  the  assistance  of  the  busiest  man 
in  the  community.  That  Mr.  Wise  had 
associated  with  him  many  of  the  busiest 
business  men  in  Toronto  is  undoubtedly 
the  cause  of  the  "drive"  culminating  in 
the  immense  success  it  did.  Toronto 
again  showed  that  her  people  will  not 
let  her  fail  by  tipping  the  scales  at  the 
end  of  the  five  days'  campaign  with  the 
astounding  sum  of  $550,000. 
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On  being  interviewed  Mr.  Wise  said 
that  without  disparaging  this  tremen- 
dous sum,  he  considered  that  it  was  in- 
finitesimal as  compared  with  the  educa- 
tive value  of  the  campaign  not  only  to 
the  people  of  Toronto,  but  of  Ontario, 
and    indeed    the    whole   of   Canada,    and, 


FRANK    WISE, 

who   did   yeoman   service   in   the   campaign   to  raise 

Funds    for  the   Merchant  Sailors. 

paraphrasing  the  famous  cry  of  Latimer 
to  Ridley,  he  says,  "So  great  a  flame 
has  been  kindled  this  day  in  Canada  for 
the  sailor  that  it  shall  never  be  put  out." 
Undoubtedly,  the  people  of  Canada  ap- 
preciate ten  times  more  than  they  did 
before  this  campaign,  what  it  means  to 
be  connected,  not  divided,  by  the  ocean 
highways  with  the  other  parts  of  our 
huge  commonwealth. 

NEW  KEY   INDUSTRY 

A  new  British  key  industry  (says  the 
"Daily  Express")  has  been  created  by 
the  discovery  of  a  process  to  treat  an 
English  mineral  earth  and  convert  it 
into  a  product  invaluable  and,  in  some 
cases,  indispensable  for  a  number  of 
trades  and  industries. 

British  trades  and  industries  that  will 
benefit  from  the  new  product  include  the 
manufacture  and  treatment  of: — 
Colours  .  Leather 

Paints  Heat-resisting 

Printing  inks  materials 

Soaps  Insulating  material 

Toilet  preparations  Lubricants 
Starch 

The  substance  (known  commercially  as 
Catalpo)  is  expected  to  prove  of  consid- 
erable assistance  in  the  British  dye  in- 
dustry. 


When  you  break  the  point  of  an  in- 
delible pencil,  or  when  sharpening  it, 
save  the  pieces  and  put  in  an  inkpot  with 
enough  hot  water  to  dissolve  them.  This, 
it  is  said,  will  make  an  excellent  purple 
ink,  which  has  the  double  advantage  of 
making  a  good  writing  fluid  and  being 
easily  removed  from  children's  clothes, 
table-covers,  and  the  like. — "Stationery 
World." 
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LEAVES  FROM  THE 
OTHER  FELLOW'S  BOOK 


THE  RABBIT  FAMILY 

This  is  the  way  Murray-Kay's  adver- 
tise a  new  line  of  toys  which  they  have 
introduced  recently: 

"SUSANNE'S   TOYS" 

Now  on  Sale  in  the  Children's 

Section 

Have  you  heard  of  them  ?  The 
"Susanne,"  who  makes  these  fascinating 
dollies,  is  an  American  woman  of  charm, 
enterprise  and  a  kindly  heart.  She's 
an  actress  by  profession,  and  she  "does 
her  bit,"  by  turning  over  every  cent 
made  from  the  sale  of  her  toys  for  Red 
Cross  work. 

"Susanne's  Toys"  all  belong  to  the 
rabbit  family — there  are  white,  brown 
and  grey  bunnies,  and  they  are  dressed 
to  represent  characters  of  different 
kinds.  All  their  clothes  come  off,  too-- 
isn't  that  a  joy?  There's  a  Russian 
bride — a  Highlander — a  knitting  woman 
and  various  other  characters,  all  tagged 
by  "Susanne"  herself.  Prices  $2.75  to 
$5.50. 

LESSONS  IN  THRIFT 

We  have  been  learning  a  little  some- 
thing about  the  possibilities  of  saving 
during  the  last  three  years.  The  call  of 
our  country's  needs  made  an  appeal  to 
us  which  mere  prudence  could  not.  And 
we  have  learned  that  it  can  be  done; 
that  Victory  bonds  bought  in  an  impulse 
of  patriotic  self-sacrifice  can  be  paid  for 
out  of  our  regular  income  without  much 
noticeable  sacrifice  at  all;  that  we  can 
make  various  contributions  we  would 
have  thought  large  in  proportion  to  our 
wealth,  and  still  get  along  just  about  as 
comfortably  as  ever. 

But  there  is  one  thing  which  has  not 
even  yet  been  sufficiently  impressed  up- 
on us.  That  is  the  tremendous  difference 
in  the  actual  worth  of  the  money  that 
we  spend  just  now  and  the  money  that 
we  save. 

We  know  that  prices  are  abnormally 
high,  which  means  that  the  value  of 
money  is  reduced.  But  we  don't  seem  to 
take  that  knowledge  fully  into  our  con- 
sciousness. 

The  dollar  that  a  man  spends  to-day  is 
worth  what  65  cents  was  worth  in  nor- 
mal times.  But  the  dollar  that  he 
SAVES  will  be  worth  what  the  dollar  was 
worth  in  those  times,  because  it  will  still 
be  in  his  possession  when  normal  times 
return,  and  its  purchasing  power  will  be 
then  what  it  used  to  be — more  than  half 
again  what  it  is  to-day. 

EVERY  SALESMAN  COUNTS 

Every  salesman  and  saleswoman  is 
important  in  the  store.  Every  station  in 
the  store  is  important.  It's  the  place 
where  the  store's  goods,  its  service,  its 


good-will,  its  ideals  and  its  purposes 
come  in  contact  with  the  customer.  And 
the  transaction  is  all  in  the  hands  of  the 
salesman,  who  has  never  reached  the 
front  office. 

Educate  your  salesmen!  Begin  by 
pointing  out  how  important  every  sta- 
tion, big  or  little  is,  no  matter  what 
counter  it's  behind  or  what  department 
it's  in. — Exchange. 

GET  THE  HABIT 

We  all  know  what  habits  are — we  know 
they  are  mighty  hard  things  to  stop. 

But  all  habits  are  not  bad  habits — 
there  are  good  habits — and  one  of  these 
is  the  habit  of  being  courteous.  It  is 
an  easy  matter  to  cultivate  "being  cour- 
teous" into  a  natural  habit. 

Start  right  now  by  being  courteous 
and  polite  at  all  times  and  to  all  people 
— to  manager,  to  other  salespeople,  to 
errand  boy,  to  porter.  Practice  it  at  all 
times  and  soon  you  will  have  made  it  a 
habit,  so  that  it  will  be  an  easy  matter 
to  be  courteous  to  your  customers. 

Strive  to  be  sincerely  courteous  to  all 
and  it's  ten  to  one  you'll  win. — Exchange. 

HAVE  FAITH  IN  YOUR  ABILITY 

If  you  believe  in  yourself  and  love 
your  business  you  will  get  ahead.  No 
earthly  power  can  keep  you  down.  The 
door  of  opportunity  is  wide  open  for  men 
of  superior  ability,  but  it  is  up  to  you 
to  qualify  for  admission. 

Are  you  a  worker  or  dreamer?  Do 
you  spend  too  much  time  watching  the 
boss  instead  of  the  customer?  Are  you 
polite  to  everyone — even  to  children? 
My,  how  important  it  is  to  treat  the 
youngsters  right.  A  grouchy  manner 
repels  anyone,  especially  the  little  folks. 
They  soon  get  your  measure  and  the  im- 
pression you  make  on  their  young  minds 
seldom  leaves  them.  Are  you  considerate 
of  the  comfort  of  your  customer? 

Do  not  be  afraid  of  out-growing  your 
job.  There's  a  larger  place  to  fill  when 
you  have  proven  your  ability  to  fill  it. 

KNOW  YOUR  MERCHANDISE 

The  merchant  who  merely  talks  prices 
does  not  satisfy  his  customers,  because  he 
is  talking  about  a  more  or  less  unknown 
quantity;  prices  are  too  variable  to  be 
quoted  conspicuously.  But  the  merchant 
who  talks  quality  goods  and  sells  quality 
goods  at  the  right  prices  offers  a  sen- 
sible, satisfactory  argument  for  the  sale 
of  his  stock.  Therefore  push  quality  to 
the  front,  let  price  be  a  secondary  con- 
sideration. It  is  real  salesmanship  to 
know  the  selling  points  of  your  mer- 
chandise and  thereby  to  sell  on  a  quality- 
basis.  Be  positive  in  all  statements  re- 
garding your  merchandise.  Don't  "think, 
guess  or  believe."  You  should  know  all 
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about  the  lines  you  are  handling,  where 
they  come  from,  how  they  are  made, 
what  they  are  made  of,  how  they  com- 
pare with  similar  lines,  what  may  be  ex- 
pected in  service.  Nothing  will  inspire 
confidence  more  than  demonstrating  the 
fact  that  you  know  your  goods. 

BUY  CAREFULLY 

The  actual  cost  of  an  article  can  be 
determined  only  by  adding  to  the  pur- 
chase price,  the  outlay  required  to  hold 
it  on  your  shelf  for  sale.  For  example, 
$200  worth  of  stock  at  6  per  cent,  in- 
creases in  cost  at  the  rate  of  $1  a  month. 
At  the  same  time  deterioration  is  almost 
inevitable,  so  in  such  an  investment  you 
have  to  reckon  with  increasing  cost  and 
diminishing   assets. 

Suppose  you  were  able  to  do  with  $200 
less  stock,  interest  at  the  rate  of  $1  a 
month  would  be  saved  and  the  principal 
could  be  made  active  in  discounting  bills. 
Two  hundred  dollars  employed  in  taking 
2  per  cent,  in  ten  days,  on  purchases  net 
in  thirty  days,  will  easily  earn  24  per 
cent,  per  annum,  or  $48.  All  told,  you  ' 
are  in  $60  per  year — actual  cash  saved 
and  earned.  In  addition  you  have  better 
prices,  cleaner  stock,  freedom  of  action, 
peace  of  mind  and  improved  commercial 
rating. 

THE  EMPLOYMENT  MANAGER 

"The  Employment  Department,"  a 
pamphlet  published  by  the  LaSalle  Ex- 
tension University,  Chicago,  points  out 
that  the  responsibility  of  the  employment 
department  does  not  cease  when  the 
worker  is  hired,  but  extends  to  his  entire 
career  with  the  house. 

"One  could  go  on,"  it  says,  "enumerat- 
ing plan  after  plan  that  is  being  used 
successfully  to-day  along  employment 
and  promotional  lines  for  the  stabilizing 
of  the  industrial  forces.  The  problem  in 
front  of  the  employment  manager  is  to 
develop  those  which  his  business  can  af- 
ford and  will  accept.  It  is  a  big  under- 
taking, worthy  of  the  efforts  of  the  best 
man  in  the  institution,  for  the  employ- 
ment manager  should  be  just  such  a  man. 
He  should  be  chosen  for  his  experience, 
education,  training,  and,  above  all,  for 
his  character.  He  must  have  poise,  ba- 
lance, refinement,  dignity,  but  at  the 
same  time  he  must  be  democratic.  He 
must  be  a  diplomat  of  the  highest  order, 
possessing  an  abundance  of  tact.  He 
must  be  human,  but  not  sentimental.  He 
should  be  inspired  by  a  great  ideal  of 
service." 

"Labor  turnover"  is  estimated  on  the 
basis  of  reliable  facts  to  cost  the  country 
a  billion  and  a  half  dollars  every  year. 
Every  new  employee  costs  a  house  $25 
to  $1,000  or  even  more,  and  therefore  it 
is  essential  that  the  employment  man- 
ager be  capable  of  selecting  employees 
intelligently  and  then  keeping  and  de- 
veloping them.  When  the  proprietor  of 
a  store  is  his  own  buyer  and  employment 
manager  the  cost  is  less  in  this  "labor 
turnover,"  but  the  problem  of  keeping 
and  developing  his  employees  is  no  less 
important  to  him  than  to  the  larger 
stores.  He  should  study  his  employees 
even  more  carefully  than  he  does  his 
merchandise. 


A  STORE  WHERE  EFFICIENCY  LOOMS   LARGE 

The  Value  of  Efficiency  in  Montreal  Stationery  Store  is  Demonstrated  in  Many  Ways 
— Keeping  Envelope  Stock — Renumbering  Books — Changing  Store  Arrange- 
ment—Triplicate Invoices  for  Sales— Daily  Reports  From  Warehouseman 


CHARLES  F.  Dawson  conducts  a 
stationery  business  in  Montreal  at 
239-241  Notre  Dame  St.  West, 
Montreal.  That  he  is  a  firm  believer  in 
efficiency  and  order  is  evidenced  in 
every  department  of  the  store  and  when 
a  representative  of  BOOKSELLER  AND 
STATIONER  met  Mr.  Dawson  recently 
and  was  shown  through  the  various  de- 
partments, he  decided  that  there  were 
many  fine  features  embodied  in  the 
store,  information  regarding  which 
would  benefit  the  readers  of  this  paper. 

The  actual  methods  used  by  Mr.  Daw- 
son have  been  tried  out  for  many  years 
and  many  of  these,  if  not  all,  will  be 
adaptable  to  the  average  store  conducted 
elsewhere  throughout  Canada. 

How  Envelopes  Are  Kept 

Order  in  the  keeping  of  various  styles 
of  envelopes  is  quite  essential.  In  the 
Dawson  store,  samples  are  pasted  in  a 
large  book  selected  for  the  purpose. 
Thus  no  matter  what  the  style  or  size 
of  envelope  may  be,  the  customer  wish- 
ing to  select  an  envelope  suited  to  his 
purpose  may  do  so  quickly  by  reference 
to  the  styles  so  shown.  The  price  is 
readily  available  through  a  reference 
number  and  as  a  stock  of  all  the  varie- 
ties carried  is  kept  near  at  hand  in  the 
shelving,  there  is  no  delay  necessary  in 
making  the  sale.  A  large  surplus  stock 
is  also  kept  elsewhere  in  the  storage 
space  upstairs. 

Selling  Cash  and  Account  Books 

"Each  dealer  should  have  his  own 
numbers  or  series  of  numbers 
for  his  stock  of  books.  In  this 
way  he  is  able  to  become  familiar  with 
certain  lines  and  in  the  case  of  cash  and 
day  books  and  other  lines  of  bound  ac- 
count books  he  will  be  able  to  show  his 
trade  a  line  that  may  be  considered  ex- 
clusive, as  far  as  his  own  stock  is  con- 
cerned," said  Mr.  Dawson.  It  may  be 
that  there  is  a  number  on  these  various 
lines  when  they  are  bought.  That  does 
not  prevent  their  being  renumbered  to 
correspond  with  the  series  of  numbers 
the  dealer  has  selected. 

In  the  matter  of  smaller  books,  sam- 
ples of  pages  are  often  pasted  in  a 
larger  bound  book  and  with  prices  op- 
posite these  there  is  little  trouble  to 
to  make  a  sale  from  the  samples  so  ar- 
ranged. A  somewhat  similar  arrange- 
ment is  carried  out  with  regard  to  blot- 
ting papers,  although  these  are  shown 
in  a  set  of  actual  samples  of  the  weight 
and  colors  carried. 

.These  arrangements  save  a  great  deal 
of  time,  as  Mr.  Dawson  pointed  out. 
This  is  a  consideration  worth  weighing, 
for  the  time  of  the  salesman  is  saved 
as  well  as  that  of  the  customer.  It  also 
saves  a  great  deal  of  unnecessary  work. 


Selling  Goods  Not  In  Stock 

One  of  the  most  interesting  features 
of  the  business  done  by  the  Dawson 
store  is  that  of  selling  goods  not 
carried  in  stock.  There  are  many 
special  lines  which  cannot  be  carried.  In 
other  cases,  some  goods  are  not  always 
on  hand.  Mr.  Dawson  has  long  since 
decided  that  the  average  customer  can 
be  sold  if  a  little  care  is  taken  to  be- 
come conversant  with  his  needs.  The 
salesmen  are  trained  to  give  the  pros- 
pective customer  that  careful  attention 
to  which  he  is  entitled.  He  may  want  a 
special  book.  Probably  it  is  a  fixture  or 
a  specialty  he  may  have  seen  advertised, 
or  upon  which  his  eye  has  rested  in 
another  office  elsewhere.  This  being  the 
case,  the  customer  is  taken  to  a  neat 
little  office  on  the  mezzanine  floor  above 
the  store  proper.  A  chair  is  conven- 
iently placed  at  a  large  desk,  with  good 
light  to  assist  in  making  the  sale.  The 
salesman,  asking  the  prospect  to  take 
a  seat,  brings  out  an  indexed  catalogue 
and  the  desired  article  is  shown  as  il- 
lustrated. 

In  these  days  of  ever-changing  prices 
it  is  not  always  possible  to  quote  a 
price  on  these  special  lines.  But  Mr. 
Dawson  stated  that  he  had  been  able  to 
satisfy  his  customer  in  90  cases  out  of  a 
hundred  just  the  same  and  this  mark 
of  real  service  was  usually  appreciated. 
The  article  in  question  was  soon  ob- 
tained, by  mail  or  express,  and  this  man- 
ner of  taking  care  of  the  customer  had 
made  many  a  prospect  one  of  the  best 
regular  customers  of  the  store.  It  is 
one  of  the  real  services  that  every  in- 
terested merchant  can  render  those  he 
wishes  to  serve  as  permanent  patrons. 

In  order  that  time  may  be  saved,  a 
double  index  is  used  in  connection  with 
the  catalogue  to  which  reference  is  made 
as  above  described.  So  extensively  has 
this  idea  been  developed  that  catalogues 
of  every  maker  known  have  been  secured 
and  much  value  is  placed  upon  this  fea- 
ture of  the  business.  The  arrangement 
is  such,  really,  that  a  definite  reference 
library  is  available  at  all  times  for  any 
line  that  may  be  wanted. 

Keeping  Track  of  Stock 

For  many  years  the  business  has  had 
the  valuable  feature  of  a  buyer.  It  is 
his  duty  to  keep  a  stock  book  for  each 
and  every  class  of  goods  carried  by  the 
store.  All  purchases  are  entered  in  these 
books  and  they  are  kept  in  a  fireproof 
safe. 

In  order  that  there  may  be  no  loss  of 
efficiency  here,  it  is  the  buyer's  duty  to 
enter  all  purchases  as  they  are  made 
and  from  these  to  deduct  sales  when 
made  of  the  particular  class  of  goods. 
This  is  readily  done  from  the  sales  slips, 
every    article    sold    being    accounted    for 
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on  the  special  sales  slips  used  through- 
out the  store. 

In  connection  with  these  it  is  of  value 
to  note  that  all  the  stock  books  are  pre- 
served carefully  in  a  fireproof  cabinet, 
so  that  in  case  of  any  trouble  of  this 
kind  the  records  will  be  at  once  availa- 
ble. An  indexed  list  of  all  manufactur- 
ers of  every  line  carried  in  the  store 
is  also  kept  in  this  cabinet. 

The  Costing  System 

Strict  account  is  kept  of  all  small 
mail  shipments  and  all  other  ship- 
ments. Costs  are  carefully  fig- 
ured out,  duty,  freight,  postage,  ex- 
press and  any  special  charges  being  ad- 
ded in  each  individual  case.  In  this  way 
it  is  easy  to  arrive  at  the  cost  each, 
per  dozen,  or  per  hundred,  as  the  case 
may  be. 

In  outlining  this  feature  Mr.  Daw- 
son stated  that  he  considered  the  in- 
voice a  part  of  the  costing  system,  and 
which  it  rightly  is.  By  pasting  each 
invoice  into  a  book  for  this  purpose 
the  cost  clerk  may  have  ready  access 
to  it  at  any  time  and  it  also  serves  to 
make  one  of  the  important  links  used 
by  the  auditor  when  making  up  his 
weekly  or  monthly  audit,  as  the  case 
may  be.  It  is  as  well,  a  splendid  re- 
ference when  particular  information  is 
wanted  regarding  a  separate  or  defin- 
ite  shipment. 

How    Invoices    Are    Made 

In  billing  goods  sold  a  triplicate  sys- 
tem is  used.  This  serves  the  purpose 
of  a  daily  blotter  and  a  direct  and  un- 
mistakable record  is  made  which  af- 
fords the  necessary  information  for  the 
store,  the  customer  and  the  delivery 
man  without  extra  writing  or  effort. 
The  original  charge  goes  through  the 
special  bookkeeping  machine,  and  the 
amounts  are  posted  daily.  Thus,  at  the 
end  of  the  month,  all  accounts  are  com- 
pletely posted  and  ready  for  mailing, 
but  as  a  matter  of  policy,  the  mailing 
is  usually  deferred  a  few  days  after  the 
first  of  each  month. 

The  order  number  of  the  customer  is 
entered  on  the  invoice  when  the  sale  is 
made;  the  goods  are  delivered  by  the 
store  delivery  and  duly  signed  for,  the 
driver  turning  in  his  receipts  to  the 
office  at  the  end  of  a  trip  or  at  the  end 
of  each  day. 

Each  invoice  being  numbered  con- 
secutively, or  at  least  each  triplicate 
set,  the  auditor  is  further  assisted 
when  doing  this  work.  The  original  slip 
goes  to  the  customer  at  the  end  of  the 
month;  the  second  slip  is  the  office 
charge  record,  while  the  third  slip  forms 
the  receipt  returned  by  the  driver  and 
duly   signed  by  the   customer. 


BOOKSELLER      AND     STATIONER 

Under  the  heading,  "Report  of  Condition  of  Building,"  the  form  below  is  in  regular  use  in  the 
store  of  Charles  F.  Dawson,  Limited,  described  in  this  issue. 


Examined  by 


Date 
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BASEMENT 


YES 


Is  vault  door  locked  ?    

Are  lights  out,  except  those  always  lit? 

Is  water  tap  to  second  floor  shut  off? 

Is  anything  inflammable  in  furnace  room,  or  coal 

cellar  ?     • 

Are  closets  and  sinks  in  good  order,  no  leaks?.  . 

Is  whole  basement  tidy  ? 

Is  any  wood  or  packing  material  lying  around?. 

Is  fire  extinguisher  in  sight? 

Are  any  patterns  or  plates  not  put  away? 


GROUND  FLOOR 
Are  any  goods  in  back  porch  ? .  . . 


Is   back   door    secured  ? 

Are  back  windows    shuttered? 

Are  B.  X.  order  books  put  away? 

Are    any   charges    left    out? 

Are   any   orders   undelivered  ? 

Is   safe  locked  ? 

Are   lights    out,   except  those   always   lit?. 

Any   unfilled   orders    on   desks  ? ■ 

Are  all  radiator  cocks  shut  off? 

Is  floor  tidy? 

Is  any  stock  not  put  away  ? 

Are  covers  on  ? 

Is  fire  extinguisher  in  sight? 

Are  front  door  and  lock  in  good  order  ? . . 
Is  main  electric   switch  in   good  order?.. 

Is   east  door  properly   bolted? 

Is  cash  register  left  open  ? 


OFFICE   FLOOR 


Are  all  back  windows  shut? 

Are  front  transom  windows  shut? 

Are    any    office    books    not   put    away?.. 

Are  all  the  lights   out? 

Is  telephone  switchboard  connected  up  ? 

Is  any  stock  not  put  away? 

Has  the  mail  gone  ? 

Are    any    charges    left    out? 

Is  lighting  switchboard  in  good  order?. 
Is  floor  tidy  ? 


NO 


FIRST    FLOOR 

Are  all  front  and  back  windows  closed  ? 

Are   all   order  books   put  away? 

Are  any  charges  left  out  ? 

Is   safe  locked  ? 

Are  all  radiator  cocks  shut  off? 

Are  all  the  lights  out? 

Is  hen  coop  tidy  ? 

Is  floor  tidy  ? 

Is  any  stock  not  put  away? 

Are  any  unfilled  orders  on  desks  ? 

Are  any  goods  undelivered  ? 

Is  paper  stock  room  tidy  ? 

Is  slide  placed  in  goods  elevator? 

Is  fire  extinguisher  in  sight? 

Are  any  patterns  left  out? 


SECOND  FLOOR 

Are  all  front  and  back  windows  closed  ? 

Is  water  shut  off  ? 

Are  sink  and  closet  in  good  order  ? 

Are  all  the  lights  out? 

Is  cutting  machine  tidy? 

Is  fire  extinguisher  in  sight? 

Is  any  stock  not  put  away  ? 

Is  floor  tidy  ? 

Are  all  radiator  cocks  shut  off? 

Is  door  at  head  of  stairs  closed  ? 

Is  slide  placed  in  goods  elevator? 


THIRD  FLOOR 

Are  all  front  and  back  windows  closed  ? 

Is  door  at  foot  of  stairs   closed  ? 

Are  all  the  lights  out  ? 

Is   fire   extinguisher   in   sight  ? 

Is  any  stock  not  put  away  ?    

Is  floor  tidy  ? 

Is  stove  properly  protected  ? 


YES 


NO 


Special  report,  and  comments  or  suggestions 
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Salesmanship  Counts  Here 

Mr.  Dawson's  salesmen  are  taught  to 
attend  carefully  to  the  needs  of  cus- 
tomers and  to  anticipate  their  wants  as 
far  as  possible. 

"We  bought  some  metal  waste  paper 
baskets  a  while  ago.  These  arrived  and 
part  were  finished  in  white  enamel. 
Some  of  the  salesmen  remarked  that 
these  would  not  sell.  I  stated  that 
there  must  have  been  some  good  rea- 
son for  finishing  them  in  this  way  or 
they  would  not  have  been  painted  white. 
One  of  the  men  thereupon  took  one  to 
a  certain  barber  shop.  It  fitted  in  there 
splendidly  and  he  returned  with  an  or- 
der. It  seemed  that  they  might  fit  in 
well  at  the  hospitals.  This  matter  was 
followed  up  with  the  result  that  we  sold 
at  least  500  to  various  institutions  of 
this   kind. 

"It  was  also  found  that  private 
houses  could  and  would  use  a  basket 
painted  white,  when  other  colors  would 
not  harmonize  nearly  so  well  with  the 
other  surroundings. 

Other  Valued  Features 

As  far  as  possible  employees  are  re- 
quired to  finish  all  work  that  is  mapped 
out  for  the  day  before  closing  time.  The 
care  taken  to  ensure  freedom  from 
carelessness  is  definitely  shown  in  the 
adoption  of  a  chart  which  is  used  in 
all  departments.  This  gives  the  man- 
agement a  daily  report  of  the  condi- 
tions about  the  store,  the  office  and  the 
warehouse  and  makes  for  more  effici- 
ency around  the  establishment.  It 
makes  more  careful  employees  and 
serves  to  keep  a  check  on  carelessness. 
Through  a  study  of  the  chart,  illustrat- 
ed herewith,  it  will  be  readily  under- 
stood that  fire  risk  and  many  other 
careless  ways  are  practically  eliminat- 
ed. Even  such  things  as  leaving  a  book 
out  of  the  vault,  a  door  unlocked,  a 
light  not  turned  out,  untidiness,  open 
windows  and  many  other  shortcomings 
are  provided  against  in  a  way  that  is 
unmistakably  foolproof  or  proof  against 
carelessness. 

As  the  store  does  a  manufacturing  as 
well  as  a  retail  business,  all  copper 
plates  are  kept  filed  away  in  the  base- 
ment in  a  fireproof  vault. 

From  cellar  to  top  floor,  the  Dawson 
store  is  governed  by  the  same  policy  of 
order  outlined  above.  There  are  other 
features,  such  as  store  arrangement, 
which  is  frequently  changed  to  attract, 
that  serve  to  make  the  owner's  peace 
of  mind.  It  means  a  saving  of  real 
money  in  the  long  run    to  be  efficient. 


SOME  NEW  BRITISH  TOYS 

Producers  in  the  Mother  Country  Continue  to  Show  Initiative 

and  Resourcefulness 


The  Winnipeg  Board  of  Control  has 
advertised  for  tenders  for  the  supply  of 
magazines  and  newspapers  required  by 
the  Winnipeg  Public  Libraries  for  1919. 


The  Canadian  branch  factory  of  the 
U.  S.  Playing  Card  Co.,  formerly  in 
Toronto  is  now  at  88  Sandwich  st.,  Wind- 
sor, Ont. 


BRITISH  toy  makers  continue  to 
show  originality  in  the  production 
of  new  ideas  in  toys  and  games  as 
recorded  in  the  "Toy  and  Fancy  Goods 
Trader.'/ 

The    Steevans   walking   toys   have   re- 
vealed an  entirely  new  idea  in  toys.  The 
same  firm  have  recently  brought  out  a 
range    of   musical    toys.      We    have   had 
Teddy    Bears     that    growled,     cats     that 
mewed,  rabbits  that  squeaked,  and  other 
animals    with    a    variety    of    noises     all 
more  or  less  true  to  nature,  but  it  has 
been     left     to     Steevans     to     introduce 
"Teddy  Bears,"  "Whittington  Cat,"  and 
"Bow-Bells,"   the  distinguishing   feature 
of  which  is  that  instead  of  the  familiar 
"voice,"  the   interior  of  each  piece  con- 
tains a  set  of  musical  chimes,  which  give 
forth    a    most    pleasing    series    of   notes 
comprising   a   full    octave.     A   range   of 
new  toys  and  novelties  made  by  disabled 
soldiers  at  the  Tatchbrook  Toy  Factory- 
are  exceedingly   interesting  and   worthy 
of  note.     The  feature  of  these  new  lines 
is  that  they  reproduce  familiar  subjects, 
and  may  be  characterized  as  descriptive 
toys.     The  novelty  of  these  toys  is  en- 
hanced by  the  fact  that  it  is  possible  to 
"reconstruct"  the  story  with  the  various 
subjects,    for    instance    in    "Ride-a-cock- 
horse"  you  get  "Banbury  Cross"  and  the 
"Old  Lady  Upon  a  White  Horse."  Other 
novelties  are  the  "Phone  Lady,"  a  dainty 
figure  of  a  telephone  girl  complete  with 
pad   for   notes,   the   "Red    Cross   Nurse" 
has  a  match  stand  attached,  and  in  sim- 
ilar ways  artistic  novelty  has  been  com- 
bined   with    usefulness.      The    finish     of 
these   toys   and   novelties   is   dainty   and 
charming,  and    as    they    are    all     hand- 
painted  the  result  is   most  artistic. 
Replaces  Mouth  Organs 
A  new  and  purely  British  invention  is 
the  Chellaphone,  which  in  some    cases  will 
replace   mouth    organs,    since   the   latter 
are   so  hard  to   obtain.   The   Chellanhone 
is  made   by   Robert  Field,  Huddersfield, 
England.     It  is  a   wind   instrument,  the 
same    as      the     mouth      organ,   but    the 
method    of   playing    the    different    notes 
is   more   like   the   method   of   production 
on  a  stringed  instrument.     The  compass 
of   the   "Chella-Phone"   is   three   octaves, 
and  the  tone,  as  its  name  indicates,  re- 
sembles a  'cello.     With  a  little  practice 
it    is    possible    to    play    practically    any 
tune,  and  already  it  is  proving  popular 
amongst   soldiers   and   sailors. 
New  Naval  Game 
A    new    naval    game    consists    of    two 
fleets,    one    red    and    one    white,    which 
are  arranged  on  the  map  supplied  as  de- 
scribed  in   the   instructions.     The   boats 
are   moved   in   such   positions   as   to   de- 
stroy   the   boats    of   the    opposing   fleet, 
and   the   game   is   won   when   the   entire 
enemy  fleet  is  destroyed  or  put  out  of 
action.     The  game  is  made  more  inter- 
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esting  by  the  introduction  of  land  bat- 
teries on  the  map,  which  also  affect  the 
progress  of  the  game.  This  line  has 
been  invented  by  V.  Korelina,  East 
Twickenham,   Middlesex,   England. 

Jig-Saws   Booming 

It  is  doubtful  if  there  ever  has  been 
such  a  boom  in  jig-saw  puzzles  as  at  the 
present  time.  They  are  recognized  aa  a 
valuable  nerve  soother  for  tired  brain 
workers  while  in  hospitals,  convalescent 
homes,  and  amongst  submarine  crews 
they  are  one  of  the  most  popular  pas- 
times. 

NEW  TOY  FACTORY 

Waterloo,  Ont.,  Sept.  12. — August 
Girka,  a  resident  of  Waterloo  for  many 
years,  asked  the  support  of  the  Town 
Council  in  connection  with  an  industry 
he  proposed  starting,  that  of  the  mak- 
ing of  toys.  He  said  he  required  about 
$1,200  for  the  purpose.  The  matter  was 
referred  to  the  Finance  Committee. 

POST-WAR  TOY  TRADE 

Indication  of  the  fact  that  British 
manufacturers  are  looking  to  Canadian 
industries  for  supplies  is  borne  out  by 
a  recent  trade  inquiry  received  from  a 
toy  manufacturing  firm  of  Sheffield, 
England,  asking  for  information  from 
Canadian  firms  in  a  position  to  supply 
toy  parts,  especially  dowels,  balls, 
wheels,  etc.,  with  a  view  to  post-war 
business. 


LIEUT.  H.  L.  SOUTHALL 
Many  members  of  the  trade  will  recall  Mr. 
Southall's  visits  in  the  interests  of  BOOKSELLER 
AND  STATIONER.  He  is  going  overseas.  It  is 
understood  he  will  be  connected  with  a  tank 
battalion.       Forty-one    members    of    the    MacLean 

Publishing  Co.  staff  have  volunteered  and  gone  on 

active  service. 


GIVING  THE  CLERK  SELLING  POINTS 

How  to  Get  the  Talking  Points  of  Featured  Specialties  Into  the  Minds  of  Salesmen- 
Details  of  a  System  by  Which  Both  Inside  and  Outside  Salesmen  Can 
Readily  Grasp  the  Sell'ng  Points  of  Any  Item 


IN  a  stationery  establishment  handl- 
ing thousands  of  items,  it  is  dif- 
ficult indeed  for  the  ordinary  sales- 
man to  become  acquainted  with  the 
special  selling  points  possessed  by  each 
particular  product.  Manufacturers  are 
sometimes  inclined  to  criticise  stationers 
for  not  showing  more  aggression  in  push- 
ing their  goods,  and  to  suggest  that  their 
clerks  are  lacking  in  mental  caliber  be- 
cause they  do  not  give  the  same  con- 
vincing "line  of  talk"  to  the  customer 
that  the  traveling  man  representing  the 
house  producing  the  goods  gives  to  the 
buyer. 

Of  course,  it  is  a  physical  impossibility 
for  a  clerk  to  assimilate  as  complete 
knowledge  of  the  various  lines  as  a 
specialty  salesman,  handling  but  one  pro- 
duct or  "family  of  products,"  can  readily 
acquire.  If  he  learns  to  know  the  loca- 
tion of  the  stock,  prices  of  goods  and  a 
few  things  of  that  kind,  so  that  he  can 
wait  on  customers  promptly,  he  has  done 
as  much  as  is  usually  expected. 

It  will  be  readily  admitted  that  this 
is  not  the  ideal  system.  The  stationer 
who  puts  goods  in  stock  expects  to  sell 
them,  and  it  is  more  to  his  interest  than 
to  the  manufacturer's  to  move  that  par- 
ticular lot  of  merchandise.  If  his  sales- 
people are  not  "up"  on  a  product,  they 
cannot  talk  it  effectively,  they  are  un- 
able to  push  it  with  the  results  which 
might  be  expected  otherwise,  and  the 
item,  no  matter  how  desirable  it  may  be, 
turns  out  to  be  a  sticker.  It  is  ap- 
parently nobody's  fault  when  this  hap- 
pens with  worth-while  merchandise.  The 
goods  are  all  right,  they  were  bough  I 
at  a  satisfactory  figure,  the  salespeople 
did  their  best  to  move  them — but  they 
stuck. 

Of  course,  there  is  a  weak  link  some- 
where in  the  merchandising  chain.  It 
will  probably  be  asserted,  to  begin  with, 
that  the  stationer  should  have  advertised 
the  line  vigorously,  displayed  it  in  his 
windows,  called  a  meeting-  of  the  sales- 
force  and  outlined  his  plans  for  a  cam- 
paign, so  that  all  of  them  would  become 
properly  enthused.  True,  this  might  be 
done;  but  suppose  the  merchant  is  con- 
fronted with  the  task  of  selling  several 
thousand  items;  is  he  to  be  expected  Lo 
use  this  method  with  regard  to  each  one 
of  them  ? 

The  common-sense  plan,  it  will  be  ad- 
mitted, is  to  take  a  middle  course,  and 
neither  neglect  specialties  which  require 
exploitation  and  more  or  less  pushing  on 
the  part  of  the  clerks,  nor  expect  them 
to  master  the  sales  arguments  to  a  de- 
gree rivaling  the  sales  representatives 
of  the  manufacturers.  By  fixing  a  "dose" 
which  is  well  within  the  capacity  of  the 
individual  salesman  to  take,  the  stationer 
insures  an  interested  effort  on  his  part 
to  make  use  of  the  information.  In  other 
words,  a  reasonable  amount  of  informa- 


tion about  some  particular  item  of  the 
stock  will  be  made  use  of,  when  an  effort 
to  cram  him  with  an  unlimited  number  of 
assorted  facts  about  various  lines  would 
defeat  its  own  purpose. 

Inasmuch  as  the  window  displays  are 
relied  on  for  the  most  part  to  interest 
transient  trade  and  pull  people  inside  the 
store,  it  is  apparent  that  every  sales- 
man should  know  something  about  the 
goods  which  are  being  shown  in  the  win- 
dows. If  the  clerk  indicates  a  lack  of 
detailed  knowledge  about  the  specialty 
which  is  being  offered,  the  interest  of 
the  prospective  purchaser,  which  is  just 
being  kindled,  will  be  thoroughly 
quenched,  and  the  sale  will  be  lost.  But 
if  the  salesman  can  give  an  interested 
and  interesting  statement  about  the 
goods,  bringing  out  the  leading  points 
and  emphasizing  the  logical  selling  argu- 
ments, the  sale  can  be  closed  without  any 
difficulty,  because  the  customer  has  al- 
ready indicated  that  he  is  interested. 

The  question  as  to  the  proper  form  in 
which  to  provide  this  information  for 
the  benefit  of  the  salespeople  is  an  in- 
teresting one.  Some  stationers  supply 
their  force  with  copies  of  all  newspaper 
advertising  which  they  are  running,  the 
newspaper  ads  coinciding,  of  course, 
with  the  window  displays  as  well  as  the 
showing  of  goods  which  are  being  fea- 
tured inside.  This  helps  to  the  extent 
of  familiarizing  the  clerks  with  prices 
on  such  items  as  are  specially  marked  for 
the  occasion,  while  at  the  same  time  en- 
abling them  to  use  the  argument  which 
is  featured  in  the  ad.  The  customer  who 
has  been  interested  by  one  feature, 
brought  out  in  the  advertisement,  wants 
to  learn  more  about  that  particular  point, 
as  a  rule,  instead  of  having  the  salesman 
switch  to   something  else. 

The  plan  used  by  a  certain  Chicago 
dealer  impresses  the  writer  as  being- 
effective,  reasonable  and  based  on  good 
merchandising  ideas  as  well  as  common 
sense,  which,  after  all,  is  the  best  basis 
for  any  kind  of  merchandising  plan.  It 
involves  the  use  of  a  card,  which  is  given 
to  each  member  of  the  salesforce,  and 
which  gives  the  sales  arguments  per- 
taining to  the  one  item  which  is  being 
boosted  at  that  time  by  means  of  the 
window  display.  All  that  any  clerk  is 
asked  to  do,  in  other  words,  is  to  become 
familiar  with  a  single  item  of  the  stock. 
The  card  is  carried  in  his  pocket,  and 
is  read  or  referred  to  often  enough  to 
enable  the  salesman  to  repeat  the  infor- 
mation which  it  carries  without  having 
to  hesitate  or  "stall."  Moreover,  since 
the  talking-points  are  succinctly  put,  the 
clerk  who  makes  an  effort  to  grasp  the 
idea  soon  is  able  to  speak  authoritatively, 
and  thus  to  impress  the  purchaser  with 
the  fact  that  he  is  thoroughly  familiar 
with  the  goods  he  is  trying  to  sell. 
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A  sample  card  which  the  manager  of 
the  store  displayed  was  about  three  and 
a  half  inches  wide  by  five  and  a  half 
inches  deep,  and  was  made  of  stiff  card- 
board, so  that  it  could  be  handled  for 
some  time  without  breaking  or  tearing. 
The  name  of  the  article  and  the  principal 
talking  points  were  shown  in  red  ink. 
The  cards  were  individually  typewritten. 
That  one  handed  to  the  writer  carried 
the  following,  shown  in  about  the  style 
indicated: 

SALES  CARD 

Waste  Baskets — Push  Them 
We  have  recently  put  into  stock 
a  line  of 

Fiber  Waste  Baskets 
They  are  attractive  in  appear- 
ance, extremely  durable,  and 
light  in  weight.  They  are  not 
inflammable,  and  are  guaran- 
teed for  one  year. 
Every  office  uses  wastebaskets 
— every  office  needs  more 
waste-baskets.  We  are  featur- 
ing these  in  the  window  this 
week,  and  are  also  using  space 
in  the  daily  papers.  You  will 
have  calls  for  these 

Waste-Baskets 
so  make  a  point  of  noting  the 
sales  arguments  given  you,  and 
presenting  them  to  the  custom- 
er: economy,  appearance,  light 
weight  and  durability. 

A  good  clerk  could  master  all  of  these 
features  in  a  short  time,  and  with  com- 
paratively little  effort  would  soon  be  able 
to  point  out  to  the  inquiring  customer 
just  why  he  ought  to  have  this  particu- 
lar product.  And,  as  suggested,  after 
handling  a  number  of  these  cards,  he 
would  have  become  familiar,  without 
realizing  it,  with  many  of  the  principal 
lines  handled  by  the  store. 

This  does  not  mean,  of  course,  that 
any  clerk  is  supposed  to  close  his  eyes 
and  ears  to  all  other  information  that 
he  can  pick  up  on  the  subject  of  the  goods 
which  the  concern  he  is  employed  by  is 
selling.  No  intelligent  salesman  will 
overlook  an  opportunity  to  increase  his 
store  of  knowledge  about  the  goods,  but 
with  thousands  of  items  in  stock  it  is 
often  difficult  for  him  to  accumulate 
much  information  of  definite  sales  value. 
The  use  of  the  sales  card  introduces  a 
systematic  plan  into  the  situation,  and 
insures  proper  support  for  the  goods 
which  are  being  pushed  at  that  particu- 
lar moment,  with  all  the  value  which 
this  carries  with  reference  to  regular 
sales  work  later  on. 

Some  of  the  manufacturers  who  sup- 
ply sales  cards  make  a  point  of  showing 
on  these  enough  information  to  be  of 
service  to  the   salesman.     For  instance, 
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one  of  the  leading  pencil  manufacturers 
has  a  display  device  which  contains 
samples  of  his  line,  and  on  the  face  of 
this  are  given  the  salient  facts  about 
the  individual  items,  enough  to  enable 
the  customer  who  wants  to  know  more 
than  is  apparent  on  the  surface  to  receive 
an  intelligent  and  satisfactory  explana- 
tion. Of  course,  the  customer  may  read 
this  for  himself;  but  if,  as  is  usually  the 
case,  he  relies  on  the  clerk  for  his  in- 
formation, the  latter  can  make  use  of 
the  counter  card  to  reinforce  his  per- 
sonal stock  of  sales  data  on  this  particu- 
lar line. 

In  the  larger  stores,  of  course,  the 
plan  of  departmentizing  helps  a  great 
deal.  With  a  clerk  working  in  only  one 
department,  and  not  being  expected  to 
sell  all  over  the  store,  except  in  cases  of 
emergency,  he  has  a  chance  to  study  the 
stock  under  his  immediate  supervision, 
and  to  work  up  much  more  elaborate 
sales  arguments  than  it  would  be  possible 
for  him  to  develop  if  he  were  "running 
at  large"  through  the  entire  stock.  In 
this  case  only  the  buyer  and  manager 
would  find  it  necessary  to  keep  the  facts 
about  everything  in  stock  at  their  fin- 
gers' ends,  and  the  salesmen  would,  in 
large   measure,  develop   into  specialists. 

But  if  our  men  seem  not  to  supply 
the  peppery  work  which  is  desirable 
when  a  customer  asks  for  information 
about  something  shown  in  the  window, 
adopt  the  plan  of  supplying  sales  cards 
containing  the  information,  and  notice 
the  difference. — Walden's   Stationer. 


A  United  States  firm  is  featuring  its 
bronze  hairpins  and  report  that  its  sales 
are  increasing  rapidly. 


HAIRPIN  EVOLUTIONS 

So  many  book  and  stationery  stores 
include  notions  in  their  stocks  that  the 
following  gossip  about  the  condition  of 
the  hairpin  market  is  of  interest  to 
them:  The  shortage  of  hairpins  has 
suddenly  caused  in  the  daily  papers  an 
effusion  of  speculative  comment  upon 
the  possible  results  of  a  hairpinless  coif- 
fure. One  paper  makes  reference  to 
those  "flowing  locks  care  free  of  those 
odd  little  contortions  of  wirework;"  an- 
other is  concerned  for  the  by-uses  of  trie 
hairpin  in  such  capacities  as  button-hook, 
lock-opener,  pipe-cleaner,  etc.,  which  are 
not  within  the  realm  of  Dame  Fashion 
to  provide  a  substitute;  a  third  paper 
wonders  if  the  days  of  switches  are 
r. 'mbeie1.,  and  whether  by  an  early  to- 
morrow women  will  wear  their  hair 
"bobbed." 

One  might  be  led  to  consider  the  sit- 
uation really  serious  by  such  remarks  if 
it  were  not  that  hairpins  are  not  all 
made  of  wire  and  that  the  inventive 
genius  of  the  modern  manufacturer  will 
no  doubt  offer  us  another  addition  to  the 
big  list  of  "substitutes."  The  passing 
of  the  wire  hairpin  must  only  be  the 
ushering  in  of  "something  new."  And 
already  the  variety  of  celluloid  hairpins 
has  increased.  These  are  the  small  "in- 
visibles" in  light  and  dark  colors  which 
are  selling  rapidly,  and  numerous  larger 
sizes  and  shapes.  The  price  of  these 
celluloid  hairpins  is  higher  than  it  used 
to  be,  of  course,  but  the  increase  over 
last  year  is  not  really  a  serious  matter. 
It  is  not  more  than  about  10  per  cent. 


PURSES  AND   BAGS 

An  Interesting  Budget  About  Some 

New  Productions  For  Autumn 

Trade 

PURSES  and  bags  which  are  selling  ex- 
ceptionally well  are  the  trim  little  flat 
envelope  purses  for  use  with  the  large 
knitting  and  shopping  bags.  For  the  bet- 
ter class  of  purchasers  (and  there  are  a 
larger  body  than  ever  before)  who  want 
a  purse  or  bag  for  use  by  itself,  the 
flat  Avenue  bag,  a  little  longer  than 
what  one  might  consider  medium,  is  fav- 
ored. These  measure  from  about  5  inches 
by  7  inches  to  6  inches  by  9  inches  in 
the  most  active  types. 

The  pouch  bag  of  leather,  velvet  or 
silk  is  favored  again,  especially  if  it  be 
rounded  at  the  bottom  and  have  a  rather 
conspicuous  purse  frame.  A  few  leather 
bags  are  shown  with  the  straight  line 
across  the  bottom,  usually  deep  bags 
rather  than  broad,  but  strong  preference 
is  given  to  the  more  decided  pouch  effect. 
The  chiffon  velvet  bags  with  silk  or 
chenille  tassel  and  in  the  dark  Fall  colors 
— black,  burgundy,  navy,  nigger  brown, 
green  and  taupe,  are  offered  again  and 
are  considered  a  Fall,  1918,  number.  One 
of  the  latest  offered  is  made  of  a  velvet 
which  has  a  pressed  all-over  pattern. 

:Bags  of  plain  silk  brocade  or  velvet 
which  feature  conspicuous  natural  wood 
frames  at  least  an  inch  deep  are  being 
purchased  by  fashionable  women.  Frames 
of  smoothly  finished  wood  in  its  brown 
state,  resembling  Circassian  walnut, 
gently  curved  but  not  fancy,  are  very 
smart  with  silver  clasps  and  hinges.  Cel- 
luloid frames  too  in  dark  tones  and  an 
inch  deep  are  also  featured  for  silk  bags. 

The  stores  are  showing  a  novelty  called 
the  canteen  bag.  It  is  an  oval  shaped  box 
with  flat  lid  and  bottom  and  has  a  nar- 
row leather  handle.  Inside  it  is  lined 
and  fitted  with  the  necessities  of  life 
such  as  tiny  reels  of  thread,  memo  book 
and  pencil,  manicure  pieces  and  what  not, 
each  in  a  pocket.  In  one  model  these 
pieces  were  all  of  brass.  These  are  in 
colored  or  black  leather  or  in  silk  with 
leather  or  wood  lid  and  floor. 

It  seems  as  if  milady  never  had  such  an 
array  of  French  beaded  and  brocade  bags 
to  choose  from,  as  she  has  this  season. 
They  are  in  many  sizes,  designs  and  col- 
orings. One  of  the  new  tiny  ones  is 
shaped  like  a  shield  and  is  beaded  solidly 
with  red  beads  except  where  blue  bead 
stars  edged  with  white  appear.  There  are 
black  and  white  designs  in  beads  in  floral 
and  conventional  effects,  beaded  bags  in 
rich  tapestry  colorings  and  designs, 
combinations  of  beads  with  metallic  bro- 
cades and  many  other  new  conceptions. 
Of  course  these  are  very  expensive  bags 
but  are  of  much  interest  again  to  exclu- 
sive trade. 

IVORY  TOILET  GOODS 

"French"    ivory    is    again    the    leading 
line  in  toilet  articles  for  fall  and  holiday 
selling.      Practically    all    the    pieces    of- 
fered up  to  the  present  are  included  in 
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the  new  season's  ranges  of  samples  and 
there  are  several  new  designs  in  some 
of  the  best  selling  lines  such  as  jewel 
boxes,  clocks,  picture  frames  and  mani- 
cure and  toilet  sets. 

Most  buyers  are  familiar  with  the 
jewel  box  which  resembles  a  "square" 
piano  in  its  design.  A  novel  develop- 
ment of  this,  which  is  scarcely  yet  on 
the  market,  but  samples  of  which  have 
been  produced,  is  a  "baby  grand."  The 
lid  opens  up  on  just  the  same  plan  as 
that  of  the  grand  piano,  while  the  in- 
terior is  lined  with  purple  or  rose-colored 
velvet.  There  are  three  substantial  legs 
supporting  it,  of  course.  It  makes  an 
artistic  appearance  on  the  dressing  table 
and  is  large  enough  to  be  of  practical 
use. 

Another  new  idea  is  the  "rosary"  box 
in  ivory,  a  plain  round  box  with  convex 
lid  upon  which  a  raised  cross  is  shown. 
It  is  also  lined  with  velvet. 
'  In  addition  to  new  sizes  and  shapes 
in  ivory  picture  frames  there  is  a  little 
novelty  in  colored  celluloid.  It  is  called 
the  "service"  frame  and  is  horse-shoe  or 
else  shield-shaped  in  red,  white,  and  blue 
and  of  course  a  soldier's  face  is  supposed 
to  honor  it. 

NEEDLES  AND  PINS 

Needles  remain  very  scarce  and  it  is 
intimated  that  United  States  merchants 
would  pay  what  might  be  termed  fabul- 
ous prices  for  stocks.  In  Toronto  sup- 
plies are  very  light  and  any  shipments 
coming  to  hand  are  quickly  picked  up. 
Very  fair  quantities  of  pins  have  come 
to  hand  recently  with  the  result  that 
stocks  are  once  again  in  very  fair  shape. 

NEW  MESH  BAGS 

A  Chicago  firm  has  brought  out  a 
fringed  mesh  bag  which  is  novel.  The 
fringe  resembles  beading  and  in  another 
instance  imitates  lace  work.  The  shapes 
include  the  long  pear-shaped  purse  for 
smart  occasions.  Deep  fringe  is  shown 
a  good  deal  too  on  a  number  of  the 
watered  silk  bags.  Some  of  them  have 
gold  or  silver  frames  and  of  course  for 
very  exclusive  people  the  hand  beaded 
bags  of  French  origin  are  still  in  good 
taste.  Celluloid  composition  frames  are 
shown   on  the  fabric  bags  still. 

NEW  PHOTO  FRAMES 

Something  new  in  photo  frames  has 
been  added  to  the  lines  of  S.  P.  Cooper, 
London,  England.  These  frames  in  cop- 
per, old  silver  and  gilt  sprayed  on  tin, 
are  manufactured  in  various  sizes. 
Cabinet,  Cabinet  two  openings,  Promen- 
ade, Promenade  two  openings,  Imperial 
and  Post  Card  three  openings. 

MAN-CARRYING  KITES 

Of  the  new  boy's  size  of  Perkins'  man- 
carrying  war  kite  the  makers  say  that 
it  will  fold  into  a  bundle  hardly  bigger 
than  a  fishing  rod  and  can  be  set  up  in- 
stantly by  the  adjustment  of  a  single 
brace;  they  require  no  tail. 

The  man-size  kite  of  this  time  has 
been  successfully  used  to  lift  a  man  for 
observation  purposes  in  the  U.  S.  Army. 


SYNOPSIS  OF  U.S.  GREETING  CARD  PUBLICITY  PLANS 

How  the  U.S.  Manufacturing  Firms  Are  Helping  Retailers  to  Popularize  and  Extend 

the  Use  of  Greeting  Cards 


IN  the  United  States  the  greeting 
card  manufacturers  linked  together  in 
a  national  trade  organization  have 
this  year  exhibited  commendable  activity 
and  co-operation  by  launching  an  adver- 
tising campaign  to  offset  the  evil  effects 
of  ill-advised  and  inconsiderate  propa- 
gandists who  would  curb  the  commend- 
able practice  of  exchanging  greetings  of 
good  cheer  at  Christmas  time. 

Charles  S.  Clark,  of  New  York,  presi- 
dent of  the  organization,  has  addressed  the 
following  message  to  the  greeting  card 
dealers  of  the  United  States: 

Nothing  that  has  happened  in  the  trade 
for  a  long  while  is  of  as  much  timely  im- 
portance to  all  dealers  in  greeting  cards 
as  the  nation-wide  advertising  campaign 
that  is  just  about  to  be  launched  by  the 
National  Association  of  Greeting  Card 
Manufacturers. 

First,  the  appropriateness  and  the 
economy  of  greeting  cards  will  be  pre- 
sented to  the  trade. 

Secondly,  a  similar  message  will  be 
carried  to  the  public  in  every  city,  town 
and  village  throughout  the  United  States. 

The  trade  will  be  reached  through  ad- 
vertisements placed  in  trade  papers  read 
by  all  dealers  in  greeting  cards  and 
through  a  monthly  trade  bulletin,  each 
item  of  which  will  contain  the  news  of 
the  greeting  card  campaign  in  all  its 
phases,  and  suggestions  as  to  how  the  sale 
of  greeting  cards  may  be  increased. 

The  greeting  card  message  to  the  pub- 
lic— to  the  millions  of  men  and  women  of 
the  nation,  will  be  presented  through 
striking  full  page  advertisements  in  the 
most  popular  and  widely  read  weeklies, 
a  full  page  advertisement  in  colors  in  one 
of  the  most  widely  read  woman's  maga- 
zines, and  additional  full  page  advertise- 
ments in  colors  in  a  list  of  the  best  known 
and  most  widely  read  general  monthly 
magazines.  This  magazine  advertising 
will  be  effectively  supplemented  by  a  book- 
let encouraging  the  greeting  card  custom, 
which  will  be  distributed  among  retailers 
of  greeting  cards  in  quantities  which  will 
enable  them  to  make  wide  distribution 
among  their  customers  and  prospects. 
And  in  addition  newspaper  electrotypes 
of  small  greeting  card  advertisements  will 
be  supplied  free  to  dealers  for  advertising 
in  their  local  newspapers,  thus  bringing 
the  national  advertising  campaign  right 
home  into  their  communities,  and  identify- 
ing those  dealers  who  place  the  local  news- 
paper advertisements  as  being  the  mer- 
chants who  are  equipped  to  supply  the 
public  with  the  best  and  largest  variety 
of  greeting  cards. 

There  is  also  being  prepared  an  effec- 
tive poster  in  colors,  which  will  be  sup- 
plied free  to  dealers  throughout  the  coun- 
try for  public  display. 

The  whole  campaign  has  been  so 
scheduled  as  to  carry  it  over  all  the  inter- 


vening weeks  and  months  up  to  Christmas. 
One  dominant  note  will  be  struck 
throughout  the  entire  campaign — "Keep 
up  the  Christmas  Spirit  with  a  message 
of  cheerfulness— Do  it  with  Holiday 
Greeting  Cards."  Special  emphasis  will, 
of  course,  be  laid  on  Christmas  greeting 
cards,  that  being  the  immediate  objective 
of  the  campaign.  But  underlying  the  plan 
is  the  determination  of  the  greeting  card 
manufacturers  to  re-establish  upon  a 
permanent  and  growing  basis  the  appro- 
priate, sensible  and  economical  custom  of 
sending  greeting  cards. 

Last  year  some  very  well  meaning,  but 
misguided  and  over  zealous  persons, 
started  a  propaganda  against  the  custom 
of  sending  greeting  cards,  particularly 
Christmas  cards.  These  folks  labored  un- 
der two  misapprehensions.  First,  they  be- 
lieved that  because  our  country  was  at 
war  they  should  not  engage  in  anything  so 
cheering  as  the  sending  of  greeting  cards. 
Secondly,  they  were  under  the  delusion 
that  the  infinitesimal  economies  that 
might  be  effected  by  refusing  to  buy  and 
mail  greeting  cards  would  be  a  big  finan- 
cial factor  in  winning  the  war.  These 
well  intending  but  misguided  folks  not 
only  deluded  themselves,  but  for  the  time 
being  confused  the  minds  of  quite  a  num- 
ber of  other  people.  But  happily  time  and 
events  have  tended  to  correct  this  mis- 
understanding of  the  real  function  of 
greeting  cards.  No  less  a  person  than 
General  Pershing  has  urged  the  folks  at 
home,  as  one  of  their  foremost  duties,  to 
write  letters  and  messages  of  cheer  to 
the  boys  at  the  front  as  often  as  possible. 
Over  here,  Major  General  Leonard  Wood 
has  spoken  the  same  word  for  the  boys 
in  cantonments  and  training  camps.  A 
message  from  home  always  means  a  lot 
when  you  are  away,  but  never  so  much  as 
when  you  are  3,000  miles  away  from  home 
and  taking  part  in  the  greatest  war  in 
history.  But  we  are  all  busy,  and  we 
can't  always  take  time  to  sit  down  and 
write  a  full-fledged  letter,  whereas  all  of 
us  can  find  time  frequently  to  address  a 
card  and  write  on  that  card  a  few  lines 
of  cheer  and  greeting. 

So  the  slogan  of  the  campaign  this  fall 
and  winter  will  be:  "Keep  up  the  Christ- 
mas Spirit  with  a  Message  of  Cheerful- 
ness. Do  it  with  Holiday  Greeting  Cards." 
The  two  primary  points  to  be  made  to  the 
public  will  be  the  purchase  of  Christmas 
greeting  cards  to  send  to  soldiers  abroad 
so  that  they  will  get  them  in  time  for 
Christmas  Day  and  the  necessity  of  the 
folks  at  home  keeping  up  the  Christmas 
spirit  at  home  among  themselves.  Greet- 
ing cards  meet  both  of  these  necessities 
admirably.  They  cost  little  in  money,  re- 
quire little  time  to  write  and  mail,  and 
they  mean  a  whole  lot. 

So  it  is  with  a  view  of  putting  the  greet- 
ing card  custom  on  a  firmer  basis,  with 
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special  emphasis  on  Christmas  cards,  and 
awakening  a  general  interest  in  birthday 
cards  and  cards  for  other  holidays  and 
other  occasions,  that  the  Association  of 
Greeting  Card  Manufacturers  has  step- 
ped to  the  foreground  with  one  of  the 
most  novel  advertising  and  selling  cam- 
paigns that  the  trade  has  ever  known. 

The  New  York  "Bookseller,"  has  the 
following  protest  "against  the  action  of 
the  Council  of  National  Defence,  which 
purposes  to  inaugurate  a  campaign  'to 
discourage  Christmas  gifts:'  "We  do 
not  know  who  these  people  are  or  what 
particular  factory  for  foolish  fads  they 
belong  to,  but  we  modestly  rise  to  re- 
mark that  to  discourage  Christmas  gifts 
is  to  abolish  Christmas,  and  they  can 
no  more  do  that  than  they  can  abolish 
Sunday  or  the  Ten  Commandments. 

"Christmas  is  the  one  season  when 
the  people  of  the  whole  world  take  stock 
of  their  virtues  and  failures,  and  strike 
a  balance  between  their  selfishness  and 
their  charity.  It  is  a  season  for  sincere 
good  wishes  and  generous  desire  to  make 
others  happy.  It  is  a  season  when  the 
blessings  of  life  loom  largest,  and  those 
who  can  find  good  cheer  for  themselves 
wish  everyone  else  to  share  it,  when  the 
fed  think  of  the  hungry,  strong  hands  are 
extended  to  the  weak,  the  happy  sym- 
pathise with  the  afflicted— a  season  of 
hearty  good  will  to  man. 

"This  universal  good  feeling  pervades 
the  air;  it  is  the  spirit  of  Christmas  and 
it  finds  expression  in  giving.  Abolish 
it?  Never.  Not  for  one  war  or  a  dozen. 
We  never  needed  it  more  than  we  do  now. 
We  will  submit  to  the  heatless  days  and 
the  meatless  days— even  the  foodless 
days,  but  let  us  pray  that  the  world  may 
never  see  a  year  without  Christmas." 


POST  CARDS  AS  "LUXURIES" 

The  following  from  the  "Stationery 
World,"  England,  is  of  interest  in  con- 
nection with  the  recent  classification  of 
post  cards  as  "luxuries"  in   Canada: 

"It  was  at  one  time  thought  probable 
that  picture-postcards  would  be  included 
in  the  new  Luxury  Tax,  though  the  sug- 
gestion was  recognized  by  those  who 
knew  most  about  the  matter  as  some- 
what puerile.  It  is  now  stated,  how- 
ever, that  picture-postcards  are  not  to 
be  so  included.  The  post  authorities, 
too,  have  included  picture-postcards  in 
the  new  regulations  by  classing  them  as 
printed  papers,  "thus  entitling  them  still 
to  go  for  a  half-penny,  provided  that 
not  more  than  five  words  of  formula 
of  courtesy  or  of  a  conventional  char- 
acter are  used. 

It  will  be  observed  that  the  regula- 
tions in  England  permitting  five-word 
conventional  messages  at  the  old  postal 
rate  is  similar  to  that  previously  adopted 
in  Canada. 


WHAT  LIVE  WIRE  SALESMANSHIP  CAN  DO 

The  Retail  Stationer  in  Even  the  Smallest  Town  Has  Opportunity  —  Turn  This  to 

Account  and  Make  a  Profit — Being  a  Live  Wire  in  Your  Own  Town — Developing 

Personality — Taking  the  Manufacturer  Into  Your  Confidence — 

Good  Points  From  a  Manufacturer 


THERE  is  undoubtedly  business  for 
the  retail  stationer  who  will  go 
after  it,  no  matter  how  small 
the  town  may  be.  The  physician,  the 
lawyer  and  other  professional  business 
men  constitute  the  field,  and  each  anu 
every  one  of  these  is  an  excellent  pros- 
pect. To  let  business  go  to  the  larger 
centres  is  as  unnecessary  as  it  is  to 
let  the  business  of  the  average  citizen 
for  groceries  go  to  the  big  departmental 
store  in  the  metropolitan  city.  It  is 
simply  a  question  of  initiative.  Such, 
at  least,  is  the  opinion  of  Mr.  Whyte,  and 
his  experience  has  led  him  to  draw  some 
important  conclusions. 

Great  Opportunities 

In  the  smaller  towns  and  cities  the 
retail  stationer  has  a  great  many  ad- 
vantages. In  the  matter  of  becoming 
intimately  acquainted  he  has  the  best 
chance  in  the  world.  He  ought  to  know 
his  business  acquaintances  as  real 
friends,  and  if  more  familiarity  were 
cultivated  he  would  find  it  possible  to 
work  into  the  confidence  of  these  men 
with  a  resultant  financial  profit.  This 
would  constitute  but  one  advantage.  The 
contact  with  these  men  of  affairs  would 
broaden  and  develop  his  own  personality 
so  that  he  would  be  a  better  salesman, 
a  closer  student  of  human  nature,  and  in 
many  ways  a  broader-minded  man  than 
he  otherwise  could  be. 

It  is  in  no  wise  going  to  belittle  the 
dignity  of  a  merchant  to  cultivate  his 
trade.  Salesmanship  is  one  of  the  great- 
est games  in  the  world,  and  there  is  no 
royal  road  to  learning  this  fine  art.  It 
comes  only  through  long  and  pains- 
taking application  of  the  requisite  prin- 
ciples. The  more  closely  one  is  able  to 
study  the  characters  he  meets  the  broader 
he  becomes  and  the  greater  influence 
he  is  eventually  able  to  wield. 

Selling  Stationery 

Let  it  be  assumed  that  Tom  Smith 
calls  in  to  see  his  fellow  business  man, 
nis  lawyer  or  physician.  There  is  no 
reason  why  he  should  not  have  culti- 
vated these  men  sufficiently  well  to 
3ay,  "Good  morning,  Tom,  how  are  you 
finding  the  game?"  This  immediately 
will  open  the  way  for  a  friendly  chat, 
and  there  is  usually  time  to  carry  on 
a  friendly  conversation.  The  closer  the 
contact  and  the  more  this  personal  toucn 
is  cultivated,  the  better  will  the  stationer 


Editor's  Note. — This  article  is  based  on  an  in- 
terview with  Alex.  Whyte.  manager  of  W.  V. 
Dawson.  Limited.  Montreal,  wholesale  manufac- 
turing stationers.  Mr.  Whyte  served  much  time 
on  the  road  and  has  thus  been  able  to  study 
human  nature  from  many  angles.  His  advice  on 
putting  more  "pep"  and  personality  into  selling 
is  timely  and  will  be  appreciated  as  coming  from 
"one  who  knows"  much  about  selling.  The  closer 
relationshio  of  manufacturer  and  seller  can  sure- 
ly be   cultivated. 


come   to   know   when   and    how   often   he 
may  "drop  in"  without  being  a  bore. 

While  conversing,  the  matter  of  what 
kind  of  stationery  is  used  can  be  taken 
up,  it  may  be,  only  casually.  The  way 
has  been  paved  for  a  more  or  less  perti- 
nent question — and  if  stationer  "Tom 
Smith"  is  alert  he  will  be  able  to  either 
give  a  probable  price  for  what  letter- 
heads and  envelopes  of  a  requisite  qual- 
ity are  wanted,  or  to  get  the  privilege 
of  making  a  quotation.  A  line  to  the 
wholesale  house  will  bring  the  desired 
information  by  return  mail. 

In  this  connection  it  is  suggested  that 
the  stationer  take  a  sample  of  the 
stationery  used  by  his  business  friena 
with  him  so  that  upon  returning  to  his 
office  he  can  submit  this  to  his  whole- 
saler. The  latter  will  then  be  able  to 
name  a  price  on  this  definite  grade  of 
stock,  or  to  offer  a  near  line  that  will 
be  acceptable.  He  will  be  only  too  glad 
to  submit  the  desired  information. 

Personality — Initiative 

The  stationer  should  be  able  to  make 
his  personality  turn  to  good  account 
and  profit.  He  is  following  a  line  of 
selling  that  requires  the  full  cultivation 
of  his  personality  and  the  power  of  sug- 
gestion is  a  most  important  and  essential 
element  in  the  measure  of  success  to 
which  he  may  aspire.  The  mixing  pro- 
cess with  others  among  the  business 
element  of  his  town  is  the  very  thing 
that  will  develop  this  personality.  In- 
itiative is  not  essential  only,  it  is  in- 
dispensable. In  this  very  connection 
Mr.  Whyte  pointed  out  that  he  recalled 
to  mind  a  man  who  had  been  successful, 
one  who  had  built  up  a  good  connection, 
and  who  had  later  concluded  that  he 
would  not  continue  calling  on  men,  and 
it  soon  became  evident  that  this  negli- 
gence, failure  to  keep  up  the  personal 
contact,  resulted  in  a  loss  of  prestige 
and  consequently  a  loss  of  business.  The 
connection   should   be   maintained. 

Manufacturer    Big    Help 

The  writer  pointed  out  to  Mr.  Whyte 
that  there  were  some  who  felt  that  the 
retailer  was  not  worthy  of  much  atten- 
frorri  the  wholesaler  and  that  the  manu- 
facturer had  little  time  to  spend  in 
cultivating    his    interests. 

"That  is  a  fallacy,  and  one  of  the 
greatest  mistakes  that  a  manufacturer 
could  make,"  said  Mr.  Whyte.  "For 
it  is  conceded  that  it  is  from  the  retailer 
that  the  business  comes.  A  real  earnest 
manufacturer  is  not  only  willing,  but 
anxious  to  help  the  small  dealer  all  that 
he  possibly  can,  and  it  is  only  right  that 
he   should   do   so." 

Write  your  manufacturer  and  be  frank 
with   him.     Tell   him   your  difficulties,   if 
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you  have  them,  and  he  will  be  glad  to 
assist  you.  He  has  had  wide  experience 
and  is  glad  to  co-operate  with  the  man 
who  wants  to  make  progress. 

Meeting  Competition 

It  was  pointed  out  that  some  dealers 
in  the  smaller  towns,  and  even  in  many 
larger  ones,  sometimes  permitted  tracie 
to  go  to  the  catalogue  house  and  the  city 
stationer,  without  a  real  effort  to  cater 
to  this  demand.  There  was  no  reason 
why  the  stationer  should  not  compete 
with  the  latter  successfully.  Take  the 
matter  of  supplying  loose-leaf  material. 
It  might  be  that  a  prospect  wanted  a 
new  binder  and  the  necessary  fillers  to 
open  a  new  book-keeping  set.  If  he 
had  the  advantage  of  knowing  what  to 
suggest  to  the  prospective  customer,  all 
the  better.  But  in  case  he  was  not  versed 
in  book-keeping  systems  he  could  in- 
terest himself  in  the  problem  of  the 
customer,  and  send  in  to  the  manu- 
facturer for  information.  This  would  be 
forthcoming,  with  samples,  by  return  of 
mail.  The  profit  would  be  worth  while, 
and  the  initiative  of  the  stationer  in 
Lhe  home  town  would  reveal  to  the  seconci 
party  that  there  was  no  need-  to  send 
out  of  town  for  his  requirements.  The 
dealer  would  gradually  become  a  better 
salesman  and  the  accruing  business  for 
refills  several  times  a  year  would  yield 
a  very  good  profit.  The  connection,  once 
made,  would  yield  a  continued  return. 

"If  the  retailer  will  send  in  for  in- 
formation, no  matter  how  small  the 
matter  may  be,  he  will  be  well  treated 
by  his  manufacturer,"  Mr.  Whyte  con- 
cluded. "He  can  become  a  much  bigger 
factor  in  the  distribution  of  supplies 
than  he  has  been,  and  his  friends  will 
not  need  to  send  out  of  town  for  their 
requirements." 


A.  W.  FABER  PLANT  SOLD 

Subject  to  approval  by  the  Advisory- 
Board  appointed  by  the  U.  S.  Govern- 
ment, the  plant  of  the  A.  W.  Faber  Co., 
Newark,  N.  J.,  manufacturers  of  sta- 
tioners' rubber  goods,  was  sold  by 
auction  at  the  order  of  Alien  Property 
Custodian  A.  Mitchell  Palmer.  The  pur- 
chaser was  Theodore  Friedeburg,  30 
Church  st.,  New  York,  also  of  the  New 
Jersey  Machinery  Exchange,  23  Mec- 
hanic st.,  Newark,  N.  J.  This  concern 
was  a  branch  of  the  German  firm  of  the 
same  name,  established  in  1761. 

Since  the  foregoing  was  put  into  type 
word  comes  that  the  bid  has  been 
rejected  on  the  ground  that  it  was  only 
about  one-half  the  appraised  valuation. 
Unless  a  suitable  offer  is  made  it  is  pro- 
bable that  the  plant  will  continue  to 
be  operated  by  the  United  States  gov- 
ernment. 


FURTHER  ADVANCES  IN  WALLPAPER  PRICES 

Quotations  on  Spring,  1919,  Papers  25  Per  Cent,  to  35  Per  Cent.  Above  Last  Season's 
Prices — Stock  Colorings  and  Labor  Cost  Increases  the  Cause 


WALLpapers  for  the  Spring  that 
are  now  going-  out  to  the  trade 
will  show  an  advance  of  25  to  35 
per  cent,  over  prices  of  last  season.  This 
is  due  partly  to  increased  prices  of  paper, 
but  mainly  to  labor  advances  and  higher 
costs  of  colorings  and  other  raw  ma- 
terials that  form  so  large  a  part  of  the 
cost  of  manufacture.  As  before,  the  high 
colors,  especially  the  reds  and  greens 
will  be  very  scarce,  as  well  as  browns. 
These  colors  cannot  yet  be  secured  in 
Canada,  the  States,  nor  England,  al- 
though marked  progress  m  colorings  has 
been  shown  in  scores  of  other  shades. 
Indeed  most  of  the  colorings  for  wall 
paper  manufacture,  according  to  one  of 
the  largest  firms,  now  come  from  Can- 
ada. This  line  of  manufacture  has  been 
greatly  developed  recently  among  the 
paint  firms,  and  the  results  are  reported 
as  very  satisfactory.  The  heavy  colors 
it  has  seemed  almost  impossible  to  re- 
produce; this  applies  to  textile  colorings 
as  well  as  those  used  in  the  making  of 
wall  paper  for  at  base  they  are  practi- 
cally the  same. 

Canada  Exports  Wall  Papers 

The  situation  in  regard  to  plain  papers 
shows  no  difference.  All  of  these  of 
English  manufacture  are  still  shut  off, 
in  fact  most  of  the  mills  there  are  work- 
ing on  munition  orders  so  that  home 
supplies  are  not  looked  after  either.  It 
would   be   difficult   to    start   the   making 


of  the  oatmeal  and  other  ingrain  papers 
in  this  country  as-  special  machinery  of 
a  costly  nature  is  required.  This  applies 
also  to  tile  papers,  but  apart  from  this 
aspect  the  Canadian  makers  are  so  busy- 
that  they  have  no  need  to  branch  into 
new  fields.  BOOKSELiLER  AND  STA- 
TIONER is  informed  that  there  has 
been  a  very  gratifying  development  in 
export  trade,  especially  in  the  past  year 
or  so,  and  prospects  for  the  present  sea- 
son are  very  bright.  All  that  prevents 
an  enormous  development  is  the  lack  of 
shipping,  but  the  facilities  from  Vancou- 
ver at  least  have  much  improved.  In 
one  of  the  factories  BOOKSELLER 
AND  STATIONER  was  shown  large 
shipments  ready  for  South  American 
centers,  Brazil,  Chili,  etc.  Much  of 
this  trade  was  held  before  the  war  by 
the  Germans  so  that  the  Canadians  in 
getting  into  the  field  are  helping  in  an 
economic  war.  It  is  hoped  to  hold  a  large 
portion  of  this  trade  when  the  war  is 
over. 

Trade  with  Australia  and  New  Zea- 
land has  been  good  for  several  years,  and 
had  reached  a  respectable  figure  even 
before  the  war.  This  has  increased  very 
considerably  since.  In  addition  the  West 
Indies  is  proving  a  good  market,  so  also 
is  South  Africa.  It  is  interesting  to  no- 
tice the  labels  on  the  outside  of  the  bales 
that  are  being  shipped  to  some  of  the 
countries    of    South    America.      On     one 


there  were  three  inscriptions  as  a  warn- 
ing: 

USE  NO  HOOKS 
NO    USE    CARBATOS 
NO  USE  GANCHOS 
One    of   these    words    was   said    to   be 
Spanish  for  hooks,  for  the  other  the  in- 1 
formant   could    not   vouch,   but     it   was 
genuine  enough  to  be  understood  on  the 
docks  of  South  American  countries. 

As  to  Patterns 

Tapestries  will  be  strong  for  Spring, 
especially  for  halls. 

Cut-out  borders  are  in  greater  demand 
even  than  during  the  past  season.  They 
are  favored  for  ceiling  finishes  as  well 
(as  illustrated). 

The  all-over  flower  patterns  for  bed- 
rooms are  shown  very  extensively.  Some 
have  an  overprint  treatment,  producing 
a  soft  shadowy  effect  in  some  new  and 
pretty  designs. 

One  firm  calls  special  attention  to  one 
of  its  new  lines  featuring  a  silky  mono- 
tone design  with  brightly  contrasting 
border  in  different  tones.  They  add, 
"public  taste  has  been  improving  for 
some  time,  and  by  well-directed  efforts  it 
is  possible  to  sell  the  better  grade  papers, 
to  emphasize  the  attractiveness  of  them 
rather  than  making  a  special  feature  of 
low  prices.  In  this  way  business  can  be 
placed  on  a  higher  level  and  made  more 
profitable   for   the   dealer." 


The  New  Wall  Papers 


In  the  frieze  is  a 


Parlor  shows  the  self-color  effect  which  is  replacing  more  aggressive  patterns, 
touch    of    contrast. 

A  self-toned  Tiffany  effect  with  scenic  border  is  the  dining-room  treatment,  arranged  to 
give   width   to   what   is   frequently    a   rather   small    room. 

Cheer  is  the  key-note  of  the  bedroom  decoration  and  a  pleasing  touch  is  provided  by  the 
cut-out    ceiling    border. 
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PERSISTENT  ADVERTISING   A  WAR  TIME  NECESSITY 

Chairman  of  Federal  Trade  Commission  Points  Out  Danger  in  Policy  of  Discontinuance 

or  Curtailment  of  Advertising — Good-will  the  Most  Valuable  Asset  of  a 

Business — To  Relax  Now  is  to  Invite  Bitter  Competition  Later 

By  HON.   WILLIAM   B.   COLVER,    Chairman,  Federal  Trade  Commission 


DISCONTINUANCE  or  even  sharp 
curtailment  of  advertising  because 
of  temporary  war  conditions  would 
seem  to  imperil  the  most  valuable  asset 
that  any  business  has — namely,  its  good- 
will. No  more  faulty  logic  can  be  founa 
than  that  which  would  impel  a  manu- 
facturer to  cease  building  for  the  future 
by  means  of  advertising  simply  because 
the  output  of  his  factory  is,  for  tht 
time  being,  restricted;  or  because  di- 
version of  his  facilities  to  war  work  has 
operated  to  withhold  his  goods  from 
accustomed  markets.  In  modern  busi- 
ness there  can  be  no  sufficient-unto-the- 
day  policy. 

In  advertising  the  business  man  has 
built  up  the  intangible  or  spiritual  side 
of  his  business,  if  such  it  may  be  desig- 
nated, as  distinct  from  the  material  side. 
It  is  the  spiritual  side,  as  represented  by 
good-will,  that  is  slower  of  growth  and 
that  is  the  more  seriously  jeopardized 
by  neglect — neglect  which  could  take  no 
more  disastrous  form  than  an  interrup- 
tion to  advertising. 

For  example,  if  I  have  the  requisite 
capital  I  can  build  alongside  the  plant 
of  the  Columbia  Graphaphone  Company 
a  factory  equal  in  all  respects  to  the 
Columbia  manufactory.  Assume  that  I 
can  turn  out  an  instrument  comparable 
in  every  way  to  the  Columbia  product 
and  in  equal  numbers.  Yet  I  am  not 
even  a  going  concern.  I  cannot  sell  that 
instrument  to  the  public  in  profitable 
quantities  until  I  build  up  the  good-wi'i 
that  the  Columbia  Company  has  ac- 
quired by  years  of  advertising. 

Good-will,  in  my  estimation,  is  far 
more  valuable  than  the  physical  prop- 
erty with  which  it  is  linked.  The  physi- 
cal property  is,  in  a  measure,  useless 
without  the  vitalizing  spark  of  good- 
will. A  soap  company's  plant  might 
be  completely  destroyed  by  fire,  and  yet 
the  havoc  would  not  extend  to  the  com- 
mercial identity  represented  by  the  name 
of  their  soar).  Far  from  sustaining  loss, 
the  good-will  inherent  in  the  trade 
name  would,  if  anything,  be  enhanc- 
ed by  reason  of  that  trait  of  human 
nature  which  makes  the  public  the  moie 
eager  to  obtain  that  which  is  denied 
to  it  or  which  is  obtainable  only  with 
difficulty. 

That  at  times  such  as  the  present 
there  should  be  some  hesitancy  regard- 
ing advertising  policy  may  be  because 
it  has  never  been  scientifically  deter- 
mined what  proportion  of  advertising 
expense  is  an  operating  charge  and 
what  proportion  a  capital  charge.  In  my 
estimation,  only  a  small  part,  if  any, 
of  advertising  expenditure  is  properly 
chargeable  as  a  current  item  of  sales 
expense;  but  is,  rather,  when  translated 
into  terms  of  good-will,  a  permanent  in- 
vestment   and    hence    a    capital    charge. 


Given  this  conviction,  it  must  appear 
quite  as  short-sighted  to  discontinue  ad- 
vertising merely  because  the  war  has 
momentarily  interrupted  distribution  as 
it  would  be  deemed  unwise  of  a  manu- 
facturer to  junk  a  portion  of  his  factory 
equipment  because  there  had  been  inter- 
ruption to  its  use. 

The  manufacturer  who  has  converted 
his  factory  to  war  work  and  has  there- 
fore interrupted  the  production  of  his 
original  line,  does  not  tear  down  ana 
discard  his  expensive  machinery  to 
save  the  insurance  premiums  or  other 
similar  expenses.  It  would  be  just  as 
sensible  for  a  manufacturer,  whose 
commercial  integrity  is  founded  upon 
advertising,  to  abandon  his  advertising 
campaign  in  order  to  save  the  carrying 
charge  on  his  greatest  asset — good-will. 

Many  "Sales"  Made  Long  in  Advance 

Not  the  least  of  the  considerations, 
certainly,  that  argue  for  the  continu- 
ance without  interruption  of  the  adver- 
tising of  all  concerns  that  will  come 
back  after  the  war,  is  that  sales  are  in 
reality  made  long  in  advance  of  the  ac- 
tual transaction  that  we  commonly  refer 
to  as  the  "sale."  This  will  be  especially 
true  in  the  war  period. 

For  example,  I  have  no  doubt  that, 
even  under  the  normal  pre-war  condi- 
tions, thousands  of  persons  who  did  not 
possess  a  musical  instrument  were  sold 
on,  say,  the  Chickering  piano.  They 
might  be  without  means  for  the  time 
being  to  carry  out  their  determination 
to  own  a  Chickering,  or  there  might  be 
other  deterring  reasons — for  instance,  a 
family  might  be  planning  removal  to  a 
new  home,  and  therefore  disposed  to 
postpone  purchase.  The  underlying 
fact  in  each  such  case  is,  however,  that 
the  prospect  had  absolutely  made  up 
his  or  her  mind  to  some  day  own  a 
piano  and  had  come  to  the  conclusion 
that  the  piano  when  it  is  purchased  Will 
be  a  Chickering. 

Such  anticipatory  sales  may  not  be 
precisely  on  a  plane  with  transactions 
where  an  initial  payment  has  been 
made,  but  certainly  they  do  have  a  real 
value,  and  are  a  part  of  the  intangible 
assets  of  the  business.  For  the  main- 
tenance of  such  an  asset,  however,  it  is 
essential  that  there  be  reiteration  and 
reminders  in  the  form  of  continuous 
advertising  that  keeps  alive  the  interest 
and  the  conviction  of  the  prospect  once 
won.  Otherwise  a  competitor,  with  re- 
peated well-told  selling  talks,  will  effect 
the  mental  sale  and  hold  it.  It  would 
appear  that  the  opportunities  for  thus, 
in  effect,  making  sales  for  future  de- 
livery must  be  especially  favorable  dur- 
ing the  war,  when  the  barrier  to  imme- 
diate consummation  of  the  trade  is  like- 
ly to  be  found  not  in  lack  of  purchase 
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price,  but  in  inability  to  obtain  delivery 
of  the  goods. 

Seemingly  the  prospect  who  is  con- 
verted by  advertising  under  such  cir- 
cumstances is  likely  to  be  especially 
firm  in  allegiance.  I  fancy  I  hear  him 
saying:  "I  may  not  be  able  to  get 
Wesson's  Oil  now,  but  when  I  can  get 
it  I  am  going  to  have  it."  The  more 
rapid  turnover  of  money  that  has  come 
to  a  considerable  portion  of  the  popu- 
lation incident  to  the  war  period  is 
bound  to  encourage  the  planning  in  the 
present  for  purchases  that  will  be  made 
in  the  future,  when  stocks  of  goods 
again  become  available.  I  imagine  I 
can  hear  many  a  citizen  reasoning 
somewhat  in  this  wise:  '.'I  have  al- 
ways wanted  that  set  of  Dickens  or 
that  Pianola,  but  I  put  off  making  the 
purchase,  and  now  I  can't  get  them. 
However,  you  can  bet  that  as  soon  as 
we  get  out  of  this  war  mess  I  am  go- 
ing to  act  without  delay  and  before 
anything  else   occurs   to  interfere." 

Persistent  Advertising  is  Insurance 

There  is  scant  justification,  it  would 
seem,  for  the  misgivings  of  the  adver- 
tiser who  is  prone  to  allow  his  invest- 
ment in  good-will  to  go  by  default 
merely  because  he  suspects  that  popu- 
lar demand  or  the  conditions  of  dis- 
tribution may  undergo  some  radical 
change  after  the  war.  If  a  business 
man  is  basing  his  expectations  upon 
an  unworthy  product  he  might  as  weli 
abandon  it  at  once  and  for  all.  For  the 
manufacturer,  however,  who  has  faith 
in  his  product  there  is  every  reason  to 
have  faith  in  the  future  and  every  in- 
centive to  take  out  insurance  in  the 
form  of  persistent  advertising. 

The  form  that  this  war-time  adver- 
tising can  take  to  best  advantage  is  a 
question  for  the  judgment  of  the  ex- 
perienced advertising  men  who  are  fa- 
miliar with  the  business  interests  whose 
good-will  is  to  be  safeguarded.  The 
copy  may  take  the  form  of  good-will 
advertising,  so-called.  It  may  be  ex- 
planatory of  the  Government  demand, 
which  curtails  civilian  supply.  Again,  it 
might  specifically  aim  at  creation  of 
after-the-war  demand.  If  the  respon- 
sibility were  mine  I  believe  that  I 
would  be  tempted  to  try,  in  the  pres- 
ent predicament,  what  might  be  termed 
tantalizing  copy — messages  that  would 
provoke  the  Damn-the-Kaiser  senti- 
ment on  the  part  of  Americans  tem- 
porarily deprived  of  articles  on  which 
they  are,  if  anything,  more  solidly  sold 
than  ever  before. 

Dominating  the  minor  considerations 
an  advertiser  is  justified,  in  the  face 
of  suspended  animation,  commercially 
speaking,  in  doing  everything  within 
his    power    to    sustain    his      commercial 


BOOKSELLER      AND     STATIONER 


integrity  and  preserve  his  commercial 
identity.  Let  the  corporation  with  such 
an  asset  use  its  surplus,  employ  its 
undivided  profits,  or  even  borrow  money 
to  protect,  by  means  of  consistent  and 
insistent  advertising,  that  invaluable 
intangible  asset — good-will,  which  is 
the  one  thing  that  cannot  be  bought  out 
of  hand  after  the  war. 

They  told  me  when  I  was  a  youngster 
that  "even  the  Lord  can't  make  a  two- 
year-old  calf  in  a  minute."  Big  adver- 
tising spreads  after  the  war  will  meet 
equally  big  spreads.  Business  will  bid 
for  public  attention  and  interest  on  a 
bull  market.  The  purpose  will  be  to 
put  a  punch  into  the  good-will  that  has 
gone  flabby.  The  man  who  goes  into 
that  contest  with  a  public  attention  and 
interest  which  he  has  never  allowed  to 
relax  will  go  in  with  his  good-will  train- 
ed to  the  minute.     He  will  win. 


UNIFORM   TEXT  BOOKS   FOR  WEST 
Interprovincial     Conference     of     Educa- 
tional  Authorities   Held   at    Banff 
Effected   Much-Desired 
Uniformity 

Regina,  Sept.  11.— Uniform  text  books, 
uniform  standards  of  training  for  teach- 
ers, secured  by  uniform  courses  of  train- 
ing in  normal  schools,  and  uniform  dura- 
tion of  such  courses  of  training,  will 
become  effective  during  the  school  year 
of   1919-20. 

This  statement  was  made  yesterday 
by  Hon.  W.  M.  Martin,  premier  of  Sas- 
katchewan and  minister  of  education,  on 
his  return  from  a  conference  at  Banff 
attended  by  the  ministers  of  education 
of  the  provinces  of  British  Columbia,  Al- 
berta,  Saskatchewan  and  Manitoba. 

Another  important  decision  reached 
was  to  recognize  teachers'  certificates 
as  valid  anywhere  in  these  four  prov- 
inces. Thus  a  person  holding  a  first 
class  teacher's  certificate  from  the  de- 
partment of  education  of  Manitoba 
would  be  recognized  as  qualified  in  the 
other  three  provinces.  The  same  re- 
ciprocal recognition  would  be  accorded 
to  certificates  of  all  teachers  in  the  four 
western  provinces  by  the  various  de- 
partments of  education  in  these  four 
provinces. 

The  general  principle  of  uniformity 
in  text  books  and  teachers'  training  was 
adopted  at  a  meeting  of  the  ministers 
of  education  last  May,  but  it  was  not 
until  last  week  that  much  progress  was 
made  in  regard  to  the  details. 

It  is  going  to  be  an  easier  matter  to 
adopt  uniform  text  books  throughout  the 
west  than  might  perhaps  be  expected. 
The  changes  in  the  Saskatchewan  public 
school  text  books  are  few  and  unimport- 
ant, as  the  Alexandra  readers  used  in 
this  province,  in  a  slightly  revised  form, 
will  be  the  readers  to  be  adopted 
throughout  the  west.  It  may  take  some 
time  for  all  the  four  western  provinces 
to  adopt  the  new  uniform  text  book  ow- 
ing to  existing  contracts  with  school- 
bonk  publishers,  but  the  change  will  be 
made  as  soon  as  possible.  In  order  not 
to  interrupt  or  inconvenience  the  studies 


ARE  YOU  CAPITALIZING  YOUR  TRADE  PAPER  ? 

A  New  York  business  man  with  a  large  experience  of  advertising  in 
trade  and  other  journals  has  just  been  giving  his  views  on  the  value  of 
the  trade  paper,  a  value  which  does  not  seem  to  be  fully  realized  either 
in  this  country  or  the  United  States,  says  the  British  and  Colonial  Printer. 
In  the  course  of  a  long  article  he  points  out  that:  "A  good  many  business 
men  subscribe  for  trade  papers  almost  as  a  matter  of  course.  They  realize 
they  ought  to  take  them,  but  they  sometimes  fail  to  realize  that  they  ought 
to  make  use  of  them.  An  unopened  trade  journal  is  no  more  useful  to 
the  individual  subscriber  than  a  packet  of  seeds  is  to  the  gardener.  The 
seeds  have  got  to  be  planted  before  a  harvest  can  be  secured,  and  the 
ideas  projected  through  the  medium  of  the  trade  journal  must  be  absorbed 
by  the  reader  before  they  can  be  put  into  action  in  the  conduct  of  his 
business.  The  man  who  subscribes  for  a  trade  paper  has  done  something. 
He  is  better  off  than  the  merchant  who  tries  to  get  along  without  any 
help  from  the  outside,  and  who  thinks  that  he  is  self-sufficient  when  it 
comes  to  the  conduct  of  his  work.  But  the  man  who  subscribes  and  then 
reads  and  makes  use  of  his  trade  paper  is  in  the  best  possible  position, 
for  he  is  capitalizing  the  information  that  it  contains.  He  is  getting  returns 
on  his  investment,  and  is  making  the  money  he  spends  for  the  paper  earn 
a  dividend."  He  then  goes  on  to  write  of  the  value  of  the  advertising  pages, 
and  says,  "Without  question  this  section  of  the  trade  paper  is  just  as  im- 
portant and  just  as  valuable  as  the  reading  pages.  The  reason  is  that  while 
the  latter  suggest  what  to  sell  and  how  to  sell  it,  the  advertising  pages 
supply  the  information  regarding  where  and  from  whom  these  goods  may 
be  purchased.  The  advertising  matter  thus  supplements  in  a  very  necessary 
way  the  information  furnished  in  the  reading  pages.  This  is  true,  of  course, 
of  no  other  class  of  publication.  In  most  instances  advertising  is  merely 
incidental  to  the  reading  matter  of  a  periodical,  and  has  no  direct  relation- 
ship to  it.  In  the  trade  paper  it  is  an  essential  and  integral  part  of  the 
information  which  the  trade  paper  aims  to  furnish.  A  trade  paper  without 
an  advertising  section  would  be  incomplete."  Those  who  conduct  trade 
papers  know  well  the  apathy  of  those  for  whom  they  cater,  and  their 
neglect  to  support  in  a  proper  manner  the  journals  that  are  published 
solely  in  their  interests. 


of  those  attending  high  school  institutes, 
it  is  being  arranged  that  when  the  new 
uniform  text  books  are  introduced,  stu- 
dents will  be  allowed  to  finish  their 
terms  with  the  books  they  are  then 
using.  Uniform  sources  of  study  and 
length  of  training  are  being  devised  for 
use  in  all  normal  schools  throughout  the 
west,  which  will  thus  insure  a  uniform 
standard  of  training  for  teachers. 


UNIFORM   TEXT   BOOKS 

Hon.  Aubin  E.  Arsenault,  Premier  and 
Attorney-General  of  Prince  Edward  Is- 
land, was  in  Toronto  in  September  con- 
sulting with  the  Ontario  Educational  De- 
partment, as  the  result  of  a  conference 
of  Maritime  Premiers  recently  held  at 
Halifax. 

Premier  Arsenault,  being  anxious  to 
effect  unanimity  in  the  school  books  of 
the  Maritime  Provinces,  consulted  with 
the  Ontario  Department  of  Education  as 
to  their  educational  system.  He  believes 
that  Canada  would  not  be  injured  by 
having  the  same  text-books  in  every 
Province.  He  will  meet  the  Superin- 
tendents of  Education  for  the  three  Mari- 
time Provinces  and  discuss  the  matter 
with  them. 

Reciprocity  in  teachers  is  another 
matter  which  he  hopes  to  accomplish. 
At  present  the  Provinces  all  have  their 
own  standard  for  teachers  and  do  not 
accept   those   of   other  Provinces. 


POETS,  ATTENTION! 

The  Dominion  Press  News  and  Feature 
Committee  of  the  Victory  Loan  1918 
organization  announces  a  poem  contest 
in  connection  with  the  coming  campaign. 
Canadians  with  poetical  talent  are  invited 
to  submit  offerings  not  exceeding  200 
words,  which  will  be  judged  largely  on 
their  effectiveness  as  publicity  designed 
to  persuade  Canadians  to  buy  Victory 
Bonds.  A  prize  of  a  $50.00  bond  of  the 
new  issue  will  be  awarded  for  the  best 
poem  submitted.  The  next  best  24  will 
be  awarded  special  mention  and  $5.00 
will  be  paid  for  those  which  the  commit- 
tee decides  to  use  in  the  course  of  the 
campaign.  Professor  M.  W.  Wallace  of 
the  Toronto  University  and  the  editor  of 
Victory  Loan  National  Press  News  and 
Feature   Service   will  be  the   judges. 

The  committee  offers  to  supply  in- 
formation concerning  the  urgency  of  the 
situation  necessitating  the  coming  loan, 
to  all  contestants  who  may  apply  to  the 
committee's  office,  18  King  Street  West, 
Toronto. 

The  contest  closes  on  October  15th, 
and  awards  will  be  announced  a  few 
days  later. 


"Courageous  Girls"  is  a  volume  edited 
by  Charles  Barstow,  being-  a  collection  of 
stories   retold   from  "St.   Nicholas." 
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NOT  TAPS,  BUT  REVEILLE 

A  remarkable  little  volume  is  Robert 
Gordon  Anderson's  "Not  Taps,  But 
Reveille,"  published  by  Putnam's.  One 
appreciative  critic  has  said:  "This  is  a 
little  classic  that  will  live  long  after  the 
present  war.  It  is  something  that  will 
appeal  to  every  home,  at  least,  every 
home  that  is  especially  interested  in  the 
war." 


1 Illllllllll 11 i lllliililMilWPpllilllBllllllllli I iiiiium 

SOLDIER 
TRADE 
SECTION 


Featuring    Goods    to    Sell    to  the 

People    Remaining    at    Home  for 

Forwarding     to    Soldiers    at  the 

Front,    in    Training    and    in  the 
Base   Hospitals. 


SOLDIERS  READ  EXTENSIVELY  FOR  AFTER-THE-WAR 

VOCATIONS 

Technical  Books  in  Great  Demand — Fiction  is  of  Course  in  Wide  Demand,  But  so  is 

History,  Travel  and  Biography — In  Poetiy,  Kipling  and 

Service  Are  Most  Popular 


MUCH  has  been  written  about  the 
wide  demand  there  is  for  fiction 
of  the  lighter  variety  and  humor- 
ous books  among  the  fighting  boys  at 
the  front  and,  of  course,  this  is  true,  but 
not  enough  has  been  written  about  the 
great  un-met  call  for  books  of  all 
branches  of  study  that  will  help  the  sol- 
diers to  prepare  for  the  places  they  are 
to  fill  when  the  war  is  over. 

Then  there  is  the  case  of  the  civil 
prisoners  interned  in  Germany.  They 
too  are  in  dire  need  of  books.  One  buyer 
for  a  large  Toronto  wholesale  house,  who 
has  been  in  an  internment  camp  since 
the  beginning  of  the  war,  in  one  of  his 
letters  home  said  that  his  salvation  had 
been  in  spending  his  time  in  pursuing 
studies  by  means  of  books,  otherwise  ex- 
istence there  would  be  unbearable. 

Reports  from  overseas  indicate  that  an 
educated,  book-loving  army  fights  with 
the  best  on  earth,  and  that  the  recon- 
struction problem  is  going  to  be  much 
less  difficult  because  of  the  presence  in 
camps  and  army  transports  of  the 
world's  greatest  literature.  It  is  going 
to  be  less  difficult  for  the  simple  reason 
that,  in  countless  cases,  the  soldiers  are 
reading  not  to  amuse  themselves  merely 
or  to  relieve  the  monotony  of  camp  life, 
but  to  educate  themselves  for  their  pres- 
ent work  and  for  better  jobs  after  the 
war.  Examinations  of  the  "best  sel- 
lers" in  the  circulating  camp  libraries 
established  in  this  country  and  overseas 
makes  this  clear. 

Reports  from  librarians  in  widely  sep- 
arated camps  reveal  that  soldiers  show 
more  interest  in  non-fiction  books  than 
in  works  of  fiction.  At  the  head  of  the 
list   of  books    demanded     are     technical 


works  relating  to  special  branches  of 
army  service.  In  an  aviation  camp  the 
men  are  naturally  interested  in  books 
on  flying  and  flying  machines.  They 
want  only  the  latest  and  best  books,  just 
the  ones,  of  course,  that  never  would  be 
contributed.  The  same  is  true  of  engin- 
eers, radio  students,  gunners,  signal  men, 
all  branches.  They  know  that  extra  rat- 
ing and  early  transfer  across  depends 
largely  on  study  and  they  seize  on  the 
technical  books  which  will  add  to  their 
knowledge. 

The  men  want,  besides  simple  text 
books,  many  volumes  of  supplementary 
reading  in  all  their  subjects.  They  want 
histories,  chemistries,  science,  economics, 
geographies,  poetry,  travel,  general  lit- 
erature. The  librarian  in  charge  of  one 
part  of  the  service  received  requests  for 
the  following  books: 

The  Metric  System 

Chemistry  of  Gun  Powder. 

Algebras. 

Spanish  Dictionaries,  Readers,  Gram- 
mars. 

Army  Paper  Work. 

Machine  Guns. 

Italian  Books. 

Speakers  (readings  and  recitations). 

Lettering. 

Geometries. 

Haweis — "Music  and  Morals." 

Gas   Engines. 

Bernhardi — "Great  Britain,  Germany's 
Vassal." 

In  the  United  States  for  use  at  remote 
outposts  the  Camp  Librarians  working 
under  the  direction  of  the  American 
Library  Association,  make  up  collections 
of  fifty  books  to  be  read  and  renewed  by 
the  men.  The  collections  now  contain  a 
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certain  amount  of  fiction,  for  all  soldiers 
read  some  love  stories  and  some  read 
nothing  else.  But  each  unit  of  fifty  con- 
tains at  least  one  book  of  poems — Kip- 
ling and  Robert  Service  being  especially 
in  demand — history,  travel,  biography, 
military  science,  and  several  recent  books 
on  the  war.  No  two  collections  are  ex- 
actly alike  for  the  men  on  outpost  duty 
remain  for  a  month  at  a  time,  and  books 
are  sometimes  their  only  recreation. 

Going  through  long  lists  of  books  in 
circulation  among  the  soldiers  over  here 
and  abroad,  one  is  struck  by  the  general 
after-the-war  preparation.  Very  few 
men  intend  to  make  the  army  or  navy 
their  permanent  profession,  and  they  use 
their  leisure  time  and  time  of  conval- 
escence in  hospitals  to  fit  themselves  for 
better  jobs  in  peace  times.  A  young 
lieutenant  came  to  the  librarian's  desk 
and  asked  her  to  give  him  some  books 
that  would  make  him  a  better  English 
scholar.  He  had  not  realized  until  placed 
in  a  position  of  responsibility,  how  slight 
his  knowledge  was.  "I'll  need  a  better 
education  after  the  war,"  he  said,  "and  I'd 
better  begin  work  now."  The  librarian 
furnished  the  new  student  with  gram- 
mars and  rhetorics  and  he  went  away 
happy. 

♦ 

OVERSEAS    STATIONERY 

In  a  list  of  "Everyday  Specials  at 
Baillie's,"  a  recent  advertisement  in- 
cluded "Overseas  Stationery,  pads  and 
envelopes  together,  10c." 

"By  mail  add  4c  for  postage"  is  a 
footnote  in  a  newspaper  advertisement 
of  Smith's  Bookshop,  Orillia,  Ont., 
featuring  a  service  of  good  books  at 
10c  and  15c  each. 
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SOLDIERS  NEED  MUSIC 

MUCH  has  been  written,  but  not 
too  much,  about  the  need  of 
books  by  the  boys  in  France,  but 
comparatively  little  has  been  said  about 
another  great  need  over  there — musical 
entertainment.  The  medium  of  the  phon- 
ograph is  one  good  way  of  supplying  it 
and  even  cheap  machines  will  do  a  lot 
of  good.  The  following  indication  of  this 
need  as  regards  U.  S.  tr.ops  is  similarly 
applicable  to  Canada  and  the  Canadian 
forces: 

"We  are  in  the  greatest  need  at  this 
moment  of  310  phonographs  and  15,000 
records,"  said  Mr.  Mussey,  of  the  U.  S. 
War  Camp  Community  Service.  "Some 
people  seem  to  have  the  idea  that  one 
machine  and  a  few  records  is  sufficient 
equipment  for  a  club  or  a  Y.M.C.A.  hut, 
when  the  fact  is  that  each  building 
should  have  three  or  four  machines  and 
an  assortment  of  records  that  will  meet 
overy  taste,  including  the  man  who  wants 
to  hear  operatic  arias  and  symphonic 
poems,  as  well  as  the  one  whose  dearest 
delight  is  the  latest  bit  of  syncopation 
or  the  ]ast  sentimental  song.  I  cannot 
emphasize  too  strongly  this  need  for 
phonographs  and  records,  both  for  the 
community  work  and  the  camps,  here  and 
abroad.  Scarcely  a  letter  comes  back 
from  overseas  but  contains  some  men- 
tion of  music,  and  usually  it  is  of  the 
phonograph  they  speak. 

"And  this  need  is  by  no  means  con- 
fined to  overseas  camps.  In  a  recent  let- 
ter from  Waco,  Texas,  one  soldier  toid  of 
only  having  six  entertainments  in  their 
camp  in  eight  months.  They  had  to  de- 
pend almost  entirely  on  the  phonograph 
for  such  amusement  as  they  had. 

"One  man,  in  describing  life  on  an 
American  transport,  wrote  recently:  'On 
my  ship  we  had  one  talking  machine  for 
the  entire  ship's  company,  and  the  boys 
simply  fought  for  it.  In  my  sleeping 
quarters  we  heard  it  just  once  in  six 
weeks.  I  am  so  lonely  for  good  music 
that  I  would  give  a  month's  pay — which, 
by  the  way,  would  not  make  anyone  very 
wealthy — to  hear  some  good  phonograph 
records.' 

"Do  you  wonder,"  said  Mr.  Mussey, 
"in  the  face  of  such  letters,  that  we  are 
urging  people  to  give  talking  machines 
and  records  for  our  clubhouses?  The 
musicians  are  giving  freely  of  their  time 
and  strength  in  entertaining  the  men, 
and  non-musicians  can  do  an  equally  valu- 
able service  if  they  will  give  records  and 
machines." 

Following  is  a  paragraph  from  a  Can- 
adian soldier's  letter  reprinted  from  the 
"Canadian  Music  Trades  Journal": 

"Music  has  always  appealed  to  me,  but 
a  band  to  waken  you  up  at  reveille  every 
morning  makes  you  think  more  serious- 
ly, putting  all  jokes  aside.  There  is  a 
phonograph  in  every  ward  in  this  hos- 
pital. And  I  am  sure  if  the  boys  could 
have  a  change  of  records  more  often 
they  would  be  better  cheered.  Most  of 
the  wards  have  a  piano  and  some  kind 
ladies  come  over  in  the  afternoons  and 
entertain  the  boys.  As  regards  a  band, 
what  battalion  while  in  training  is  com- 
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TWO    CARDS    IN    THE    BEAGLES    LINE    OF 
"ON  SERVICE"    POSTCARDS. 


plete    without  a    band?      And    a    mouth 

organ  or  even  a  portable  phonograph  is 

a   great   tonic  to   a   worn-out   soldier   in 
France." 


MILITARY  STATIONERY 

In  addition  to  the  stock  lines  of 
military  stationery  put  out  by  the  dif- 
ferent wholesale  stationery  houses,  ag- 
gresive  retailers  can  to  advantage  have 
dies  made  of  different  military  insign- 
ia, such  as  regimental  and  flying  corps 
crests,  etc.,  and  have  embossed  samples 
in  gold,  silver  and  plain  on  various 
grades  of  good  writing  paper  and  en- 
velopes. 

Most  effective  counter  and  window 
displays  of  these  can  be  made  and  it  has 
been  found  from  the  experience  of  re- 
tailers who  have  adopted  this  idea  that 
a  considerable  quantity  of  this  station- 
ery is  sold  in  one  quire  boxes  to  women 
who  apparently  send  this  little  remem- 
brance to  some  soldier  in  whom  they  are 
interested. 

The  dies  stamp  attractively  on  tablet 
paper  and  on  Bond,  with  tissue  lined 
envelopes,  for  use  overseas. 

As  the  Christmas  season  approaches 
these  dies  can  be  made  use  of  again  for 
personal  Christmas  cards  in  many 
p'easing  ways.  In  the  upper  left  "hand 
corner  of  the  card  place  the  Christmas 
design,  and  the  words  of  greeting  below. 


The  die  can  be  placed  in  the  upper  right 
hand  corner,  thereby  adding  individual- 
ity for  each  customer  and  adding  largely 
to   your   sales. 

The  stationers  located  near  the  mili- 
tary camps  should  be  able  to  dispose  of 
many  boxes  of  this  specially  engraved 
stationery.  The  dies  can  be  used,  too, 
in  connection  with  dance  cards  and  in- 
vitations of  similar  character. 


FOR  SOLDIERS 

"Knitting    and    Sewing    for    Soldiers"  I 
is  the  title  of  a  practical  new  book  by 
Maud    Nicoll    in   which    is   demonstrated 
how  to  make  seventy  useful  articles  for  | 
sending  to  soldiers  and  sailors. 


CABBAGE  A  LA  WIGG 

Some  British  soldiers  stationed  in 
Flanders  became  interested  in  garden-^ 
ing.  They  wanted  a  garden,  but  didn't 
know  the  proper  way  of  going  about  it. 
A  hardened  old  sergeant  recalled  that 
somebody  had  written  a  book  called 
"Mrs.  Wiggs  of  the  Cabbage  Patch.'* 
To  the  soldier-farmer  this  had  the  sound 
of  an  appropriate  text-book.  So  he  got 
it  from  the  American  Library  Associa- 
tion camp  library  near  by.  When  tne 
book  came  it  was  a  disappointment,  but 
all   the  men  enjoyed  reading  it. 


The    kind    lady    who    sent    some    phonograph    records    to    camp    thought- 
lessly   included    "The   Watch  on   the   Rhine." — Life. 
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BOOK   PRICES   ADVANCE 

It  is  significant  in  these  war  years, 
when  the  price  of  virtually  every 
commodity  is  increasing,  when  mar- 
kets are  uncertain  from  clay  to  day,  and 
the  consumer  is  puzzling  how  to  meet 
the  ever  higher  cost  of  living,  that  pub- 
lishers have  been  able  to  keep  the  prices 
of  books  fairly  near  pre-war  levels. 
There  have  been  comparatively  few  in- 
creases and  such  as  have  obtained  are 
small,  both  actually  and  on  a  percentage 
basis.  The  reader  has  been  able  to  buy 
his  education  and  entertainment  at  an 
amazingly  small  cost.  A  seat  at  a  thea- 
tre costs  considerably  more  now  than  in 
1914;  travelling  is  much  more  expensive; 
the  price  of  gasoline  has  jumped  and 
bids  fair  to  jump  more,  but  good  read- 
ing is  still  surprisingly  cheap. 

Publishers  have  been  willing  to  make 
sacrifices  in  the  way  of  cutting  their 
margin  of  profit,  for  they  have  had  to 
contend  with  continually  increasing 
prices  for  material.  Paper  has  shown 
an  increase  in  four  years  of  something 
like  100  per  cent.;  binding  cloth  of  300 
per  cent.,  to  say  nothing  of  the  inordin- 
ately high  price  of  labor  compared  with 
that  current  in  the  piping  times  of 
peace. 

There  are  indications  that  higher 
prices  must  qome,  however.  Most  of 
the  great  English  houses  have  been  com- 
pelled to  make  their  5s  novels  6s,  and 
now  one  hears  of  two  or  three  who  are 
putting  out  their  autumn  fiction  at  7s 
6d  net.  An  instance  is  Rudyard  Kip- 
ling's Prose  and  Poems,  which  is  now 
7s  6d  a  volume.  American  publishers 
are  following  suit. 

Doubtless,  however,  the  reader  will  be 
philosophic  about  these  portents.  Books 
have  remained  cheap  as  long  and  longer 
than  by  the  measure  of  their  produc- 
tion cost  they  should,  and  the  increase 
in  retail  prices  is  not,  even  now,  unduly 
large. 

LIBRARY  FOR  TILBURY 

A  public  library  is  to  be  established 
in  the  town  of  Tilbury,  Ontario,  if  the 
by-law  to  be  voted  upon  on  October  4 
is  carried. 

Nanaimo,  B.  C,  is  likely  to  have  a 
Public  Library.  The  movement  was  set 
afoot  by  officers  of  the  British  Columbia 
Library  Association. 


McAnish  Coy.,  Ltd.,  College  St.,  Tor- 
onto, have  developed  a  nice  business  in 
technical  books  and  special  business 
works.  This  is  not  confined  to  single 
volumes  but  sets  are  disposed  of  and  a 
nice  trade  has  been  developed. 

For  instance,  with  the  impetus  given 
ship  building  of  late,  considerable  de- 
mand has  grown  for  works  treating 
with  the  subject  of  shipbuilding.  The 
management  informed  BOOKSELLER 
AND  STATIONER  that  they  had  cater- 
ed to  this  trade  and  that  it  was  an  in- 
teresting development  too,  in  some  cases 
quite  a  number  of  sets  selling  on  a  given 
topic. 

That  sales  may  be  stimulated,  an 
extensive  indexing  system  has  been 
worked  out.  This  affords  a  select  list, 
a  very  valuable  one.  When  a  customer 
makes  a  purchase,  especially  if  it  be  that 
of  a  standard  or  a  special  work,  the  name 
and  address  are  readily  secured.  It  may 
even  be  an  out-of-town  customer,  in 
which  case  the  value  sometimes  is  double. 
For  a  customer  satisfied  will  doubtless 
prove  to  be  a  factor  in  introducing  a 
friend  later  to  the  store  where  "service" 
is  a  feature. 

Sets  of  various  works  are  carried 
extensively  and  any  special  books  wanted 
are  quickly  obtained.  Service  counts  for 
the  user  of  a  set  of  books  is  usually 
desirous  of  possessing  a  reliable  work 
and  will  return  when  a  second  purchase 
is  contemplated.  Further  than  this, 
window  displays,  with  accompanying 
price  tickets,  are  effective. 

JOCOSE  MR.  HICHENS! 

A  jocose  extravaganza  is  Roberl 
Hichens'  "The  Prophet  of  Berkeley 
Square,"  which  presents  this  author  in 
a  new  light,  for  he  certainly  has  not  been 
reputed  in  the  past  as  a  humorous  or 
farcical  writer.  This  book  is  most  en- 
(srtainly  absurd. 
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BEST    SELLING    BOOKS    IN    CANADA 

Fiction 

Points 
1      A   Daughter   of  the   Land.     Porter.  .    176 

2 — The    Rough    Road.      Locke 154 

3 — Oh,   Money,   Money.     Porter 110 

4 — Greatheart.      Dell     78 

5 — The    Unpardonable    Sin.     Hughes. 
6 — The    Pawns    Count.     Oppenheim.. 

War   Books 

1 — Winged    Warfare.      Bishop 

2 — A    Minstrel    in    France.     Lauder.  . 

3 — Over    the    Top.     Empey.. 

4 — My   Four   Years    in   Germany... 

5 — Private     Peat.       Peat 

6 — Mopping     Up.      Monroe     

..      54 

.  .      48 

94 
..      94 
52 
42 
36 
34 

51 


PRICE  ADVANCE  IN  ENGLAND 

Enter  the  seven  shillings  novel,  and 
net  is  the  sinister  sign  that  follows  the 
price.  We  are  brought  up  by  stern  neces- 
sity to  understand  that  our'  hours  of 
recreation  are  to  cost  us  more,  owing 
to  the  scarcity,  presumably,  of  paper 
and  of  labour. 

Those  who  remember  the  far  away 
days  of  the  three-volumed  novel  which 
ran  to  much  fine  gold  tell  us  that  we 
ought  to  consider  ourselves  lucky  still, 
and  so  we  are,  of  course. — The  London 
"Times." 

ENTERTAINMENT  BOOKS 

Edith  Lelean  Groves  has  added  five 
new  titles  this  year  to  her  series  of  "All 
Canadian  Entertainment  Series."  They 
are:  "Canada  Calls,"  a  patriotic  play; 
"The  Soldiers  of  the  Soil  and  the  Farm- 
erettes," a  dramatic  drill;  "A  Spring 
Fantasy,"  "Primary  Pieces"  and  "A 
Patriotic  Auction."  Besides  this  there 
are  two  titles  by  Elspeth  Moray,  "The 
Dream  of  the  Months,"  a  new  year 
pageant,  and  "The  Festival  of  the 
Wheat,"  a  play  for  little  folk.  Copies  of 
these  books  have  just  come  from  the 
publishers,  McClelland,  Goodchild  & 
Stewart. 

JUST  OUTSIDE 

A  story  about  a  man  of  moods  and 
temperaments  endeavoring  to  adjust 
himself  to  his  environments,  and  envir- 
onments to  himself,  is  G.  Stacy  Aumen- 
ier's  artistically  written  novel  "Just 
Outside." 

A  NEWCOMER 

"The  Caravan  Man,"  by  Ernest  Good- 
win, is  a  welcome  expression  of  honor 
and  romance  from  an  English  writer 
new  to  this  country.  It  smacks  nothing 
of  war  and  troubled  times  but  is  all  of 
romance,  love  and  natural  gayety.  Un- 
like most  new  authors,  Mr.  Qoodwin 
has  remained  discreetly  in  the  back- 
ground. As  his  work  reached  the  pub- 
lishers through  a  manuscript  agency, 
they  are  completely  in  the  dark  as  to 
the  author's  position  and  history. 
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INTRODUCE   SPANISH   AT   ONCE 

Sir  William  Hearst,  acting  Minister 
of  Education  for  Ontario,  has  decided  to 
comply  with  the  request  of  a  number  of 
secondary  schools  in  the  province  for 
permission  to  introduce  Spanish  in  the 
courses  at  once.  It  was  first  intended 
to  authorize  the  introduction  of  Spanish 
into  the  commercial  courses  next  year 
but  so  many  requests  were  made  to  the 
Department  of  Education  for  immediate 
introduction  that  the  Premier  and  acting 
Minister  of  Education  took  the  matter 
under  his  consideration. 

It  is  expected  that  the  regulations  for 
these  courses  will  be  prepared  for  distri- 
bution early  in  October  and  until  then 
the  principals  who  are  concerned  should 
make  the  necessary  interim  organiza- 
tions of  their  schools. 

MORE  NEWS  FROM  OZ 

More  news  from  out  the  wonderful 
land  of  Oz  comes  for  the  delectation  of 
an  army  of  kiddies  who  are  concerned 
as  to  what  is  going  on  there.  The  new 
budget  comes  in  the  form  of  a  chronicle 
in  nearly  300  pages  forming  the  book 
entitled  "The  Tin  Woodman  of  Oz,"  just 
published  by  the  Copp,  Clark  Co.,  uniform 
with  Frank  Baum's  other  Oz  books.  It 
is  illustrated  by  John  R.  Neil,  and  of 
the  pictures  a  number  are  full  page 
reproductions  in  color. 

This  new  Oz  book  demonstrates  again 
the  perennial  charm  and  freshness  of 
Mr.  Baum's  child  stories.  "The  Tin 
Woodman  of  Oz"  abounds  in  the  quaint 
laughable  adventures  and  the  delight- 
fully whimsical  characters  that  have 
made  the  Land  of  Oz  a  most  romatic 
and  fascinating  fairyland  for  children. 

A  TYPICAL  CULLUM  NOVEL 

A  new  novel  of  the  Yukon  is  "The 
Triumph  of  John  Kars,"  by  Ridgeweli 
Cullum  which  the  Copp,  Clark  Co.,  have 
just  brought  out. 

It  is  in  the  strain  of  the  previous  books 
by  this  author  which  have  invariably 
been  well  received. 

It  tells  of  a  camp  in  the  grip  of  an 
unscrupulous  trader,  Murray  MacTavish, 
whose  partner,  Allan  Mowbray,  was  kil- 
led in  an  Indian  fight.  The  incidents 
surrounding  this  fight  are  found  to  in- 
volve a  secret.  John  Kars  set  to  work 
to  trace  this  to  its  source.  At  once  his 
powerful  personality  dominates  the  story. 
As  the  earth  has  yielded  to  him  her 
riches,  so  he  wrests  the  power  from  the 
half-breeds  by  sheer  brute  force,  fighting 
li^nd  to  hand  in  the  Northland.  After 
John  returns  to  the  camp  and  exposes 
MacTavish,  he  wins  his  way  in  love  as 
he  had  in  power. 

A   RICH  LIST 

An  interesting1  list  is  the  Fall  an- 
nouncement of  William  Briggs,  including 
as  it  does  information  about  such  new 
books  as  new  volumes  of  fiction  by  Marie 
Corelli,  Booth  Tarkington,  Kathleen 
Norris,  George  Barr  McCutcheon,  Peter 
Clark  MacFarlane,  Robert  Hichens  and 
other  noted  novelists  besides  such  vol- 
umes as  "In  Flander's  Fields"  and  other 
r'"i  by  Col.  John  McCrae;  "Canada's 
D.;y   of  Glory"  by  F.   A.   McKenzie,   the 


famous  war  correspondent,  besides  an 
array  of  books  of  war  interest  by  other 
writers. 

VIRTUOUS  WIVES 

Owen  Johnson  has  more  than  lived  up 
to  previous  achievements  in  his  new 
novel,  "Virtuous  Wives,"  published  by 
McClelland,  Goodchild  &  Stewart. 

The  significance  of  war  is  primarily 
in  the  effect  it  will  have  on  social  life. 
Abroad  there  has  been  a  revolution  work- 
ed already  in  the  status  of  woman.  The 
society  which  Mr.  Johnson  depicts  in  this 


PETER   B.    KYNE. 
who    is   represented    among    the    season's    new    nov- 
els   with   a    California    romance   entitled 
"The    Valley    of    Giants." 


novel  and  the  type  which  he  has  created 
of  the  Virtuous  Wife  is  a  changing  so- 
ciety. It  has  not  yet  entirely  changed, 
but  already  we  are  seeing  the  healthful 
and  invigorating  effects  of  a  great  soul- 
test  of  war.  No  book  can  be  more  per- 
tinent to  the  new  period  of  self-exam- 
ination through  which  we  are  passing 
than  this  novel  which  takes  up  and  an- 
alyzes the  causes — -bad  education,  over- 
sentimentalization,  freedom  from  respon- 
sibility— which  produces  the  type  of 
Virtuous  Wife  brought  up  on  sensation 
and  knowing  no  other  aim  in  life  than 
the  pursuit  of  pleasure  in  contradistinc- 
tion to  the  pursuit  of  happiness.  His 
heroine,  Amy  Forrester,  the  young  wife 
of  a  New  York  business  man,  has  wealth, 
beautv,  sensibility,  and — at  first — ideals, 
but  the  growing  need  of  mental  excite- 
ment and  emotional  stimulus  which  her 
life  of  idle  luxury  creates,  leads  her 
farther  and  farther  into  a  world  where 
the  one  aim  is  to  seek  amusement.  Little 
by  little.  Amy's  sensibilities  are  dulled, 
her  ideals  fade  and  vanish,  and  it  needs 
the  shock  of  tragedy  to  open  her  eyes 
to  her  own  real  status  and  that  of  her 
friends,  Virtuous  Wives  though  they 
deem  themselves. 

THE  FIREFLY  OF  FRANCE 

Marion  Polk  Angelletti's  "The  Firefly 
of  France,"  is  a  novel  suggestive  of 
Dumas.  It  was  among  the  September 
publications. 
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FRANCES   C.  GAGE 

Not  only  people  interested  in  the  Y. 
W.  C.  A.  movement  generally,  but  people 
who  appreciate  a  good  book  for  the 
book's  sale  will  welcome  "The  Road 
Ahead"  by  Elizabeth  Wilson,  being  an 
intimate  biographical  sketch  and  appre- 
ciation of  Frances  C.  Gage,  a  pioneer 
educator  and  missionary  in  the  Near 
East.  Her  work  among  the  women  of 
Turkey,  particularly  during  the  early 
years  of  the  world  war,  stands  out  as  a 
monument  to  Christianity  and  civiliza- 
tion. Her  rescue  of  Armenian  girls  de- 
ported from  the  girls'  college  at  Marso- 
van  is  but  one  of  her  many  heroic  deeds. 
Miss  Gage  not  only  built  a  road  for 
others  to  travel  in  Asia  Minor,  but  in 
the  interval  between  her  first  and  sec- 
end  sojourns  in  Turkey,  when  ill  health 
and  the  Turkish  situation  made  it  neces- 
sary for  her  to  remain  in  America,  she 
did  valuable  constructive  work  in  de- 
veloping the  Young  Women's  Christian 
Association  movement  in  the  Northwest. 

THE  SHORTER  BIBLE 

The  New  Testament,  translated  and 
arranged  by  Charles  Foster  Kent,  in 
collaboration  with  other  Biblical  authori- 
ties, has  just  been  published  under  the 
title  of  "The  Shorter  Bible— the  New 
Testament,"  by  the  Woman's  Press  of 
New  York.  Its  aim  is  to  furnish  "The 
Shorter  Bible— The  Old  Testatment," 
which  is  in  preparation. 

"THE  SUPREME  GOSPEL" 

The  Supreme  Gospel,  a  study  of  the 
Epistle  to  the  Hebrews,  by  Hugh  T. 
Kerr,  D.D.,  is  a  comprehensive  discus- 
sion of  the  Epistle  to  the  Hebrews  with 
special  reference  to  its  message  to  the 
men  and  women  of  to-day.  It  is  a  book 
that  will  interest  the  general  reader  as 
well   as  the  Bible  student. 

"CHEERO" 

A  book  of  laughter,  entitled  "Cheero," 
comes  from  the  "Woman's  Press"  of 
New  York,  being  the  work  of  Annie 
Marion  MacLean,  Ph.D.  Jane,  the  hero- 
ine of  "Cheero,"  had  anthritis,  and  she 
tried  a  motley  array  of  doctors — about 
fifty,  not  counting  the  dead  ones,  she 
says — and  they  all  consoled  her  with  the 
story  of  the  woman  who  had  only  two 
teeth  but  who  was  grateful  because  they 
hit. 

Jane's  adventures  in  pursuit  of  health, 
as  described  by  Dr.  MacLean,  make  the 
jolliest  sort  of  a  book  for  invalids  and 
convalescents. 

"It  may  be  more  intelligent  to  pick 
and  choose  your  joys,  but  it  is  easier  to 
fret  your  joys  out  of  the  things  the 
Fates  have  chosen  for  you"  is  the  key- 
note of  Jane's  philosophy  and  it  will  help 
many  a  wounded  soldier  to  make  the  best 
of  the  situation  until  he  can  turn  his 
back  on  the  hospital  doors. 

A  FINE  LOVE  STORY 

The  title  of  Rebecca  West's  novel  "The 
Return  of  a  Soldier,"  suggests  a  war 
novel,  but  the  war  itself  serves  only  as 
a  background  for  a  most  readable  love 
story,  the  scenes  of  which  are  set  in  a 
small  town  in  England. 


BOOKSELLER      AND     STATIONER 


THIEVES*  WIT 

A  good  detective  yarn  is  always  wel- 
come and  the  adjective  applies  to  Hul- 
bert  Footner's  new  book,  "Thieves'  Wit." 

WHY  PROHIBITION? 

John  Barleycorn  at  the  bar — of  public 
opinion — is  what  Charles  Stelzle  has  pre- 
sented for  our  consideration  in  his  book, 
"Why  Prohibition?" 

A  WANDERER  IN  LONDON 

"A  Wanderer  in  London,"  one  of  E. 
C.  Lucas'  more  popular  "Wanderer"  vol- 
umes, and  recently  out  of  print,  has  just 
been  re-issued  without  change  of  text. 

CARIBBEAN  ADVENTURES 

In  his  book  "Alone  in  the  Caribbean,'' 
Fred  Fenger  relates  his  adventures  in 
his  cruise  in  a  sailing  canoe  among  the 
lesser  Antilles.  He  writes  most  enter- 
tainingly of  an  interesting  journey. 

THE  HIVfl 

"Delicate  pastels  of  life  in  the  open," 
is  the  charming  manner  in  which  one 
reviewer  has  referred  to  Will  L.  Com- 
fort's fine  new  novel,  "The  Hive." 

WOODCRAFT 

Those  familiar  with  Lillian  E.  Roy's 
previous  book  entitled  "The  Woodcraft 
Girls  in  Camp,"  will  welcome  its  sequel 
"The  Woodcraft  Girls  in  the  City,"  just 
out. 

BOY  SCOUTS 

Actual  life  in  the  American  Boy  Scout 
organization  is  interestingly  set  forth 
by  Joseph  B.  Ames  in  his  new  book,  "Un- 
der Boy  Scout  Colors."  As  there  are 
Boy  Scouts  everywhere  this  is  a  book 
which  should  be  good  stock  in  any  book- 
store. 

A  NEW   CONNOR   BOOK 

There  is  jubilation  down  at  McClel- 
land, Goodchild  &  Stewart  on  the 
strength  of  definite  information  from 
Ralph  Connor  'that  his  new  book,  "The 
•  Sky  Pilot  of  No  Man's  Land"  on  which 
he  has  been  working  for  some  time  will 
be  ready  for  late  fall  publication. 

BOOKS  FOR  BOYS  AND  GIRLS 

Among  the  season's  new  books  for 
boys  is  Ralph  H.  Barbour's  "The  Crimson 
Sweater"  and  "Lost  Island,"  in  the  latter 
of  which  H.  P.  Holt  collaborated  with 
Mr.  Barbour.  "The  Mystery  of  Ram 
Island"  is  a  fine  story  of  adventure  by 
Joseph  Bushnell  Ames.  It  tells  of  life 
in  the  open. 

"The  Girls  of  Old  Glory"  is  a  new  story 
for    girls    by    Mary    Constance    DuBois. 

Beth  B.  Gilchrist  has  produced  a  fine 
book  for  girls  in  her  novel,  "Cinderella's 
Granddaughter." 

STORY  HOUR  FAVORITES 

Among  the  creditable  new  volumes 
presenting  good  stories  to  tell  to  children 
is  Wilhelmina  Harper's  compilation  en- 
titled "Story  Hour  Favorites"  which  is 
one  of  the  September  arrivals. 


BIRMINGHAM'S    LATEST 

A  new  novel  by  George  A.  Birming- 
ham, author  of  "Spanish  Gold,"  has  just 
appeared.  Its  title  is  "The  Island  Mys- 
tery." It  is  in  the  vein  of  the  other 
novel  referred  to,  but  introduces  a  war 
interest  based  on  the  presumption  that 
the  island  in  the  Mediterranean  had  been 
carefully  noted  in  the  Kaiser's  pocket 
map. 

WHEATLESS,  SUGARLESS, 
MEATLESS 

Wheatless  bread  and  cakes,  sugarless 
candies  and  meatless  soups  are  among 
the  recipes  presented  in  "Mary  Eliza- 
beth's War  Time  Recipes,"  together  with 
a  variety  of  "Food  Administration 
Meals."  There  are  a  hundred  recipes 
in  all. 

ECONOMICAL  COOKERY 

Marion  Harris  Neil,  formerly  cookery 
editor  of  The  Ladies'  Home  Journal 
has  compiled  a  new  book  under  the  title 
of  "Economical  Cookery,"  which  has  just 
been  published.  It  presents  nearly  700 
inexpensive  tested  recipes. 


A  detective  tale  of  the  mountains  is 
"Uncle  Oliver:  Master  of  Mysteries,"  by 
Melville  Davisson  Post.  This  is  another 
September  issue. 


JOHN    T.    McINTYRE 

Author   of  the   Ashton    Kirk   books,    in    which   there 
is   a   new   title   this   season. 


ASHTON-KIRK  AGAIN 

When  a  writer  produces  book  after 
book  in  a  series  dealing  with  one  popu- 
lar character  in  fiction  he  deserves  an 
expression  of  appreciation,  so  let  some 
bookseller  rise  and  move  a  vote  of 
thanks  to  John  T.  Mclntyre,  whose 
features  by  the  way  are  presented  here- 
with in  half-tone  form.  He  is  the  man 
who  introduced  us  to  Ashton-Kirk  and 
his  new  book  just  issued  by  the  Copp 
Clark  Co.,  will  add  to  his  laurels.  The 
title  is  "Ashton-Kirk,  Criminologist." 
The  reader  faces  the  problem  as  to  who 
held  the  old-fashioned  brass  candlestick 
that  struck  down  "the  Bounder" — -and 
set  mystery  a-throbbing  in  the  quiel 
ouburb  of  Stanwick.  Bat  Scanlon,  ath- 
letic trainer  and  good  sport,  found  a  clue 
in  the  dark  hotel  office  where  the  little 
Swiss  sharpened  his  murderous  knife. 
But  it  was  Ashton-Kirk  who  discovered 
the  part  a  beautiful  woman  played  in 
the  drama.  Oh,  it's  great  reading! 
53 


DIRECTS  WAR  PROPAGANDA 

A  weekly  to  be  known  as  "The  Can- 
adian Official  Record"  is  to  be  issued 
by  the  Government  at  Ottawa  to  keep 
the  public  informed  of  the  actions  and 
decisions  of  the  Government  and  the 
activities  and  programs  of  Government 
departments,  particularly  in  connection 
with  war  effort.  The  paper  will  be 
issued  under  the  direction  of  M.  E. 
Nichols,  Director  of  Public  Information. 
Dr.  Geo.  H.  Locke,  Chief  Librarian,  To- 
ronto Public  Library,  has  been  appoint- 
ed Associate  Director  of  Public  Informa- 
tion. Dr.  Locke  will  have  in  his  charge 
administration  of  the  War  Lecture  Bur- 
eau and  such  activities  of  the  department 
as  are  connected  with  public  speaking. 
His  services  have  been  lent  to  the  Gov- 
ernment by  the  Toronto  Library  Board. 
His  salary  at  Ottawa  will  be  $1  a  year. 

HONORS  CANADA 

"Canada's  Day  of  Glory,"  by  the  well 
known  war  correspondent,  F.  A.  Mc- 
Kenzie  is  an  important  contribution  to 
Canada's  part  in  the  great  war.  Mr. 
McKenzie  has  been  in  the  thick  of  it 
all  and  knows  whereof  he  writes.  His 
description  of  the  Canadians'  success 
at  Vimy  is  in  itself  a  most  important 
document. 

VISIT  OF  J.  M.  DENT 

A  distinguished  visitor  to  Canada  last 
month  was  J.  M.  Dent,  the  noted  London 
publisher,  after  a  tour  of  American 
cities  studying  education  conditions. 
Speaking  of  general  publishing,  Mr.  Dent 
said  that  literature  was  more  in  demand 
than  ever  before,  but  in  England  the 
book  publishers  were  restricted  by  the 
action  of  the  government  in  limiting 
publishers  to  25  per  cent,  of  the  paper 
used  before  the  war.  The  British  book 
publishers  resented  this  in  view  of  the 
fact  that  emphemeral  publications  like 
"The  Daily  Mail"  and  "John  Bull"  were 
allowed  to  use  their  full  quota  of  paper, 
with  no  limit  placed  on  their  circulation. 
This  in  the  face  of  the  inability  of  pub- 
lishers to  fill  orders  from  the  front  for 
books  of  vital  interest,  was  the  source 
of  considerable  dissatisfaction  in  the 
English  book  trade. 

"There  is  at  present  a  better  demand 
for  literature  of  a  higher  grade  than  I 
have  known  for  many  years,"  Mr.  Dent 
declared,  "especially  among  the  men  at 
the  front.  The  army,  in  which  scholar 
and  workman  are  fighting  together,  has 
made  for  greater  democracy  of  educa- 
tion. The  workman  sees  that  his  edu- 
cated comrade  is  a  better  man;  conse- 
quently he  begins  to  desire  education  for 
himself.  The  demand  for  literature 
other  than  fiction  is  steadily  growing." 

"The  outlook  is  exceedingly  hopeful  for 
the  future,"  concluded  Mr.  Dent,  "for  the 
desire  for  thoughtful  literature,  once 
awakened,  means  a  great  deal  for  the 
nation.  As  I  believe  that  the  conserva- 
tion of  all  -valuable  things  is  in  books,  I 
look  to  the  future  with  strong  hope." 


One  of  the  finest  things  of  the  season 
is  Frank  Swinnerton's  book  "Nocturne." 
It  is  now  in  its  second  Canadian  edition. 
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LITERATURE  OF  THE  WAR 
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"MOPPING  UP!" 

A  dog  story  of  the  Princess  Pats  is 
Jack  Munroe's  "Mopping  Up,"  published 
by  McClelland,  Goodchild  &  Stewart.  The 
jacket  on  this  book  is  a  striking  feature 
and  presents  pictures  of  both  Jack  Mun- 
roe  and  the  dog,  "Bobbie  Burns,"  who 
was  the  regimental  mascot  of  the 
"Pats.' 

This  story  of  a  big,  two  fisted  fight- 
ing man  and  his  dog  is  a  new  kind  of 
war  book.  In  some  ways  it  is  a  grown 
up,  war  time  "Beautiful  Joe,"  with  the 
tears  and  smiles  of  real  men  going 
through    Hell   in   it. 

Only  a  handful  of  the  original  Princess 
Pat's  came  out  of  the  Ypres  salient 
alive.  There  it  was  for  the  first  time 
in  history  that  big  guns  were  fired  at 
zero,  annihilating  the  gunners  that  the 
Germans  might  be  stopped. 

Jack  Munroe,  famous  boxer,  miner, 
hunter  and  soldier  of  fortune,  took  part 
in  every  fight  with  the  Princess  Pat's 
until   he    was    wounded    at   Armentieres. 

PLUNKETT'S  PAMPHLET 

Sir  Horace  Plunkett  has  issue  an 
important  pamphlet  entitled  "Home  Rule 
and  Conscription"  in  which  he  assumes 
that  the  vast  proportion  of  British 
democracy  is  not  in  agreement  with  the 
Lloyd  George  administration  in  its  treat- 
ment of  the  Irish  question,  but  wishes 
the  problem  dealt  with  and  settled  at 
once;  that  American  opinion  is  that 
some  form  of  Home  Rule  should  be  ap- 
plied at  once;  that  the  "German  plot" 
is  practically  non-existent.  He  pleads 
for  the  establishment  of  a  temporary 
Coalition  Irish  Cabinet  to  pave  the  way 
for  an  Irish  Parliament  and  the  im- 
mediate prosecution  of  raising  a  volun- 
teer army  of  Irishmen  to  help  fight  the 
Germans. 

GERMAN   SAVAGERY 

"My  German  Prisons"  presents  the 
experience  of  Captain  H.  G.  Gilliland  of 
the  Loyal  North  Lancashire  Regiment, 
in  two-and-a-half  years  as  a  prisoner  of 
war.  If  the  revelations  in  this  book 
bring  home  to  all  a  knowledge  of  the 
infamous,  relentless  and  savage  char- 
acter of  the  Hun,  deliberately  dehuman- 
ized by  the  State  for  the  purposes  of  the 
State,  the  writer  will  feel  that  his  labor 
has  not  been  in  vain. 

NEARER  EAST  CAMPAIGNS 

"The  British  Campaigns  in  the  Nearer 
East,"  by  Edmund  Dane,  uniform  with 
"The  British  Campaign  in  France  and 
Flanders,"  by  Sir  Arthur  Conan  Doyle, 
covers  the  operations  in  Gallipoli,  Mace- 


donia, Egypt,  Mesopotamia  and  Pales- 
tine from  the  outbreak  of  war  down  to 
the  taking  of  Jerusalem.  The  narrative, 
based  upon  official  records,  deals  with 
the  strategical  relationships  of  the 
Eastern  Campaigns  with  each  other  and 
their  bearing  upon  the  war  as  a  whole, 
while  the  causes  and  consequences  of 
successes  and  failures  are  clearly 
brought  out. 

FINE  BOOK  BY  "WINGS" 

Though  individual  heroism  daily  adds 
lustre  to  the  records  of  every  branch  of 
His  Majesty's  forces,  it  is  in  the  work 
of  the  youngsters  who  man  our  aerial 
navies  that  what  romance  is  left  to  war 
is  chiefly  to  be  found.  That  romance  is 
vividly  pictured  in  "Over  the  German 
Lines,"  by  "Wings,"  a  captain  of  the 
R.A.F. 


FLORENCE   McLEOD   HARPER 

Author   of   "Runaway   Russia."   photographed    with 
a  member  of  the  famous  Women's  Death   Battalion. 


CONDITIONS  OF  ALLIED  SUCCESS 

Norman  Angel,  whose  book  "The  Great 
Illusion,"  was  so  much  discussed  before 
the  outbreak  of  war,  has  now  written 
a  plea  for  the  protective  union  of  demo- 
cracies under  the  title  of  "The  Political 
Conditions  of  Allied  Success."  Here 
are  typical  paragraphs: 

"If  we  scattered  democracies  are  to  use 
our  power  effectively  against  a  group 
of  states  geographically  contiguous,  and 
unified  militarily  and  politically  by  the 
predomin?  .it  power  of  one  member,  we 
must  achieve  a  unification  equally  ef- 
fective. In  our  case  that  can  only  come 
through  the  volunatry  co-operation  of 
equals — a   democratic    internationalism. 

"That  unity  we  have  not  attained,  even 
84 


for  the  purposes  of  the  war,  because 
we  have  refused  to  recognise  its  neces- 
sary conditions.  ...  It  is  impossible  or. 
the  basis  of  the  old  policies,  the  Euro- 
pean statecraft  of  the  past. 

"The  only  possible  unifying  alternative 
to  the  old  disruptive  tendencies  is  the 
policy  outlined  by  President  Wilson.  . 
That  is  not  only  the  object  of  the  war, 
it  is  the  means  by  which  it  will  be  suc- 
cessfully waged.  It  is  not  some  remote 
aim  of  the  future;  it  is  the  indispensab't 
pre-requisite  of  the  survival  of  the  West- 
ern democracies  in  their  struggle  witli 
autocratic  unity." 

THE  PEAK   OF  THE   LOAD 

The  manuscript  of  Mildred  Aldrich's 
new  book  has  just  reached  Miss  Aldrich's 
publishers,  after  journeying  a  montr 
or  more  from  la  belle  France.  The  boo! 
is  entitled  "The  Peak'of  The  Load,"  anc 
the  sub-title,  "The  Waiting  Months  or. 
the  Hill  Top,"  from  the  entrance  of  the 
Stars  and  Stripes  to  the  second  victory 
on  the  Marne,  explains  what  it  is  all 
about.  The  French  censor  allowed  the 
manuscript  to  pass,  having  already  per- 
mitted the  passage  to  America  of  the 
letters  which  compose  it,  but  in  accord- 
ance with  the  present  regulations  tht 
photographic  illustrations  which  were  to 
accompany  the  manuscript  were  not 
allowed  to  leave  France.  "The  Peak  oi 
The  Load"  will  be  published  this  month. 

HIS  ALIEN  ENEMY 

In  her  new  novel  "His  Alien  Enemy," 
published  in  Murray's  Imperial  Library, 
Mrs.  E.  M.  Forbes  takes  as  her  theme 
the  certain  consequences  of  the  inter- 
marriage of  foreigners.  The  Irish  wife 
of  a  wealthy  German,  living  at  the  cen- 
tre of  brilliant  cosmopolitan  society,  is 
suddenly  brought  to  face  the  horrid 
facts  of  war  between  her  own  people  and 
his.  Her  son  is  a  German  officer.  Is 
her  country  that  of  her  father  or  her 
child  ?  A  problem  many  poor  women 
have  had  before  them  in  these  red  years 
of  history. 

AN  ENGLISHWOMAN'S  HOME 

A  well-written  book  of  remarkable  in- 
terest as  a  reflection  of  England  in  war 
time  is  "An  Englishwoman's  Home,  by 
Mrs.  A.  Burnett  Smith,  who  is  better 
known  to  the  reading  public  as  "Annie 
E.  Swan,"  the  author  of  many  popular 
books  for  girls. 

ON  A  GERMAN  RAIDER 

In  his  book  "Three  Months  on  a  Ger- 
man Raider,"  Captain  Stanley  Cameron 
tells  a  true  story  that  is  an  interesting 
and  valuable  contribution  to  the  litera- 
ture of  the  war. 
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BOOKS   ON   AIRCRAFT 


HAVING  in  mind  the  large  place 
occupied  by  aircraft  in  war  and 
its  probable  development  com- 
mercially after  the  war,  booksellers  will 
do  well  to  feature  the  different  books 
on  this  subject  that  are  continually  ap- 
pearing. One  of  the  important  new 
volumes  is  W.  J.  Abbot's  "Aircraft  and 
Submarines,"  a  $3.50  volume  with  a 
hundred  illustrations,  some  in  color, 
published  by  Putnam's. 

Aircraft  and  submarines  have  been 
the  two  important  new  weapons  which 
the  inventive  genius  of  the  last  quarter 
of  a  century  has  contributed  to  the  pre- 
sent war.  Each  has  exercised  an  ex- 
ceedingly important,  perhaps  dominant, 
influence  in  the  course  of  the  combat. 
Many  strategists  insist  that  the  aero- 
plane, with  its  unparalleled  equipment 
for  scouting  and  observation  of  the 
enemy's  lines,  has  been  responsible  for 
the  prolonged   duration   of  the   struggle. 

Mr.  Abbot  not  only  knows  his  sub- 
ject, but  supplements  the  text  with  a 
very  complete  series  of  illustrations 
in  color  by  John  D.  Whiting,  and  from 
photographs. 

There  are  also  included  some  full-page 
illustrations  from  the  striking  paint- 
ings by  the  French  artist  and  aviator, 
Lieut.  Henri  Farre,  Peintre  Officiel  des 
Ministeres  de  la  Guerre  et  Marine 
(Awarded    French    War    Cross). 

A  complete  course  in  flying  instruc- 
tion is  provided  in  Flight-Commander  W. 
G.  McMinnies'  book  "Practical  Flying,'' 
published  by  McClelland  Goodchild  & 
Stewart  at  $1.50.  The  book  is  illustrated 
by  Flight-Lieut.  E.  L.  Ford.  This  book 
presents  to  the  prospective  pilot,  in 
terms  simply  expressed  and  abundantly 
illustrated,  as  clear  an  explanation  as 
possible  of  exactly  how  flying  is  taught 
and  learned.  By  its  use  the  beginner  will 
be  able  to  avoid  many  of  the  common 
mistakes  while  under  instruction.  IL 
will  be  read  with  immense  interest  by 
all  who  follow  the  tremendous  progress 
of  aviation. 

No  pains  have  been  spared  to  make 
the  work  complete.  Over  one  hundred 
illustrations,  diagrams,  maps,  etc.,  with 
a  special  pull-out  map  illustrating  a 
cross-country  flight.  A  glossary  of  terms 
used  in  flying  is  a  particularly  useful 
feature. 

Another  interesting  new  book  is  "Air- 
craft in  War  and  Commerce,"  by  W.  H. 
Berry,  published  by  McClelland,  Good- 
child  &  Stewart  at  $1.50. 

This  presents  the  story  of  the  mastery 
of  the  air.  The  world  has  waked  up 
to  the  fact  that  the  one  great  discovery 
of  the  present  war  is  the  unsuspected 
possibiliies  of  aircraft. 

The  book  gives  the  reader  a  real  look 
behind  the  scenes.  It  takes  up  the  his- 
tory of  flying,  tells  how  Germany  got 
the  better  of  the  world.  How  France, 
England  and  Italy  have  caught  up  with 
and  surpassed  her. 

How  the  aeroplane  is  built,  how  it 
is  flown,  how  best  it  can  be  fought,  what 
the    aeroplane    means    to    the    future — 


thes:e  are  some  of  the  very  interesting 
facts  of  the  book.  The  pictures  are  of- 
ficial photographs. 

BOOK  ON  MOTOR  TRUCKS 

In  the  case  of  a  book  such  as  S.  V. 
Morton's  new  volume  published  by  the 
A.  W.  Shaw  Co.,  of  Chicago,  entitled 
"The  Motor  Truck  as  an  Aid  to  Business 
Profits,"  booksellers  will  do  well  to  keep 
in  mind  that  this  is  a  book  for  special 
selling.  It  isn't  a  cheap  book,  the  price 
is  $7.50,  but  by  real  "bookselling"  that 
price  will  not  prove  an  obstacle  after  the 
prospective  purchaser  has  been  convinced 
of  the  benefit  this  book  will  be  in  his 
establishment.  These  prospects  are  not 
numerous,  but  almost  invariably  they 
are  men  or  firms  who  can  easily  afford 
to  spend  such  an  amount  for  a  book  that 
will  help  along  the  business. 

"What  will  it  do  for  me  in  dollars  and 
cents?"  the  bookseller  will  be  asked  and 
the  answer  is: 

"Here  in  the  volume  is  your  answer — 
actual  figures  and  comparisons  of  the 
horse  and  motor  truck  under  practically 
all  sorts  of  conditions.  Read  it  care- 
fully if  you  would  be  up  to  date  on  what 
the  motor  truck  will  do  for  you,  how 
you  can  get  more  out  of  your  truck,  cut 
expenses,  increase  profits,  and  meet  com- 
petition." 

THE  TIN  SOLDIER 

Temple  Bailey  is  an  author  who  has  a 
large  following  among  Canadian  readers 
on  the  strength  of  her  previous  fine 
novels,  "Contrary  Mary"  and  "Mistress 
Anne."  This  lends  additional  interest  to 
the  appearance  in  September  of  her  new 
novel  published  by  the  Copp,  Clark  Co  , 
entitled  "The  Tin  Soldier." 

It  might  be  described  as  an  intimate 
war  service  story,  disclosing  to  the 
reader  what  is  going  on  in  his  neigh- 
bor's home  in  the  way  of  loyal  service, 
sacrifice,  together  with  the  tears,  honest 
fears  and  doubts  that  accompany  them. 
This  is  a  love  story  and  a  good  one,  with 
a  message  of  steadfast  courage  and  hope 
to  every  man  and  woman  to  bear  them 
up  on  the  road  to  that  victory  that  is 
surely  coming. 

THE    LUCKY    SIXPENCE 

Time  was  when  "revolutionary  novels" 
i.e.,  with  settings  in  the  time  of  the 
American  revolutionary  war,  were  good 
for  big  sales,  especially  in  the  United 
States.  They  have  not  been  so  numerous 
of  recent  years,  no  doubt  because  of  the 
field  being  overworked  for  a  number  of 
years.  There  is  a  new  one,  however,  this 
season  and  a  good  one  too,  the  work  of 
Emilie  Benson  Knipe  and  Alden  Arthur 
Knipe,  its  title  being  "The  Lucky  Six- 
pence." 

THE  BROWNIES  AGAIN 

Palmer  Cox  gives  us  a  new  Brownie 
book  this  season.  It  is  "The  Brownies 
and  Prince  Florimel,"  and  is  in  the  same 
lively,  jolly,  queer  and  fantastic  vein 
of  its  forerunners. 
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NEW   AND   FORTHCOMING 

The  third  edition  has  been  brought 
out  of  "Winged  Warfare,"  the  notable 
book  by  the  premier  Canadian  flyer, 
Major  Bishop. 

"The  Room  with  the  Tassels,"  is  an 
engrossing  tale  of  the  mystery  type  by 
Carolyn  Wells.  This  was  among  the 
September  issues. 

"A  Surgeon  in  Arms,"  by  Dr.  Manion, 
a  captain  with  the  Canadian  forces  over- 
seas, is  meeting  with  fine  success  ana 
has  already  gone  into  a  second  edition. 

Readers  of  "Connie  Morgan  in  Alaska" 
by  James  B.  Hendryx,  will  be  glad  to 
learn  that  the  further  adventures  of  the 
boy  hero  are  recounted  in  a  volume  en- 
titled "Connie  Morgan  with  the  Mount- 
ed," which  will  appear  under  the  Putnam 
imprint  late  in  September. 

"Blue  Aloes,"  by  Cynthia  Stockley, 
author  of  "Poppy,"  "The  Claw,"  etc.,  is 
a  tale  of  mystery,  love  and  adventm-e. 
It  is  the  strange  story  of  a  Karoo  Farm, 
surrounded  by  its  century-old  hedge  of 
blue  aloes.  In  addition  to  the  story  en- 
titled "Blue  Aloes"  the  volume  contains 
three  other  stories  of  impressive  quality. 

H.  A.  Vachell's  new  novel,  entitled 
"The  Soul  of  Susan  Yellam,"  about  to 
be  issued,  is  a  study  of  the  life  of  a 
typical  English  village  during  the  war, 
and  deals  with  one  of  the  greatest  prob- 
lems arising  out  of  the  war.  Incidental- 
ly "Fishpingle"  and  other  characters  in 
the  book  of  that  name  come  into  the 
story. 

DOCTOR'S  PLEASE  NOTE! 

The  postulation  of  George  and  Alice 
Hayden  in  their  book,  "Throw  Physic 
to  the  Dogs,"  is  that  "physic  is  rapidly 
becoming  the  mark  of  a  community  off 
the    railroad." 

The  main  theme  of  the  book  is  the 
banishment  of  the  injuries  of  cathartic 
and  the  attainment  and  preservation  of 
health  by  diet  and  a  correct  handling  of 
the  body. 

THE  RUNAWAY  WOMAN 

There  is  a  stirring  novel  by  Louis 
Dodge  among  the  Copp,  Clark  Co's  new 
books  entitled  "The  Runaway  Woman." 
The  tale  centers  about  a  remarkable 
character,  the  wife  of  a  burglar,  who 
makes  a  break  for  liberty,  and  starts 
on  an  adventurous  journey  ...  a  vaga- 
bond pilgrimage  in  which  she  meets  a 
man  of  refinement  and  learning.  The 
tale  from  that  point  is  concerned  with 
their  quest  for  happiness. 

CHEERFUL— BY   REQUEST 

The  sort  of  a  book  that  brings  joy 
to  the  bookseller  because  of  the  sort  of 
automatic  way  in  which  it  passes  through 
his  hands  to  clamorous  readers  is  the 
new  Edna  Ferber  novel  just  put  out 
by  the  Copp,  Clark  Co.,  entitled  "Cheer- 
ful— By  Request."  Edna  Ferber  knows 
humanity — in  every  condition  of  life — 
and  she  knows  how  to  make  her  readers 
actually  live  with  her  characters.  The 
people  in  this  book  are  of  the  sort  you 
know  very  well  indeed — "the  gay  old 
dog,"  "the  woman  who  tried  to  be  good," 
"Sadie  as  she  might  have  been,"  "the 
guiding  Miss  Gowd,"  and  other  human 
men  and  women. 
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WILLIAM   BRIGGS 
Fiction 

The  City  of  Masks,  George  Barr  Mc- 
Cutcheon,  cloth,  $1.50;  The  Rider  in 
Khaki,  Nat  Gould,  cloth,  $1.25;  The 
Light  Above  the  Cross  Roads,  Mrs.  Vic- 
tor Rickard,  cloth,  $1.50;  The  Prophet  of 
Berkeley  Square,  Robert  Hichens,  cloth, 
$1.35;  The  Blond  Beast,  Robert  Ames 
Bennett,  cloth,  $1.50;  Some  Honeymoon, 
Charles  Everett  Hall,  cloth,  $1.25. 

Non-Fiction 

Out  of  the  Jaws  of  Hunland,  Jack 
Evans  and  Fred  McMullen,  cloth,  $1.35; 
Hunting  the  Hun,  Capt.  James  Belton, 
cloth,  $1.50;  Knights  of  the  Air,  B.  A. 
Molher,  cloth,  $1.50;  The  Secret  of  the 
Marne,  Marcel  Berger,  cloth,  $1.50;  Joan 
of  Arc,  C.  M.  Stevens,  cloth,  $1.50;  From 
Baseball  to  Boches,  H.  C.  Witwer,  cloth, 
$1.25;  Surgeon  Grow,  Malcolm  C.  Grow, 
cioth,  $1.50;  Mahan  on  Naval  Warfare, 
cloth,  $2.00;  Twenty-one:  An  Appeal  to 
Youth,  Dr.  Frank  Crane,  cloth,  50c; 
Scouting  With  General  Pershing,  E.  J. 
Tomlinson,  cloth,  $1.35;  Adventure  Club 
With  the  Fleet,  Ralph  Henry  Barbour, 
cloth,  $1.35;  Nerves  and  the  War,  Annie 
Layson  Call,  cloth,  $1.25. 

THE  COPP,  CLARK  CO. 

The  Triumph  of  John  Kars,  Ridgvveli 
Cullum,  cloth,  $1.40;  The  Runaway  Wo- 
man, Louis  Dodge,  cloth,  $1.50;  Cheer- 
ful, by  Request,  Edna  Ferber,  cloth, 
$1.40;  Ashton  Kirk,  Criminologist,  John 
T.  Mclntyre,  cloth,  $1.40;  Home  Fires  in 
France,  Dorothy  Canfield,  cloth,  $1.35; 
Treasure  Island,  R.  L.  Stevenson,  illus. 
by  Geo.  Varian,  cloth,  $1.50. 
Juvenile 

The  Tin  Woodman  of  Oz,  Frank  L. 
Baum,  cloth,   $1.50. 

THE    MACMILLAN   CO.   OF   CANADA 
Non-Fiction 

The  Christian  Man,  the  Church  and 
the  War,  R.  E.  Speer,  cloth,  65c;  Short 
History  of  the  English  People,  Epilogue 
Pt.  V.,  J.  R.  Green,  cloth,  80c;  Swimming 


and  Watermanship,  Outing  Handbook 
Series,  cloth,  $1.00;  The  Flags  of  our 
Fighting  Army,  S.  C.  Johnson,  cloth, 
$1.00. 

GEO.  J.  McLEOD,  LTD. 
Fiction 

The  Fifth  Ace,  Douglas  Grant,  cloth, 
$1.50;  The  Lure  of  the  North,  Harold 
Bindloss,  cloth,  $1.50;  The  Devil's  Cradle, 
Mrs.  Alfred  Sidgwick,  cloth,  $1.50;  The 
Argus  Pheasant,  John  Charles  Beecham, 
cloth,  $1.50. 

McCLELLAND,   GOODCHILD  & 

STEWART 

Fiction 

The  Golden  Bird,  Maria  Thompson 
Davies,  $1.35;  Miss  Ingalis,  Gertrude 
Hall,  $1.40;  The  Return  of  the  Soldier, 
Rebecca  West,  $1.00;  The  Chivalry  of 
Keith  Leicester,  Robert  A.  Hood,  $1.50; 
Uncle  Abner,  Master  of  Mysteries,  Mel- 
ville D.  Post,  $1.50;  The  Money  Maker, 
the  Romance  of  a  Ruthless  Man,  Irving 
R.  Allen,  $1.50;  The  Clutch  of  Circum- 
stance, Marjorie  B.  Cooke,  $1.35;  The 
Island  Mystery,  George  A.  Birmingham, 
$1.35;  The  Room  With  Tassels,  Carolyn 
Wells,  $1.35;  Miss  Mink's  Soldier,  Alice 
Hegan  Rice,  $1.25. 

Non-Fiction 

The  Modernists,  Robert  W.  Norwood, 
$1.25;  The  Fool  of  Joy,  Tom  Maclnnes, 
$1.25;  Aircraft  in  War  and  Commerce, 
W.  H.  Berry,  $1.50;  Open-Air  Schools, 
Neil  S.  MacDonald,  $1.25;  Fighting 
France,  Stephane  Lauzanne,  $1.50;  Gen- 
tlemen at  Arms,  "Centurion,"  $1.40; 
Mary  Elizabeth's  War  Time  Recipes, 
Mary  Elizabeth,  $1.25;  Through  Physic 
to  the  Dogs,  George  and  Alice  Hayden, 
75c;  The  Bugle:  Reveille  in  the  Life  Be- 
yond, Kendall  Lincoln  Achorn,  $1.00; 
Economical  Cookery,  Marion  Harris  Neil, 
$1.50;  Handbook  of  Furniture  Styles, 
Walter  A.  Dyer,  $1.50;  The  American 
Rifle,  Major  Townsend  Whelan,  $5.00; 
The  Flame  That  Is  France,  Henry  Mal- 


herbe,  $1.00;  Stakes  of  the  War,  Loth- 
rop,  Stoddard  &  Glen  Frank,  $2.50. 
Juvenile 
Story  Hour  Favorites,  Wilhelmina 
Harper,  $1.25;  The  Mystery  of  Ram 
Island,  Jos.  Bushnell  Ames,  $1.35;  Cin- 
derella's Granddaughter,  Beth  B.  Gil- 
christ, $1.25;  Everyday  Heroes,  Charles 
L.  Barstow,  75c;  The  Girls  of  Old  Glory, 
Mary  Constance  Dubois,  $1.35;  Cour- 
ageous Girls,  Charles  L.  Barstow,  75c; 
Lost  Island,  Ralph  Henry  Barbour  &  H. 
P.  Holt,  $1.35;  The  Brownies  and  Prince 
Florimel,  Palmer  Cox,  $1.50;  Nature 
Stories  to  Tell  the  Children,  W.  Wad- 
dington  Seers,  $1.25;  The  Jessie  Wilcox 
Smith  Little  Mother  Goose  Book,  $1.00. 

DOROTHY   CANFIELD 

Few  women  novelists  of  to-day  equal 
in  ability  Dorothy  Canfield  who  has  a 
goodly  list  of  first-rate  novels  to  her 
credit.  The  Copp,  Clark  Co.,  have  just 
published  her  new  book,  "Home  Fires  in 
France."  In  this  book  there  is  no  burst- 
ing shrapnel,  no  roar  of  guns;  for  it 
is  not  a  war  book  but  rather  tells  of 
those  who  have  kept  the  home  fires 
burning.  It  is  fiction  written  under 
stress  of  actual  experience  by  a  trained 
writer  who  has  touched  hands  with  the 
spirit  of  France. 

SEQUEL  TO  DERE  MABLE 

One  of  the  outstanding  successes  of 
the  present  year  has  been  the  little 
volume  entitled,  "Dere  Mable;  Love 
Letters  of  a  Rookie,"  and  the  interesting 
announcement  comes  that  a  sequel  is  tu 
appear  forthwith  entitled,  "That's  Me  All  * 
Over." 

TARKINGTON 

Booth  Tarkington's  new  novel,  "The 
Magnificent  Ambersens,"  is  described 
as  being  a  novel  of  the  change  that  has 
come  upon  all  of  us  in  our  own  lifetime 
—a  change  which  has  come  in  such  a 
fashion  that  we  are  surprised  by  our 
own  familiar  recognition  of  it  when  we 
find  it  made  into  literature  in  the  page:; 
of  this  story. 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND  STATIONER 

Special  Service    Department 


Save  Your  Energy 

when  clerks  are  scarce  and  every  moment  counts. 
You  should  help  them  to  serve  your  patrons 
quickly  by  placing  this  Cabinet  on  your  counter. 

This  Style  L  Cabinet 

of  Moore 


Push  Pins 

selLs  twice   a.s   much   with   half 

the     effort.      Get     one     to-day 

from    your    Jobber    or    Direct 

Coat  -       -       -       $10 

Sells       -       -       -       -      $15 

Will   more   than   double  your 

.sales. 

MOORE  PUSH  PIN  CO. 

113  Berkley  St.,  Philadelphia,  Pa. 
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WELDON  ROBERTS 

•  RUBBER     ERASERS  • 


To  give  complete  satisfaction   to  the    eraser  user — such   is   the   mission   of   the 
WELDON  ROBERTS  88  styles. 

If  you  have  not  used  the  WR,  you  have  yet  to    know    maximum    eraser    satisfaction.      The    88 
styles  provide   a  specific   style  for  every  thinkable  use — art,  commercial  or  mechanical 
"World's  Quality  Standard"  means   just  that. 


Ssmules    and    details    to    stationers    anywhere    on    request. 


WELDON  ROBERTS  RUBBER  Co. NEWARK,  N.J.  U.S.A. 


CICO 

puts  pep  in  paste  sales 

CICO  is  the  Geological  paste  to  sell  because 
your  customers  find  it  the  Geological  paste  to  use. 

C1COLOGY  takes  all  the  lumps  out  of  CICO 
and  all  the  bumps  out  of  paste  sales.  No  com- 
plaints when  you  handle  CICO — plenty  when  folks 
know  CICO,  want  CICO  and  you're  out  of  it. 

CICO  is  a  splendid  introducer  for  all  the  Carter 
Inx  Quality  Products  on  your  shelves. 

Made  in  Canada 

THE  CARTER'S   INK   COMPANY 

Mt.  Royal  Avenue  and  Drolet  Street,  Montreal,  Que. 


The  unusually  large  sale  for  this  sea- 
son of 

Water  Colors  in  Boxes 

Manufactured  by 

THE  MILTON  BRADLEY  CO., 

Springfield,  Mass. 

has  been  most  satisfactory,  and  consider- 
ably beyond  our  expectation.  We  have 
replenished  our  stock  and  now  offer 

3  pan  Boxes,  short,  to  retail  at.  .  .    .30 

4  "  "  long,  "  "  "...  .35 
8  "  "  "  "  "  "...  .40 
4  cake    "           "       "       "      "...    .35 


While  the  stock  lasts  we  offer  the  above 
at  liberal  discounts  to  the  trade. 

Special  prices  in  500  and  1,000  lots. 
Write  for  discounts  and  terms. 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street 
TORONTO. 


GETTHEBEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 

&7 


Housatonic 


BOOKSELLER      AND      STATIONER 


Rare  beauty  and  exquisite 
richness  are  given  full  expres- 
sion in 

(jranes 

oGkwn  J 

(THE  CORRECT  WRITING  PAPER) 

One  quality  only — but  offering 
a  wondrous  selection  in  styles, 
finishes  and  tints  approved  by 
Fashion's  latest  mandates. 

Eaton,  Crane  &  Pike  Co, 

Pittsfield,    Massachusetts 

Toronto  Office  :   266-268  King  Street  West 


"WORLD"   Blotting 
Speaks : 

"/  am  'WORLD'  Blotting.         I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my  final  imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those    busy    toilers    who    are    my    constant    friends?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,   VA.,  U.S.A. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and  best   Inks  and  Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.    London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


MODERN  PEN  COMPANY 

170  Broadway  -  New  York  City 

Established  since  1895 

Canadian  Representative;     A.  R .  MacDougall  &  Co.,   266 

King  St.  W..  Toronto.  Canada 
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I  ANOTHER  FORWARD  STEP  IN  I 

I       SERVICE  TO  THE  TRADE  | 

This   year   we   offer   the    Booksellers    of    Canada    a    COMPLETE  s 

|       CHRISTMAS  BOOK  LIST  with  a  classified  list  of  all  Books  suitable  | 

-v       for  Christmas  gifts  published  by  all  the  Canadian  Book  Publishers.  =E 

|                              THIS    YEAR'S  | 

I  HOLIDAY  BOOK  ANNOUNCEMENTS  | 

S  will  again  form  a  section  in  the  November  issue  of  Book- 

=                 seller  and  Stationer,  and  will  be  sold  in  separate  form  to           -  g 

booksellers  for  distribution  to  their  best  book  customers.  = 
=                This  section  will  comprise  16  pages  or  over.  It  will  be  print- 

g                ed  in  the  Christmas  colors  of  red  and  green.  = 

It  would  cost  you   ten  times  the  price  we  quote  to  g 
=                 get    out    a  Christmas  announcement    of  like    size    in- 

=                dependent  of  this  club  offer.  = 

=                 If  your  order  is  not  already  in,  book  it  without  fail.    It  will  = 

g                greatly  help  Christmas  Book  sales  in  your  store.  = 

d»0    CJA     DTD      1 AA     POPIPQ        ^c*   per  hundred  extra  with  your  = 
yL*0\)     rCI\     1UU     vUllEiiJ        name    and    address    on    title  page 

g       r  TfTD  A    f       A     similar     section     entitled     Holiday     Gift  |§ 

■*-'*'*,  *  M\^X  •        Announcements    featuring    Art    Publications,  =§ 

Christmas  Papeteries,  Leather  Goods,    Fancy    Goods,    Toys,    Games,  §| 

Dolls,  etc.   A  supply  of  these  (same  quantity)    will    be   included   with  || 
orders  for  the  Holiday  Book  Announcements  without  extra  charge. 

HOW  ABOUT  YOUR  ORDER?  | 

Clip  and  Mail  This  Form  = 

I                                                                                                 Date  1918  =5 

Bookseller  and  Stationer, 

143-153  University  Ave.,  Toronto,  Canada. 

Book  our  order  for copies  of  your  Holiday 

Book  Announcements  and  Holiday  Gift  Announcements   (16  pages  or  over)   as  in  the 
November,  1918,  issue  of  Bookseller  and  Stationer,  at  $2.50  per  hundred  copies. 


For  50c  per  100  copies  extra 
name  and  address  will  be  print- 
ed on  outside  cover.  If  this  is  »j 
desired  put  an  X  in   this  square.  lMSme 


1         n 

Address    
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Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose   Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
diistanceof 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton.  London,  ELng. 

A.RAMSAY  &  SON   C? 

EST'D.   1842.    MONTREAL. 


Each  Memo  on  a  Perforated  Coupon 

Tear  it  out  when  attended  to.  - ■ 1    »i„.„. 

No  lost   data,  no  searching  through  obsolete  M  WKv^fiM-fo  ^K^J\  l've   n°*ei! 

notes.     Therefore,   no   excuse   for   forgetting.  \1  [j[- S^t^^-tt '.ference. 

Without  doubt  the  handiest  memo-book  made.  \j  A  ■II':    •  "'(r\rdis*r    \\ 

Everybody  needs  it.      High  officials,  superin-  \«  ^1\U   eRdc^M^^^^^^^>\ 

tendents,      purchasing      agents,      department  BiUW  ^^kc^i^^ttk 

managers— also  all   other  business   men   and  «  ■  Eftn   Ijd^i-ni      V/     7^B 

women,     society     women,     shoppers,     clergy,  B WW ■   ( [%  T^~  tS^i  ^ 

Easy  to  Sell— Good  Profit  MB ll^^^vi 

Reminder  with  extra  filler  and  handy  pocket  IBfcSM  gtL^ww^ ^^  ^ 

selling  prices  in  U.S.A.  3  x5      3'/2  x7  .V  Introduce  it 

Handsome  Black  Leather   $1.00  $1.50                               (                                /                       NOW 

Seal  Grain  Cowhide  or  India  Calf..  .      1.75  2.00  * ^tm  nuY 

Genuine  Seal  or  Morocco 2.25  3.00 

In  Imitation  Leather 50  .75                                           EXTRA  FILLERS 

In  Cloth  (without  extra  filler) 25  Size  3  x5    (4  coupons  to  a  page) $  .75  per  dozen 

Ladies'    Shopping     Reminder,  2%  x  Size  3V2  "x7"  (6  coupons  to  a  page  ...    1.00  per  dozen 

33/4,  with   pencil   and  extra   filler,  Size  2% "x334"  (3  coupons  to  a  page)     .70  per  dozen 

$1.00;  in  patent  leather,  $1.25.  Name  in  gold  on  cover 25c  extra 

Dealers. — We  have  a  very  inviting  discount  to  offer  you  on  the  above  retail  prices. 

Write  for  it. 

ROBINSON  REMINDER  "-"rtiSr" 

ROBINSON  MFG.  CO.,  74  ELM  STREET,  WESTFIELD,  MASS. 


RELIANCE  INKS 

are    noted    for   their   rich   color 
and  easy  flow. 

RELIANCE   "GRIP" 

The  strong  fluid  paste,  which 

never    dries   out,    is    a    profit 

maker.      Write  for  prices. 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,   MAN. 


HOLD  THE  LINE 


{Registered) 


London  (  Eng. ) 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's   quality 
about     it.       It    writes 
smoothly,  never  corrodes, 
and  lasts  long.     Get  con- 
nected with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  ali  the 
leading 
whole- 
sale 
houses   in 
Toronto 

and 
Montreal 
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BANK  BLOTTING 

High  in  Quality.     Moderate  in  Price. 

Good  Absorbent,  Very  Thick  for  Weight,  Colors  Bright  and  Clear. 


Stocked  in  19x24—60,  80,  100  and  140 
in  White,  Canary,  Pink,  Granite, 
R.  E.  Blue,  Dark  Blue  and  Buff. 
Sold    by    the    leading    Paper    Dealers. 


Made  bv 


Richmond  Paper  Mfg.  Co, 

Richmond,  Va.,  U.S.A. 


THE  FINANCIAL  POST 

OF  CANADA 

This  is  a  business  man's  paper.  It  is  of  interest  to  every  man  who  has  money 
invested  either  in  his  own  business  or  in  bonds  and  securities  of  various  kinds. 
It  is  published  weekly,  and  the  news  is  given  in  very  readable  form. 

Wholesale  and  retail  merchants  find  it  valuable  because  they  are  interested  in 
market  tendencies  and  market  factors  not  only  as  applied  to  their  business,  but 
also  as  applying  to  business  in  general.  They  need  to  know  conditions  local  and 
remote.     They  need  information  to  enable  them  to  buy  right  and  sell  safely. 

And  the  knowledge  they  need  they  can  have  for  the  insignificant  sum  of  $3 
annually. 


THE  FINANCIAL  POST  OF  CANADA, 

143-153  University  Ave.,  Toronto. 

Please  enter  me  as  a  regular  subscriber,  commencing  at  once.    If  I  am  satisfied 
with  the  paper,  I  will  remit  $3  to  pay  for  my  subscription  on  receipt  of  bill. 


b.  &  s. 
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British  Goods  Are  Standards  of  Value 


Charles  W.  Baker 

Buying  Agent 

General  Merchandise  and 
Products  of  Great  Britain. 
M  a  n  u  facturers'  invoices 
forwarded  to  Buyers. 
A  live  buying  agent  on  the 
spot  will  save  you  money 
and  look  after  your  deliv- 
eries. 

Selling    Commissions    un- 
dertaken. 
References  on  application. 

24  Silk  Street  &  42-46  Whitecross  St., 
London   E.C.  1.,  England 

C    bles  : 

Telereka.  London.     Code:   A. B.C.  5th 

Phones : 

693  Central.    2107  City.     2615  Dalston 


AFTERTHE  WAR 


I  shall  welcome  orders  or  en- 
quiries for  my  British-made 
Carded  Goods,  Writing  and 
Drawing  Sets,  Stationers'  Sun- 
dries, etc. 

At  present  my  output  is 
absorbed  for  Government 
orders,  Orders  of  National 
Importance,  and  for  old- 
standing  Clients  of  the 
British    Wholesale    Trade. 


Illustrated  list  on  request 


H.  A.  COOMBS'S  CARDED  GOODS 

10  Farringfdon  Avenue,  London,  E.C.  4.,  En;. 


'MgjSMByjiMiiyiiMi^^ 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE   IS 

18s.  Per  Month 

on  Yearly   Contract 

Single    Insertion   21s. 

A   Good   Live   Page— High 

value    in    publicity    at 

minimum  cost 


-:-^^^^:^n^^^ 


For  All  British 

Fancy  Leather 

Goods 

Fancy   Jewellery,    Photo 
Frames,  Etc. 

Write: 

S.  P.  COOPER 

Central  Agency 

36    Camomile  St.,  London,  E.C.  3. 
England 
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Good  Selling  Specialties  for  the  Stationery  Trade 

—A  Guide  for  Buying  and  an  Aid  to  Selling- 
Dealers:  Keep  Your  Eye  on  This  Department  for  New  Lines 


BRIEF  CASES, 

MUSIC  ROLLS, 

PORTFOLIOS, 

BANKERS'  CASES 

and  MEN'S  GOODS 

THE  LIFTON  MFG.  CO. 

"  Lamest  in  the  Line  " 

13-15  WEST  27th  STREET 

NEW  YORK  CITY,  U.S.A. 


Write  for  free  samples  and  dealers  discounts  to-day 

H.  A.  BEMISTER 

10  Victoria  Street  Montreal 


ENVELOPES 

All  standard  sizes 
always  in  stock. 

Special  hand-made  Cal- 
endar and  Catalogue 
envelopes  supplied  from 
stock  o  r  made  up  at 
short  notice. 

Quick  Service   Our 
Standard. 

Put  us  to  the  test  with 
a  trial  order. 

MONTREAL  ENVELOPE  CO. 

4  ST.  ANTOINE  STREET,       MONTREAL 


FOUNTAIN   PENS 

GRAVITY  STYLOS 

INK  PENCILS 

We  offer  the  trade  new  ideas  in 
merchandise  with  a  guarantee  that 
our  goods  are  right. 

PARAMOUNT  SELF-FILLER 

PEN 

An  excellent  pen,  splendidly  made, 

that    retails    at    $2.50,    allowing    a 

liberal  margin  of  profit. 

GRAVITY  STYLO  PEN 
With    a    new    and    exclusive    self- 
filling  device.     Three  styles  to  re- 
tail at  $1.25,  $1.50  and  $2. 

Prompt     Deliveries     Assured 

FARRELL  &  HOSINGER  CO. 

LARRY   J.    FARRELL 

GEORGE    N.    HOSINGER 

Manufacturer,  of  FOUNTAIN.  STYLO- 
GRAPHIC  AND  GOLD  PENS 
Canadian    Representative    Wanted. 

63-65    Irving   Street,   Jersey   City.    NJ. 


FRENCH  B00KC 
Wholesale — Retail 

Send  for  Quotations 


SCH0ENH0F  BOOK 
COMPANY 

Louis  J.  Jobin,  Mgr. 

128   Tremont   Street 

Boston,  Mass. 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

$4.20  Per  Month 

on  Yearly   Contract 

Single   Insertion   $5 

A    Good    Live   Page — High 

value    in    publicity   at 

minimum    cost 


THE  STANDARD 

Memorandum 

Calendar 


The  best  anl  most  popular 
on     the    market. 

Highly  finished  black  Japan 
base  (nickel  arches)  "i  h 
pa<l.  ALso  comes  in  brass 
(brush  polish  finish)  brass 
arches.  Liberal  discounts  to 
stationers. 


Write  for  Prices,  etc. 


EDWARD  KIMPTON  CO. 

Wholesale  Stationers 
60  John  St.  -  New  York 
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BUYERS'   GUIDE 


MADE 


IP  CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers  79  Spadina    Ave..    Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS   CARDS 

A  Five  and  Ten  Cent  Line 
AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


Lonsdale  &  Bartholomew,  Ltd. 

Publishers  of  the 
Famous  "ART" 
Series  Private 
Christmas  Greet- 
ing Cards. 


253  St.  James  Street 


Montreal 


Your  advertisement  here 

will  be  read  by 

Booksellers  and  Stationers 

throughout  Canada. 


ART   SUPPLIES. 

Artists'   Supply   Co.,   77   York   St.,   Toronto. 
A.   Ramsay   &   Son   Co.,  Montreal. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St., 
Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 
Geo.  M.   Hendry   &   Co.,  215   Victoria   St.,   Toronto. 

BLANK   BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn,   N.Y. 

Brown    Bros..    Ltd.,   Toronto. 

Buntin,    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp,    Clark   Co.,  Toronto. 
Warwick    Bros.    &   Rutter.   Toronto. 

BLOTTING   PAPERS. 

The   Albemarle    Paper   Co.,    Richmond,   Va. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Richmond    Paper   Mfg.    Co.,    Richmond,   Va. 
Standard   Paper  Mfg.   Co.,   Richmond,   Va. 

CODE   BOOKS. 

The    American     Code    Co.,     83     Nassau    St.,     New 

York. 
John   W.    Hartfield.   N.Y.    Produce   Exchange.   N.Y. 

CRAYONS. 

Binney    &   Smith,   New   York. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W., 
Toronto. 

EYELETTING  MACHINES. 
Elbe  File  and  Binder  Co.,  New  York,  N.Y. 

ENVELOPES. 

Brown  Bros..  Limited,  Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp.    Clark   Co.,   Toronto. 

W.   V.   Dawson,   Limited,   Montreal,   Toronto,    Win- 
nipeg. 
Menzies   &   Co..    Limited,   Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 

ERASERS. 

St.    Mungo   Mfg.    Co.,    Glasgow,    Scotland 
Weldon    Roberts   Rubber   Co.,   Newark,    N.J. 

FANCY   PAPERS,   TISSUES   AND    BOXES. 

Dennison   Mfg.   Co.,    Boston. 
Menzies   &  Co.,  Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

FOUNTAIN   PENS. 

Modern    Pen    Co..    New    York. 

Mabie.    Todd    &    Co..    473    College    Ct..    Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co..    Brown    Bros..    Ltd.,    Toronto, 

Canadian   Agents. 

INKS,  MUCILAGE   AND  GUMS. 

Chas.   M.   Higgins   &   Co..    Brooklyn,   N.Y. 
The  Carter's   Ink   Co..   Montreal. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 
Winnipeg. 

Reliance   Ink    Co..    Winnipeg.    Man. 

Royal    Ink    Co.,    53    Yonge    St..    Toronto. 

S.    S.    Stafford    Co.,    Toronto. 

"Glucine."   Menzies    &   Co.,   Limited.    439    King   St. 
W..   Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co..   Montreal. 

Payson's   Indelible   Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 

A.     R.     MacDougall     &     Co..     468     King     St.     W., 

Toronto. 
The   Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 

Ceo.    M.    Hendry    Co.,    Limited.    215    Victoria    St.. 
Toronto. 

LEAD   AND   COPYING    PENCILS. 

American   Pencil   Co.,  New  York. 

Wm.    Cane   &    Sons,   Newmarket.    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W., 

Toronto. 
Eberhard     Faber    Co.,     New     York. 


THE  FAULTLESS  LINE 

OF  LOOSE  LEAF  METALS 

Most  complete  line  of  Ledger,  Sectional 
Po«t,  Solid  Poat  and  other  Loose  Leaf 
Metals. 

On    request    to-day    our    Catalog    OC    and 
special    proposition. 

STATIONERS  LOOSE  LEAF  CO. 


242  Broadway 
303  Broadway 


Milwaukee,  Wis. 
New  York  City 


H 


egone 


Studi 


10 


37-39  East  28th  Street 

New  York  City 

The  Atelier  of  Exquisite  hand  decorated 
Boxes  and  Lamp  Shades  for  Manufac- 
turers and  the  Trade.  Canadian  trade 
solicited. 

A  visit  to  our  Studios  will  convince  you 
that  our  work  is  original  and  of  the 
highest    quality. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


"BEE" 


BRAND 


SEALING  WAX 


factory: 
Warristcn  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns   your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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BUYERS'  GUIDE 


School  Rulers 

NEW  LINE  NOW  READY 

New   Shapes   and    Right    Prices. 
Send  for  samples  and  quotations. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

W.  S.  TUTTLE.  Manager 
Commercial  Ruler  Department 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  s'atues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD   STREET  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark  Co..  Toronto. 
Luckett    Loose    Leaf,     Limited,    215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers"    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd.,   Toronto. 

MAPS   AND   GLOBES 
Rand,    McNally    &    Co.,    Chicago. 
The  Copp.   Clark    Co.,   Toronto. 
Geo.   M.   Hendry    Co.,    215   Victoria   St.,   Toronto. 
The    Scarborough    Co.    of    Canada,    Hamilton,    Ont. 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
PAPER   FASTENERS. 
Ideal    Specialties   Mfg.    Corp.,    552    Pearl    St.,    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons,     Limited,     W.     V.,     159     Queen 
Victoria     St.,     London,     E.C. 

PAPETERIES    AND   WRITING   PAPERS. 

The    Copp    Clark    Co.,    Toronto. 

Buntin,    Gillies    &    Co.,    Hamilton,    Ont. 

Clark    Bros.    &    Co.,    Winnipeg,    Man. 

W.   V.   Dawson,    Limited,   Montreal,   Toronto,    Win- 
nipeg. 

The  Brown   Bros.,   Ltd.,  Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 
PLAYING   CARDS. 

Goodall's   English    Playing    Cards,    A.   O.   Hurst.   32 
Front   St.    W.,   Toronto. 

U.    S.    Playing    Card    Co..    Toronto,    Canada. 
POST    CARDS.    GREETING    CARDS,    ETC. 

Hildesheimer.     Ltd.,     93,     Clerkenwell     Road,     Lon- 
don.   E.C. 

A.    O.    Hurst,    Canadian    representative,    32    Front 
St.    W.,    Toronto. 

Menzies    &    Co.,   Limited.   Toronto. 

Philip    G.    Hunt    &     Co.,    332    Balham    High    Rd., 

London,    Eng. 
Pugh    Specialty   Co..    38-42   Clifford   St.,   Toronto. 
Ritchie    &    Sons.    Ltd.,    William. 
Valentine   &    Sons    Publishing    Co..   Toronto. 

SCIENCE    APPARATUS 

Geo.   M.   Hendry   &  Co..   215   Victoria   St..   Toronto. 

SCHOOL   SUPPLIES. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St., 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The   Up-to-Date   Co.,    Canister,   N.Y. 

SHEET   MUSIC. 

McKinley  Music  Co.,    1501-15   East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS'   SUNDRIES. 

leveridge  Paper  Co.,  Montreal,   Que. 
rown   Bros.,   Ltd.,   Wholesale  Stationers,    Toronto, 
luntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark   Bros.    &   Co.,   Ltd.,  Winnipeg,   Man. 
W.  V.  Dawson,   Limited,   Montreal,  Toronto,   Win- 
nipeg. 

Warwick   Bros.   &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath.    8    St.    Bride   St..    E.C,    London. 
Hinks,    Wells   &   Co.,   Birmingham,  Eng. 
Eaterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian    Representatives. 


ELBE  FILE   &   BINDER   CO. 

97  Reade  Street  New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  best  made 

Th3  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.*. 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations  We  are  papermakers 
and   wholesale  and  export   paper  merchants. 


^^ 


Registered 


Trade  Mark 


W.  V.   BOWATER  &   SONS,  LIMITED 

159  Queen  Victoria  St..  London.  E.C.  4, Eng. 
Cables:  " Sparteotus"  London. 


Desk  Pads^X'-Cloth  Covered  Cabinets 


L.  Hoffman,  45  Lafayette  St.,  N.Y.C. 
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BOOK  BUYERS'  GUIDE 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per   dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


SELF  AND  SEX  SERIES 

Keep    these    books    in    sight.     They    arc    stead] 
selleis  because  90  out  of  every  100  who  pass  your 
stole    are    prospective    customers. 
Four    Books    to    Men:— 

What  a  Young  Boy  Ought  to  Know. 

Whal:    a  Young  Man  Ought   to  Know. 

What    a    Young    Husband    Ought    to  Know. 

What  a    Man    of  46   Ought   to    Know. 
Four    Books   to   Women:— 

What    a    Young    Girl    Ought    to    Know. 

What    a   Young   Woman   Ought   to   Know. 

What    a    Y'oting    Wife   Ought    to    Know. 

What  a    Woman    of  45  Ought    to   Know. 
$1.00     Each. 

WILLIAM  BRIGGS.    Publisher.    Toronto 


WILLS 

of  the 
Law  of  Succession  after  Death 

Written  by  Walter  E.  Lear,  Barrister-at-Law, 
in  plain,  simple  language  and  intended  to  be 
used  by  the  general  public.  It  contains  concise 
statement  of  the  Law  of  Wills  in  force  in  all 
the  Provinces  of  Canada,  and  Forms  of  Wills 
and  Codicils.  Printed  in  large  type.  This  is 
a  book  that  should  be  read  by  every  person 
before  making  a  will.  Agents  wanted.  Price, 
$1.  in  cloth  binding.  Liberal  discount  to  the 
trade.  Law  Books,  Limited,  152  Bay  St., 
Toronto. 


RED   RUTH.  By  Anna  Ratner  Shapiro 

A    novel   of   vital    interest    to   the   entire    world 

at  this   time. 

"RED  RUTH"  is  a  story  of  compelling  interest 

and  power,  picturing  the  reconstruction  period, 

prophesying  Universal  Democracy  and  a   Birth 

of  a   Brotherhood  of  man  based  on  Love  as  the 

ruling    principle. 

Illustrated    by    Carl    S.    Junge.         Price,    $1.35 

ARC  PUBLISHING  CO. 

626   Federal  Street 

CHICAGO 


LANGUAGES 

VX/ORLD-ROMIC  SYSTEM,  MASTERKEY 
to  All  Languages.  Six  Textbooks.  $1.44. 
French  Pronunciation-Chart.  37c:  Spanish.  37c. 
Aviation  Dictionary.  $1.50.  French-English 
Aviation  Dictionary.  61c.  Languages,  143 
West    47th,    New   York. 


BOOKS  WANTED 

"Darkness  and  Dawn."  by  George  Allan  Eng- 
land. "This  is  For  You,"  by  W.  L.  Lord 
(RevelD— The  Gaetz-Cornett  Drug  &  Book 
Co.,   Ltd.,   Red  Deer,  Alta. 


Kindly    Mention    this    Paper 
When    Writing  to  Advertisers 


DIRECTORY   OF    PUBLISHERS. 
FICTION. 

Thomas   Allen,   215   Victoria   St.,   Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto, 

Ont. 
Cassell    &   Co..    55    Bay   St.,   Toronto,   Ont. 
Copp.    Clark   Co.,   517    Wellington   St.   W.,   Toronto, 

Ont. 
J.  M.  Dent  &  Sons,  27  Melinda  St.,   Toronto,  Ont. 
S.    B.    Gundy,   25   Richmond  St.    W.,   Toronto,    Ont. 
Hodder    &    Stoughton,    25    Dundas   St.    E.,    Toronto, 

Ont. 
Thomas    Langton,    23   Scott   St.,   Toronto,   Ont. 
Macmillan    Co.   of    Canada,    70    Bond    St.,    Toronto, 

Ont. 
McClelland,    Goodchild    &    Stewart,    266    King    St. 

W..    Toronto.    Ont. 
Geo.   J.   McLeod,    Ltd.,    266    King   St.    W.,   Toronto. 

Ont. 
Musson  Book   Co..  25  Dundas  St.  E.,  Toronto.  Ont. 
Thomas    Nelson    &    Sons,    77    Wellington    St.    W., 

Toronto,    Ont. 

BUSINESS    BOOKS. 

Musson   Book   Co.,  25  Dundas  St.  E..  Toronto,  Ont. 
Wycil    &    Co.,   85   Fulton   St..   New   York    City. 

CODE   BOOKS   AND  CONVERSION   TABLES 
John   W.   Hartfield.   N.Y.,    Produce   Exchange.   New 

York. 

PERIODICALS. 

MacLean's  Magazine,  143  University  Ave.,  Toronto 
Imperial    News    Co.,    Ltd.,    Toronto,    Montreal    and 

Winnipeg. 
Gordon    &    Gotch.    136    Bay   St..   Toronto,   Ont.,  and 

IE    St.    Bride   St.,    London,    E.C. 
American    News   Co.,   Toronto   and    Hamilton,    Ont. 
American    News    Co.,    Montreal,    Que. 
American    News   Co..   Winnipeg.   Man. 


Classified  Advertising 


BOOKS  WANTED. 
pOPE,  "LIFE  OF  SIR  JOHN  MACDON- 
ald" ;  Willison's  "Life  of  Sir  Wilfrid 
Laurier,"  2  vols. ;  Begg's  "History  of  North- 
west." 3  vols.;  Scott,  complete  set  (buckram)  ; 
Wild's  "Lost  Ten  Tribes"— Albert  Britnell,  263 
Yonge    St.,    Toronto. 

D RICE'S  "ULTRA  VIRES"  (law  book);  JIM 
Bunt;  "Book  of  Knowledge,"  12  vols.; 
Smith,  "History  of  Canada,  1815";  "Geology 
of  Canada,  1866-69,"  1  vol.  ;  Ballantyne's 
"Mutiny  of  the  Bounty" ;  De  Moine,  "Maple 
Leaves,"  3rd  series ;  "Hochelaga  Depicta, 
1839" ;  Pope,  "Life  of  Sir  John  A.  Macdon- 
ald."  Thorburn  &  Abbott.  113  Sparks  Street, 
Ottawa,  Canada. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  iisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived highest  award  at  many   Expositions. 

LET    US    HELP    YOU 

CECURE  DESIRABLE  MERCHANDISE  AT 
the  right  price.  If  you  desire  to  save  time 
and  money  on  your  buying  you  must  be  re- 
presented in  New  York.  A  great  amount  of 
service  at  a  very  small  cost.  Better  write  us 
to-day.  Associated  Buyers,  309  Broadway, 
New  York.  N.Y. 

OFFICE   SUPPLIES 
A  JAX     PATENT     FILE     WRAPPERS— FOR 
legal   papers,   specifications,   contracts,   etc., 
sample    with    prices    on    request.      Desaulniers, 
Moline,     Illinois. 

VT/ANTED— FOR    MY    CITY    BOOKSTORE— 

an  energetic,  intelligent  and  trustworthy 
man  as  salesman.  To  the  right  man  this  is  an 
exceptional  opportunity  for  advancement. 
Aooly  to  Albert  Britnell.  "The  Bookshop  of  a 
Thousand  Wonders,"  263-265  Yonge  Street, 
Toronto. 


Otto  Sauer  Series 

German,  French,  Spanish 
and     Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar  with  Key   $1.25 

WYCIL  &  COMPANY 

85  Fulton   Street.   New  York  City 
Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity— Winfield  Scott  Hall,  M.D.,  Ph.D.,  assisted 
by  Jeanette   Winter  Hall. 

RELIABLE    —    SCIENTIFIC    —    CORRECT 

Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have— Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated.  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 

266  King  Street  West  Toronto,  Canada 


HARTFIELD'S 

Sterling   Conversion 
Tables 

Sterling    into    American    Currency    and 
Vice    Versa 
Exchange    from    $4.50    to    $4.99    advancing    by 
single     cents,     including     the     decimal     equiva- 
lents  of   32ds,    20ths,    16ths,    8ths.    4ths   and    V2 
of   a    cent,    with   a    range  of  Sterling    Amounts 
from    Id.    to    19    lid.    advancing    by    Id.      £1    to 
£99  advancing  by  £1,  and   £100  to   £10,000, 
advancing    by    £100 
CONTAINING   ALSO    TABLES   COVERING 
Discount    and    Interest 

Interest   Differences 

American   Par  Values 

Canadian   Par  Values 

Brokerages 

For    quick     reference    a     reinforced     linen     flat 

cut-in    index    is    provided    down    the    edge.     As 

the  cover  is   raised,   the  index  catches  the  eye. 

Price,    $10.00    per    copy,    net. 

Computed    and    Published    by 

JOHN    W.    HARTFIELD 

Compiler,    Printer   and    Publisher   of 

CABLE    CODES   and    TELEGRAPH    CIPHERS 

All  Codes  Supplied.      Correspondence  Solicited. 

NEW  YORK  PRODUCE  EXCHANGE 

BUILDING, 

New   York    City. 


Gale  &  Polderi's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All    good    titles   and   full 
of  colour. 

Full  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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The  Trade  Mark  of 
Quality  Merchandise 

This  brand  on  your  next  stock 
of  fine  stationery  will  be  a  guar- 
antee to  you  of  the  very  utmost 
in  quality  and  an  assurance  of 
genuine  customer  satisfaction. 
Order  now  from  the  Up-to-date 
House  of  the  West. 

CLARK  BROS.  &  CO.,  Ltd. 

WHOLESALE  STATIONERS 

WINNIPEG  and  EDMONTON 


LOOK  for  the  POLYWOG 


IT  MEANS 

"Something  Better" 

in 

Carbons  and  Ribbons 

and   more   business   for  you,   Mr. 
Stationer. 

Our  unique  advertising  scheme 
will  bring  you  a  whole  lot  of  new 
business.  Why  not  let  us  tell  you 
about  it? 

Caribonu  m  Company,  Ltd. 

54  Wellington  Street,  East 
Toronto 


INDEX  TO  ADVERTISERS 


Albemarle  Paper  Mfg.  Co 58 

Allen,  Thos 21 

American   Lead  Pencil   Co 11 

American   News   Co.,   Ltd 31 

Arc  Publishing  Co 66 

Baker,    Chas.    W 62 

Bemister,  H.  A 63 

Binney  &  Smith  Co 11 

Bogue  Bros.  &  Henry,  Ltd 31 

Boorum  &  Pease    14 

Bowater  &  Co.,  Ltd 65 

Bradford,  John    65 

British  Drawing  Ink  &  Adhesive 

Mfg.  Co 31 

Brown  Bros.,  Limited   2 

Briggs,  Wm 24-25-66 

Buntin,  Gillies  &  Co Back  cover 

Cane  &  Sons,  Limited,  Wm 9 

Caribonum  Co.,  Ltd 67 

Carter's  Ink  Co 57 

Clark  Bros.  &  Co.,  Ltd 67 

Climax  Baler  Co 64 

Copp,  Clark  Co.,  Ltd 26-27-64-66 

Coombes,  R.  A 62 

Cooper,   S.   P 62 

Cutler  Ink  Co 30 

Dawson,  Ltd.,  W.  V 1 

Dominion  Blank  Book  Co 12 

Eaton,  Crane  &  Pike  Co 58 

Eaton-Dikeman  Co 57 

Elbe  File  &  Binder  Co 65 

Esterbrook  Pen  Manfg.  Co '9 

Farrell  &  Hosinger  Co 63 

Financial  Post  of  Canada    61 


Gale  &  Polden 78 

Gilbert  Menzies  &  Co.,  A.  C 4 

Hartfield,  John  W 66 

Heath,   John,   &    Sons    60 

Hegone    Studios    64 

Hendry  Co.,  Ltd.,  Geo.  M 57 

Higgins  &  Co.,  Chas.  M 5^ 

Hinks,  Wells  &  Co 10 

Hilton    &    Co.,    W.    H 9 

Hoffman,  L 65 

Hodder  &  Stoughton,  Ltd 17 

Imperial   News   Co.,   Ltd 28-29 

Irish,  G.  L 65 

Irving-Pitt  Mfg.  Co 3 

Kimpton  Co.,  Edward   63 

66 

66 

63 

64 
6 


Languages    

Law  Books,   Ltd 

Lifton  Mfg.  Co.,  The 

Lonsdale   &   Bartholomew,   Ltd. 
Luckett  Loose  Leaf  Co.,  Ltd... 


Mabie,  Tod  &  Co 29 

MacDougall  &  Co.,  Ltd.,  A.  R 32 

MacLean's    68 

MacMillan  Co.  of  Canada 34 

McClelland,  Goodchild  &  Stewart, 

Ltd 22-23-66 

McLoughlin  Bros 15 

McFarlane.  Son  &  Hodgson,  Ltd.  65 

McKinley  Music  Co 10 

McCready   Publishing   Co 10 


Marshall,   Percival,  &   Co. 

Menzies  &  Co 

Montreal  Envelope  Co.   .  . 

Moore  Push  Pin  Co 

Meyers,  Fred  J.,  Mfg.  Co. 


10 
5 
63 
56 
65 


Mittag  &  Volger,  Inc 

Inside  back  cover 

Modern    Pen    Co 58 

Monarch   Paper   Co.,   Limited....     64 
Musson  Book  Co.,  Ltd 18-19-20 

National  Blank  Book  Co 12 

National  Cash  Register  Co 7 

Packard  Bros 64 

Philco  Publishing  Co 10 

Ramsay  &  Son  Co.,  A 60 

Reliance   Ink   Co 60 

Richmond  Paper  Mfg.  Co 61 

Robinson  Mfg.  Co 60 

Rockhill  &  Vietor 60 

Rolland  Paper  Co.,  Ltd 13 

Rumsey  &  Co 13 

Scarborough  Co.  of  Canada    ....     64 

Schoenhof  Book  Co 63 

Sinclair  &  Sons,  Ltd.,  Wm 30,  65 

Stafford,  S.  S.,  Inc..  .Inside  back  cover 

Standard  Paper  Mfg.   Co 

Inside  back  cover 
Stationers'  Loose  Leaf  Co 64 

Toronto  Trophy  Craft  Co 30 

Torcan  Fancy  Goods  Co.,  Ltd.   .  .       8 

Up-to-date  Advertising  Co 65 

U.S.  Playing  Card  Co 16 

Wai-wick  Bros.  &  Rutter,  Ltd.    .  . 

Front  cover  and  inside  front  cover 
Waterston  &  Sons,  Ltd.,  Geo.   .  .  14-64 

Weeks  Mfg.  Co.,  Frank   64 

Weldon  Roberts  Rubber  Co 57 

Wycil  &  Co 66 
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BOOKSELLER      AND      STATIONER 


TWO    MILLION    READERS 

Will  See  These  Advertisements 
Every  Month 


Ti 


iWO  million  people  will  read 
something  about  MACLEAN'S 
MAGAZINE  in  their  daily 
newspaper  four  times  each  month. 
A  large  proportion  of  these  two 
million  people  will  be  interested  in 
the  Magazine  and  will  look  for  it 
on  the  news  stands. 
You  should  see  to  it  that  those 
who  live  in  your  district  find 
MACLEAN'S  displayed  promin- 
ently in  your  window  and  readily 
obtainable  in  your  store. 
An  advertising  campaign,  which  will 
rapidly  be  extended  to  include  promin- 
ent newspapers  in  all  parts  of  Canada, 
has  been  launched  for  the  purpose  of 
helping  you  to  sell  MACLEAN'S.  Four 
advertisements  will  appear  each 
month,  four  selling  arguments  for 
you.  Many  thousands  of  dollars  will 
be  spent  to  create  business  for  you. 
For  the  past  few  years  the  efforts  of 
the  publishers  of  MACLEAN'S  have 
been  bent  to  the  task  of  creating  a 
national  publication,  a  magazine 
strong  enough  to  satisfy  the  demands 
of  the  people  of  Canada.  No  expense 
has  been  spared  in  getting  the  work  of 
the  best  writers  and  artists.  Now 
MACLEAN'S  has  become  "Canada's 
National  Magazine,"  and  the  publishers  feel  justified  in  launching  an  advertising  campaign 
that  will  drive  home  the  strength  of  the  magazine  to  every  person  in  Canada. 
This  campaign  began  with  the  October  issue,  and  will  be  continued  regularly.  Your  sales  of 
MACLEAN'S  are  bound  to  feel  the  impetus  of  this  mighty  force  which  will  go  on  building  up 
an  ever-increasing  demand  for  MACLEAN'S. 

Get  in  line !  Take  advantage  of  the  business  which  is  thus  being  created  for  you.  Stock 
MACLEAN'S  heavily.  Give  it  a  good  show  on  your  counters  and  in  your  windows.  Turn  this 
advertising  into  dollars  and  cents  for  yourself. 

The  November  issue  will  be  out  soon — a  better  number  than  ever — one  easy  to  sell. 
Send  your  order  in  early  and  have  a  display  of  MACLEAN'S  ready  when  the  November  ad- 
vertisements appear. 

Arrangements  are  being  completed  for  special  wholesalers  in  all 
large  centres,  but,  in  case  you  have  not  yet  been  in  touch  with 
the  nearest  wholesaler,  write  direct  to  the  Circulation  Manager, 
MacLean's  Magazine,  143-153  University  Avenue,  Toronto. 

Maclean's  Magazine 

The  Magazine  That   Offers  Opportunities  for  the  Dealer 
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"M.E.V."  Typewriter  Supplies 
are  certain  to  satisfy 


They  are  made  to  satisfy  and  they 
do  satisfy  as  any  dealer  stocking 
them  will  tell  you. 

Good  typewriter  ribbon  and  carbon 
are  essential  to  every  up-to-date 
office. 

We  supply  every  kind  of  high- 
grade  carbon  paper  and  inked  rib- 
bon— the  kind  your  particular  cus- 
tomer will  come  again  for. 

Try  them  now  if  you  have  yet  to 
learn  how  well  they  sell. 


DURA -MULTIPLEX 

711TY0L 

TYPEWRITER1 

\ CARBON/ 


VOLCER 


Mittag  &  Volger,  Inc. 

Principal   Office  and  Factory 

Park  Ridge,   N.J.,  U.S.A. 


BRANCHES: 

NEW  YORK.   N.Y..  261,   Broadway 
CHICAGO.   ILL..   205  West  Monroe  Street 
LONDON,    7  and  8  Dyers  Bldg..  Holborn.  E.C. 
Agencies  tn every  part  oftht  ivorld;  intver)  city  of  prominence 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 

9 


The  rapid  sales  of 

STANDARD  BRAND 
BLOTTINGS 

is  the  very  best  proof  of  the  absolute 
reliability   of   this   quality   blotting  paper. 

Particular  people  show  their  preference  for 
Standard  Brand  Blottings  by  coming  back 
for  further  supplies   after  a  first   purchase. 

You    ought     to     feature     this     quick-seller. 
Other  worth-while  lines  are: 
"Sterling,"  "Curi-Curl."  "Prismatic,"  "Royal 
Worcester"   and   "Defender"    (enameled). 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 
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Canadi 


The    Parker 


Fountain    Pen 


Safety-Sealed   Self-Filling  Type 


i — pn 


Mechanism    of    the    Parker    Self-Filler,    showinc    "A"     the   tube   deflated,   "B"   pen   as   in   use. 

Soldier,  Sailor,  Business  Man,  Stenographer,  Student,  the  Woman  at 
Home — everyone  has  a  real  need  of  a  good  Fountain  Pen — the  Parker 
Pen. 

There  are  no  cuts,  holes  or  slots  in  the  barrel.  No  place  for  the  ink  to 
leak  out  and  cause  all  kinds  of  annoyance  and  damage.  It's  the  safe 
pen  to  carry  for  anyone,  at  any  time  and  any  place. 

To  fill,  simply  unscrew  the  cap  at  the  top,  press  the  button,  and  the 
pen  is  filled.  If  the  rubber  tube  should  break,  keep  right  on  writ- 
ing; it  can't  possibly  leak. 

If  you  do  not  already  carry  the  Parker  Pen,  let  us  send  you  a  complete 
catalogue  and  our  counter  case  proposition.  We  want  you  to  share 
our  enthusiasm. 

Order  Writing  Inks  and  Adhesives 

before  the  frost  comes.  All  the  leading  makes  stocked  at  Hamilton 
and  sold  at  manufacturers'  prices. 

How  about  Playing  Cards,  Score  Pads,  Tally  Cards,  Tally  Punches, 
Gummed  Euchre  Counters,  At  Home  Cards  and  Visiting  Cards? 


Hamilton 


Canada 


HOLIDAY  GIFT  ANNOUNCEMENT  NUMBER 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


vol.  xxxiv. 


PUBLICATION      OFFICE:      TORONTO,     NOVEMBER,      1918 


SO  FAR  AS  THE  NEED  OF  MONEY  IS  CONCERNED 

THE  WAR  IS  NOT  YET  OVER. 


No.  11 


LEND 
LEND 
LEND 


BUY 
VICTORY 
BONDS 


FOR  MONTHS  CANADA  WILL  BE  ON  A  WAR  FOOTING  AND  SOLDIERS  WILL 
HAVE  TO  BE  FED,  CLOTHED  AND  TRANSPORTED  BACK  TO  CANADA. 


MABIE,  TODD  &  CO. 


473  College  Street 


Toronto 
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Lend 


■Hfrnifl        THIS  Canadian  lad  of  ours  on  the  battle- 
A  ACll  LvL  fields  of  France.    He's  a  lad  to  be  proud 

of.  as  fine  a  soldier  as  the  world  has  ever  seen.  He  will 
do  his  part,  but  he  is  depending  on  you  and  me  to  help 
him  to  VICTORY. 

We  have  a  splendid  army  of  fighting  men.  We  can  make  them 
the  best  equipped  army  in  the  world.  We  can  make  them  invincible 
for  the  coming  big  offensives  United  action  by  us  means  decisive 
action  by  them.     This  means  VICTORY. 

The  boy  in  the  trenches 
is  counting  on  you  to 


Lend  Him  a  Hand ! 

BU  Y-  YOUR-BONDS-TO-DAY ! 


&> 


-v 
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This  space  donated  to   the   Victory  Loan   Campaign   by 

Warwick    Bros.    &    Rutter,    Limited 

Manufacturing    Stationers 
TORONTO 
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Now  for 
Playing  Card  Sales ! 

A  stock  of  Goodall's  will  attract  a  big 
share  of  this  profitable  trade  to  your . 
store. 

GOODALL'S 

English 

PLAYING  CARDS 


are  popular  with  critical  card  lovers. 
The  artistically  designed  backs  and  the 
fine  quality  board  make  a  selling  pro- 
position that  will  keep  your  stock  of 
Goodall's  moving  briskly. 

Have  your  jobber  send  you  a  minimum 
stock — just  to  see  how  well  they  sell. 
There  are  many  Goodall  varieties: 

Imperial  Clubs — Whist.  Colonials — 
Gold  Edges.  Linettes.  Both  Standard 
and  Whist  sizes.  Salons — Society — 
Sultan.       Patriotic     and     Bairnsfather 

Series. 


Aubrey  O.  Hurst 

Representative 

32  Front  Street  West,  Toronto 
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CALENDAR  PADS 


1919 


Monday 

15 


All  Popular  Styles 

PARAGON  INKSTAND 


Crystal  Glass,  Rubberoid  Tops 
Attractive — Sensible 


THE  NATIONAL  RULER 


^iTiT^'HiTira|iTTW|THl|lH'''rTH° 

THE   NATIONAL  RULE  CO?1 


ROCHESTER,  N.Y.  S 

PAT.  API  i3   Fc%a  _-  ~ 


PAT.  APLO.  FOR 


Thin  Flexible  Steel  and  Rubber 

12,  15,  18,  21  and  24  inches 

The  Brown  Brothers 

Simcoe  and  Pearl  Streets 

TORONTO 


Let  This  Silent  Salesman 
Work  For  You 


Assortment  No.  "N" 

AN  INNOVATION  IN  LOOSE  LEAF 
PRICE    BOOK   MERCHANDISING 

Of  the  many  new  additions  to  our 
line,  this  assortment  idea  of  merchan- 
dising Loose  Leaf  Price  Books  has 
proven  the  most  popular. 

The  assortment  consists  of  ten  of 
the  best  selling  sizes,  all  standard 
gauges,  each  book  complete  with 
sheets  and  index. 

6  Complete  Books,  Sheet  size     6%  x  3% 
2  "  "  "       8 1/2  x  5V2 

2  "  "  "  "     11        x8V2 

Packed  in  a  strong,  wooden,  oak- 
finished  box,  requiring  very  little 
counterspace  and  displaying  the 
books  to  the  best  possible  advantage. 

The  covers  are  bound  in  flexible 
seal  grain  Fabri-Buff  and  Art  Leath- 
er, which  looks  better  and  wears 
better  than  the  ordinary  leather  of 
to-day. 

The  fillers  are  in  popular  rulings, 
and  as  the  sizes  are  standard,  any 
style  ruled  sheets  may  be  used. 

Additional  books  to  replenish  the 
assortment  box  are  carried  in  open 
stock. 

Send  us  your  order  for  this  profit- 
able assortment  box  "N"  to-day. 

Boorum  &  Pease  Company 

Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 

Salesrooms : 

109-111    Leonard   Street  Republic  Building 

New  York  Chicago,  111. 

Old     South     Building         4000    Laclede   Avenue 

Boston,    Mass.  St.    Louis.   Ho.  - 
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I  Am  Public  Opinion 


All  men  fear  me  ! 

I  will  judge  you  not  by  an  allegi- 
ance expressed  in  mere  words. 

I  will  judge  you  not  by  your  mad 
cheers  as  our  boys  march  away  to 
whatever  fate  may  have  in  store 
for  them. 

I  will  judge  you  not  by  the 
warmth  of  the  tears  you  shed 
over  the  lists  of  the  dead  and  the 
injured  that  come  to  us  from  time 
to  time. 

I  will  judge  you  not  by  your  un- 
covered head  and  solemn  mien  as 
our  maimed  in  battle  return  to 
our  shores  for  loving  care. 

But,  as  wise  as  I  am  just,  I  will 
judge  you  by  the  material  aid  you 
give  to  the  fighting  men  who  are 
facing  death  that  you  may  live 
and  move  and  have  your  being  in 
a  world  made  safe. 

I  warn  you — don't  talk  patriotism 
over  here,  unless  your  money  is 
talking  victory  Over  There. 

/  am  Public  Opinion! 

As  I  judge,  all  men  stand 
or  fall! 

I  say  to  you — 

BUY 

VICTORY 
BONDS 


IRVING-PITT  MANUFACTURING  CO. 

KANSAS  CITY  CHICAGO  NEW  YORK 

Canadian  Agents:  THE  BROWN  BROTHERS,  LIMITED,  TORONTO 
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Hie  biggest  selling 
quaKfrtoencilmilie 
worldisVENUS 

jrevfeciiorv 
is  me  reason 


erican_±jGa< 


220  FiitkAveiuiG 


NewYbrk. 


London     Factory     and     Office, 
Clapton,    London,    Eng. 

Paris    House, 
24     Blvd.  Poissonniere 
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If  You 
Gave  Every 

Dollar 
You  Own 


how  little  would  the  sacrifice  be  compared  to  theirs. 

We  are  not  asked  to  give.    We  are  asked  only  to  lend.    To 
lend  at  good  interest  secured  by  the  best  collateral  on  earth. 

Victory  Bonds 

THIS   SPACE   CONTRIBUTED   BY 

THE  IMPERIAL  NEWS  COMPANY 


TORONTO 


LIMITED 

WINNIPEG 


MONTREAL 
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SCHOOFsTCRMONS 

FOR  tDuc^oNAl  C0lOR^0RK 


vmmnn 


/cif/i/Y  cwAcr.  co/ri'<rA'/fA'7~j/ 


Gold  Medal  Crayons 

FOR  EVERY  USE 


Home  and  School 

Shipbuilders 

Carpenters 

Mills 

Factory 

and  Office 


Carpenters'  and  Shipbuilders'  Crayons 
are  in  great  demand  for  Government 
work! — Are  you  getting  your  share  of 
this  business? 

Our  school  products  give  you  a  straight 
road  to  a  big  school  business,  and  the 
quality  of  all  our  Crayons  brings  in  a 
steady  sale  all  year  round. 

It  is  to  your  interest  to  write  for  a  list  of 
our  entire  line. 

Binney    &  Smith  Co* 


81   FULTON  STREET 


MEW  YCRK 


<^{  STAONAL     CRAYON.  „NO.  ,5,.,, .,  Jff 


_H E XAGONAL     LUMBER  ^CRAYON 


,Si^NAL^.CcayQn.^o,a^ 
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"CAN"  the 
KAISER 

Victory    Bonds    Will   Junk 
the  Junkers 

Safest  Investment  in  the  World 


Put  every  cent  you  can  spare  into 
bonds — urge  your  clerks  to  subscribe — 
tell  your  friends. 

You    can't    expect    Victory    without 


Buy  Victory  Bonds 

and  Help  "Can" 

the  Kaiser 


Yours  for  Success  of  Victory  Loan, 


MONTREAL    AND    TORONTO 
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Worth  Fighting  For? 

CHALL  this  little  girl  grow  up  in  the  sort  of  Canadian  Canadians  have  fought  valiantly,  and  died  gallantly, 

home    we    know,    healthy    and    happy  ?     Shall    she       to  win  for  themselves  and  hand  down  to  their  posterity 

have  the  advantage   of  living  and   learning   in  a  free 


land,  under  free  institutions?     Shall  such  children  de- 


the   blessings   of   liberty,   justice,   self-government  and 


velop   into   Liberty-loving  citizens   that  a   free   Canada       equal   opportunity.     This   precious   heritage,  bought  at 
may  be  proud  of?  a  great  price,  is  threatened. 

The  question  which  to-day  confronts  Canada,  and   you  as  an 
individual,  is  whether  or  not  a  free  Canada  is  worth  fighting  for 

Are  Canadian  children  in  this  and  all  future  genera-      be  turned  over  bodily  to  the  brutal,  rapacious,  power- 

,     ,      ,  „   ,  ,      mad  enemy  which  has  forced  us  into  this  war? 

Uons  to  receive  unimpaired  the  legacy  of  freedom   of  ^,  .  .,  ,  ,  ,     ,  ,, 

This  question  cannot  be  answered  by  word  of  mouth, 

which  we  are  now  the  custodians,  or  shall  their  country      but  by  deeds  alone. 

Let  your  answer  be  your  investment  in 

Victory  Bonds! 


This  Space  Contributed  by 


Luckett  Loose  Leaf,  Limited 


539-543  KING  STREET  WEST 


TORONTO,  ONTARIO 
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Announcement  to  the  trade: 

ESTERBROOK  STEEL  PEN  MFG.  CO. 


Standardization    of    Ester  brook    Pens. 
By  request  of  the  United  States  Government. 


In  compliance  with  a  request  of  the 
Conservation  Division  of  the  War 
Industries  Board  of  the  United 
States  Government,  we  have  reduced 
the  styles  of  Esterbrook  Pens  to 
thirty. 


Very  great  care  has  been  taken  to 
select  the  numbers  of  the  Esterbrook 
Line  so  that  every  width  of  point  and 
degree  of  elasticity  can  be  secured 
and  the  pens  named  below  will  meet 
every  requirement  of  the  trade. 


THE  NUMBERS  WE  HAVE  RETAINED  FOR  MANUFACTURE  ARE: 


9  Commercial 
14  Bank 
048  Falcon 

127  Double   Spring:    - 

128  Extra    Fine    Elastic 
130  Easy    Writer 

135  Double   Elastic 
182   Ladies'    Falcon 
239  Chancellor 
284   Blackstone 


312  Judges  Quill 

313  Probate 

314  Relief 
322   Inflexible 

442  Jackson  Stub 

444  School 

453   Business   and   College 

460  Manifold    Pen 

531   Flyer 

556   Advanced    School 


570 

654   Barrister 
702  Modified    Slant 
717  Federal 
761    Natural    Slant 
788  Oval    (Ball)    Point 
794   Modified   Slant 
805  Oval    (Ball)    Point 
815  Interstate 
1000   Free    Hand 


We  have  in  process  of  manufacture  and  in  stock  a  limited  quantity  of  Esterbrook  Pens  other 
than  the  numbers  named.  So  far  as  possible,  we  expect  to  fill  all  orders  now  on  our  books  as 
ordered.  Wherever  it  is  impossible  to  completely  fill  the  order  we  will  communicate  with  you 
and  suggest  the  number  that  we  are  manufacturing  that  will,  in  our  judgment,  take  the  place 
of  the  discontinued  number. 

The  following  Radio  Pens  will  be  continued, 
as  they  are  duplicates  of  some  of  the  above 
numbers,  in  the  Radio  finish: 

912  920  939 

913  922  942 

914  930  988 


«3 


CD 


UJ 


For  the  present  we  will  discontinue  manufacturing  the  Mark  Ferth  Line,  the  Columbia  Line 
and  the  Cooper  Line. 

Pens  are  to  be  packed  only  in  gross  boxes.  Assortments,  except  Assortment  No.  3,  are 
requested  to  be  withdrawn. 

TRADE  MARKS.  We  desire  to  have  it  distinctly  understood  that  in  complying  with  the  Gov- 
ernment's request  and  discontinuing  for  the  duration  of  the  War  certain  of  our  standard  num- 
bers and  brands  we  do  not  in  any  way  relinquish  our  good-will  rights  to  these  styles  and 
numbers  and  are  informed  that  the  Government  will  fully  protect  us  in  maintaining  these 
rights. 


The  Esterbrook  Steel  Pen  Mfg.   Co. 

18-70  Cooper  St.,   Camden,   New  Jersey,   U.S.A. 
The  Brown  Bros.,  Ltd.,  Toronto,  Ont.,  Agents  for  Canada 
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For  the  Credit  of  Canada  ! 

BUSINESS  is  good  in  Canada.    More  men  and  women 
are  now  employed  than  at  any  other  period  in  our 
country's  history. 

Many  millions  of  dollars  are  being  expended  annually 
in  Canada. 


A  large  proportion  of  this 
money  is  paid  out  in  wages — large 
sums  go  to  our  farmers. 

Our  well-paid  workers  and  our 
prosperous  farmers  turn  over 
much  of  their  large  incomes  to 
the  merchants  from  whom  they 
obtain  their  household  and  per- 
sonal requirements. 


But  there  is  another  side  to  the 
picture. 

For  four  long  years  we  have 
been  defended  by  an  army  so 
brave  and  so  well-equipped  that 
it  is  called,  with  reason,  'The 
most  formidable  weapon  of  its 
size  on  any  fighting  front." 

To  maintain  that  army  costs 
money — and  the  monev  must  con- 


tinue to  come  from  the  Canadian 
people. 

Not  as  a  gift — but  as  a  loan. 

*       *       * 

The  merchants  of  Canada  must 
subscribe  their  share  of  that  loan 
— must  provide  their  fair  propor- 
tion of  the  money  that  is  to 
maintain  our  fighting  strength, 
our  industrial  activity,  and  our 
farm  prosperity. 

You  know  that  Canada  can- 
not continue  her  splendid  effort 
without  money,  the  super-weapon 
in  this  war. 

You  know  that  Canada's 
Victory  Loan  1918  provides  an 
opportunity  of  lending  your 
money  to  help  win  the  war — and 
it  will  come  back  to  you  plus  a 
high  rate  of  interest. 


Be  ready  then — to  buy  Victory  Bonds 
Buy  all  you  possibly  can 


Issued   by   Canada's   Victory   Loan    Committee 

in   eo-operation   with   the   Minister   of  Finance 

of  the   Dominion   of  Canada. 
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We  are 
going  to 


Win  This  War 


The  victory,  like  everything  worth  while  in  life, 
will  require  sacrifice,  self  denial,  ungrudging  effort. 
In  defense  of  Liberty,  Justice  and  Civiliza- 
tion, we  must  use  every  weapon  at  our  com- 
mand. ^  And  not  the  least  of  these  is  money. 
Never  in  the  history  of  the  world  has  there  been 
a  truer  cause.     Invest  in 

Victory  Bonds 

This  Space  Donated  by 

A.  R.  Macdougall  &  Co., Ltd. 

468  KING  STREET  WEST,  TORONTO 
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'T  HE  best  news  we 
can  send  to  our 
brave  boys  in  France 
is  that  we  are  behind 
them  to  our  last  dollar  for 
VICTORY. 

We  can  send  them  that 
word  by  over-subscribing 
the  Victory  Loan. 


They  have  been  on  the  firing  line  long 
enough  to  know  that  speedy  Victory  is  a  mat- 
ter of  men  -plus  materials  with  which  to  fight. 


If  they  hear  that 
we  at  home,  are 
backing  them  up 
with  our  money, 
that  everv  dollar  we 
can  scrape  together  is  going 
into  the  Victory  Loan,  they 
will  feel  that  Victory  is  on 
the  way. 

They  will  gather  new  courage  and  new 
strength;  they  will  go  into  battle  with  new 
confidence  and  determination ;  they  will 
fear  nothing  and  stop  at  nothing. 


Let  Us  Send  Them  This  Good  News ! 
Let  Us  Buy  \  ictory  Bonds  ! 

BUY-BLY— BUY— till  it  hurts! 


This  Space  Contributed  by 

The  Copp,  Clark  Co.,  Limited 

TORONTO 
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The  above  advertisement  is  one  that  helps 
merchants  sell  playing  cards.  The  people 
who  trade  with  you  or  within  your  trade 
radius   will   see  it.     It   is   twice  as   large  as 

shown  here  and  will  appear  in  a  large  number  of  national 

magazines. 


Card  Playing 

INCREASES 

W  th  Each  Additional 

Tax  on  Amusements 

and  Necessities 

Thousands  of  families  will  spend 
their  nights  at  home  this  winter, 
playing  cards  and  saving  money . 

PEOPLE  stay  at  home  when 
they  cannot  afford  outside 
amusement.  Taxes  and  the  in- 
creased cost  of  everything  will 
keep  thousands  at  home  this 
winter.  There  never  was  so 
good  a  time  to  push 


BICYCLE [W,NG 


AND 


CARDS 

PLAYING 
CARDS 


At  home,  people  turn  naturally  to  cards. 
They  are  an  interesting  form  of  recreation. 
Put  U.S.  Playing  Cards  in  your  windows  and 
on  your  counters  and  in  your  advertising  run 
this  suggestion:  "Play  Cards  this  Winter  and 
Save  Money."  In  this  way  you  will  convert 
people  to  card  playing  who  hadn't  thought 
of  it  as  a  way  to  amuse  themselves  inexpen- 
sively. Also  feature  the  Official  Rules  of 
Card  Games. 


Dealers  who  haven't  stocked  Bicycle  and 
Congress  playing  cards  should  do  so  at  once. 
They  are  the  easiest  cards  in  the  world  to  sell 
because  everybody  knows  them  by  name  and 
reputation.  The  investment  is  small  and 
the  turnover  quick.  This  year  it  will  be 
quicker  than  ever.  Take  a'dvantage  of  our 
national  advertising  which  is  increasing  card 
playing  and  the  sale  of  cards.  We  will  help 
you  build  a  big  playing  card  business. 


Send  now  for  Price-List  and  Sample  Backs 

The  U.  S.  Playing  Card  Company 

(Dept.  4) 

WINDSOR,    CANADA 
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Handle  all  your  cash  and  records 

by  machinery 


A  National  Cash  Register  sys- 
tem will  take  care  of  every  de- 
tail of  your  store  records.  It  will 
enable  you  to  handle  all  your 
cash  and  records  by  machinery. 

Every  sale — cash  or  charge — is 
accurately  recorded. 

At  the  end  of  every  day  a  glance  at  the 


register  shows  you  the  exact  amount  of 
your  sales.  The  register  also  gives  a  printed 
record  of  every  charge,  received  on  account, 
or  paid  out  transaction.  It  shows  you  how 
much  cash  should  be  in  the  drawer. 

The  N.C.R.  system  saves  time,  saves  money 
and  conserves  labor.  It  stops  store  leaks. 
It  makes  you  careful,  and  your  employees 
careful. 


National  Cash   Registers    help  merchants   overcome    war-time   troubles 


Department  No.  C2. 

The    National    Cash    Register    Company,    of 
Canada,  Limited,  Toronto,  Ont. 


Please  give  me  full  particulars  about  an  N.C.R. 

system  for  a  stationery  store. 


Name    . 
Address 
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Canada's  Industrial  Situation 

and  Outlook  for  After  the  War, 
Industrial  Possibilities  Wonderful 

THE  Annual  Industrial  Issue  of  THE  FINANCIAL  POST,  published  on  November  2nd, 
appears  in  the  dawn  of  wonderful,  almost  dazzling  possibilities  for  the  British  Empire, 
and  for  Canada. 
"The  next  hundred  years  should  be  the  greatest  in  the  British  Empire,"  says  THE  POST'S 
leading  article.  "Students  of  history  say  that  countries  which  win  great  wars  succeed  to  long 
periods  of  great  prosperity.  We  are  winning  this  war,  but  will  we  attain  the  great  possibili- 
ties unfolding  before  us?    ..." 

And  then  the  searchlight  of  this  leading  article  is  brought  to  bear  on  critically  interesting  situa- 
tions in  the  Industrial  and  Business  life  of  Canada  to-day,  situations  upon  which  as  a  Canadian 
business  man  you  will  like  to  be  quickly  and  clearly  informed  so  that  with  other  business  men 
of  your  community  you  can  share  in  the  work  that  is  going  to  make  Canada  a  winner  in  world 
business  as  well  as  world  warfare,  and  prosperous  accordingly.  Note  what  a  mine  of  necessary 
information  for  this  work  you  secure  in  this  great  number  of  THE  POST: 

FEATURES   OF   THIS    INDUSTRIAL    AND   RECONSTRUC- 
TION  NUMBER   OF   THE   POST 

THE  MANUFACTURERS'  PART  IN  NATIONAL  PROSPERITY  W.  J.  Bulman,  president  Canadian 
Manufacturers'  Association.  SELL  FINISHED  PRODUCTS  INSTEAD  OF  RAW  MATERIALS  Sir  John 
Willison.  president  Canadian  Reconstruction  Association  ;  WORLD  CHANGES — Economical  Developments 
in  Great  Upheaval  Prof.  James  Mavor.  Ph.D..  Department  of  Political  Economy  Toronto  University  : 
EAST  AND  WEST— Setting  the  Stage  for  Amicahle  Meeting  S.  R.  Parsons,  past  president  Canadian 
Manufacturers'  Association  ;  PEACE  TERMS — Leading  Nations  Prepare  for  Aggressive  Efforts — Frank  A. 
Sisson,  vice-president  Guaranty  Trust  Co.  of  New  York:  EMPLOYMENT  MANAGER— New  Factor  in 
Industrial  Relations  Edward  D.  Jones.  Employment  Management  Section,  U.S.  War  Industries  ;  LABOUR — 
Shortage  of  Man  Power  the  Prime  Factor-  James  G.  Merrick.  Secretary  Toronto  Employers'  Association  ; 
U.S.  RELATIONS — Brothers  in  Arms  Likely  to  be  Friends  in  Finance  -  J.  Herbert  Hodgins,  Statistican,  New 
York  Agency  Union  Bank  of  Canada  :  PAPER  EXPORTS — Looking  to  the  Fu'ure  of  a  Big  Basic  Industry — 
P.  J.  Campbell,  president  Canadian  Pulp  and  Paper  Association  ;  TRADE  BANKING — Who  Will  Supply 
Credit  for  Export  Business?  T.  M.  Fraser ;  PRICES — Regulating  the  Law  of  Supply  and  Demand — M. 
Mackintosh.  Department  of  Labor:  CONSTRUCTION— Housing  and  Other  Problems  After  the  War  J.  P. 
Anglin,  B.Sc.  pres.  Montreal  Builders'  Exchange  :  LUMBERING — A  Big  Item  on  the  American  War  Pro- 
gram—  An  authority  in  the  Canadian  lumber  industry:  FUEL — The  Vital  Factors  of  the  Coal  Shortage 
in  Canada -Charles  W.  Peterson.  Deputy  Fuel  Controller  for  Canada;  SHIPBUILDING — A  War-time 
Industry  and  Its  Peace-time  Future  T.  H.  Fenner,  Associate  Editor  Marine  Engineering;  AUTOMOBILES 
Interesting  Stage  of  Great  Industry's  Growth  W.  A.  Craick,  Associate  Editor  The  Financial  Post — 
STEEL — Efficiency  the  Dominating  Factor  in  the  Readjusting  Process — A.  R.  Kennedy,  Editor  Canadian 
Machinery;  MILLING — Filling  European  Bread  Basket  H.  H.  Black.  Associate  Editor  The  Financial  Post; 
AFTER    THE    WAR— We    Must    Be    Ready      Col.    Thos.    Cantley.    chairman    Nova    Scotia    Steel    &    Coal    Co.. 

Authoritative  Opinions  on  the  Future  of  Canadian  Industry  are  expressed  by  late  Senator  Henry  W. 
Richardson  of  Kingston ;  J.  Frater  Taylor,  president  Lake  Superior  Corporation ;  A.  O.  Dawson,  vice- 
president  and  managing  director  Canadian  Cottons;  Carl  Riordon,  vice-president  and  manager,  Riordon 
Pulp   and    Paper   Co.;    and   others. 

Ovher  subjects  dealt  with  include  Women  Workers  in  Industry;  Development  of  Foreign  Markets,  Etc.; 
while  th?  Sugar,  Textile,  Paint,  Packing,  Musical  Instrument,  Furniture,  Pulp  and  Paper,  and  other 
trades    are    reviewed. 

A  copy  of  this  splendid  issue  (which  runs  to  56  pages)  will  be  sent  you  for  ten  cents,  while  the 
edition  lasts,  but  a  better  way  to  secure  a  copy  would  be  to  order  your  subscription  now  for 
THE  FINANCIAL  POST.  This  will  ensure  your  receiving  a  copy  of  the  Industrial  Number 
free,  and  THE  POST  regularly  for  a  year  besides.  There  never  was  a  more  vital  year  for 
Canadian  business.  POST  service  in  important  and  exclusive  business  information  that  can  be 
used  to  good  purpose  and  profit  will  prove  worth  many  times  the  subscription  price  of  $3.00 
per  year.     You  will  find  it  convenient  to  use  the  following  form  in  ordering  subscription : 


THE  FINANCIAL  POST, 

143-153  University  Ave.,  Toronto.  

Send  me  the  Annual  Industrial  Number  of  THE  POST  for  1918,  and  enter  me  as  a  regular 
subscriber,  commencing  with  the  current  number.  I  ameuciosing:  $3.00  to  pay  for  my  subscrip- 
tion for  the  first  year. 


Name 

C.M.ll-A  Address. 
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"Lend    Me    Your    Money 

that  I  may  equip  the  Em- 
pire's Army  and  Navy  to 
insure  for  you  and  your 
children  the  blessings  of 
Liberty." 


"Give  Me  Your 

Money  or  Your 

Life" 


Invest  now  to  the  limit  of  your  ability  in 

VICTORY  BONDS 

THIS    SPACE    CONTRIBUTED    BY 

DOMINION    BLANK    BOOK    CO.,    LIMITED 

BERTHIERVILLE,    QUE. 
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Wouldn't  this 
look  nice  on 
your  counter? 

This  is  the  handsome  display 
stand — flying  the  Union  Jack, 
as  you  will  note — that  is  selling 

CANE'S 
CANADIAN-MADE  PENCILS 

for  dealers  everywhere  and 
netting  them  good  big  profits 
as  a  result. 

The  appearance  of  the  stand  is 
attractive  —  it  gets  attention 
quickly  and  keeps  on  selling 
the  pencils  without  any  effort 
on  the  part  of  the  dealer. 

Each  stand  contains  half  a 
gross — tipped  and  finished  in 
six  different  colors,  one  half  of 
which  sticks  up. 

Your  wholesaler  can  send  you 
one.  It  costs  you  $2.40,  and 
the  pencils  retail  at  5c  each. 


The  Wm.  Cane  &  Sons  Company 

LIMITED 
NEWMARKET,   ONTARIO 


BRITISH 
Drawing  Inks 

MANUFACTURED    IN     19    COLORS 


Made 


Draughtsmen 

Engineers 

Architects 

Artists 

Schools 

etc.,  etc. 
Used  in  all 
Government 

Works, 
Naval  and 

Military 

Th» 


British  Drawing  Ink  &  Adhesive  Mfg.  Co. 

31  Great  Ormond  Street  LONDON,  W.C.I. 


WE  ARE  NOW  SELLING  ALL 
THE  BOOKS  WE  CAN  PRODUCE 

Percival  Marshall  &  Co.  regret 
to  announce  that  owing  to  the 
paper  shortage  they  are  unable  to 
open  new  accounts  for  the  supply 
of  their  popular  technical  hand- 
books. These  books  have  a  world- 
wide reputation,  and  are  in  con- 
stant demand  all  through  the 
British  Empire.  Canadian  book- 
sellers who  wish  to  take  advant- 
age of  the  industrial  boom  after 
the  war  should  negotiate  for  a 
supply  of  Percival  Marshall  books 
as  soon  as  peace  is  in  sight. 

PERCIVAL  MARSHALL  &  CO., 

TECHNICAL  JOURNAL   AND 
BOOK   PUBLISHERS 

66  Farringdon  St.,  LONDON,  ENGLAND 
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AMERICAN  NEWS  CO.,  LTD. 

Wholesale  Dealers 

American,  Canadian  and  Foreign  Publications 

Are  you  availing  yourself  of  this  service?  Ifnot,  write  us 
to-day  for  particulars.  Just  note  the  standing  of  the 
authors  represented  in  these  "S  &  S"  Novels. 

Charles  Garvice Eagle  Series 

George  Sheldon New  Eagle  Series 

Mary  J.  Holmes Eagle  and  Sect  Series 

Nicholas  Carter New  Magnet  Library 

Burt  J.  Standish       ------       Medal  Library 

Bertha  M.  Clay       -  New  Bertha  Clay  Library 

Robert  Louis  Stevenson Select  Library 

H.  Rider  Haggard Select  Library 

Col.  Prentiss  Ingraham Border  Stories 

Horatio  Alger,  Jr. Alger  Series 

Mrs.  E.  D.  E.  N.  Southworth      -      New  Southworth  Library 

Latest  Books  of  Fiction  and  the  Famous  Street  &  Smith 
Ten  and  Fifteen  Cent  Novels. 

AMERICAN  NEWS  CO.,  LTD. 

56  ALBERT  STREET  WINNIPEG 


THE  "REGENT"  LEVER  FILE 
Packs  Flat. 

Manufactured  by 


The 

Four 
Leading 
Lines  in 

Letter 

Files 

ROTAX       Spring 
Clip 

KISMET      Quick 

Binder 
FALINGE      Flat 

File 

REGENT     Lever 
File 

(Packs  Flat) 

Specially 

Designed   for 

EXPORT 


W.  H.  HILTON  &  CO. 

VEROTAX  WORKS,  ROCHDALE,  England 

Catalogues  and  Samples  on  application. 


FOR  20  YEARS  THE  NAME 


has  represented  the  best  in  the  loose 
leaf  art,  both  as  to  quality  and  prac- 
ticability. NOW  at  a  time  when 
transportation  bothers,  and  with  the 
material  market  uncertain,  we  offer 
to  the  trade  a  service  unequalled. 


Our  product  is  built  up  to  a  standard 
to  give  the  most  service  per  dollar! 

Dealers'  Price  List  1ST  and  Catalog    on  request. 

C.  R.  &  W.  A.  NELSON 


332  W.  Madison  St. 


CHICAGO.  Illinois 


1Q 


BO  OKSELLER      AND      S  T  A  T  T  ( )  N  E  Xi 


&&£ti^i 


Your  Bond  May  Bring 
Him  Home  in  Safety 


CANADIAN  fathers  are  on  the 
battle  fronts  o  f  France. 
Many  must  fall;  how  many  de- 
pend upon  us  who  remain  safely 
at  home. 

A  single  Victory  Bond  will  help  to 
save  a  soldier's  life,  your  soldier's 
life,  and  bring  him  home  to  you — 
alive  and  victorious. 

This  space  donated  to  the 
winning  of  the  war*Jby 


HOLD  THE  LINE 


(Registered) 


London  (  Kng.  J 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John    Heath's    Telephone 
Pen.    You  will  not  hold  it 
long    because    it    sells    so 
quickly.     There's   quality 
about     it.       It     writes 
smoothly,   never   corrodes, 
and  lasts  long.     Get  con 
nected  with  the  Telephone 
Pen  for  quick  sales. 
Supplied 
by  all  the 
leading 
whole 
gale 
houses    in 
Toronto 

and 
Montreal 


Save  Your  Energy 

in  ii   clerks  are  scarce  and  every  moment  counts, 
'i     i      h  juld    help    th<  in     o    • '  rve    youi     ps 
quickly  by  placing  this  Cabinet    on   your  counter, 

This  Style  L  Cabinet 


Moore 
Push  Pins 

seUa  tuiri    aa   mucta   with   u.iir 

the    i  ffort.      Gi  i     to-da: 

I i    your    Jotfoer    or    Direct. 

Cost  -       $10 

Sells      ....      |U 
Will   mon    Hi. hi  double  your 

MOORE  PUSH  PIN  CO. 

113  Berkley  St.,  Philadelphia,  Pa. 


5J5 

If  You're  Wise 

m 

You'll  learn   how  to   make   MORE 
MONEY  handling  TOYS. 

w 

PLAYTHINGS 

mtf&m 

TELLS  YOU  HOW. 

1    w 

Subscription  —  $2.00     per    year. 
(Foreign    $3.00) 

Send     your     su 
"BIG  3 

bscription     NOW     and     get     the 
also  the  Toy  Directory 

E>l~,,4-U:»-nrv„     118  E-  28th  Street 

Playthings      NEW  YOrK 

A    leaf  for  each  loved 
one  on  service. 


Canadian 


'  ■    Service 
Flags 


Orders  are  pouring  in 
from  every  town  and 
city. 

Do  YOU  know  about 
this  live  proposition  ? 
A  postal  card  will 
bring  you  full  parti- 
culars. 


THE  TORONTO  IkOPHY-CRAFT  CO. 

1710  ROYAL  BANK  BUILDING.  TORONTO 
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V. 


s 


Dere  Mable 

Now  in  its  500,000 

Are  you  getting  your  share 
of  this  business  ? 


Is  Your  Duty 
Done     Toward 
the  Victory  Loan 


From  Baseball  to   Bodies 

By  H.  C.  Witwer 

"Nine  Innings"  of  breezy,  roll- 
icking letters  from  a  Big-Leaguer 
in  France 

ONE  SALE  WILL  MAKE  A   DOZEN 


Our  Employees  have  won 
the  Governor-GeneraPs 
Honor  Flag  with  sub- 
scriptions totalling  12% 
of  the  Annual  Pay  Roll 


Biltmore  Oswald 

Does  for  the   Navy   what 

Dere  Mable  has  for 

the  Army 

READY  NOVEMBER  10th 


WILLIAM   BRIGGS 

PUBLISHER 

TORONTO         -         ONTARIO 
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The  rapid  sales  of 

STANDARD  BRAND 
BLOTTINGS 

is  the  very  best  proof  of  the  absolute 
reliability   of  this   quality   blotting  paper. 

Particular  people  show  their  preference  for 
Standard  Brand  Blottings  by  coming  back 
for  further   supplies   after  a   first   purchase. 

You     ought      to      feature     this     quick-seller. 
Other  worth-while  lines  are: 
"Sterling,"  "Curi-Curl."  "Prismatic,"  "Royal 
Worcester"   and   "Defender"    (enameled). 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 


These  wonderful  time  saving  Office 
Necessities  are  well  known  standards 
of  the  best  type  in  office  equipment, 
not  because  we  say  so  but  because 
they  are  recognized  as  such  by  con- 
stant users  as  well  as  dealers  in  all  parts 
of  the  world. 

We  screw  our  prices  down  to  the  very  lowest  notch; 
only  three  slight  advances  during  the  war. 

We  solicit  your  co-operation— Let  us  serve  you. 
Prices,  illustrate  J  and  descriptive  matter  sent  on  request. 

THE  O.K. MANUFACTURING  CO. 

SYRACUSE.  N.Y.,    U.S.A. 


William  Sinclair  &  Sons 


(Stationers) 


Limited 


Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and   Factory: 

ALBERT    WORKS 

Otley,   Yorks,    England 

LONDON:— 22.  Ivy  Lane.  Paternocter  Raw.  E.C.  4 


THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will   always   hold    first    place    as  an   Edition  of 
Standard.  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "Exclusively  Sheet  Music  House" 
in  the   World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NEW  YORK  CITY:  145  W.  45th  STREET 
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I'vv' 


Supremacy  Overwhelms  U*2 

Output  for  1918  oversold 
— we  can't  fill  the  orders 
on  hand.  The  recognition 
of  the  superiority  of 

"A. A."  Fountain  Pens 

has  built  this  huge 
trade.  Early  in  1919 
we  hope  to  be  able  to 
meet  the  demands  of 
new  trade. 


% 


MODERN   PEN   COMPANY 

170  Broadway  New  York  City 

Established  since  1895 

Canadian  Representative  :    A.   R.  MacDougall  &  Co., 

266  King  Street  West,  Toronto,  Canada 


PICTURE  POSTCARDS 

A  unique  collection  to  suit  all  tastes 

Birthdays     Easters     Comics      Heather     Relatives 

Xmas  and  New  Year     Studies     Greetings 

Lovers     Lucky  Black   Cats 

St.  Patrick's  Day 


Specialty:  Local  View  Printing  from 
customers'  originals. 


New  Collection  of 

CHRISTMAS  FOLDING  CARDS 


$1.00   to  $7.00  per  gross. 


now  ready  ^WONDERFUL  VALUE!!! 


Writing   Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cahinets 

Birthday  Fold  ng  Cards 


Terms:     Goods  shipped  through  London   Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 

The 

"PHILCO' 


Holborn  Place 


PUBLISHING 
Co 

London,  W.C.I.  Eng. 


Cable  Address:     "  Philcoco,"  London 


>v 


tf 


Rare  beauty  and  exquisite 
richness  are  given  full  expres- 
sion in 


G 


ranes 


(THE  CORRECT  WRITING  PAPERI 

One  quality  only — but  offering 
a  wondrous  selection  in  styles, 
finishes  and  tints  approved  by 
Fashion's  latest  mandates. 

Eaton,  Crane  &  Pike  Co, 

Pittsfield,    Massachusetts 

Toronto  Office  :  266-268  King  Street  West 


"WORLD"  Blotting 
Speaks : 

"/  am  'WORLD'  Blotting.         I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  elime.  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my  final  imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those   busy   toilers    who    are    my    constant    friends?" 

•MAKERS : 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,   VA.,  U.S.A. 
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The  Big  Drive  Is  On 

Last  month  the  announcement  was  made  of  the  inauguration 
of  a  big  advertising  campaign  on  MACLEAN'S  MAGA- 
ZINE. Already  it  is  possible  to  show  results.  The  news- 
stand sales  of  "Canada's  National  Magazine"  were  larger 
last  month  than  ever  before  by  20(  <  .  Already  the  whole- 
salers in  sections  where  the  advertising  is  being  done  are 
sending  in  orders  for  increased  supplies  for  the  November 
issue.  They  report:  "Last  month's  advertising  cleaned  out 
our  supply." 

The  campaign  is  being  extended  this  month  to  take  in  a 
number  of  other  important  Canadian  centres.  It  will  be 
continuously  extended  until  every  city  of  any  size  in  Canada 
is  included  and  the  country  is  covered  thoroughly.  It  is 
going  to  cost  a  pile  of  money  but — the  publishers  are  deter- 
mined to  aid  the  retail  distributor  in  the  building  up  <>j  <t 
demand  for  a  Canadian  publication  of  merit  no  matter  what 
the  cost  may  be. 

Now,  then,  what  are  YOU  going  to  get  out  of  this?  There 
is  something  in  it  for  you — the  opportunity  to  push  a  line 
of  goods  for  which  a  demand  is  being  created.  No  matter 
w  hat  your  present  sale  of  MACLEAN'S  is,  you  can  increase 
it  very  materially  as  a  result  of  this  advertising  campaign. 
As  it  means  dollars  in  your  pocket,  why  not  get  into  line 
at  once  and  begin  to  push  the  sale  of  MACLEAN'S  your- 
self? Increase  your  order  this  month — you'll  sell  them  all. 
Tf  your  wholesaler  is  not  in  a  position  to  <ret  vou  as  large  a 
supply  as  you  want,  write  direct  to  C.  W.  Buchanan,  Circu- 
lation Manager.  MACLEAN'S  MAGAZINE,  143-153 
\  University  Ave.,  Toronto. 

MACLEAN'S 

Canada's  National  Magazine 
The  November  Issue  Is  Now  Ready 
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Holiday 
Gift  ©ooks 


The  following 
pages  introduce  you 
to  the  best  books  of 
the  year — affording 
you  a  wide  choice 
of  titles  on  a  wide 
range  of  subjects; 
books  that  are 
eminently  suitable 
for  Christmas-giv- 
ing. 
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A  Book 
Christmas 


This  should  be  to  an 
even  greater  extent  than 
ever  before  "A  Book 
Christmas,"  because  of 
the  exceptionally  good 
books  that  are  offered. 
There  are  novels  by  the 
most  popular  authors, 
volumes  of  poems,  emin- 
ently suitable  for  holi- 
day gifts,  and  the  out- 
standing grip  of  the  war 
influence  on  the  public 
mind  will  mean  a  big 
demand  for  the  import- 
ant new  volumes  of  war 
interest  published  this 
autumn. 


Whether  man,  woman, 
boy  or  girl,  including 
the  little  tots  three  or 
four  years  old,  there  are 
books  which  will  please 
them  as  would  no  other 
gift. 


Turkey — 
The  Tool  of  Germany 

TURKEY,  throughout  the  whole  war,  has  been  the  tool  of  Germany.      How 
she  manoeuvered  and  schemed  to  bring  this  condition  about  is  but  one 
of  the  many  intensely  interesting  facts  revealed  by  Henry  Morgenthau, 
tormei  miioassador  to  Turkey,  in  this  book. 

Ambassador  Morgenthau's  Story 

THIS  amazing  revelation  of  German  intrigue  in  Turkey  is  the  only  author- 
iuiiive  record  bv  an  eye-witness  of  the  part  Turkey  has  actually  played 
in  the  World  War. 

This  book  reveals — 


How  the  German  ambassador  con- 
fessed that  the  Potsdam  Conference 
of  July  5th  precipitated  the  war. 

How  Germany  strangled  Russia's  mil- 
itary power  by  closing  the  Dardan- 
elles. 

How  Germany  by  means  of  military 
and  political  penetration  forced  Tur- 
key into  the  war. 

Gentlemen  At  Arms 

Tales  of  the  British  Army  and  Navy 

$1.40 

In  this  book  of  vivid  stories  of  the 
war  by  a  man  who  can  write  as  well 
as  fight  are  clear-cut  pictures  of  the 
fighting  man  at  work.  One  may  stand 
watch  with  the  lieutenant  commanding 
a  "drifter"  as  it  wanders  over  the 
"No  Man's  Land  of  the  Sea"— the 
lurking  place  of  submarines  and  deadly 
mines.  The  plight  of  the  command- 
ing officer  of  a  battalion  left  stranded 
by  the  ebb  of  battle,  is  told  so  poign- 
antly that  the  reader  feels  as  if  he 
were  there.  "A  Farm  in  Flanders" 
brings  home  to  us  the  sorrows  of  the 
men  who  escape,  though  their  friends 
"go  west."  In  the  twenty-one  tales 
are  chuckles  as  well  as  tears,  high 
courage  and  cheerful  patience. 


How  the  Allied  Fleet  abandoned  the 
attack  on  the  Dardanelles  just  as  Con- 
stantinople had  aranged  to   yield. 

How  Germany  instigated  300,000,000 
Mohammedams  to  fight  a  Holy  War 
against  a  Christian  world. 

How  Germany  refused  to  interfere 
with  Turkey  when  she  was  wilfully 
murdering  more  than  1,000,000  Ar- 
menians and  Greeks. 

The  Black  Watch 

"A  Record  of  Action."  By  Scout 
Jos.   Cassells. 

$1.25 


Scout  Cassells  is  one  .of  the  very  few 
survivors  of  that  "contemptible  little 
army"  that  fought  from  Mons  to  the 
Marne — the  bloodiest  trail  of  sacrifice 
in  history.  In  ever-diminishing  num- 
bers, with  no  hope  for  victory,  it  could 
only  clog  the  wheels  of  the  Jugger- 
naut with  lives  and  lives  and  lives, 
sold  dearly  and  bravely.  Before  a 
countless  superiority  of  numbers  it 
could  only  stand  and  fall,  and  stand 
and  fall  again,  until  the  cause  of  the 
Allies  was  saved  for  the  hour.  This 
book  is  the  story  of  that  fight.  It  will, 
live  not  only  as  a  personal  experience, 
but  as  an  historical  document  of  those 
days  of  heart-breaking  battle  when 
practically  all  the  participants  were 
wiped  out. 


Fighting  Germany's  Spies 

A  Revelation  of  German  Intrigue  in  America.     By  Frank  Strother, 
Managing  Editor  "The  World's  W6rk."    Cloth,  Illustratedj  $2.00. 

THE  work  of  German  spies  in  America,  started  by  Von  Bernstorff,  soon  be- 
came a  network  of  intrigue  affecting  the  whole  national  life,  breaking 
out  into  stark  terrorism  at  times.     These  are  the  stories  of  some  of  the 
most  astounding  attempts  to  blow  up  industrial  plants,  wreck  railroad  bridges, 
sink  ships,  and  murder  citizens. 


McClelland,  Goodchild  &  Stewart,  Limited 


Publishers 


266-268  King  Street  West 


Toronto 
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O  FOR  A  BOOK! 
"O  for  a  book  and  a  shady  nook!" 

You  recollect  the  rhymes, 
Written  how  many  years  ago 

In  placid  happier  times? 
To-day  no  shady  nooks  are  ours, 

With  half  the  world  at  strife, 
And  dark  ambition  laying  waste 

The  pleasant  things  of  life; 
But  still  the  cry  for  books  is  heard, 
For  solace  of  the  magic  word. 

"0  for  a  book,"  the  cry  goes  forth, 

"0  for  a  book  to  read; 
To  soothe  us  in  our  weariness, 

The  laggard  hours  to  speed!" 
From  countless  hospitals  it  comes, 

Where  stricken  soldiers  lie, 
Who   gave  their   youth,   who   gave 
their  strength, 

Lest  Liberty   should  die. 
How  small  a  favor  to  implore: 
The  books  we've  finished  with — no 
more! 

A  book  can  have  a  thousand  lives, 

With  each  new  reader,  one; 
A    book    should    have    a    thousand 
lives 

Before  its  course  is  run. 
And  we  few  kinder  things  can  do 

Our  gratitude  to  show. 
Than    give    the    freedom     of     our 

shelves 

To  those  that  need  it  so. 
Nor  let  them  ask  without  avail 
The  sweet  beguilement  of  a  tale. 

E.  V.  L.,  in  "Punch." 


AiWJ 


THE  BEST  NEW  FICTION 

MY  BRAVE  AND  GALLANT  GENTLEMAN 

By    Robert   Watson    $1.50 

A  clean,   strong  ta!e  of  adventure,  action   and   love. 

IN   ORCHARD  GLEN 

By   Marian    Keith    $1.50 

A    fine    new    story    by    the    author   of    "Duncan    Polite." 

THE  THREE  SAPPHIRES 

By    W.   A.   Fraser    $1.50 

A    gorgeous    picture    of    jungle    life    with    action    and    dramatic 
intensity. 

THE  UNKNOWN  WRESTLER 

By   H.    A.    Cody    $1.35 

A    (food    mystery    story    with    characters    remarkably    true   to    life. 

THE  CHIVALRY  OF  KEITH   LEICESTER 

By     Robert     Alison     Hood     $1.50 

A    romance    that    blows    the    breath    of    British    Columbia    and 
the    wide    prairie*. 

ELIZABETH'S  CAMPAIGN 

By    Mrs.   Humphry   Ward 

A    remarkable    picture   of   various    currents    at    work    in    English    life   to-day. 

THE   ISLAND   MYSTERY 

By  G.  A.   Birmingham   $1.50 

In   the   vein   of   "Spanish   Gold." 

OLD  DAYS  ON  THE  FARM 

By  A.  C.  Wood 91. oO 

An   illustrated  account  of  pioneer   life  on   an  old-fashioned    farm. 

MISS  MINK'S  SOLDIER,  AND  OTHER  STORIES 

By    Alice    Hagan    Rice    $1.25 

As  charming  as  "Mrs.   Wiggs  of  the  Cabbage  Patch." 

CLUTCH  OF  CIRCUMSTANCE 

By    Marjorie    Benton    Cooke $1.35 

A  mystery   story   of  dramatic   intensity    involving   a    German   plot 
in  England. 

THE   AMAZING    INTERLUDE 

By    Mary    Roberts    Rinehart ■  •    $1.50 

Stirring  and  tender  story  of  an   American  girl   in    Belgium. 

THE    BOOMERANG  By     David     Gray SI  40 

The   novelization    of   a    great   play. 


$1.50 


THE  BEST  NEW  WAR  BOOKS 


^UNKNOWN 
WRESTLER 

I     HACODT 


THE  FIGHTING  MEN   OF  CANADA 

By   Douglas   Leader   Durkin    ithe  Canadian    Kipling).  $1.25 

Verse   with   a   whizz   to   it. 

CANADIAN  POEMS  OF  THE  GREAT  WAR 

Edited    by    John     W.     Garvin     Jl-50 

A  most  complete  collection   of  war  verse  by   Canadian   poets. 

WINGED  WARFARE 

By    Lt.-Col.    W.    A.    Bishop,    V.C $1.50 

The   simple  narrative  of  one  of   the   world's   greatest   hen- 

A  MINSTREL  IN  FRANCE 

By    Harry    Lauder  $2.00 

This   book    has   both    its    tragic   and   its   lighter   side     the    unique 
book    of    the    war. 

TWENTY-THREE  AND  A  HALF  HOURS'  LEAVE 

By    Mary    Roberts    Rinehart    $0.60 

A    book    of    rollicking    humor. 

THE  BRITISH  FLEET  IN  THE  GREAT  WAR 

By  Archibald   Hurd    $2.50 

AMERICA  IN  FRANCE 

By    Major    Frederick    Palmer $1.50 

THE  BEST  BOOKS  FOR  CHILDREN 

THE  SHINING  SHIP,  AND  OTHER  VERSES  FOR  CHILDREN 

By  Isabel   Eeclestone  Mackay,  author  of   "Up  the  Hill  and  Over"    $1.50 

Rare    poems    that    please    children    and    Krown-ups,    too.. 

THE  BROWNIES  AND  PRINCE  FLORIMEL 

The   Brownies   are   back   again,   as   lively,   jolly.         queer  and    fantastic   as   ever    $1.50 

THE    WONDERFUL    LAND    OF     UP  By    Olive    Roberts    Barton   $1.60 

Whimsical   humor  and   delicate  phantasy. 

GIRLS'-NEST  By    Stella    G.    S.    Perry    $1.40 

For   girls   from   9   to    14. 

THE  JESSIE  WILLCOX  SMITH  MOTHER  GOOSE  BOOK 

The    most    attractive    small    edition    of    Mother    Goose   Jingles    to    be    had.    12    colored    inserts. 
many  line  drawings,  96  pages  5%"  x  7%"   $1.00 


McClelland,  goodchild  &  stewart,  ltd. 

268  King  W.  Publishers  TORONTO 
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Books 

for 

Everybody 

You  can  make  your 
Christmas  gift  problem 
an  easy  one  by  merely 
deciding  to  give  books, 
and  you  may  rest  as- 
sured that,  although  the 
outlay  is  small,  you  will 
please  every  recipient, 
because  there  a  r  e 
volumes  suitable  for 
young  and  old,  and  as 
for  the  boys  overseas, 
their  cry  for  books  is 
louder  than  for  anything 
else. 


PASS 


OTENflEM 


OUT  OF  THE 
SILENCES 


MARY  E  WALLER 


$1.50 


Three   Leading   Novels 

Oppenheim 

THE  ZEPPELIN  PASSENGER 

This  ndarious  than  the  versatile  Oppenheim  has 

heretofore  written,  and  all  of  ".Mysterious  Mr.  Sabin,"  "The  Kingdom 

of  the  Blind."  and  "The  Pawns  Count,"  will  revel  in  this  engrossing  narrative. 

Mystery  and  suspense,  thrills  and  heart  throbs  are  intermingled. 

11.50 

OUT  OF  THE  SILENCES 

rile  story  of  the  times,  with  its  scenes  laid  in  Canada,  The  central  character 

ind   the  other  characters  are  either  Americans  or  Canadians. 

an    origin  ind    worked   out  with    the    same   skill    that   gave 

"The    Wood-carver    of    'Lympus  "    "!•  1  unstead    Quarries"   and    "A    Cry    in    the 

Willi  uch   a   strong   and   popular  appeal. 

O  wen    1 

VIRTUOUS  WIVES 

lificance  of  war  is  primarily  in  the  effect  it  will  have  on  our  social  life. 
No  b  be  more  pertinent  to  the  new  period  of  self-examination  through 

which  wi  than   this  novel   which  takes  up  and  analyzes  the  causes 

— bad    ed  ntali/.ation,  freedom   from   responsibility — which 

prodi  pe   of   Virtuous    Wife   brought  up   on   sensation   and    knowing 

no  other  aim   in   life  than  the  pursuit  of  pleasure  in  .contradistinction  to  the 
pursuit  of  happini 

Here  are  the  Juvenile  "Best  Sellers" 

THORNTON  BURGESS*  BEDTIME  STORY  BOOKS 

1.  The    Adventures   of   Reddy    Fox. 

2.  The    Adventures  of  Johnny   Chuck. 

3.  The  Adventures  of  Peter  Cottontail. 

4.  The  Adventures  of  Unc'  Billy  Pos- 

sum. 
•">.  The   Adventures   of   Mr.   Mocker. 
6.  The  Adventures  of  Jerry  Muskrat. 
7., The  Adventures  of  Danny  Meadow 

Mouse. 
i  he     Adventures     of     Grandfather 

Frog. 


9 


The   Adventures   of  Chatterer,   the 
Red   Squirrel. 

10.  The  Adventures  of  Sammy  Jay. 

11.  The  Adventures  of  Buster  Bear. 

12.  The  Adventures  of  Mr.  Toad. 

13.  The  Adventures  of  Prickly  Porky. 

14.  The  Adventures  of  Old  Man  Coy- 

ote. 

15.  The     Adventures     of    Paddy     the 

Beaver. 

16.  The     Adventures     of     Poor     Mrs. 

Quack. 


TWO  NEW  TITLES  THIS  YEAR— 

No.   17.     The   Adventures   of  Bobby  Coon. 
No.  18.     The   Adventures   of  Jimmv   Skunk. 


The   Mother   West   Wind   Series: — 

1.  Old  Mother  West  Wind. ..  .$1.00 

2.  Mother   West   Wind's   Child- 

ren        1.00 

3.  Mother  West  Wind's  Animal 

Friends 1.00 

4.  Mother  West  Wind's  Neigh- 

bors      1.00 


6.  Mother  West  Wind's  "Why" 

Stories    1.00 

6.  Mother  West  Wind's  "How" 

Stories    1.00 

7.  Mother  West  Wind's  "When" 

Stories    .'.' 1-00 

8.  Bed-Time     Story     "Where" 

Stories    100 


HAPPY  JACK— By  Thornton  W.  Burgess,  author  of  "Old  Mother  West  Wind," 
"The  Bedtime  Story-Books,"  etc.  With  8  full-paere  illustrations  in  color  by 
Harrison  Cady.     Crown  8vo.     Decorated  cloth.     (For  boys  and  girls,  4  to  12). 

McClelland,  Goodchild  &  Stewart,  Limited 
268  KING  ST.,  WEST  Publishers  TORONTO 
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BOOKS 

make  the  best  presents. 
There  is  nothing  easier 
to  buy  than  a  book,  and 
nothing  that  makes  a 
better  showing  for  the 
cost.  There  is  nothing 
that  indicates  such  lov- 
ing thoughtfulness  on 
the  part  of  the  giver, 
and  brings  such  real  and 
lasting  pleasure,  as  well- 
chosen  books. 


The  New 
Century  Library 

The  New  Century  Library  is  printed 
on  India  paper  in  Large,  Clear  Type, 
bound  in  Limp  Leather. 

A  volume  fits  the  pocket,  or  Lady's 
Handbag. 

A  few  bookshelves  will  hold  all.  the 
Standard  Authors. 

Start  giving  a  Set.  One  or  more 
volumes  makes  a  delightful  gift  for 
Christmas. 


Charles  Dickens        -        -               17 

Vc 

lumes 

W.  M.  Thackeray       -       -       -       14 

<< 

Sir  Walter  Scott       -       -       -       25 

«< 

Shakespeare                                         6 

«< 

Anthony  Trollope      ...         4 

<< 

Price  per  volume,  $1.25. 

Alexander  Dumas       -       -      -       18 

u 

Victor  Hugo       ...       -         8 

It 

Stevenson       6 

<< 

George  Eliot       -       -       -       -       12 

(1 

Edition  de  Luxe,  bound  in  Genuine 

Morocco, 

price  per  volume,  $1.50. 

THOMAS  NELSON  &  SONS 

LIMITED 

77  Wellington  Street  West 
TORONTO 
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fl  Think  of  the  ease  with 
which  even  a  long  list  of 
names  to  be  remem- 
bered with  Christmas 
gifts,  may  be  checked 
off  as  selections  are 
made  from  tables  in  the 
bookshops  amply  laden 
with  books  suitable  for 
holiday  giving. 

fl  Then  why  should  not 
people  "shop  early"  so 
as  to  make  their  pur- 
chases more  leisurely 
than  is  possible  in  the 
rush  and  crush  of  shop- 
ping in  the  last  few  days 
before  Christmas? 


DEEP  FURROWS 

By  Hopkins  Moorehouse,     $1.50 

We  can  confidently  assert  that  the  most  important  contri- 
bution to  Canadian  literature  that  has  appeared  in  recent 
years  is  Hopkins  Moorhouse's  "Deep  Furrows."  It  is  a  book 
that  is  unique  and  one  that  will  be  talked  about  and  quoted 
from   for  years  to  come. 

The  people  of  Canada  are  just  beginning  to  realize  that  the 
strongest  social  and  political  influence  in  this  country  is  the 
"united  farmers'  movement."  In  the  West  the  power  of  this 
movement  has  been  felt  to  an  increasing  degree  for  the  past 
few  years,  but  in  the  East  its  strength  and  force  has  hardly 
been   realized  as  yet. 

Foi  over  two  years  Mr.  Moorhouse  devoted  his  full  time  to 
the  preparation  of  this  book  ;  archives  and  reports  that  were 
closed  to  all  other  writers  were  opened  to  him  and  he  travelled 
extensively  over  the  West  seeking  interviews  with  those  who 
had   been    connected    with   the  early    days   of  the   movement. 

The  result  of  these  years  of  labor  is  mighty  well  worth 
while.  In  a  style  that  reads  as  easily  and  is  as  interesting  as  a 
good  novel  the  author  tells  of  the  rise  of  the  united  farmers' 
movement   in    the   West   from    its    inception   to    its   present   day. 

Everyone  who  is  interested  in  this  Canada  of  ours  must  read 

this    book.      First    Canadian    edition    10.000 


DEEP  m 
FURROWS 

HopfcnsMoorHous. 


THE  GOLDEN  BOUGH 

By  George  Gibbs,     (1.50 

This  author's  last  two  books,  "The  Secret  Witness"  and  "The  Yellow 
Dove."  have  put  him  in  the  very  front  rank  of  writers  of  thrilling  tales 
of  mystery  and  adventure. 

"The  Golden  Bough"  is  a  corking  mystery  story;  its  scene  is  Switzer- 
land and  Germany  at  the  present  time ;  its  hero  is  an  American  and 
its  heroine  is  the  head  of  the  most  powerful  secret  order  in  Europe.  Its 
greatest  charm  is  perhaps  its  unexpectedness-  the  narrative  moves 
rapidly  from  incident  to  incident  reaching  a  climax  at  the  book's  end 
which  is  surprising  and  totally  unlooked  for.  The  wrapper  and 
illustrations  are  particularly  attractive. 


SHAVINGS 

Joaeph   C.   Lincoln,     $1.50 

Another  Joe  Lincoln  Cape  Cod  story,  full  of  all  the  wit  and  humor 
this  combination  has  always  produced  for  us.  His  books  all  have  that 
clean  fun,  homely  sentiment  and  charm  which  make  each  Lincoln  book 
a  larger  seller  than  the  last.  "Shavings"  takes  its  title  from  the  nick- 
name given  to  its  principal  character,  one  of  those  quaint,  middle-aged 
men  of  the  type  that  the  author  is  so  successful  with. 

Booksellers  who  are  not  pushing  Lincoln  books  are  overlooking  a 
great  possibility  as  stories  that  are  full  of  clean  humor  are  just  the 
kind  that  people  want  just  now.  One  of  the  most  discriminating  book- 
sellers in  Canada  is  still  buying  "Extricating  Obadiah"  from  us  a 
hundred  at  a  time  and  he  says  that  stories  of  this  type  are  in  greater 
demand  than   any  other. 

Get  behind  "Shavings"  and  you'll  be  surprised.  If  you  will  read  it 
yourself   it  will  help. 

Illustrated   by   H.   M.    Brett. 


THE  DEVIL'S  CRADLE 

By  Mrs.  Alfred  Sidgwick,  $1.50 

Owing  to  a  mix-up  over  the  ownership  o'  the  Canadian  rights, 
this  author's  last  book  "The  Salt  of  the  Earth."  was  not  widely 
known  in  Canada,  but  it  was  one  of  the  big  sellers  both  in 
England  and  the  United  States. 

Here  is  a  story  of  a  similar  nature  and  an  even  better  one. 
The  story  of  an  English  girl  who  marries  a  German  officer  before 
the  war  and  goes  to  live  in  Germany.  A  picture  of  life  in  that 
country  before  and  during  the  war 
which  gives  an  insight  into  the  life 
and  character  of  the  Hun  that  is 
illuminating  and  fascinating.  It  is  an 
absorbing  and  accurate  exposition  of 
the  German  mind  and  mood  and  your 
customers  will,  thank  you  for  having 
recommended    it. 


ESS? 


THE  HOUSE  OF  TORCHY 

By   Sewell   Ford,    $1.50 

One  of  the  most  unusual  things  in  modern  bookselling  is  the  fact 
that  each  "Torchy"  book  outsells  its  predecessors.  Usually  a  sequel 
is  a  failure  compared  to  the  book  that  preceded  it,  but  here  we  have 
the  sixth  book  about  the  lovable  red  head  "Torchy"  and  we  confi- 
dently  predict  for   it  a   biggej-  sale  than    any   of  the   other   five. 

GEORGE  J.   McLEOD,  LIMITED 

TORONTO 
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Boltbap  G(rtt  ©oofes 


Humorous 

Books  As 

Gifts 

For  many  people — per- 
haps most  people  — 
books  that  will  make 
them  laugh  are  the  most 
acceptable  of  course, 
some  people  need  very 
little  to  make  them 
laugh,  hence  the  all  too 
numerous  mediocre  vol- 
umes that  parade  as 
books  of  humor.  Bu 
there  come  each  year  a 
new  crop  of  genuinely 
lumorous  books  and  this 
season  is  no  exception. 
Some  of  them  are  side- 
lights on  the  war  and 
others  enable  people  to 
detach  themselves  com- 
pletely from  all  thoughts 
of  the  great  conflict — 
such  is  the  power  of  a 
real  humorist. 

Books  of  humor  make 
ideal  gifts  for  Christ- 
mas. 


The  Funniest  Book  of  the  War 

Everybody  wants  something  that  will  appeal  to 
the  sense  of  humor.  This  book  presents  the  letters 
of  Jack  O'Keefe,  former  big  league  pitcher— now 
"shutting  out"  the  Huns    to  his  friend  AL 


TREAT 

'EM 
ROUGH 


By  RING  W.  LARDNER 
Price,  $1.00 

SOME  EXTRACTS: 


UCMt.aiLAUf'Eno 


JACKXKAiSffiKHHR 

fy    gING  W  lARDNL? 


'W 


ELL,  Al,  they  had  told  us  not  to  bring  much  baggage,  and  some 
of  the  boys  come  without  even  their  tooth  brush,  but  they  hadn't 
some  of  them  forgot  to  fetch  a  qt.  bottle  and  by  the  time  we  got 
outside  of  fhe  city  limits  the  engineer  didn't  have  to  blow  his  whistle  to  leave 
people  know  we  were  coming.  Somebody  had  a  cornet  and  another  fellow 
had  a  trombone  and  a  couple  of  them  had  mouth  organs  and  we  all  sung 
along  with  them  and  we  sung  patriotic  songs  like  Jonah  Vark  and  Over  There 
and  wh«m  they  started  on  the  Star  Spangled  Banner  the  guy  I  was  s«tting 
along  side  of  him  hollered  for  them  to  not  play  that  one  and  I  thought  he 
was  a  pro-German  or  something  and  I  was  going  to  bust  him  but  somebody 
asked  him  why  shouldn't  they  play  it  and  he  says  because  he  couldn't  stand 
up  and  he  wasn't  the  only  one  either  Al. 

"So  afterwards  when  we  was  in  the  barracks  he  come  up  and  says  'If 
you  are  playing  Jonah  Vark  you  should  ought  to  quit  telling  us  to  come  on 
boys  arid  give  them  hell  because  Jorah  Vark  wouldn't  never  use  a  word  like 
that.'  So  I  said  'I  guess  he  would  say  a  whole  lot  worse  than  that  if  he  had 
a  dirty  rat  like  you  in  his  command.'     So  that  shut  him  up. 

"Well  Al  we  started  to-day  learning  to  throw  bombs  and  of  course  that 
won't  be  no  trick  for  me  and  you  might  say  it  was  wasting  time  for  me  to 
practice  at  it  because  when  my  arm  feels  O.K.  I  can  throw  in  your  vest 
pocket  but  to-day  it  was  raining  and  I  wouldn't  cut  loose  and  take  chances 
with  my  arm  because  I  figure  this  war  won't  last  long  and  I  guess  I  won't 
have  no  trouble  signing  up  in  a  big  league  at  my  own  terms  after  what  I 
done.  But  you  ought  to  seen  the  officer  that  was  trying  to  learn  us  how  and 
if  they  all  throw  like  he  it's  a  wonder  they  hit  Europe  to  say  nothing  about 
the  Germans." 

Better   Wire   Your   Order 

GEORGE  J.  McLEOD,  Limited 

TORONTO 
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BODKSEL.LEB      AND      STATIC  NEK 


BOOKS 


make  the  best  presents. 
There  is  nothing  easier 
to  buy  than  a  book,  and 
nothing  that  makes  a 
better  showing  for  the 
cost.  There  is  nothing 
that  indicates  such  lov- 
ing thoughtfulness  on 
the  part  of  the  giver, 
and  brings  such  real  and 
lasting  pleasure,  as  well- 
chosen  books. 


GENE  STRATTON-PORTER'S  NOVELS  AND  NATURE  BOOKS 


6,859,000 

sold.      T! 

A  DAUGHTER  OF  THE 
LAND 

By    Gene    Si  ratton-Portcr 

Author    o,  rhe    Harvester, " 

"Michael     O'Hallort 
THE  NEW   WORK  OF  AN   INTERNATIONAL 
AUTHOR 

In    "AD  r   the    Land 

by    far   all   of   he 

inspiration     to     all      who     com- 
i    with    her. 

You 
ing    and    sti 

mended    without 

rifts    nothing    m  Ooze 

ther       bindi- 
Price,    i 

A    DAUGHTER    OF    THE     LAM) 

MICHAEL    O'HALLORAN 

LADDIE 

THE    HARVESTER 

A   GIRL  OF  THE   LIMBERLOST 

FRECKLES 

THE  SONG  OF  THE  CARDINAL 

During   tl  i  lifferent  editions   varying  in 

o  a  binding  of  beautiful    red  morocco.    .... 
I    could    n  ok    without    th<  The    Cardinal    is    my    first,    and    I    am 

afraid    my    b 

Illustrated    in    colors.      Cloth,    net    SI. 35.       Leather,    net    $2.00 


FRECKLES 


Tha  book   originated   from   the  aving   the   swamp,   a   big   feather  with 

a  shaft   over  twenty   inches  irling  earthward  and  fell   in   the  path  at  my 

I    the   old    swamp   and    all  its    traditions    to    work    upoi                            natural    history 

rial,    and    this    feather    falling    at    my  I                         the   book    which    in    six    months    I    had    com- 

Limberlost    Edition    with    Illustrations    by    Thomas    Fogarty,    Boxed,   net    $1.50 


FRIENDS  IN  FEATHERS 


Having  seen  a   few  of  ms                        bird   life.  of  "The   Ladies'   Home  Journal." 

raphed  me  to  show  him   what   I  could  do  in  that  line.  ...    I   left  with  an   order  from  Mr.   Bok 

for   a   six    montl.                                                  nal"   of    n  lies    accompanied                        itions 

faithfully  in  my   power,    and    illustrated    with 
my  level   best   work. 

Illustrated  in   colors  and   black    and  white.      Net   $3.50 

MOTHS  OF  THE  LIMBERLOST 

Never  in  all  m  had   in  painting  the  illustrations 

fur  this   volume.      I   used   t'i  .'.hen   a  girl   and    threw   my    whole   heart   into  the 

work  J i rur   on   those    wonderful    wil 

Illustrated,    $3.00 


\1 


MORNING  FACE 


MORfll/SGFAC^ 


.00 
Who    is    MORNING    FACE 

A    fi  !  ild    came    into   the    hon 

full  id    sun- 

continuallj 

us    up    with     morning 
MORNING    FACE   the    child    was    called. 
From    the   hojir   of   th  irl's    birth,    Mrs.    Porter    im- 

ng  chants,   rhymes, 
►out   the   flowers,    birds   and  animals 
in    Wildflower  Woods,  and  made  funny 
pictures    to    illustrate    them. 

Then     came     the     ine  aj      when     MORNING     FACE 

demanded   that   h>  mads    into  a   book. 

and   a    little  later  the    I  "made 

it   to 
it    is,    repi 
ter    made    for    the    one 
child    of    her    heart. 


THOMAS  LANGTON 


Publisher 


23  Scott  Street,  Toronto 
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)  K S E LLER      AND     S  T A  T I 0 N E K 


THE  TIME  SPIRIT 

r 

.M.i  i  ' 

n 

FANATIC     OR     CHRISTIAN? 


JfAIWIC    . 
1CHRIST! 


i:        HELEN      R.      MAF 

>1.40. 

i  ■ 

Mi  -       Mil 

THE  WHIRLWIND:   A  Tense  Story   of  Russian   Court   Intrigue 

Bj    Kli\.\    \\n|:  rn  i.i.Y    I  SDBTBWOOD 
:   lln 

THE    HEART    OF    ARETHUSA 


$1.50 


I:.     FRANCES    BARTON     FOX. 

the  Romance  of  th< 

THE  GOLDEN  BLOCK 


-;.  ;5#^wine>> 


XSTON^SHME^ 


irilli:   KERR,    n 

THE    WINE    OF    ASTONISHMENT 
IXGS    BR  U 


w 


THE 

GOLDEN 
BLOCK 


THE  SHIELDING  WING 


11.1.     I,K\  INGTON     I  I  Mil  (JUT 
\ 
i         II.      di 

End   who   la    in 

1 1. 

S 
■ 
CLEEK,    the    Master    Detective 


GLEEK 

the  master 
Detective 

THOMAS  to  H\NMU\V 


store,    Springfield, 


How 

ulllV. 

d    riant    and 

This    book,    the    work    of    Thomas    W.    Han- 
s hew  in  his  prime,  is  now  published  for  the 
n try.       Four    illustra- 
tions   by     Gordon     Gran!.       Net,     $1.40. 
"A     heller    book     than     'Pollyana'  " 

Bryant    of    Johnston's    Book- 
Mass.,    has    to   saj    of    our   charming    new   novel 

MERRY  ANDREW 


BOMETrfli 

■l  BEGINSWrTH' 


RONEY    WEIR  BM1"    ainuke-w  $1-35 

While    Mr.    Victor    l.auristmi.     Librarian,    of    the    Public    Library, 
Chatham.   Ontario.   Canada,    writes   us   that   "  'Merry   Andrew'  ought 

to  be  widely  read,  and  taken  to  heart,  not  merely  because  it  is  a  thoroughly  interesting  story,  but 
because  it  drives  home  the  worth-while  lesson  that  huge  possibilities  await  the  capable  girl  or 
woman    on    the    farm." 

SOMETHING   THAT   BEGINS   WITH    "T"  By   KAY    CLEAVER    STKAHAN 

12mo.    Cloth.      Illustrated.      Net.    $1.35.      "From    its    first   word    through    to    thi  lys    a    critic 

who   has  seen    it    in    manuscript,    "this   book    is    delightfully    refreshing    and    original.      I 
charm    and   humor   and    humanness.      We   are   shown     a     lovable,     'different,'     twenty-odd-year-old 
girl  who  mothers  in  a  comrade-y  way  an  equally  lovable   little   boy.      The   author    (whom    I    r 
as  the  author  of  'Peggy  Mary')   does  not  9train  to  make  this  girl  original.  She  naturallj 

THOMAS  LANGTON,  Publisher,  IT0R0NT0 


The 
Book  Gift 


No  present  gives  so 
great  and  lasting  pleas- 
ure as  a  Book,  and  noth- 
ing that  gives  so  much 
pleasure  costs  so  little. 
Therefore  give  b-o  o  k  s 
this  Christmas. 

Holiday  buyers  are 
urged  to  shop  early.  Not 
only  will  they  be  able  to 
make  their  purchases 
more  leisurely,  but  their 
opportunities  for  selec- 
tion will  be  wider.  To 
wait  until  the  last  day  or 
two  before  Christmas  is 
almost  sure  to  mean 
some  disappointments. 
Shop  early. 
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Qolibap  Qift  &0*& 


BOOKS 

The  library  of  wisdom 
is  more  precious  than  all 
riches,  and  nothing  that 
can  be  wished  for  is 
worthy  to  be  compared 
with  it.  Whosoever, 
therefore,  acknowledges 
himself  to  be  a  zealous 
follower  of  truth,  of 
happiness,  of  wisdom, 
of  science,  or  even  of 
faith,  must  of  necessity 
make  himself  a  lover  of 
books." 

— From  the  Latin. 


m 

7~  "-'                  *5sb 

Fall  Publications 


When   Paris   Laughed 

By  Leonard   Merrick ...  Cloth,  $1.50 

The   Years   For   Rachel 

Berta  Ruck   Cloth,  $1.50 

Three  of  Hearts 

By  Berta  Ruck Cloth,  $1.35 

The  Human  Touch 

By  "Sapper" Cloth,  $1.40 

The   Savignys 

By  G.  B.  Lancaster Cloth,  $1.25 

The  Remembered   Kiss 

By   Ruby   Ayres    Cloth,   $1.35 

The  Fugitive  Sleuth 

By  Hulbert  Footner   .  .  .Cloth,  $1.36 

Where  Angels  Fear  to  Tread 

By   A.   G.   Hales    Cloth,   $1.35 

Captain   Kettle's    Bit 

By  C  J.  Cutcliffe  Hyne,  Cloth,  $1.35 

Beatrice   Ashleigh 

By  F.  E.  Mills  Young $1.50 

The  New   Moon 

By  Oliver  Onions    Cloth,  $1.50 

The  Silver   Lining 

By  Harold  Brighouse  ..Cloth,  $1.25 
Olivia 

By  O.  Douglas   Cloth,  $1.35 

Wings    of   the    Morning 

By  Joan  Sutherland  ..  .Cloth,  $1.50 
The   Blue   Germ 

By  Martin  Swayne   Cloth,  $1.25 

The  Silent  Legion 

By  J.  E.  Buckrose Cloth,  $1.50 

The    Price    of   a   Throne 

By  Joseph  Hocking   ...Cloth,  $1.25 

The   Pomp  of   Yesterday 

By  Joseph  Hocking  ...Cloth,  $1.25 
The    Navy    Eternal 

By  "Bartimeus"    Cloth,  $1.50 

The   Girl    From    Kurdistan 

By  J.  D.  Kermish Cloth,  $1.25 

His  Last  Bow 

By  Sir  Arthur  Conan   Doyle,  Cloth 

$1.35 

Once   Upon   a   Time 

By  A.  A.   Milne    Cloth,  $1.25 

Greenmantle 

By  John  Buchan   Cloth,  75c 


The  Yellow  Ribbon 

By  William  Le  Queux.  .Cloth,  $1.25 

The  Islands  of  Adventure 

Theodore  G.  Roberts. .  .Cloth,  $1.25 

Lord  Tony's  Wife 

By  Baroness   Orczy    ...Cloth,  $1.25 

Atlantic  Gold 

By  J.   J.    Bell    Cloth,   $1.25 

The   Sub:   The   Adventures   of  a   Sub- 
Lieutenant 

By  "Taffrail"   Cloth,  $1.25 

The  Lady  of  St.  Luke's 

By  Mark  Allerton Cloth,  $1.35 

British  Campaigns  in  the  Nearer  East 
By  Edmund  Dane Cloth,  $2.50 

The  Edge  of  the  Quick  Sands 

By  Thomas  Curtin Cloth,  $1.50 

The  Letters  of  Thomasina  Atkins 

Anonymous Cloth,  $1.25 

Tommy's  Triangle 

By   Arthur   E.   Copping,   Cloth,   75c 

The  British  Aircraft  Industry 

Published    by    "The    Times,"    Cloth, 
$2.00 

Albert,     Fourth     Earl    Grey:    A    Last 
Word 

By  Harold  Begbie   Cloth,  75c 

Life    of     Sir    George    Williams,     the 
Founder  of  the  Y.M.C.A. 

By   J.    E.    Hodder    Williams,    Cloth, 

$1.50 

War  and  the   Future 

By  The   Rt.   Hon.   Sir   Robert  Bor- 
den     Cloth,  $1.00 

The  Great  Crusade 

By  David  Lloyd  George,  Cloth,  50c 
Jack  Cornwall 

By  J.  E.  Hodder  Williams   50c 

Rough  Rhymes  of  a  Padre 

By   "Woodbine   Willie,"    C.F.,   M.C., 

Cloth,   $1.00 

Leather,  $1.25 

The  New   Revelation 

By  Sir  Arthur  Conan  Doyle,  Cloth, 
$1.00 

For  Remembrance:  Soldier  Poets  Who 
Have  Fallen  in  the  War. 

By  A.  St.  John  Adcock,  Cloth,  $2.00 


Hodder  &  Stoughton,  Limited 


TORONTO 


BOOKSELLER      AND     STATIONER 


BOOKS 

are  minds  speaking  to 
minds — vital,  refresh- 
ing, enlarging.  For  this 
reason  books  are  peer- 
less as   gifts. 

fl  The  estimation  of  a 
book-gift  is  never  its 
cost.  It  is  its  human 
quality  alone  that  is  felt 
and  seen. 

H  A  book-gift  transcends 
all  other  gifts  in  poten- 
tial pleasure  and  enrich- 
ment. 


Complete  List  of  H.  &  S.  75c.  Cloth  Novels 

Postage  10c.  Extra 


[It  is  for 
England!' 


Anonymous 

26.  Baked  Bread. 

100.  Boy     of     My 

Heart. 
Harold  Begbie 

61.  Rising  Dawn. 
J.  J.  Bell 

101.  Till    the    Clock- 

Stops. 
Rolf    Bennett 

62.  Captain  Calam- 

ity. 

63.  Courtship        o  f 

Capt.     Silas 
Porter. 

64.  The  Web. 
Capt.  Eustace  Ains- 

worth 

27.  2nd-Lieut.  Billie 

Impett      and 
His  Orderly. 


THE 

CASTAWAYS 

a  m:w  NOVEL  by 

W.W.JACOBS 


F.    Britten    Austin 

30.  Battlewrack. 

Capt.  Bruce  Bairnsfather 
44.  Fragments  from   His   Life. 
E.  F.   Benson 

3.  The  Oakleyites. 

31.  Mrs.  Ames. 

65.  David  Blaize. 

66.  Arundel. 

George   A.    Birmingham 

4.  Benedict  Kavanagh. 

Dorothy  Black 

67.  Her  Lonely  Soldier. 

Percy  Brebner 

6.  The  Little  Grey  Shoe. 

Roy    Bridges 

71.  The  Immortal  Dawn. 

Harold   Brighouse 
54.  Fossie  for  Short. 

J.  E.  Buckrose 
69.  The   Round-about. 

Dion    Clayton    Calthrop 
8.  A  Trap  to  Catch  a  Dream. 
John  Butler  Cooper 

72.  Coo-oo-ee. 

Laurence  Cowen 

7.  It  is  for  England! 

S.  R.  Crockett 
56.  The  Azure  Hand. 

Amy  Le  Feuvre 
53.  Daddy's    Sword. 

Hulbert  Footner 

12.  The  Fur  Bringers. 

Charles  Garvice 

13.  In  Wolf's  Clothing. 

14.  Nance. 

15.  Her   Heart's   Desire. 

16.  In  CuDid's  Chains. 

17.  The    Woman    in    it. 

18.  Queen  Kate. 

19.  A  Jest  of  Fate. 

20.  The  Fair  Impostor. 

21.  Just  a  Girl. 

Marv  E.  Mann 
1.  The  Victim. 


David  Lyall 

29.  The  Rise  of  Philip  Barratt. 

75.  In  a  Strange  Land. 

David   M'CuIloch 
9.  Doodle  M'Clink  of  the  "Sardine 
Castle." 

10.  The  Swinging  Tub. 

Morice    Gerard 

58.  The  Adventures  of  Marmaduke 

Clegg. 

Lord  Frederic  Hamilton 
2.  The  Beginnings  of  P.  J.  Daven- 
ant. 

Helen  Hudson 

59.  Flames  in  the  Wind. 

W.  W.  Jacobs 
25.  The  Castaways. 

Mary   Julian 

60.  Where  Jasmines  Bloom. 

Mary  Conner  Leighton 
28.  The  Marked  Woman. 
74.  Dark  Peril. 

Edith    Marv    Moore 

11.  Teddy,   R.N.D. 

Evelyn  Orchard 
52.  The  Greater  Glory. 

Marie  Bjelke  Petersen 
47.  The   Captive   Singer. 

Hesketh  Pritchard 

76.  November  Joe. 

William    Le   Queux 

22.  The  Zennelin  Destroyer. 

W.  Pett  Ridge 

45.  Table    D'Hote. 

46.  The   Amazing   Years. 

F.  Horace  Rose 

23.  Haidee. 

24.  The  Golden  Glorv. 

"Saooer" 
68.  Michael  Cassidy.  Sergeant. 
Annie    S.    Swan 
5.  Younf  Blood. 

Frederick  Turner 

77.  The  Gate  of  Horn. 

E.   Tern  Die   Thurston 
70.  The  Five  Barred   Gate. 


Hodder  &  Stoughton  Limited 


PUBLISHERS 
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fl  Think  of  the  ease  with 
which  even  a  long  list 
of  names  to  be  remem- 
bered with  Christmas 
gifts,  may  be  checked 
off  as  selections  are 
made  from  tables  in  the 
bookshops  amply  laden 
with  books  suitable  for 
holiday  giving. 

fl  Then  why  should  no 
people  "shop  early"  so 
as  to  make  their  pur- 
chases more  leisurely 
than  is  possible  in  the 
rush  and  crush  of  shop- 
ping in  the  last  few  days 
before  Christmas? 


CANADIAN  BOOKS 

THIS  year,  particularly,  Canadian  Books  as  well  as 
Canadian  productions  of  all  kinds,  should  be  featured 
in  gift-giving.  A  selection  to  suit  any  friend  may  be 
readily  made  from  these,  which  are  strictly  Canadian 
productions. 


In  Flanders'  Fields 


By   Col.   John  McCrae 


Few  people  know  that  in  addition  to  the  poem  with  the  title  as  above,  the 
fame  of  which  has  run  'round  the  world,  the  late  Col.  McCrae  had  written 
a  considerable  quantity  of  verse.  This  has  been  gotten  together,  and  with 
a  strong  and  comprehensive  biography  makes  up  a  book  which  will  be  wel- 
comed   in    any   Canadian    library.      Cloth.- $1.25 


In  the  Day  of  Battle 


Compiled  by  Carrie  Ellen  Holman 

Three   years   ago,   a    young   lady    in    Summerside,   P.E.I.,   conceived   the   idea   of 
making   a    col                of   the   Lest   war   verse,   the   profits   of  the   sale    of  which 
should    go    to    patriotic    purposes.      The    book     has     already    run   through   two 
editions,  with  a  large  sale  in  the   United  States.    This  is  the  third  and  enlai 
edition,  and  includes  the  finest  verse  inspired  by  the  war.    Cloth $1.25 

Canada's  Day  of  Glory  By  F.  A.  McKemu 

Another  book  which  will  live  in  Canadian  hearts  and  homes.  It  is  practically 
a  record  of  Canadian  victories  in  the  war  and  the  reasons  which  lie  behind 
them.  The  author's  pi  nadian  papers  have  made  his  name 
famous.     The  book  should  do  more  for  him.     Cloth $1.50 

The  Romance  of  Western  Canada 

By  R.  G.  MacBeth 

For  the  patriotic  friend — and  who  is  not,  these  days? — this  book,  telling  the 
story  of  the  growth  of  our  great  West,  and  giving  an  outlook  as  to  future 
most  appropriate  gift.  Sir  John  Willison  says:  "For  this 
story  of  Western  Canada  posterity  will  be  grateful,  and  we  of  this  generation 
will  realize  more  fully  that  there  is  stirring  romance  in  the  far  past  of  our 
history."    Cloth,  illustrated,  with   specially  striking  jacket $1.50 

Out  of  the  Jaws  of  Hunland 

By  Pte.  Jack  Evans  and  Corp.  Fred.  McMullen 

Perhaps  the  most  thrilling  escaped-prisoners'  story  yet  published,  covering 
the  experiences  of  two  Canadian  boys  in  German  prison  camps  and  in  several 
unsuccessful  attempts  to  get  out  of  the  German  clutches  before  they  were 
finally  successful.  A  feature  is  the  treatment  of  internal  conditions  in  Germany 
in  a  way  not  previously  attempted,  which  throws  considerable  light  on  present- 
day   conditions.     Cloth,   illustrated    $1.35 

Kan-Uk     the     Kllte      By  Frank  Burne  Black 

If  your  friend  appreciates  dry  humor  which  will  stick  with  him  for  days,  this 
little  book  will  tickle  him  enormously.  It  is  really  a  chronicle  of  war  con- 
ditions in  Canada  told  in  archaic  language  in  the  form  of  Biblical  script. 
Cloth    S1.00 


Your    Bookseller    has    all    these    books,    or 

will    gladly    get    them    for    you.      Ask    him 

about  them. 

WILLIAM  BRIGGS,  Publisher 

TORONTO,    ONTARIO 
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BOOKS 


are  minds  speaking  to 
minds  —  vital,  refresh- 
ing, enlarging.  For  this 
reason  books  are  peer- 
less as  gifts. 

|f  The  estimation  of  a 
book-gift  is  never  its 
cost.  It  is  its  human 
quality  alone  that  is  fel . 
and  seen. 

fl  A  book-gift  transcends 
all  other  gifts  in  poten- 
tial pleasure  and  en- 
richment. 


/e 


LA  -^"5//ffii 

■  BB1 

GIVE  A  BUSHEL 
OF  LA  UGHS 


NO  gift  is  appreciated  like  the  one  which,  particularly 
in  these  strenuous  days,  makes  the  recipient  forget 
the  nervous  strain  about  him.  The  first  three  below 
are  chock  full  of  jolly,  rollicking  humor,  against  which  the 
grouch  has  no  toe-hold. 

DERE    MABLE  By  Lieut.  E.  Streeter 

Real  fun  this,  healthy,  hearty,  infectious. 

Presumably  letters  from  an  unsophisticated  lad  in  an  United 
States  Training  Camp  to  his  sweetheart  at  home.  Already  half 
a  million  copies  sold.  Illustrations  just  as  funny  as  the  letter- 
press.    Cloth,  75c. 

FROM  BASEBALL  TO  BOCHES       By  h.  c.  witwer 

Put  a  Big  League  ball-player,  very  susceptible  to  jokes,  over 

in  France,  and  have  him  write  letters  to  a  friend  at  home,  as 
Ed.  Harmon  does  in  this,  and  you  will  see  the  possibilities  of  fun 
and  entertainment.  There  are  nine  innings  of  it  here,  with  no 
rain  checks  necessary.     Cloth,  $1.25. 

BILTMORE    OSWALD  By  J.   Thorne  Smith 

Another  "Dere  Mable,"  though  this  one  deals  with  the  Navy 
instead  of  the  Army,  showing  the  sunny  side  of  a  greenhorn's 
life  in  a  Navy  Training  Camp.  It,  too,  is  filled  with  amusing  pen 
sketches  by  Dick  Dorgan.     Cloth,  75c. 

Wouldn't  She  Like  These? 

THE    YOUNG    DIANA  By  Marie  Corelli 

A  somewhat  astounding  story  of  the  rejuvenation  of  youth 
through  modern  scientific  achievement,  told  with  all  this  author's 
attractiveness.     Cloth,  $1.35. 

THE    MAGNIFICENT    AMBERSONS  By  Booth   Tarkington 

Everybody  likes  Tarkington's  stories.  Here  is  the  latest.  A 
novel  of  everyday  life  which  the  author  sees  from  rather  a  dif- 
ferent aspect  than  most  of  us.     Cloth,  $1.50. 

Your    Bookseller    has    all    these    books,    or 

will    gladly    get    them    for    you.     Ask    him 

about  them. 


WILLIAM  BRIGGS,  Publisher 

TORONTO,    ONT. 
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BOOKS 

SUGGEST 

1 

KJ  v/  V-^  1il  KJ 

these  Books 

as  Christmas  Gifts 

will    admirably    enable 

The    Cow    Puncher 

The   Girl    in    His   House 

By    Robert    J.    C.    Stead.    Cloth 

$1.50 

By   Harold   MacGrath.     Cloth $1.25 

you  to   express,   in  the 

The  Winds   of  Chance 

The    Best    Short    Stories    from    Life 

Hy     Rex      Reach.       Cloth      

.    $1.50 

By    Tom    Masson.     Cloth $1.25 

form  of  a  gift  at  Christ- 

Boone   Stop 

mas  time,  good-will  to- 

By    Homer     Croy.      Cloth     

$1.50 

Berlin    to    Bagdad 

By  Capt.   George   A.   Schreiner.   Cloth..    $2.00 

Mam'selle     Jo. 

By    Harriet    T.    Comstock.     Cloth... 

$1.40 

The  Kaiser  as  I  Know   Him 

wards    near    and    dear 

The    Unpardonable    Sin 

By    Arthur    N     Davis       Cloth $2.00 

friends. 

11.60 

Impressions    of    the    Kaiser 

By    Dr.    David    Jayne    Hill.     Cloth $2.00 

Sylvia    Scarlett 

By    Compton    Mackenzie.      Cloth 

$1.60 

Mv    Lorraine    Journal 

1}  Yield  to  that  impulse 

Doctor    Danny 

By    Ruth    Sawyer.     Cloth 

$1.35 

By    Edith    O'Shaughnessy.     Cloth $1.60 

The    Cloae-Up 

On   the   Other  Side  of   the   Marne 

By    Henriette    Cuvru-Magot.     Cloth $1.00 

by  choosing  books  to  be 

By     Marnaret    Turnbull.      Cloth 

The    Hills    of    Refute 

$1.50 

War   in    the  Cradle   of   the   World 

that   exhibit   of  your 

By    Will   N.    Harben.     Cloth    

$1.50 

The     Real     Front 

Foes 

kindly  thought. 

By  Mary  Johnston.    Cloth 

$1.50 

A    Flying    Fighter 

The    Man    from    Bar-20 

By   E.   M.    Roberts.    Lieut.    R.F.C.   Cloth  $1.50 

By    Clarence    E.    Mulford.     Cloth 

$1.40 

Outwitting   the   Hun 

The     Gilden     Man 

By   Lieut.    Pat.    O'Brien.     Cloth $1.50 

H  To   give    pleasure,    a 

By    Clifford    Smyth.     Cloth    

$1.50 

Buddy's    Blighty 

Editewater    People 

By    Lieut.    Jack    Turner,    M.C.    Cloth..    $1.25 

book  need  not  necessar- 

By   Mary    E.    Wilkins    Freeman.     Cloth    $1.86 

Kitchener    and    Other    Poems 

Free    and    Other    Stories 

By    Robert  J.    C.    Stead.     Cloth $1.00 

ily  be  a  highly  expen- 

By   Theodore    Dreiser.     Cloth 

$1.50 

Leather 2.00 

The  Peak  of  the  Load 

Flint    and    Feather 

sive  volume.    There  are 

By    Mildred    Aldrich.     Cloth 

$1.25 

moderate   priced  books 

Everyman's    Land 

By  A.  M.  and  C.  N.  Williamson.    Clo 

th  $1.40 

Four    Years    in    the  White    North 

By    Donald    B.    MacMillan.     Cloth $4.00 

that  will  delight  certain 

The    Inferno 

$1.50 

On   the  Headwaters  of  Peace  River 

By     Paul     Haworth       Cloth     $4.00 

people  more  than  pre- 

Shandygaff 

Lloyd    George;    The  Man   and    His   Work 

By    Christopher   Morley.     Cloth 

$1.40 

Simba 

Charlotte    Bronte;    A    Centenary    Memorial 

cious  metals. 

By    Stewart    Edward    White.     Cloth.. 

.  .    $1.40 

By    Mrs.    Humphry    Word.      Cloth $2.50 

The    Unseen    Hand 

Booth    Tarkington 

By    Clarence    Herbert    New.     Cloth.. 

. .    $1.40 

By    Robert    Cortes    Holliday.     Cloth $1.25 

The    U.    P.    Trail 

Further    Memories 

By    Zane    Grey.     Cloth    

$1.50 

By    Lord    Redesdale.     Cloth.     Gilt $6.00 

The     Threshold 

Leaders   of   the    Canadian    Church 

By     Marjorie     Benton     Cooke.      Cloth 

.  .    $1.40 

By  Canon    Bertal    Heenry.     Cloth $2.00 

The    Source 

Fragments    of    Philosophy 

Clarence   B.    Kelland.     Cloth    

$1.40 

By  John    McQuarrie.     Cloth $100 

/^^^&c=i3t£7~~y\ 

Kitty  Canary 

The    Lure    of    Music 

((    /^      ^\    // 

By    K:ite    I.angley    Bosher.     Cloth.... 

$1.00 

\v  f^ —    ~~"^  u 

The     Road    That     Led    Home 

Plays  for  Any  Child 

]\fr                 \(<I 

By     Will     N.     Ingersoll.      Cloth 

$1.35 

By   F.   Ursula    Payne.     Cloth    75   cents 

s/IeL                 \v\ 

Making    Her   His   Wife 

Musson's    Wonder    Book    of    Fairy    Tales 

v/j&z- =^s  \\ 

By     Corra     Harris.      Cloth 

$1.30 

24    illustrations    in    color    and    100    in    black 

y^^m ^^fcsV 

Aliens 

Musson's  Wonder  Book  of  the  Bible.  Cloth  $2.50 

(4M  K^fl   P>M 

The    High    Heart 

Peck's    Bad    Boy    and    His    Pa 

^ ~ 

By    Basil    King.     Cloth     

$1.50 

Complete    Edition.      C'.oth $1.00 

THE  MUSSON  BOOK  CO.,  LIMITED 

Publishers 

TORONTO 
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Books  for 
Children 


Children  are  admitted  to  new 
worlds  of  delight  through  books, 
thus  stimulating  their  imagina- 
tion and  storing  up  for  them 
life-long  joyous  memories. 

Thus,  it  will  be  appreciated  that 
books  contribute  not  only  to 
their  immediate  happiness,  but 
give  it  permanance  throughout 
their  whole  lives. 

There  are  no  better  gifts  for 
Children  than  books.  For  the 
wee  kiddies  there  are  toy  books, 
comprising  a  wide  range  in 
treatment.  There  are  elabor- 
ately designed  volumes,  includ- 
ing the  work  of  some  of  the  most 
noted  artists,  but  naturally  the 
sale  of  these  is  restricted  by 
reason  of  the  necessarily  high 
price.  There  is,  however,  so 
much  merit  in  the  low-priced 
books,  even  the  five-cent  toy 
books,  that  there  is  plenty  of 
choice  to  adequately  delight 
every  child  in  the  land. 

Remembering  that  Books  are  a 
Delight  all  through  Life,  Christ- 
mas Shoppers  will  do  well  to 
select  BOOKS  as  their  Christ- 
mas gifts  to  Children,  whether 
they  be  wee  tots  or  boys  and 
girls  in  their  "teens." 


DDD 
DDD 
DDD 


-fi 


A  Specialty  for  Kiddies 


v 


Let  me  sin$ 
ip  your  child !' 


I'M    TOM,  the  Piper's   son,  you   know 
— and    that    child    of    yours    knows 

all  about   how   I   stole   the   pig. 

I've  always  wanted  to  tell  those 
children  of  yours  my  own  story,  and 
to  sing  them  a  song  and  now  at 
last  I  can  do  it.  Mary  and  her  lamb 
are  with  me,  and  Jack  and  Jill,  too 
and  if  you  will  let  us,  we  will  all 
come  and  sing  our  songs  to  that  wide- 
eyed,  happy  child  of  yours. 

You  see,  it's  this  way.  A  series  of 
books  is  now  being  made  that  is  the 
most  wonderful  you  ever  saw.  They 
have  our  stories  in  them,  for  you 
to  read  aloud  but  they  also  have 
in  them  the  actual  phonographic 
records  real,  sure-enough  Columbia 
records -of  the   songs   we   sing. 

A  Series  of  Books  that  Sing 

Of  course  the  children   love  them 
the     big    ones     and     little     ones-  and 
?rown-ups,  too! 

You  read  my  story,  and  then  your 
child  puts  my  song  right  on  his  little 
gramophone,  or  your  big  gramophone, 
and  I  sing  to  him.  Isn't  that  great? 
Gup**  your  child  will  think  that's 
about  the  most  wonderful  thing  he 
ever  heard  of. 


They  are  called 

The  Bubble  Books 

No.  1— The   Bubble    Book 
No.  2-  Second    Bubble    Book 
No.  3— Third    Bubble    Book 
No.  4 — Animal   Bubble  Book 

And  More  to  Come 

THE  BOOKS  THAT  SING 

By    Ralph    Mayhew   and    Burges   Johnson 
Pictures    by     Rhoda    Chase 

EACH  BOOK  in  full  color,  with 
three  Columbia  records — costs  only 
$1.25.  The  first  four  books  of  the  series 
are  ready,  all  with  well-loved  nursery 
rhymes  told  and  sung  and  the  latest 
one,  the  Animal  Bubble  Book,  is  like  a 
fascinating  visit  to  the  most  friendly 
menagerie    your   child    ever    loved. 

Make  Somebody  Happy 

Just  think  what  a  delightful  Christ- 
mas gift  these  books  would  make  for 
(he  children  you  know.  Can;'t  you 
just  see  them  clapping  their  hands 
with    joy    when    they    hear    us    sing? 

You  can  get  Bubble  Books  at  all 
stores  that  sell  Gramophones  at  all 
booksellers' -at    all     big    toy    stores. 

And,  by  the  way,  the  music  is  just 
about  the  most  beautiful  the  Columbia 
people  could  find,  so  you  can  be  sure 
your   child    is   getting   the   best   there    is. 


7s  \     •^L.    V-J&SLVV  Si 


"The  Books  That  Sing"  is  a  new 
specialty  that  offers  the  bookseller  a 
legitimate  right  to  invade  what  the 
talking-machine  man  may  consider  his 
own    special    and    particular    field. 

It  is  easy  to  see  why  these  "Bubble 
Books"  have  instant  popularity  in  their 
appeal  to  children,  and  to  grown-ups  too. 


SPECIBL  OFFER— We  will  supply  you 
with  circulars  similar  to  the  above  with 
orders  for  25  copies  assorted  or  circulars 
bearing  your  name  and  address  with  or- 
ders for  100  copies  assorted,  upon  re- 
quest. 


THE  MUSSON  BOOK  CO. 

LIMITED 

Publishers         -         Toronto 
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Books 

for 

Christmas 


||The  Bookstores 
throughout  Canada  are 
showing  this  year  a  par- 
ticularly fine  array  of 
books  suitable  for  holi- 
day gifts,  both  in  point 
of  attractive  bindings 
and  the  merit  of  their 
contents.  These  volumes 
cover  the  widest  con- 
ceivable range  of  sub- 
jects, affording  titles 
particularly  adapted  to 
the  tastes  and  tenden- 
cies of  any  man,  woman, 
boy  or  girl. 


NAMES  TO  CONJURE  WITH 


H.  G.  WELLS 
JOHN  MASEFIELD 
ERNEST   POOLE 
CHEKHOV 


RUDYARD    KIPLING 
EDEN    PHILLPOTTS 
JACK    LONDON 
ARTHUR    RACKHAM 


To  mention   only  a  few! 

Titles    sponsored    by    these    names,    and    books    made    by    a    house    that    knows    how    to 

make   books    are 

CHRISTMAS   GIFTS   PAR    EXCELLENCE 


WELLS      Arrestive,     Scintillating,     Provoking,     Fascinating 

M'\N    VND  PETER.     B]    H.  G    v.  $1.75  net. 

Mi-     Wells   has   yet   given   to   the   world   and   the   one  most   likely   to  leave 

ly  sold  out.     The  salts   for  this  new   WELLS  novel 

[R.    BUTTLING  did  two  years  ago!     Orders  filled  in  order  of  receipt. 


SUICIDE    OF    MONARCHY 

,!king.     Illustrated.      $2.00 

Tin  RRAHO-BOOK 

PALL.  Nothir                               bei  n 

published      in      the  last      few      years.        It      i 
"chronique  of     European     diplo- 
mas) out    of    th. 

ship     as     typified     by     the 
Nicho  how 

SKIPPER    JOHN    OF    THE    NIMBUS 

By      I  Hand.      Illustrate,!. 

•he    action     takes 

I  he  breeze 

!     the    lure    and    danger    of    the 

fishing      industry      have      n  ived     such 

faithful    treatment. 

TWENTY     POEMS     FROM     RUDYARD 
KIPLING 

linty   pocket    volume.  30c 

ny     old     fa  I     four 

by   the   incomparable    poet 
of    tl  Many    folk    arc    using    thi 

a    Christmas    card    this    year! 

THE    SPINNERS 
By    Eden    Phillpi  $1.60 

A     thoughtful    and     sincere    story    adding     to 
Phil,  on     for    beautiful     and 

taini  r  in  the  series  of  roms 

of   industri 

IN    THE    HEART    OF    A    FOOL 

By    William    Allen    V\  I  $1.60 

A    brilliant    study    of    the    same    kind    as    "A 
Certain    Rich    Man."      It    is    primarily    the    - 
of   a    man    who  says    in   his    heart    "There    is   no 
God!"      Mr.    White    has    given    us    another 
in    to    modern    fiction. 

OCCASIONAL    ADDRESSES 

By   Kt.    Hon.   H.  H 

ex-Premier'  not  all   along   the 

line  cellany    of 

literary    and    "in    memoriam"    add  res 


MR.    RUDYARD    KIPLING'S    PROSE    AND 
VERSE 

Twent  nty-one   prose,  and  five 

y.       In    three    binding- 
Uniform     cloth. ..  .$2.50  a   volume. 

>)th     2.00  a  volume. 

ket    leather...    2.50    a    volume. 
or    a    volume    makes    a    Christmas    gift 
which  me. 

THE    RED   ONE 

■■';     London.  $1.50 

Evidence  once  more  of  Mr.  London's  fertile 
imagination     and     power    of     invention. 

POEMS  AND  PLAYS:  MASEFIELD 

Two  volumes,   uniform,  each  $2.50 
Every     poem     and     every     play  by     this    out- 
standing   modern    is    collected    in  this,    the   first 
edition    of    his    complete    works. 

THE    BISHOP 
THE    CHORUS    GIRL 

By    Anton    Chekhov,   each  $1.50 

Volumes  already  published:  The  Lady  With 
the  Dog  ;  The  Wife;  The  Party:  The  Witch; 
The     Darling:    The    D 

FOE    FARRELL 

By    "Q"    iQuiller-Couch)  $1.50 

The  demand  for  this,  an  exceptionally  fine 
"Q"  novel,  has  "carried  on"  right  since  the 
late    Spring. 

THE   WAR    AND   THE   FUTURE 

Ily  John    Masefii  $1-25 

Masefield,  whose  "Gallipoli"  and  "Old 
Front  Line"  arc  masterpieces  of  descriptive 
writing,  gives  us  the  spirit  and  atmosphere 
of   fighting    England. 

MR.    BRITLING  SEES    IT   THROUGH 

By    H.    G.    Wells.    Reprint  edition 
This    "novel    that   will    never   grow  old"    is    now 
available  at  a   moderate   price.      Original   jacket 
and     exceptionally     well-made    book. 

A    NEW    ARTHUR    RACKHAM 
ENGLISH    FAIRY    TALES 

By    Flora    Annie    Steele,    illustrated    by    Arthur 
Raekham  in  colors  and  black  and  whit* 
The    [  of    the    many    volumes    which 

Mr.    Rackham's    art    have    made    beautiful    will 

this,     his    latest. 


THE  MACMILLANS  IN  CANADA 
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BOOKS 

as  gifts  proclaim  the 
heart  and  mind  of  those 
who  give  and  those  who 
get.  Therefore,  when 
happily  chosen,  books 
are  matchless  as  gifts. 

|f  Happily  chosen  books 
become  treasured  pos- 
sessions and  never  fail 
to  awaken  pleasant 
memories  of  their  giv- 
ers. 

fl  Books  make  the  gi" 
speak  of  and  from  the 
giver. 


The   Humorous  Book  of  the  Year! 


Adventures 


of  Bindle 


$1.50 


The  new   Hindi.  tit  of  the  further  epia 

the  li  h  Bindle  and  his  friends. 

third  Bindle  Hook  written  by  Mr.  Herbert  Jenkins  and  it  is  as  humorous  as  ever. 
Mr.   T.    P.   O'Coi  that   B  i  n  <  1 1  u   is   thi  Cockney   thi  ug   through 

thi   medium   of   lit  -kwick    Pap 

The  characters  are  alh  nil>   true  t<>  iif*    and  gloriously  funny.     A  laugh   : 

ning  to  end, 

Published  in  Canada  by 
WORLD'S  PRESS  AGENCY 


TORONTO 


THE    PUBLIC    SCHOOLBOY 
"THE   LOOM   OF  YOUTH" 
$1.50  By   Alec    Waugh 

A    verj     remarkable    book,    dealing    with    the 
present    Public    School    life    in    England.      The 
author   had    just    finished    his   school    coo  - 
was      therefore      in      close     touch      with      Public 
School    life  as   it   is  to-day. 


JOAN   AVENEL 

50c.  By    Dora    S.    Forgan 

The   period   of    this   story    is    the    present.    Mr. 

nel,   a  lawyer,   is  old  ;  Mrs.    Avenel   is   young 

and    inexperienced.      Captain    Fortesque    is    bli- 

d    in    the    house    of    Mr.    and    Mrs.    Avenel 

and     the     situation     is     so     managed     that     the 

book    must    be    read    to    be    appreciated. 


THE  BYNG  BOYS  ARE  HERE 

O.  CANADA!  50c. 

of    prose,    p  music, 

written,    drawn    and    composed    by    memb 
the    Canadian    Expeditionary    Force. 

The    Daily    Telegraph    says:       A     living 
throbbing  with  patriotic   vigour  from  beginning 
to    end.      A    book    which    will    be    talked    about 
for    many    a    day." 


THE     Y.M.C.A.     GIFT     BOOK 

TOLD  IN  THE  HUTS  50c. 

A     book     of     romance,     thrilling     deeds     and 
heroism.       The    book      forms     a      beautiful    gift, 
ning   a    worthy   cause,   and   should   be 
in    every    home  uvenir    of    the    (; 

monument    to    the    great 
of  the  Y.M.C.A. 


SOLDIER'S  OWN   DIARY,    1919 

Cloth  40c.  Leather  75c. 
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j]  Whether  for  father  or 
mother  or  any  other 
member  of  the  family, 
lover,  kinsman  or  friend, 
there's  a  book  admir- 
ably suitable  as  a  gift  to 
that  particular  person. 

fl  There  is  no  easier  so- 
lution of  the  Christmas 
gift  quandary  that  wor- 
ries so  many  people  each 
year,  than  the  decision 
to  give  books — Just  the 
right  sort  of  books  can 
be  found  in  any  book- 
shop worthy  of  the 
name. 


BEST  BOOKS 
FOR  CHRISTMAS 

Put  These  On  Your  List 
The   Tin   Woodman   of  Oz. 

The  Tin  Woodman  of  Oz.  By  L. 
Frank  Baum.  Illustrated  by  John 
R.   Neill    $1.50 

Tin-   Tin    Woodman    is    tin-   central    figure    In    this 
ml   of  the  Land  of  ()/..     Along  with 
his  friend,   the  Scarecrow,   and  Wool   the  Wan 

ts   "lit    ou    an   astonishing   qu-  urea  - 

thrill  magic    art— all     of     these     the 

mil!   with   us  they  journey  through  odd  i 
Mr.    H. ii  mi  s   fairyland. 

new      Oz      Book     demonstrates     again     the 
and  freshness  of  Mr.    Bausn's  child 


The  Triumph  of  John  Kara.  A  Story 
of  the  Yukon.  By  Ridgwell  Cullum. 
Illustrated     $1.40 

A  Btory  of  the  frozen  north,  and  ilium 

of    ■   camp   in    the   grip  of  an    on- 
iilous    trader,    Mnri.ii    MacT&vish,    whose    part- 
Minn   Mowbray,   was  killed  in  an   Indian   fight. 
Tin  line    this    fight    are    found     to 

John    Kara  net   to  work   to   trace 
i  rful   personality  domin- 

The  Runaway  Woman.  By  Louis 
Dodge,     author     of     "Bonnie     May," 

etc.       Illustrated     $1.50 

Tins    is    a    story    of    the    Middle    West    centering 
markable  character,    the   wife   of  a   burg- 
lar,  who  makes  a  break  for  lil  tarts  on  an 
nturous    Journey    ...    a    ragabond    pilgrlmagt 
in  which  s                                -   n  Bnemenl   an  l   Ii 

The    tale   from    that    i  emed   with 

for    happiness.      It    is    I    novel    of    rare 
charm. 

Cheerful — By  Request.  By  Edna  Fer- 
ber.  author  of  "Roast  Beef  Medi- 
um."     $1.40 

Edna    Perber    knows   human  lition 

I    she    knows    how    to    make    her    readers 
ally    live    with    her  The    people    in 

book   are   of   the  sort    you   know   very   well    In- 
deed   "the  e."    "the    woman    who   tned 
might  have  been,"  "the 
guiding                        !        *nd    all    tin'    ol 


A.shton-Kirk,  Criminologist.  By  John 
T.  Mclntyre,  author  of  "Ashton- 
Kirk,    Investigator."    etc $1.40 

Who  held   the  old-fashioned  brass  candlestick 
struck    down    "the    Bounder"    and    eel    myati 
throbbing   in    (he   rniiel    suburb   of   Stanwick?     Hat 
r    and    good    sporl 
In   the  dark  where   the  little   - 

knife.         Rut      it     was 
Ashton-Kirk   who  discovered    the   pari    of   a    bi 
I    In    the  drama. 

The  Wire  Devils.  By  Frank  L.  Pack- 
ard, author  of  "The  Adventures  of 
Jimmie    Dale."     $1.40 

"The   Hawk."    indomitablt  rman, 

foiled    the    attempts    of    the    wire    devils,    but    only 

i    to    the    confusion    and    consternation    oi 

Mystery   and   sit  maintained   to   the  very 

nt.    thriller. 
led   bj    all    the   flair  of   the  authoi    of   the 

A       New      Volume      of      Essays      and 

Sketches.       By    John     Galsworthy ..  .$1 .50 

Mi.    6a  not   only  one  of   the  grei 

living   English   writers:   he   i*   a'.-"   one  of   the  great- 
est   living    English    moralists."    \ew    York   Times. 


The   Valley   of   the    Giants.      By    Peter 
B.      Kyne,     author     of     "Webster 
Man's    Man,"     "Cappy    Ricks."    etc. 
Illustrated    $1.40 

This   is   the  story   of   the   big.  men    and 

women     who    hewed     the     pathway     of    civilization 
through    the    trackless  depths   of    the    Northi 
fomia  redwood  forests.     It  is  a  storj    ol  lift 
in    the    open    that    is    invigorating    in    Its    v.  I 


The  World  to   Live  in.      By    W.   Carey 
Wonderly    $1.50 

This    is    a    book    for    the    woman    who    delights    in 
romance  and   for   the  man    who  11   done 

tale   with   swift  action. 


The  Three  Strings.  By  Natalie  Sum- 
ner Lincoln,  author  of  "The  Mov- 
ing Finger,"  "The  Nameless  Man," 
etc.       Illustrated $1.40 

Now    Is   the   time  when   the  readers  of   the   country 
are    demanding    mystery    stories.      In     "The    Three 

Strings"    Miss    Lincoln    has    met    this    demand,    for 
she    ha*    dome     her    best,    piece    of    work    BO    far    in 

this    tali:   of   international   intrigue. 


Home  Fires  in  France.  By  Dorothy 
Canfield.  author  of  "The  Bent 
Twig,"   etc $1.35 

.me   sure,   human   nndei  it    makes 

novels  appeal  so  wid 
found  in  "Home  Fires  in  Prance." 
bursting  shrapnel,  no  roar  of  guns;  for  this  is  nol 
a  war  book,  but.  the  story  of  those  who  kept  the 
home  fins  burning.  It  is  fiction  written  under  the 
actual  experience  by  a  trained  writer  who 
has   touched   hands   with    the   spirit    of    Ft 


Treasure  Island.  By  -Robert  Louis 
Stevenson.  Illustrations  in  color 
by   George   Varian $1.50 

Mr.    George    Varian.    the    illnsti 
a  sea  captain,   and  followed   tlie   sea  himself  in  his 
youth.      Mr.    Varian    lias   caught    the    rea 
of   the    tale,   and    his  drawings   add    materially    to   the 
interest   of    this   imaginative     romance   of    adventure. 


The      Mysterious      Island. 

Verne.   Illustrated   by  N 


By     Jules 
C.    Wyeth .  $2 .  50 


Of  all   the  books  of  the 
tu roas    audacity    "The    Mysterious    Island"    is    per- 
haps  the   one   which   is  most   enthralling   for   reader! 
of  to-day.     This  edition  with  Mr.  Wyeth 'a   n 
illustration    should    keep    as    man;    nailers    awake    a- 
il.ese  stories  did    in    the  seventies,   when  Juli 
had    just    reached    the    height    of    his    achievement. 


THE  COPP,  CLARK  CO.,  LIMITED 

495-517  FRONT  STREET,  TORONTO 
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BOOKS 

fl  The  teacher  seeking 
suitable  gifts  for  pupils 
or  the  committee  of 
pupils  in  search  of  the 
right  gift  "for  teacher," 
can  do  no  better  than 
repair  to  a  bookshop. 

fl  There  they  will  find  a 
wide  range  of  books  of 
various  classes  —  books 
by  modern  writers  or 
standard  works  of  the 
old  masters  from  which 
to  make  their  selections. 

II  Whether  for  the 
school  teacher  or  for 
pupils,  no  more  suitable 
gifts  than  books  could 
possibly  be  chosen. 


FICTION 

GRIT-A-PLENTY  Illustrated,    $1.25    net 

By    Dillon    Wallace,    author   of    "The    Lure   of    the    Labrador    Wild" 

Dillon    Wallace,    the   famous    Labrador  explorer,   has   written    another   book  of   that   bleak, 

hard-bitten    region 
THE  SMITING  OF  THE  ROCK.     By  Palmer  Bend.  Illustrated.  $1.50  net 

THE   PEACE   OK  ROARING  RIVEK  Illustrated,  $1.50  net 

i  By    George    Van    Schaick,    author   of   "Sweetapple   Cove,"   etc. 

A    story   of    the    Canadian    Northwest -an   out-of-the-ordinary    novel  — a    fascinating    human 

story  of   love  and   daring. 
E.    K.    MEANS.      By    Kemble.  12mo.      Illustrated.    $1.50    net 

Stories  of  the  Louisiana   negroes. 
THE    RULE    OK   MIGHT— A    Romance  of    Napoleon.      By   J.    A.    Cramb.  $1.60  net 

The    setting    is    Vienna    in    1809    with    the   French     inside    the     walls,     and    the    attempt    of 

Kriedrieh   Stays  to  assassinate  Napoleon  at  Schonbrunn   is   the  central   incident. 
JAMES1E.      By   Ethel   Sidgwick.  $1.50  net 

A    story    of   the    war. 
THE  U-BOAT   HUNTERS.      By   James   B.   Connolly.  Illustrated.    $1.50  net 

The   activity   of  our  destroyers   against  the  U -boats    is   described    in    this    latest  book. 
AT  HIS  COUNTRY'S  CALL.     By  Albert  Lee.  Illustrated.   12mo.,  Cloth.   $1.25   net 

A  Tale  of  the  Great  War. 


WAR    BOOKS 


$1.25   net 


Cloth.  $1.50 


HEROES  OF  AVIATION  Illustrated,  $1.50  net 

By  the  author  of   "The   Adventures  of   Arnold   Adair." 

Lieut. -Col.    W.    A.    Bishop,   the   Canadian    ace     *•'>    won   the  Victoria  Cross  and  72   duels  in 

th-    air    and    many    other    aces    are    here    described. 
A  SOLDIER  UNAFRAID.     By  Capt.    Andre   Cornet-Auquier.  $1.00  net 

Another    vital    human   document   produced   by   the    war.      A   book    of   consolation,  for   those 

who  mourn. 
THE   PERILS  OF   A   PRIVATE.     By   "Ted"  Stanley.  50   cenU  net 

Up-to-the-minute,  humorous   interpretations,   in   pen  and   ink,  of  the  life  of  a  private  who 

is   learning  to  be  a  soldier. 
JOE  STEHLIN.   AVIATOR.      By  Joseph    C.   Stehlin. 

Joe  Stehlin  had  an  overwhelming  desire  to  get  into  the  war  as  an  aviator. 
THE    CHILDREN    OF    FRANCE.      By    Constance  Lucas. 

The  work   of  the   American    Red   Cross    for  the   French   and   Belgian   children    captured    by 

the  Germans  and  sent  back  as  useless. 
THE  WHITE  FLAME  OF  FRANCE  Illustrated.  $1.50  net 

By  Maude  Radford  Warren,  author  of  "Peter  Peter" 

The   front  line  trenches  at  Rheims   during  a  bombardment  when   the  shells  were  whistling 

over,   two  Zeppelin    raids   in    London,   the  heroic  services   of  devotees,  actors  and   actresses 

when  they  played  for  the  soldiers  at  Verdun. 
YOU    WHO    CAN    HELP.      By    Mary    Smith    Ch-rchill.  Illustrated.   $1.25  net 

The  writer  of  these  letters  is  the  wife  of  Lieutenant-Colonel  Marlborough  Churchill  and  a 

member  of  General   Pershing's  staff. 
PUSHING   WATER.      By  Eric  Dawson.   Lt..  R.N.V.R.  $1.25   net 

The  story  of  our   Patrol   Boats   and   our   Submarine    Chasers. 
ABOVE  THE   BATTLE.     By  Captain   L.   V.   Drake  $1.50  net 

A  REPORTER  AT  ARMAGEDDON.     By  Will  Irwin.  $1.50  net 

LITTLE  JOURNEYS  TOWARDS   PARIS.     By  Simeon   Strunsky.  75  cent* 

Suddenly  everyone  has  started  talking  about  Simeon  Strunsky's   "Little  Journeys  Towards 

Paris"     (all    about    the    trips    W.    Hohenzollern    started    and    couldn't    finish).      The    first 

printing  lasted  two  months,   and  then,  almost  over  a  week   end.   it  was  exhausted  and  the 

second  edition   was  ordered  out  before  it  could  be  supplied.     Third  edition   on   press. 

The    San    Francisco   Chronicle    says:    "One    cannot    resist    its    satirical    mirth      ....     a 

laugh    in    every    line." 

The  Snringfield   Renublican   says:    "If  anyone   were   to  offer  a   prize  for  the   wittiest  book 

of  the  year  a  strong  bid  would  be  made  by  it." 
THE   SECRET  OF   VICTORY.      By    Andre   Cheradame.  $1.25   net 


POETRY 


$1.00    net 


THE    LITTLE   MARSHAL   AND   OTHER   POEMS.      By    Owen    E     McGillicuddy. 

WHAT  PROMINENT  EDITORS  SAY 

"I  remember  mtite  well  the  thr'll  that  came  to  me  on   reading  the  lines  of  The  Men  Who 
Lose'." — Joe  Mitchell    Chappie.    Editor   "The  National    Magazine." 
"T  ines   of   real   tenderness." — E.    E.    A.    Cham'i  rs.    Editor    "Chambers's    Journal." 
"Mr.  McGillicuddy  gives  unmistakable  evidence  of  the  true  poetic  gift." — Robert  Haddow, 
D.D..  Editor  of  "The  Westminster  Magazine." 
THE  GOLDEN  TREASURY  OF  MAGAZINE  VERSE  l2mo.,    $2.00  net 

Edited   by    William    Stanley    Praithwaite 
ANTHOLOGY  OF  MAGAZINE  VERSE  FOR   1918.    Wm.  Stanley  Braithwaite.  Editor.      $2.00  net 
MEMORY— POEMS  OF  WAR  AND   LOVE  $1.00  net 

By  A.  Newberry  Choyce,  Lieut.,  The  Leicestershire  Regiment,  and  author  of  "Crimson  Stains,"  etc. 


ANNUALS 


TARBELL   TEACHERS'   GUIDE.    1919  $1.35   net 

THE  PRACTICAL  COMMENTARY.   1919  Cloth.  75c  net 

By   Arnold.      The  popular   lesson    help  on    the  International    Sunday   School    Lessons. 
THE   GIST   OF  THE   LESSON,    1919  16mo.,   flexible  cloth,  35c   net 

R.    A.    Torrey,    D.D.      A    commentary    on    the    International    S.S.    Lessons. 
LITTLE    FOLKS'   ANNUAL — For   Youngest    Readers,    Little    Listeners    and    Lookers    at    Pictures. 
By  Charles  Stuart  Pratt  and  Ella  Farman   Pratt.     With  many  illustrations.      Large  boards,  $1.25 


FREDERICK  D.  GOODCH1LD 

266-268  King  Street  West,  Toronto 
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Grandfather,  grand- 
mother,  father,  mother, 
brother,  sister,  husband, 
wife,  son,  daughter, 
cousin,  sweetheart  o  r 
friend,  old  or  young — 
all  can  be  suitably  pre- 
sented with  some  book 
among  the  many  that 
are  offered  for  sale  at 
your  bookshop. 

What  easier  method  of 
solving  the  Christmas 
gift  problem  than  to  de- 
cide upon  giving  books. 
You  can  make  no  wiser 
choice. 


FICTION 


TYL  EULENSPIEGEL 
By    Charles    de    Coster 
WITH   AN    [NTRODUCTION    BY    MAURICE   MAETERLINCK 
This   book   is   an   epic   novel   of  the   Flemish    race   during  the   16th   Century,  when   Bel- 
gium was  Buffering  the  yoke  of  Spain  very  much  as  she  is  now  suffering;  the  yoke  of 
nany.     The  hero,  Tyl   EuJenspiegel,  is  a  hero  of  the  people,  a  Protestant,  and  a 
type  of  the   inexhaustible  democracy  of  the   Flemish  race  which   is  immortal  through 
Dual    betrayal.      Tyl    journeys    about    Flanders    with    the    verve    and    boisterous 
or  of  a   R  ia  also  a  tender  side  to  his  character,  and  his  true 

love    for   the   maiden    I. ammo   makes   a   delightful    idyll    of   youth.      There    is   a   consid- 
ii    element   of  the   supernatural   in   the  book,  and  the   King  of  Spain   is  always   in 
background    like    a    kind    of   ogre.      Among    Belgians    the    author    has    achieved    a 
repu  being   the    writer   of   the    national    epic    of   Flanders,   and    the    closing 

ok.  though   written   sonic   40  or   BO   years   ago,  read  as  though   they 
exiled    Belgian    patriot   and   visionary   of  to-day. 
Illusi ,  2. 50  net. 

THE  ISLAND  OF  INTRIGUE 
B)    Isabel  Ostrander       AUTHOR    OF  "SUSPENSE, 
land  with  a  lonely  house  upon   it      a  mystery  that  becomes  more  mystifying  with 
!   a   gang  of   unscrupulo  inals   who   hesitate   at    nothing   to 

ould  ask   for  a   better  combination   than   this'.'  That   is  the  situa- 

ida   Waring,  at  the 
ning  of   this    fi  e    tale   of  mystery   and   adventure. 

-   that   she  knows  how  to  tell   the  right  kind  of 
has   just   the   qualities   that   every   lov. 
love      interest,    and    the    prop  er    of 

thrill  '  60  net. 

AEROBATICS 
Bj    Captain    II.   B  WTIIOK    OF   "THE   AEROPLANE   SPEAK 

A  g  ck  flying  or  aerial  acrobatics,  for  the  use  of  the  military 

book,    "The  aks,"    is 

ised  in  all  government  schools. 
al    and    will    be    illustrated    with    numerous    din- 
do   it."      Illustrated.      J3.00   net. 


NEW  YORK 

Sole  Agents  for   Canada: 

J.  M.  DENT  &  SONS,  Limited 


ROBERT  M.  McBRIDE  CO. 

Sole  Agents  for   Canada: 


27  MELINDA  STREET,     TORONTO 


/./•;  PETIT  MARECHAL* 

,■  tribute  to  the  Comrnander-in-( 

Armies  in  France. 

Spirit  of  Fran  a   embodied  in  our  man, 
Glarlhi  «<    follow  irheresoe'er  you  go; 
Wt  have  been  with  ijou  sine,  the  fight  began, 
.  I  nd  now  with  faith  and  hope  wt  face  the  foe. 

Dark  (dries  have  frowned  upon  u-  in  pas!  years, 
Yel  have  we  prayed  for  strength  to  meet  each  hour; 

Now,  when  our  need-  are  keener  fell  than  tears, 
We  chose  the  man  to  unify  our  power. 

nigh  strife  goes  on  as  it'  ii  ne'er  would  end, 
While  Dentil  walks  faster  o'er  the  weary  land. 
i  still   in  him   round  whom  our  colors  hleri 
We  feel  the  cause  has  found  a  guiding  hand. 

So  when   the  days  of  triumph   shall  appear 

And  our  proud  banners, make  their  last  advance, 

A  free  world's  voice  will  hail  in  accents  clear 
The  gallant   son  of  an   immortal   France! 

*From    "The    Little    Marshal"  by  Owen  A.  McGillicuddy. 
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Books 

for 

Christmas 


fl  The  Bookstores 
throughout  Canada  are 
showing  this  year  a  par- 
ticularly fine  array  of 
books  suitable  for  holi- 
day gifts,  both  in  point 
of  attractive  bindings 
and  the  merit  of  their 
contents.  These  volumes 
cover  the  widest  con- 
ceivable range  of  sub- 
jects, affording  titles 
particularly  adapted  to 
the  tastes  and  tenden- 
cies of  any  man,  woman, 
boy  or  girl. 


<f§iz>  Books  of  Merit 


INDUSTRY  AND  HUMANITY-fiy  Hon.  W.  L.  McKenzie  King. 

The  greatest  problem  which  we  shall  have  to  face  after  the  war  and  one  which 
is  already  attracting  wide  attention — is  industrial  reconstruction.  Mr.  King's 
book  is  a  brilliant  study  of  the  principles  underlying  this  important  question. 
The  author  has  had  a  wide  experience  as  a  conciliator  in  many  serious  indus- 
trial strikes,  and  in  dealing  with  problems  of  immigration.*  In  this  connection 
he  represented  the  Government  of  Canada  on  important  missions  to  England, 
India,    China    and    Japan,    during    1914-17.  -  $2.00 

THREE  TIMES  AND  OUT-By  Nellie  L.  McClung. 

A  real,  live  story  of  a  real,  live  Canadian,  who  lived  many  months  in  different 
German  prisons  and  who  was  only  successful  in  escaping  after  his  third  at- 
tempt.  He  was  one  of  the  famous  "German  Prison  Ring  Men"  and  the  story 
is  given  to  the  public  by  a  real,  live  author.  Remember,  these  are  all  facts, 
not  fiction,  and  the  public  want  fac  -  $1.50 

"YOUNG  CANADA  BOYS"  with  the  S.O.S.  on  the  FRONTIER 

By  Harold  C.   Lowrey. 

This  is  a  real  Canadian  boy's  book,  telling  of  the  wonderful  adventures  of 
"The  Allies  Patrol"  while  on  duty  as  "Soldiers  of  the  Soil"  on  the  farms  of 
the  Niagara  Frontier.  Grandpa  Secord,  a  veteran  loved  by  all.  tells  stirring 
stories  of  the  valorous  days  of  1812.  These  historic  tales  are  absolutely  true, 
most  of  them  being  recorded  for  the  first  time.  It  is  a  book  every  Canadian 
boy  will   read  twice  and  then  lend  it.     Part  with  it?     Never:  .  $1.00 

Endorsed  by  Head  Scoutmaster  of  the  Hoy  Scout  Organization. 

THE  FALL  OF  RUSSIA-By  Louis  Joffe.  (A  Russian) 

A    mighty    important   book— it   is    not   a    long    drawn-out    piece    of   history 

considered  by  critics  to  be  the  Literary  Masterpiece  of  the  War.  A  book  of 
the  utmost  interest  to  every  thinking  man  and  woman,  dealing  with  the  present 
day  conditions  and  events,  etc.,  of  a  mighty  Empire  in  its  state  of  dissolution. 
Written   by   a    master   haid    who    is    thoroughly   conversant   with   his    subject. 

Paper,  50c 


TANG     OF     LIFE 


$1.50 


OH!   MONEY,   MONEY 


$1.50 


By   H.   H.    Knibbs 

An  intense,  virile  story  of  the  West,  with 
its  rapid  action,  its  color  and  spirit  will 
give  every  reader  an  actual  taste  of  the 
"Tang  of   Life." 

THE   CARAVAN    MAN  -         -         $1.50 

By   Ernest  Goodwin 

One  of  the  most  delightful   and   heartening 
novels   we  have   read   in   a    long   time. 
THE  CROSS   OF  FIRE  -         -         $1.50 

By  R.  G.  Anderson 

A  charming  story  of  the  romance  of  love 
and    war   to-day. 


By   Eleanor  H.   Porter 


The   best   book    Mrs.    Porter    has    ever    writ- 
ten. 
WILLOW    THE    WISP  -         -         $1.35 

By  Archie  P.  McKishnie 

Everyone    is   asking    have   you    read    "Willow 
the   Wisp."   the   wonderful   outdoor  novel-' 
PHILO    GUBB  ....  $1.50 

By    Ellis    P.    Butler 

Is  one  of  the  most  uproariously  funny  books 
that    Mr.    Butler   has    ever    written. 


THOS.  ALLEN 

PUBLISHER 
215-219  Victoria  St.      -      TORONTO 
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BOOKSELLEB      AND     STATIONER 


The 
Book  Gift 

No  present  gives  s  o 
great  and  lasting  pleas- 
ure as  a  Book,' and  noth- 
ing that  gives  so  much 
pleasure  costs  so  little. 
Therefore  give  books 
this  Christmas. 

Holiday  buyers  are 
urged  to  shop  early.  Not 
only  will  they  be  able  to 
make  their  purchases 
more  leisurely,  but  their 
opportunities  for  selec- 
tion will  be  wider.  To 
wait  until  the  last  day 
or  two  before  Christmas 
is  almost  sure  to  mean 
some  disappointments. 
Shop  early. 


Boy's  Own 
Annual 

The  most  interesting 
boys'  book  published, 
and  one  that  we  can 
recommend  as  being 
wholesome  reading 
for  our  boys — rousing 
stories  of  war  and 
peace ;  the  articles 
well  written  and  beau- 
tifully illustrated. 


ANNUALS 


Girl's  Own 
Annual 

This  popular  Annual 
has  a  wonderful  sale 
among  young  and  old. 
It  is  thoroughly  cul- 
tural and  a  desirable 
book  for  the  home, 
with  hundreds  of  il- 
lustrations, many  o  f 
them  beautifully  col- 
ored. 


Warwick  Bros.  &  Rutter,  Limited 

Canadian  Publishers 
TORONTO 
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BOOKS 

IT  is  a  significant  thing 
that  of  all  wants  freely 
expressed  by  the  fight- 
ing boys  at  the  front  and 
the  convalescents  in  the 
hospitals,  books  seem  to 
loom  up  most  prominently. 
Books,  more  books,  come 
the  insistent  requests.  The 
friends  and  relatives  over 
here  in  the  "safety  zone" 
should  exert  themselves  to 
do  better  than  ever  this 
Christmas  season  in  send- 
ing books  "over  there." 

And  when  it  comes  to  re- 
membering persons  here  at 
home,  there  is  a  book  to  be 
had  that  will  just  suit  the 
taste  of  each  particular 
relative  or  friend. 


Don't  forget  — 
The  boys  at  the 
front  need  books 


FICTION 


DAWSON  BLACK  ; 

RETAIL  MERCHANT 

By  Prof.  Harold  Whitehead 

"My  only  hope  is  that  every  retail  and  whole- 
sale merchant  will  read  this  splendid  book. 
Tr.cy  or.'t  help  but  be  benefited  as  I  have 
been."  W.  C.  Roose,  Gen.  Mgr.  Beacon  Shoe 
Co.,    Manchester,    N.H.      Illustrated (1.50 


THE  STRANGE  ADVENTURES  OF 
BROMLEY  BARNES 

By  George   Barton 

"It  would  be  difficult  to  find  a  more  interest- 
ing tale  of  mystery  and  adventure.  The 
author  shows  great  intellectual  shrewdness 
and  drives  on  with  dramatic  intensity  to  the 
climax."      Philadelphia    Inquirer. 


WITH  OLD  GLORY  IN  BERLIN 

The  story   of  an    American   girl's    life     and     trials     in     Germany     and    her   escape    from    the    Huns. 
By    Josephine   Therese.      Illustrated     $2.00 

A  TIMELY  WAR  BOOK  ^^Ma^^  a  splendid  "war  book"  for 

THE    YANKS   ARE   COMING! 

By  W.  S.  McNutt 


"If  you  want  to  know  why  the 
American  boys  are  unbeatable 
read  this  vivid  account  of  the 
selective  service  miracle."  The 
Press,  Grand  Rapids,  Mich.  Illus- 
trated     $1.50 

FICTION  FOR  BOYS  AND  GIRLS 


THE  YOUNG  FOLKS 

THE  STORY  OF  THE  RED  CROSS  AS 

TOLD  TO  THE  LITTLE  COLONEL 

By  Annie  Fellows  Johnston 


An  appealing  story  of  how  the 
founding  of  this  beautiful,  noble 
charity  was  first  told  to  the  Little 
Colonel  in  far-off  Switzerland,  the 
native  home  of  the  Red  Cross. 
Illustrated   ♦'  .00 


THREE  BOYS  IN  THE  INDIAN  HILLS 

By  W.  S.   Phillips 

"A  splendid  book  for  boys,  full  of  the  spirit 
of  heroism  and  adventure  and  loyalty  and 
perseverance  "         The       Lookout,       Cincinnati. 

Illustrated      $1.50 


THE  BOY  SCOUTS  OF  KENDALVILLE 

By  Brewer  Corcoran 

"No  boy  can  read  this  story  without  an  in- 
stinctive desire  to  be  like  the  hero,  which  is 
just  -  l)nut  the  best  desire  a  boy  could  experi- 
ence." Los  Angeles  Tribune.  Illustrated 
$1.50 


THE  NECKLACE  OF  JEWELS 

By   Marguerite   Murphy 

"A  treasure  volume  of  fairv  lore  for  the  little  folks."     Montreal  Family   Herald  and  Weekly   Star. 
Illustrated     $1.50 

Published  by  THE  PAGE  COMPANY,  53  Beacon  St.,  Boston 


Put   These   on  Your    Christmas  List 

THE  ROUGH  ROAD-   By   William  J.   Locke  SI. 50 

FIFTH    LARGE   EDITION. 

Best  Locke  story  since  "The  Beloved  Vagabond"  is  the  opinion  unanimously 

held  by  the  leading  critics. 
THAT  WHICH  HATH  WINGS         By   Richard   Dehan  $1.50 

Author  of  "The  Dop  Doctor."  ' 

"Big  and   spacious"  is   a  description  that  fits  it  in   more  than  one  way. 

It  is  a  big  book  in  quantity  of  contents — big,  too,  in  its  theme  and  in  its 

outlook — what  we   might  call  a   prose   epic   of  Society  and   War. 

"One  of  the  important  works  of  fiction,  not  alone  for  the  present  season 

but  of  the  whole  period  of  the  war." — N.Y.  Tribune. 
DRUMS  AFAR        By  J.  Murray  Gibbon  $1.50 

"A  singularly  attractive  and  well-stored  tale.     Few  among  recent  novels 

combine  so  successfully  great  variety  of  scene,  wide  knowledge  of  modern 

life  in  all  its  phases,  and  a  genuine  story  interest." — Toronto  Saturday 

Night. 
BENTON  OF  THE  ROYAL  MOUNTED  -    By  Sergt.  Ralph  Kendall  $1.50 

A  story  of  the  North-West  Mounted  Police  founded  absolutely  on  straight 

hard-bitten  facts. 
THE  GHOST  GARDEN  -  By  Amelie  Rives  $1.50 

An  extraordinary  story  of  two  lovers  and  a  haunted  garden  in  beautiful 

old    Virginia. 
TOWARDS  MORNING        By   I.  A.  R.  Wylie  $1.50 

The  making  of  a  German  soldier  has  never  been  so  affectingly  told  as  in 

this  latest  book  of  Miss  Wylie.     That  she  knows  the  German  character 

through  and  through   there  can  be  no  manner  of  doubt  in  the  mind  of 

anyone  who  reads   this   touching   story. 
THE  GHOST  GIRL  -  By  H.  de  Vere  Stacpoole  $1.50 

Like  the  subtle  fragrance  from  an  old  pot-pourri  jar,  this  story  with  its 

charming    impression    of   the    peaceful    South,    is   nerve-restoring    to    the 

jaded   war  news  reader. 

S.  B.  Gundy,   25-27  Richmond  St.,  West,  Toronto 
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BOOKS 


as  gifts  proclaim  the 
heart  and  mind  of  those 
who  give  and  those  who 
get.  Therefore,  when 
happily  chosen,  books 
are  matchless  as  gifts. 

]\  Happily  chosen  books 
become  treasured  pos- 
sessions and  never  fail 
to  awaken  pleasant 
memories  of  their  giv- 
ers. 

U  Books  make  the  gift 
speak  of  and  from  the 
giver. 


JIU-JITSU   BOOK 


Absolutely  the  best  and  most  complete  book  of 
its  kind  ever  published  in  the  world.  At  the 
present  time  this  Jiu-Jitsu  book  will  be  wel- 
comed by  people  everywhere  and  will  prove  a 
wonderful  seller  in  all  parts  of  the  country. 
booksellers  have  sold  hundreds  of  copies 
within  a  short  time. 

An   Ideal   Gift 
to  Soldiers 

Illustrated  with  92  actual  pictures,  size  '5x9 
inches.  Bound  in  silk  cloth.  About  250  pages. 
Send  your  order  to-day  for  this  great  book  on 
the  art  of  self-defence  and  physical  develop- 
ment.    Jiu-Jitsu    is   also   an    interesting   game. 

Price  $2.50  net 

Liberal   Discount  to  Dealers 


RIKKO  ART  COMPANY 

Cleveland,  Ohio,  U.S.A. 
HEAD  OFFICE,  TOKIO,  JAPAN 


THE  BIG  SELLER 


NOW  READY 


AND  PUBLISHED  BY 


Gordon  &  Gotch,  Limited 

136  BAY  ST.     -    TORONTO,  CAN. 
15  ST.  BRIDE  ST.,  LONDON,  ENG. 


PELOUBET'S 

SELECT  NOTES 

On  the  INTERNATIONAL  LESSONS  for  1919 

Forty-fifth  Annual  Volume  of  this  Great  Commentary. 

Price  $1.25  net;    delivered,  $1.35 
SUNDAY  SCHOOL  WORKERS 

the    world    around    always    welcome    our   anouncement   that   a   new   volume    of 

Peloubet's  Select  Notes  is  ready,  because  years  of  use  has  taught  them  that 

ct    Notes   are    simply   invaluable   to   every   religious   teacher   and   Christian 

W.  A.  WILDE  COMPANY 
Rand-McNally  Bld'g.,  120  Boylston  St.,  Boston 

FOR    SALE    AT    ALL    BOOKSTORES 
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©J?2!  for  Qtjrtsftmas! 


Toys  and 
Games 


Few  items  of  goods  for 
holiday  gifts  constitute 
so  important  a  line  as 
toys  and  games,  more 
particularly  because  of 
the  manner  in  which 
they  loom  up  when  one 
considers  the  children. 

What  would  Christmas 
be  for  Children  without 
gifts? 

What  gifts  for  Children 
excel  toys  and  games? 
These  terms  cover  a 
wide  variety  of  goods, 
including  articles  cost- 
ing a  few  cents  a  piece 
up  to  others  costing  as 
many  dollars. 

''Games"  are  available 
in  a  big  variety  and  con- 
sidering those,  it  must 
be  remembered  that 
while  they  are  sold  very 
extensively  as  gifts  for 
Children  there  is  almost 
as  extensive  a  variety  of 
games  for  Adults. 


For  The  Boy 

Best  Known  Toy  in  the  World 

Since  the  inception  five  years  a^o  Erector 
has  been  the  most  widely  advertised, 
most  talked  about  toy  for  boys,  and  this 
year,  with  the  talk  of  the  wondrous  work 
of  our  engineers  behind  the  lines  in  Eu- 
rope fresh  in  every  boy's  mind,  more  than 
ever  will 


This   is   set    No.    I— $7.50 


REG  OS  pat  off 

The  Toy  Like  Structural  Steel 

be  the  toy  for  real  boys.  A  display  of  Erectors  this 
year  will  brinjj  a  sure  stream  of  customers  to  your 
Toy  Departm< 

Erector  Sets   Retail   $1.50,  S.5.00.  S1.50,  $7.50.  SI  1.25. 

$15.00,    S22.50   and    $37i50. 

Toy  Motors  for  Erector  81.50  to  $7.50. 


Box. 


i', 


•Jo 

(Jilbrrt     I'hono-Set 
Retail.   $7.50 

r'tons      18      > 


10 


i      J     lbs.     i     oz. 

rkins    mini. 
telephone    outfit,       It     will 

or    room  Can- 

tains  tationa    which    .-■ 

will  as  wire  for  connec- 
tion*   and    detailed    manual    of    ir 


WIRELESS   SET 

Retail  price  Canada  $7.50.  Com- 
plete wireless  apparatus  that  teach- 
es the  boy  the  fundamentals  of 
wireless  telegraphy.  Has  a  wide 
sale    in    Canada. 


Puzzle   Parties 
Retail   40c,  75c,  and   $1.50   Canada. 
Also  Bulk   Puzzles  and   Puzzles  on 
Cards. 


Gilbert    Electrical   Sets 

course    in    electricity     in    simple    langu 
No.    S004  Set.  $7.50  retail.      No.  .1006,   $15.00 


The  A.  C.  GILBERT-MENZIES  CO.,  Limited 


439  KING  STREET  W. 


Mfs.  Toys,  Toy  Motors, 
Toy  Transformers,  Etc. 


TORONTO,  ONTARIO 
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For  Office 
or  Home 


There  are  in  every  book  and 
stationery  store  so  many  hun- 
dreds of  varities  of  articles 
suitable  for  holiday  gifts  that 
customers  are  frequently  be- 
wildered by  this  very  variety. 
Many  people,  realizing  this, 
like  to  form  some  idea  before 
going  to  a  store,  as  to  the 
nature  of  their  requirements 
and  the  articles  described  in 
this  announcement  are  set  forth 
for  their  suggestive  value  to 
such  people,  to  help  them  to 
make  judicious  selections. 

Prominently  featured  are  a 
number  of  articles,  which  al- 
though really  staple  goods  in 
stationery  shops,  may  suitably 
be  termed  Christmas  Special- 
ties. 

These  include  articles  most  ap- 
propriate as  gifts  to  business 
men — office  specialties,  such  as 
desk  inkstands,  which  are 
equally  appropriate  for  the 
Library  or  Writing  Rooms  in 
the   homes. 


Trussell  Loose -Leaf  Memos 

and  Diaries 

The  Trussell  unlined  leather  Memos 
and  Diaries  are  the  only  books  of  their 
kind  made.  The  cover  is  just  one 
solid  piece  of  flexible  black  leather, 
and  will  outwear  any  lined  book  you 
can  buy. 

Moisture  and  heat  tend  to  soften  the 
glue,  warp  the  cover  and  separate  the 
layers  in  a  lined  cover.  These  things 
shorten  the  life  and  ruin  the  good 
looks  of  a  book. 

The  Trussell  solid  leather  unlined  cover  will  stand  up  under  all 

weather  conditions  and  the  hardest  use. 

There  is  no  lining  to  break  or  tear  away  from  the  cover. 

These  unlined  Books  are  particularly  suitable  as  gifts  for  soldiers 

or  any  person  wanting  a  book  that  will  wear. 

These   books  are  made  in  all  sizes,   open   end  and  open  side. 

The  sheets  are  all  standard  punching. 


EVERY  HOME  SHOULD  HAVE 
A  PENCIL  SHARPENER 

They  Save  Time  and  Temper 

Students  can  do  much  better  work 
with  a  pencil  properly  pointed. 

The  Chicago  Giant  Model  sharp- 
ens all  sizes  of  pencils,  and  sells 
for  $2.50.  This  is  a  suitable  gift 
for  the  home  or  office. 


SELF-CLOSING 
INK.  WELLS 

The  Sengbusch  Self-closing 
Ink-wells  are  air-tight,  pre- 
venting evaporation  of  the 
ink.  You  save  75%  of  your 
ink  bills. 


■  > 

t         \m 

m 

W 

No.  SI -Plain   Gla„ 
3"  dia.,  price  $2.50 


No.  52     Cut  Clan. 
3"  square,  price  $3.00 


You  always  get  clean,  fresh  ink.  Your  pen  is  always  dipped  to 
a  uniform  depth — no  overloaded  pens  to  cause  ink-blots  or  soiled 
Angers.  Requires  filling  once  in  two  to  six  months  of  actual  use. 
These  are  attractive  and  serviceable  articles  for  home  or  office, 
making  them  most  suitable  as  Holiday  Gifts. 


No.  3Z0.  price  S6.S0 


No.  310,  price  14.00 


A.  R.  MacDougall  &  Company,  Limited 

468  King  Street  West,  Toronto,  Canada 
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BOOKSELLER      AND     STATIONER 


HERE  ARE  BOOKS  TO  CHOOSE  AS  CHRISTMAS  GIFTS 

Alphabetically  Classified  and  Arranged  Under  Five  Headings  —  Fiction,  War  Books, 

Poetry,  Juvenile  and  General 


A 

Adventures  of    Arnold    Adair.    Driggs    (B)....$1.35 

Admirable    Betty,    Farnol    (B)     1.60 

An    Airman's    Wife    IB)     1.25 

Amazing     Interlude,     Rinehart     ( McC) 1.40 

Apple  Tree  Girl,    Weston    (McC)    1.00 

Adventure    Beautiful,    Whiting    (McC)     1.25 

Ashton-Kirk    Criminologist,    Mclntyre    (C2>...  1.40 

American    Pep,   Stone    (Gl)    1.50 

After    Midnight.    E.    Levison    (Gl)    1.50 

Argus    Pheasant,    Beecham    (McL)     1.50 

A  Man    And   A    Woman,    Drummond    I  McL  I..  1.50 

An    American    Family,    Webster    (McL) 1.50 

The   Adventures   of   Bindle,   Jenkins    lG2)    ...  1.50 

Adventures   of   Antoine,   Owen    IH.    &   S.) .  .  . .  1.35 

Atlantic    Gold,    J.    J.    Bell    (H.    &    S.) 1.25 

B 

Battles    Royal    Down    North,    Duncan    (A) $1.35 

Bell    Ringer,    Sears    (A)    1.35 

Blue    Aloes,    Stockley     (B)     1.35 

Blond    Beast,    Bennett    (B)     1.50 

Baseball   to    Boche3,    Witmer    (B)     1.25 

Boomerang,    D.    Gray    (McC)     1.50 

Betty    Marshand,    Barmby     (McC)     1.10 

Beatrice    Ashley,    Young    (McC)     1.50 

Birds    of    Prey,    Howard    (McL}     1.50 

Benton  of  Royal  Mounted,  Kendall   (G3)    1.50 

Birth,     Gale     (Mac)     1.60 

Best  Short  Stories  of  1917,  O'Brien  (M2)    1.60 

Best  Short  Stories  From  Life,  Masson    (M2)..  1.25 

Beatrice    Ashley,    Young    (H.    &    S.) 1.35 

Blue  Gem,   Swayne    (H.   &    S.)    1.25 

C 

Cross    of   Fire,    Anderson    (A)     $1.50 

Call  of  the  Off  Shore  Wind,  Paine  (A)    1.50 

Common   Cause,    Brown    (A)    110 

Caravan   Man,   Goodwin    (A)    1.50 

Crack    in   the   Bell.    Macfarlane    (B)    1.35 

City    of    Masts,    McCutcheon    (B)     1.50 

Camilla,    Robins    (B)    1.50 

Calvary    Alley,    Rice     (B)     1.35 

Cleek— Master    Detective,    Hanshew    (L) 1.40 

Course  of  My  Ship,  Foster-Melliar    (C)    1.50 

Caroline  of   the   Corners,    Endicott    (McC)....  1.35 

Cinderella's    Granddaughter,    Gilchrist    (McC)  1.25 

Chivalry  of  Keith   Leicester,   Hood    I  McC)....  1.85 

Comrades,    Dillon     (McC)     1.40 

Caste    Three,    Shields    (McC)     1.40 

Clutch   of   Circumstances,    Cooke    (McC) 1.25 

Colette    Baudoche,    Barres     (McC)     1.35 

Cheerful,    by    Request.    Ferber    (C2)     1.4* 

Courage  of  Marge  O'Doone,   Curwood    (C2)...  1.40 

"Chicken    Little"    Jane,    Hubbard    (McL)    1.25 

Court  of  Belshazzer,   Williams    (McL)    1.50 

Chance   to    Live,    Beckley    (Mac)    1.50 

Cow    Puncher,    Stead    (M2)    1.60 

Close-up,    The,    Turnbull    (M2)     1.50 

Captain    Sylvia.    Taggart    (M2)     1.86 

Conrad     in     Quest       of       His     Youth.     Merrick 

(H.    &    S.)     1.50 

Cynthia,    Merrick    (H.    &    S.)     1.50 

Curtain   of   Steel,   Chaplain    (H.    &   S.)     1.50 

Coastlanders,    Cronin    (H.    &    S.)    1.35 

Captain    Kettle's    Bit,    Hynes    (H.    &   S. ) 1.35 

Case  of  Richard  Eden,  Allerton   (H.  &   S. )    ...  1.25 

D 

Death    Cry    Hauck    (Gl)     $1.50 

Denyer's  Double.   M.    Watson    (Gl)    1.50 

Daughter    of    Jehu,    Richards     (McL) 1.50 

Devil's   Cradle,    Sidgwick    (McL)    1.50 

Diana   of   Moorland,    Tracy    (McL)     1.50 

Drums    Afar,     Gibbon     (G3)     1.50 

Dere   Mable,    Streeter    (B)     75 

Daughter  of  the  Land.   Porter  (L)    1.50 

Doctor  Danny,   Sawyer    (M2)    1.35 

Dormie    One,    Hall    (M2)     1.35 

Dane's    Abbey,    Gerard    (H.    &    S.)     1.35 

Dream  Child  Come  True,   Royce  (H.   &   S.I...  1.25 

E 

Enchanted    Barn,     Lutz     (McC) $1.35 

Elizabeth's    Campaign,    Ward    (McC)     1.50 

E.    K.    Means,    Kemble    (Gl)     1.50 

En   L'Air  (In  the  Air).  Hall   (B)    1.50 

Edgewater    People,    Freeman    (M2)     1.35 

Everyman's   Land,   Williamson    (M2)    1.40 

F 

Fool  of  Joy,   Maclnnes    (McC)    $1.25 

Fishpingle.    Vachel     (McC)     1.50 

False    Faces,    Vance    (McC)     1.40 

Fore!    Van    Loan     (McC)     1.35 

Face   of  the   King,    Roberts    (Gl)     1.50 

Fifth    Ace,    Grant    (McL)     ..., 1.50 

Foe-Farrell,    Quiller-Couch     (Mac)     1.60 

Finding   of   Norah,    Frothingham    (A)    75 

Fanatic   or   Christian,   Martin    (L)    1.50 

Foes,    Mary   Johnston    (M2)     1.50 

Free    and    Other    Stories,    Dreiser    (M2)     ....  1.50 

Family    of    Noblemen,    Solkykov    (M2)     1.50 

Fugitive  Sleuth,    Footner    (H.    &   S.)    1.35 

G 

Gift    Supreme.    England     (McC)     $1.35 

Great,   Ghost    Stories    (McC)     1.50 


Girl   He   Left   Behind,    Long    (McC)    1.25 

Golden    Bird,    Daviess    (McC)     1.35 

Green   Opal  Ring,   El  Comancho    (Gl)    1.50 

Golden    Bough.    Gibbs     (McL)     1.50 

Girl    Named    Mary,    Tompkins    (McL)     1.50 

Georgina's    Service    Stars    (McL)     1.50 

Ghost    Garden,    Rives    (G3)     1.50 

Ghost    Girl,    Stacpoole     (G3)     1.50 

Gold    and    Iron,    Hergesheimer    (G3)     1.50 

Greatheart,     Dell     (B)      1.35 

Golden    Block,    Kerr    (L)     1.50 

Gilded   Man,    Smyth    (M2)     1.50 

Great    Hunger,    Bojer    (H.    &    S.)     1.50 

Great  Portrait  Mystery,  Freeman   (H.  &  S. ) . .  1.25 

Girl    From   Kurdestan,   Kerrush    ( H.   &   S.)....  1.25 
Green   Mantle,   new  ed.,  Buchan    (H.   &  S.)..        .75 

H 
Helen     of     Troy     and     Rose,     Phylis     Bottome 

(McC)     $1.25 

Happiest  Time  of  Their  Lives,   Miller    (McC).  1.40 

Home  Fires  in    France.   Canfield    (C2)    1.55 

His  Daughter,  Morris    (C2)    l.$i 

Henry    is    Twenty,    Merwin    (McL)    1.50 

Hira    Singh,    Munday    (McL)     1.50 

House  of  Torchy,    Ford    ( McL)    1.50 

Harbor   Tales    Down    North,    Duncan    (A)     ...  1.85 

Heart's    Haven,    Burnham    (A)     1.60 

Heart  of    Arethusa,    Fox    (L)     1.35 

Hills   of   Refuge,    Harben    (M2)    1.50 

Human  Touch.   Sapper    (H.    &   S.)    1.40 

Huntress.    Footner    (H.    &    S.)     1.25 

I 

Island    Mystery,    Birmingham    (McC)     $1.35 

In    a    Belgian    Garden    Call     (McC)     1.25 

In   Orchard   Glen.    Keith    ( McC)    1.35 

Inn   at  Red   Oak,    L.   Griswold    (Gl)    1.50 

In  the  heart  of  a  Fool.  White  (Mac)    1.60 

Inferno,     Barbusse     (M2)      1.50 

Intrigue,     Desmons     (H.     &     S.)     1.35 

Island  of  Adventure,   Roberts    (H.    &   S.) 1.25 

i 

Jocelyn's    Wife,    Morris    (B)     $1.35 

Jimmie   the   Sixth,    Sterrett    (B)     1.50 

Joyous  Trouble  Maker,   Gregory    (McC)    1.40 

Just   Outside,    Aumonier    McC)     1.35 

Jitney    Lady.    W.    Arnold    (Gl)     1.50 

Jamesie.    Sidgewick     (Gl)     1.60 

Joan   and    Peter,    Wells    (Mac)    1.75 

K 

Kentucky    Warbler.    J.    L.    Allen    (McC) $1.35 

Keys   of   Heaven,    Laughlin    (McC)    1.40 

Kan-uk    the   Kute.    Bleck    (B)    75 

Kitty     Canary,     Bosher     (M2)      1.00 

L 

Lost    Naval    Papers,    Copplestone    (A)     $1.50 

Light   Above  the  Cross  Roads.   Rickard   IB)    ..  1.50 

Lonely   Stronghold,   Reynolds    (CI )    1.35 

Love    Sternol,    Haggard    (CD    1.35 

Lost   Island,    Barbour    (McC)    1.35 

Laughing    Girl,    Chambers    (McL)    1.50 

Lure    of    the    North,    Bindloss    (McL)     1.60 

Land's    End.    Steele     (M2)     1.35 

Land  of  Deepening  Shadow.  Curtin    (H.   &  S.)  1.50 
Letters      of      Thomasina      Atkins,      W.A.A.C., 

(H.    &   S.)    1.25 

Leg-Bail.    Cooper    (H.    &    S.)     1.86 

Lord    Tony's    Wife.    Orczy    (H.    &    S.)    1.25 

The    Loom    of    Youth.    Waugh    (G2)     1.50 

Letters       of       An       Expectant       Grandmother 

(H.    &    S.)     1.35 

If 

Mirage.    Kofoed.    (Gl) $1.50 

Mocking    Bird's    Breed.    McMillan    (Gl)     1.50 

Master  of  Bonnie  Terre,  Kennedy    (Gl)    1.50 

Man   Without  a  Tongue,    Pidgin    (Gl)    1.50 

Making    Life    Worth    While.    Fairbanks    (McL)  1.00 

Miss    Pirn's    Camouflage,    Stanley    (A)     1.50 

Many    Mansions,    MacConnell    (A)     50 

Magnificent    Ambersons,    Tarkington     (B)....  1.50 

Maitland  of  Castle  Rough,   Fraser   (B)    1.35 

Mirror  and  the   Lamp.   Maxwell    (CI)    1.50 

Magdalene.    Stevens    (CI)     1.50 

Mr.    Wu-Mandarin,    Miln    (CI)    1.50 

Merry  Heart,   H.  R.  Abbott  (McC)    1.40 

Money  Maker,    I.    R.    Allen    (McC)    1.50 

Miss    Ingalis,    G.    Hall    (McC)     1.40 

Mystery   of  Hartley   House,    Raymond    (McC).  1.35 

Miss   Mink's   Soldiers.   Rice    (McC)    1.25 

Miles    McConaughy,    Smith    (McC)     1.00 

Maggie   of   Virginsburg,    Martin    (McC)     1.40 

Melissa-Across-the-Fence.     Seaman      (McC)...  1.00 
Mr.    Squene    and    Some    Male    Triangles,    Tay- 
lor   (McC)    1.00 

Mysterious    Island,    Verne     (C2)     2.50 

Making   of   George   Groton,    Barton    (C2)    ....  1.40 

The   Moving    Finger,    Lincoln    (Gl)     1.40 

Mary    Regan,     Scott    (A)     1.50 

My    Antonia,    Cather    (A)     1.50 

Merry    Andrew,     Weir     (L)     1.35 

Mam'selle    Jo,    Comstock     (M2)     1.40 

Man    From   Bar  20,   Mulford    (M2)    1.40 

Merchandise    Bridges    (H.    &    S.)     1.25 

Maid   and    Her   Money,    Allerton    (H.    &    S.).    .1.25 

51 


N 

Ne'er-Do-Much,    E.    H.   Abbott    (McC)     1.00 

Nocturne,    Swinnerton    (McC)     . .' 1.40 

New  Moon,  O.  Onions   (H.   &  S.)    1.50 

Navy   Eternal,    'Bartimeus'    H.    &    S.)    1.50 

O 

On  the  Bridge.   H.   A.   Ballard    (McC)    1.25 

Out   of    the    Silences,    Waller    (McC)     1.50 

Old   Days  on   the   Farm,    Wood    (McC)    1.50 

Once  on   the   Summer   Range,    Hill    (Mac)....  1.50 

Oh,    Money!    Money!,    Porter    (A)     1.50 

On    the    Stairs.    Fuller    (A)     1.50 

Our  Wonderful  Selves,    Pertwell    (CI)    1.50 

Olivia.    Douglas    (H.    &    S.)     1.25 

r 

Philo   Gubb,    Butler   (A)    $1-50 

Prophet  of  Berkley  Square,   Hichens   (B)    ....    1.S6 

Paper  Cap.    Barr    (B)    1.50 

Prodigal  of  the  Hills,   Dynes    (B)    1.35 

Pretty    Lady,    Bennett    (CI)     1-35 

Processionals,    Mordaunt    (CI)    1.50 

Phoebe,    E.    Gates   McC)    1.35 

Pawns    Count,    Oppenheim    (McC)    1.50 

Patty-Bride.    C.    Wells    (McC)     1.25 

Pieces   of   Eight,    Le    Gallienne    (C2)    1.40 

Peace  of  Roaring  River,  Van  Schaick    (Gl)    ..    1.50 

Peak    of   the    Load.    Aldrich    (M2)     1.26 

Price  of  a  Throne,  Hocking   (H.   &  S.)    1.25 

Pomp   of   Yesterday,    Hocking    (H.    AS.)     ...    1.26 
B 

Road   to   Understanding.    Porter    (A)    $1.40 

Reversible   Santa   Claus,    Nicholson    (A)    1.00 

Romance  of  Western  Canada   (MacBeth    (B)    .    1.36 

Rider   in    Khaki,    Gould    (B)     1-25 

Room   With   the  Tassels,   C.    Wells    (McC) 1.36 

Return   of   the   Soldier,    West    (McC)    1.00 

Ransom!.    Roche    (McC)     4 1.35 

Red    Cross    Barge,     Loundes     (McC)     1.25 

Runaway    Woman.    Dodge     (C2)     1.50 

Rule  of  Might,   Cramb   (Gl)    1-50 

Rough    Road.    Locke    (G3)    1-50 

Red    One,    Jack    London    (Mac)     1.50 

Remembered    Kiss,    Ayres    (H.    &    S.) 135 

S 

Spinners,    The,    Phillpotts    (Mae)     $1.60 

Skipper    John      of      the    Nimbus,     McFarland 

(Mac)     }-50 

Sunshine    Settlers,     Garstin     (A)     1-50 

Sherriff's    Son,    Raine    (A)     1-50 

Statue   in   the   Wood.    Pryce    (A)    1-50 

Sunshine  and  Awkwardness.  Gilleland   (A)    ..    1.00 

Secret  of  the   Marne,   Berger    (B)    1-50 

Some  Honeymoon,   Hall    (B)    1-25 

Shielding    Wing.    Comfort    (LI) 1.50 

Something       That       Begins       With       a         T. 

Strachan     (L)      *-3» 

Soul   of   Susan    Yellam,    Vachell    (CI)    1-50 

Street  of   Gold,    Edginton    (CI)     1-50 

Skyrider.    B.    M.    Dower    (McC)     1-40 

Sky  Pilot  of  No  Man's  Land    (McC)    1-50 

Six    Feet    Four.    Gregory    (McC)     1-40 

Score  by    Innings,    Van    Loan    (McC)     1.35 

Silver  Trumpet,   Burr    (McC)    100 

Six    Seconds   of   Darkness,   Roy  Cohen    (Gl)..    150 

Strange    Crime,    Ian    Roy    (Gl)    1-50 

Stolen    Credentials,    Octave    (Gl)     1-50 

Secret  of  the  Snow,   Van   Inwega    (Gl)    1.60 

Shavings,     Lincoln     (McL)     1-50 

Too  Many  Crooks,  Rath    (McL)    1-50 

Sagebrusher,     Hough     (McL) 1-50 

Stealthy   Terror,    Ferguson    (G3)    1-50 

Star   in    the    Window.    Prouty    (G3)     1.50 

Soul    Scar,    Reeve    (M2)    $1-40 

Sylvia   Scarlet.    Mackenzie    (M2)    1-60 

Shandygaff.     Morley     (M2)     1-40 

Source.     Kelland     (M2)     1.40 

Savignys,     Lancaster    (H.    &    S.) 1-25 

Shilling    Soldiers,    Garstin    (H.    &   S.)     1.S6 

Silver  Lining,    Brighouse    (H.    &   S.)    1-25 

Silent   Legion,    Buckrose    (H.   &   S.)    1.50 

T 

Tang    of    Life,    Knibbs    (A)     $1-50 

Time    Spirit.    Snaith    (I,)     1-50 

Tree  of  Heaven,    Sinclair   (CI)    1-35 

Trueheart  Marjory,  N.   B.   Carson    (McC)    1.35 

Three    Sapphires,    W.    A.    Fraser    (McC)     150 

Transactions    of    Lord    Louis    Lewis,    Pertwee 

(McC)     1.50 

Three    Sides    of    Paradise    Green,    A.    H.    Sea- 
man    (McC)     1.35 

Thieves    Wit,    Footner    (McC)     1.50 

Triumph   of  John    Kars,   Cullum    (C2)    1.40 

The   Three    Strings.    Lincoln    (C2)     1.40 

Treasure    Island,    Stevenson     (C2)     1.50 

Told   by    Telegraph,    G.    S.    Armour    (Gl)     — 

Treat   'Em   Rough,    Lardner    (McL.) 1.00 

That    Which    Hath    Wings,    Dehan    (G3)     1.50 

Towards   Morning,    Wylie    (G3)    1.50 

Threshhold,    Cooke    (M2)     1.40 

U 

Unknown     Wrestler,     Cody     (McC)      $1.35 

Under   Fire.    Barbuse    (D)    1.50 

Unpardonable    Sin,    Hughes    (M2)     1.50 

U.  P.  Trail.  Grey  (M2)    1.50, 


MOO.KSELLER      AND     STATIC  NEE 


Unseen    Hand,    New 


1.50 


(M2) 
V 

Valiant    Runaways.    Atherton     (MoC)  SI  25 

Virtuous    Wives.    Johnson     (McC  i' 50 

Vanished    Helga,    Corbett    (McC) 

Valley  of  the  Giants,   Kyne   (C2)  i"10 

Valley   of    Lebanon,    Wright    (Gl)  1™ 

lerlin,    C.    Marrio 
Vickey    Van,    C.     '.' 
Valour.     Deeping     (CI)'     ... 

W 

Willow  the   Wisp.   McKishnie   (A)  $135 

Walter  Greenway,  Spy  and  Hero,  Holmes  "(Pi    L25 
Way    of   all    Flesh,    Butl.-r    ID)  1  50 

Whirlwind.     Underwo  .  '     '  ,  "'-,„ 

Wine    of    Astonishment.    Bradley     (L)"  l'sn 

Walking    Shadows.    Noyes    (CI) 

White     Morning,     Atherton      1  ,'on 

Wayfarers   of   St.    Angel's,    Bassett    (McC)    '.'.',    125 
Wishing    Ring    Man,     Widdemer    I 
Wings   in   the  Night.  Mill,,-   (McC)    ..        '"        i'S 
Wild    Apples.    Anon  '    ,  ?" 

to    Live    In,    Wonderly    (C2)  t'rn 

Wire     Devils,     Packard     (C2)  "  '    J" 40 

■ring    Wires.    Leverage    (GUI     '.'....'.'"    i60 
Winds    of    Chance,    Beach     I.M2I  t'cn 

»t  Youth,  ,>,  ,. J"" 

When    Paris    Laughed.    Merrick    (H.    A 

Where  Angels  Fear  to 

Willow   Tree,    Stacpoole    (H.    & 


1.40  In   Heart  of   German    Intrigue.   Vaka    (A) 

In    Our    First    Year   of   the   War,    Wilson    (M 

Impressions   of   the    Kaiser.    Hill    IM2I  2'oO 

Joe   Stehlin,    Aviator,    Stehlin    (Gl) 

lack    Cornwell,    Williams    IH      &    S  ) 

Kaiser's    Gn. 

Knight's   of  the   Air 

Kittie    McC 


of   the  Locust,   Terhune    (Gl) 
'f    and    Neighbor 
Between,    .1 
Years    of   Rachel,    Ruck    (H.    & 

Ribbon,    Le   Queux    (H.    &    8.) 

Zeppelin's    Passengers.    Oppenheim     (J 

WAR    BOOKS 

the    Ha 111 


$1.50 
.  1.50 
.  1.50 
.  1.50 
.    1.25 

.$1.50 


'<""-neys      '  Stninsky 


Wetterle 


1.50 
1.85 


irica    in    Arr. 

AH    In    It.    Haj    (B)    

America    in    France,    Palm, 
Ambassador    Morgenthau's    Stoi 

>pedia,   Rathbun    (Gl)  '   •>  00 

Ambu)ance    464  TV- 

An     American    Sold. 
Beware  th, 

'    ,-1 
'_ 
Meet    in    Great    VV, 
Watch,    I 
Berlin   to   Bagdad,   Schreinei 
British    Campaigns      in      I  line 

1  1 1     &    0 . )    

Behind     Scenes     in     th,.      Re 

(H.    &    S.)    

for   Peace,   O'Neill    (H.  &   S.) 

British  Navy  in  World   War.  Leyland 
Children   of    France,    Lucas    (Gil 
Canada's    Day   of   Glo  ;:, 

Cheer-Up    Letters.    Ford    (McL) 

ind   Iron   Cro  „    (ii.'4'g 

Canada    in    Khaki.    Beaverbrook    ill.    j 
Doctor    in     War.    Hutchison     (CI)  inn 

Diary   of  the   Gr, 

U    vols..     1st    and    2nd    series)  ,    -,,. 

Donts    for    Soldi, 

rter,     Davis     (M2)  "        In 

lay    Foods    in    War   T,,  '       g„ 

Lyes   of   Army  and   Navy.    Munday    lM2) 
Edge  of  Qui,  Urtin   (H.   &  s.) 

"f  the   War.    Sir  James    Barrie    (H&S  1    lfin 
First   Hundred  Thousand.    Hay,    reprint    (B)  7I 

Oyer    the     Top.    Empey,    reprint    (B)  7-, 

Call.     Empey     (B) 
I'aith    of    France.    Bar,,..     1   \,  ,  2„ 

1.11    of    Russia,    Foffe    (A)  rS 

Fighting    France.    Lauzonne    (McC)  '    i«n 

'     Lines.     Cable     (McC)      .     .  

lighting    Germany's    Spies.    Strother    (McC)"    2*00 
Flying    Poilu.    Nadaud    (McC)     .  135 

Kill    Measure    of    Devotion,    Gattin    (M2> 50 

Fighter,    Roberts    (M2)  i'?„ 

Fifty-First    in    France.    Ross    ( H.    &    S 
For  Dauntless    France,    Binyon    HI 
German    Atrocities.    Hillis     (B) 
German     Secret     Service     in     America,     Jones 

and    Holhster    (B)     

C:iyr.  ,:;;;      A:-     ~i    AliS     M"rt::m     (C,3) 

of    the     Trenches,    Dawson    (G3) 

Oldier,     Dawson     (Mac) 

Cintral    Foch      lohnscn    (A)  1  00 

Gentlemen   at  Arms.   "Centurion"    (McC)  140 

Glory    of    Zeebrugge,    Howard    (McC)  75 

100 
Hunting  the  Hun,  Belton   and  O'Dell    (B)  i'r)0 

Harasc    Airmen     V-,    It  1  p,i  '  {  -" 

Holding    the    Line,    Baldwin     1  McL)  i'eA 

High    Adventure.    Hall    (A)  "  '  1"™ 

Harry   Butters.   UFA.,   Life  and  Letter's   (Mc)    150 
How    a    Soldier    M  d     After    the    War 

Ire   Baffled   the   Germans.   Wood    (N)         '  125 

How    We    Kept   the    Sea,    Currev    (N)  1 V, 

(    hw  :'■     (Ml:  '  T0 

Hero.    Townsend     lM2)     .,[       '■>', 

Inside    Constant!  1'^- 

In   the   Fourth   Year.    Wells    (Mac) 125 


1    S.). 


1.50 
1.50 
1.00 

2.00 
1.50 
1.00 


.50 

(B)     i.5o 

Moll ;  1     ,11,  ,  50 

150 


Khaki,    Tilden     I  Ma,  

Kaiser    as    I    Knew    Him,    Davis    (M2I  •>  00 

Letters    and    Diary    1  w.  ,',5 

Ladies    From    Hell,    Pinkerton    (McC)  150 

Militarism.     Liebknecht     (B)  i'0o 

Minstrel    in     France.     Lauder    (Mc(    I                 '"  200 

My    Lorraine   Journal,    O'Shaughnessj     (M2) "  l'60 

Men    in    War.    Lateko    (M2)  1=0 

My    Boy    in     Khaki.     Lutes     (M2)                100 

My    German    Prisons,    Gilliland    I H.    &    S   1  fso 

Northclilfe.     Carson      (McL)                                          '  •>' 00 

News    of    Battle.    Currey    (N)  105 

Next   of   Kin,    McClung   (A)  i-25 
Out  of  the  Jaws  of  Hunland.   Evans  and  M*. 

Mullen      (Bl      

Out  to   Win.    Dawson    (G3)  {%$ 

Other    Side    of    the    M                                    1  ij ,'q0 

Outwitting    the    Hun.    O'Brien     (M2) 

German   Lines,  i"-,() 

of     a      Private.     Star 

Pushing     Water.     Dawson      (Gl)  lV, 

Principles    ,,f    War.    Foch     (Gl)                                '  2  60 

,  I                                           '  "'7-, 

to   Sammi  1  ]"-n 

ian    Lash    in    Africa.    Africanus    (H.ftS.)!  100 
"Wing-Adj."     (I 

Runaway    Russia,    Harper    (MeL)  ■>  00 

Real  j"-n 

Redemption  of  Disabled,  Harris   (McC)          ...  175 

Right    Above    Race.    Kahn     ill.    &         |  i'oo 
Soldier     Unafraid.     Brigga     (Gl) 

Son    Liveth.  'T- 

3  00 

of    the     H 

, 


.50 
1.25 


,  A  I 

Book    on     V 
To    Bagdad    with  'the    Brit,  ,  B) 

.  Churchill 

' 

Undi  ags       for 

11.   &   si 
Void    of    W:  ,   \  1     , ,     . 

'•'  .    2.00 

Whizzbangs    and    Wood  H.&S.)    1.50 

White   Eagle   of    Poland.    Benson    I H.    & 
White    Flame   of   France,    v. 

War    and    the    Future,     Masefield     (Ml) 
World     War    and  hip     in     Democracy. 

Elj     (Ml)  2.00 

War     > 

.fiO 
War    in    Cradle    of    World,    E.L'an    (M2)         ....    2.00 


War  and  the    Future, 
You    Who    Can    Help. 


field    1  Mac  1  . 
Churchill    iGl  I     . 


1.25 

.50 


of 


POETRY 


Braithwaite. 


Anthology 

1  C,  1  1    

Can    Grande's    Castle,    Lowell    (Mac)     1.50 

Canadian  Singers  and  Their  Songs    ,  McC  1    ...  1.00 

Canadian     War     Vrr^i-     (Mel    '                                     .  1.50 

Drums    in    Our   Street,    Daviea    (Mac) 1.00 

lleroica.     Brown     1  H.     &     S.I 1.35 

Dreams   and    Images.    Kilmer    lM2) 150 

Fighting    Men    of    Canada.    Durkin     (McCl ...  1.25 

Fool    of    Joy,    Maclnnes    ( McC  I : 1.25 

Golden    Treasury    of    Magazine    Verse.    Braith- 
waite    (Gl  I      2.00 

In    Flanders'     Fields.     McCrae     1B1     1.25 

In    Day    of    Battle,    Holman     (B)     1.25 

In    a    Belgian     Garden.    Call     1B1     1.25 

The    Little    Marshal     and     Other    Verses.     Mc- 

Gillicuddy     I  Gl  I      1.00 

Making   of   Mickey   McGhee   Campbell    1.00 

Melody     of     Earth.     Richards     (A) 

Modernists,    Norwood     (McC)     1.25 

Mirthful    Lyre.    Guiterman    (M2)     1.25 

Over    the    Hills    of    Home.    Leveridge    I  McC)..  1.00 

Poems   of  John    Masefield    (Mac)    2.00 

Patriotic    Poems    of    Walt    Whitman     1  M2 ) .  . 

1.25  and  1.7  5 

Rhymes    in    Olive    Drab,    Roche    (D) 1.00 

Rhymes    of    Our    Home    Folk.    Wells    I.M2)....  1.30 
Rough      Rhymes      of      a       Padre.       "Woodbine 

Willie"    (H.    &    S.)     .$1.00    and  1.25 

mgs     I  Maegill      I  Bl      \  1  00 

Of    Men,    Knibbs    and    Robert    (A)     .....  2.00 

(A)                           1.00 

Shining      Ship     and      Other      Poems,      Mackay 

'      1.50 

Songs    of    Cheer,    Blewett    (McC)     125 

Salt    Water    Poeie                                 Mac)     2  00 

Songs     from     the    Trenches.     Gibbons     (M2)  1  '>o 

1   lems     Kipl-.ng    iM-il-i  so 

Year    Book    of    Canadian    Verse    IMcC)     ......  1.50 

52 


Humphrey 


H.00 
6.00 


1.00 


GENERAL  t 

Adventure  of  Death.    Mackenna    (M2)  I  ■>; 

Autobiography    of    a    Supertramp,    Davi'es ",'lij    150 

Art    of    Florence,    Powers    (Mac) 

Advance   of   Eng  „ .    Phe)ps-    ,  2 

Acnbaliia     Bsrber    iD) 

A       Writer's      Recollections.      Mrs 

Ward      (M 
Beechwood'.s,    A    Canadian   Naturi 

brest    I B  1     

Bernard    Shaw,    Henderson    (M2) 
Bookman's    Budget.    Dobson     (G3) 
Betrothal,    Maeterlin. 

liU>;lev!rhe     '  Comr"rt     "•    Soldiers'     Mothers'') 
(McC)    

Book    of    Lincoln.    Wright-Davis     (Mel 

Booth    Tarkington,    Holliday    (M2)     

Contemporary    Composers,    Mason     (Mac) 

idian    Men    of    Action    (Mac) 

li'in      ,\lnr:n  ic     1  C  2  I  1  ^0 

m    Courage,    Redier    I  Bl 1  35 

da,    Empire  of  the   North.    Laut    (B)    '.'.'.'.    1.00 
Canadian      Constitutional      History,      Kenn 

.1  00 

Charlotte       Bronte,     a     Centenary      Memorial 

(M2)    

Deep    Furrows,  (McL)    1.50 

The    Dead     Have    Neve,     l)„„l.     Randall     (G8) 
iion    of    Henry    .lames.    Lodge    (A 
ryman      Hi-      Own      University,      Conwell 

1     1.00 

Earl  G  Message   ill.  &  s.)    75 

Erewhon,    Butler    ,Bi i'w2t 

ion     of     I',  :  1      ' 

of   the    Empire  1:1    ........'. 

the.    [|^    Origin 

,rd     Redesdale     (M2)      . 
Fragments     froni     France,     5     and     G,     Bairns 

father     1B1     

■    France,  all   in   1   vol.    I 
icombe.    Hughes 

,     ograph)    1  1)1 

Four    Years    in    the    White    North.    Macmillan 

fM2)     4.00 

Trails.     Eaton      ,Bl      1.60 

Minute.    Prayers     (Bl     50 

European    Treat!  ,  03 1    2.75 

Guardians    of    the    (,  ,,ans).     Laffan 

'CH         .     ...  1.75 

Birds.     Dixon     IB)      1.60 

Heart    of    O    Sona    San.    Cooper    (B)     1.75 

Human    Sid,-    of    Animals.    Dixon    IM2)    1.75 

ngland,    Lavelle    I  Mac  ,  .   2.00 

lubon's    Labrador.    Townse, 
In     Canada's     Wonderful     Northland,     Curran 

'Bl      2.50 

Island    of    Intrigue.    Ostrander    ,1)1     

1    Humanity.    King   (A)  .  .    2  OH 

Popular   II  .    2.00 

Joan    of    Arc.    St. 

lal    of    Small    Things,    McKay    (B)     1.25 

Popular     History     ( G:',  I      2.00 

of     Disraeli.     Buckle     (Mac)      3.25 

Lure    of    Music.    Downes    (M21     1.50 

oldier.     Wright 

1  Hi     1.00 

Light     Beyond.     Maeterlinck     (Bl     2.00 

Life  of  Douglas  Jen-old    (  H.   &   S.)    5.00  ' 

Life    of    Sir    George    Williams,     Williams     (H. 

&    S.I    1.50 

Life     and     Letters     of    Joel     Chandler     Harris 

(A)     5.00 

Letters    to    Robert   on    Occultism.    Dean    Harris 

(McC)     1.25 

,    in   England.   Henderson    (McC)    5.00 

Leaders     of     the     Canadian      Church,     Heeney 

IM2I     2  00 

Making    Life   Worth    While.    Fairbanks    (McL 

My    Chinese    Days.    Alsop    (Gl)     2.00 

Men    Who  Sell   Things,   Shurly    (Gl)    1.50. 

Men    of    the   Old    Stone    Age,    Osborn    (Gl)....    3.50 
Mark    Twain's    Letters    1  M2  1     


2.00  . 

1.25 

.25 

6.00 

.40 

2.00 
2.00 


Meat    Substitutes,    Allen    (Bl    

My   People  of   the    Plains.   Talbot    (M2)    1.50 

Nerves    and    the    War,    Call     (B)     1.25 

Nature     Stories     to     Tell     to     Children,     Seers 

I  McC  I     1.25 

Newspaper    Building,    Rogers     (M2)     5.00 

New    Revelation,    Conan    Doyle    (H.    &    S.)     ..    1.00 

Occasional    Addresses,    Asquith    (Mac)     2.25 

President    Wilson's    Great    Speeches    (Gl)    ....    1.00 
President    Wilson's    Foreign    Policies    (G3) 

Portugal:    Popular    History    (G8)     2.00 

Physical    Phenomena    and    the    War,    Carring- 

ton    (  McC  I    2.00 

Painted    Windows.    Peattie    (McCl     1.00 

Plays    for   Any   Child,    Payne    (M2)    IB 

Romance  of   the   Beaver,    Dugmore    1B1    2  50 

Russia:    Popular    History    (G3)     2.00 

Rupert    Brooke,    Marsh     I  McC )     1.35 

Save  It  for  the  Winter.   Rockwell    (Gl)    1.00 

Steep     Trails,     John     Muir     (A) 

Statesman's    Year    Book    (Mac)     fi.OO 

Sugar     Substitutes,     Allen     (Bl      

Suicide    of    Monarchy.    Schelking     ( Mac  I       ...    2.00 

Standard     Canadian     Reciter     (McCl     1.50 

Self    and    Self    Management.     Bennett     (McC)    LOO 
Short   History    of    France,    Duclaux    (Mel 
Sacred    Beetle   and    Others,    Fabre    I  McC  I     ....    1.60 
Such    Nonsense,    C.    Wells    (McC,  .  ..    2.00 

Story    of    Ypres,     Pollard     (D)  2.00 


BOOKS  E  L  L  E  R      AND     S  T  A  T  I  0  N  E  Ii 


They   Do   Not  Die,    Hall    (Mac)    1.20 

y-One,     Crane     (  B  I 

ieth    Century    Theatre,     Phelps     (Mac)..  1.50 

Throw   Physic   to   the   Dogs,    Hayden    (McC)..  .75 

'J'yl    Eulenspiegel,   de   Coster    (D)    2.50 

Utopia   of    Usurers.    Chesterton    (M2)    1.25 

Unknown    Isle.    Coulevain     i  li  I     1.50 

.vn    Chum,    Aguecheek    (G3)     1.50 

With    God    and    the    Colors,    A    Mother's    Pray- 

B)    50 

Substitutes.     Allen     (B) 

rs"    Times    I  Bl 2.00 

rs   of    Animal    Life,    Berridge    (B)     ....  2.00 

Walking    Stick    Papers.    Holliday     (McC)     ....  1.50 

JUVENILE    BOOKS 

Adventure      Club      With      the     Fleet.      Barbour 

(B)     1.35 

Adventure     in     Beaver     Stream     Camp,     Dug- 
more    ( B)     1.35 

Adventures    of    Chippybobbie     (N)     1.25 

Adventure    Club    Afloat,    Barbour    iBl     1.25 

About    Harriet,    Hunt     (A)     1.50 

Aztec     Hunters,     Wheeler     (Gil      

A     Submarine    of     the     Royal     Navy,     Wester- 
man     i  (11)     1-50 

Adventures  of  Bobby   Coon,    Burgess    (McC) 
^Adventures   of  Jimmy 

Boys    Series.    3    titles.    Randall     I.M2I..  .50 
Air    Service    B05                          Beach    (M2) 

Betty    and    the    Boys,    Russell    IN)     35 

Boy    Who    Knew    What    the    Birds    Said.    Col- 
Mac)  *. 

Own     Book    of    Great    Inventions,     I); 

row     (Mac)      

Best    Stories    to    Tell    to   Children,    Bryant    (A)  1.75 

Book    of    Wonders     (A)     

•Book    of    Elves    and    Fairies.    Olcott    (Al     2.00 

Blue     Aunt.     White     (Al 1-25 

Boy    Craftsman,    Hall     I  Gl  I     

Bubble     Books     1.    2,    3    and     1.     Mayhew    an 

i     Johnson      (M2)      

Book    of   Canoeing    and    Sailing    (M2) 

n's    Homer.    Colum    (Mac)     2  00 

i  mas  Tales    in    Flandet                                      '  ■  3.00 

Chummy     Book     IN  I      I""1 

J    Canadian    Wonder    Tales,    Sheringham 

I    Child's    First    Book     (A)     I-"1 

n    Little    Jane,    Hubbard    I  McL) 
■don    of   the    Foothills.    Theiss    I  M2 1 

child's   Moth,,-   Goose,    Wells    (Mac)    ....  2.00 

ih    Fairy    Book.   Steele    i  Mac)    

h   Fairy   Book,   large  paper  ed 

Book    of    Stories,    foe    I  Al     

1     Book    of    Stories     In,     the 

(  Al      

.Geology    (Romance    and    Reality    Series    iNi..  1.25 

Grimm's    Fairy   Tales,    new  ed..    Rhead    (M2) .  .  1.50 

How   to  Tell   Stories    to   Children.    Bryant    (A).  1.75 

Hiawatha    Primer.    Holbrook    (A)     75 

Hurlbut's    "Story    of    the    Bible"    (Al     1.50 

.Handicraft    for    Boys.    Hall    I  Gil     2.00 

Happy    Jack,    Burgess    I  Met'  I     1.25 

Isabel    Carlton's    Friends,    Ashmun     (Mac) 
I     Lndian    Legends    in    Rhyme.    Moon    (M2l     . 
I     Jane   Allen,    Right    Guard.    Bancroft    (Hi 

Allen  of  the  Sub  'team.   Bancroft   (B) 

Willcox    Smith,    "Mother    Coos,"    I  McC  I  1.00 

Jolly    Book    IN)     LT5 

I    Little  Miss   Anzac,    Holman    iNi  1.25 

Iv    of     Elizabeth,     Scott     (Mac)      1.35 

Bull's    Mistake.    Schultz     (A)     1.35 

Little    Jean,    Brown    I  At     L35 

Little    Folks'     Annual.     Pratt    (Gl)     1.25 

Magic     Doll    House,     Glen     IN)      35 

Mascot   of    Fighting    Fifth.    Kehoe    iBl     1.35 

Mooswa,    Eraser,    new    edition    IB)     1.50 

Morning   Face.    Porter    (  L)    2.01) 

Mark    Tidd.    Manufacturer.    Kelland    I M2 1     ...  1.25 

Musson's    Wonder    Book    of    Fairy    Tales    (M2)  2.00 

Navy    Boys'   Series,    three    titles.    Randall    lM2l  .50 

Nursery    Books    of    Bible    Stories    iN)     1.25 

Our    Country    at    Work,    Tappan     lAi     2.00 

Patsv    Carrol    Under    Southern    Skies,    Gordon 

IB  I     1-~:' 

Patsy    Carrol     in     Wilderness     Lodge,     Cordon 

IB)     1?S 

Pair    of    Adventurers.    Collingwood    IBl     1.25 

Pirate    of   Jasper    Peak.    Latham    (Mac)     1.35 

Patter    Book.    Wright     lAI     1.50 

Pollv    Oliver's    Problem,    Wiggins    I  A)     B0 

Pirates    Three.     Aris     (Gl)      1-0° 

k's   Bad    Boy   and    His    Pa    (Can.   ed.),    Peck 

1.00 

rider    Peggy.    Methley    IN)     35 

Real    Mothergeose,    Wright     (A)     

Red    Indian    Fairy    Book,    Olcott     I  A)     2.00 

Rival     Submarines,     Westerman     i  Gl  I     1.50 

:         ting     With     Pershing,    Tomlinson     IBl      .  .  1.35 

Bang     Boys.     Brazil     (N)      35 

Story    of    the     Pilgrims     for     Children,     Usher 

(Mac)      1.35 

Second    Book    of    Stories.    Coe    lA)     1.00 

Stories    to   Tell    to    Little    Ones,    Bryant    (A)..    1.75 

Stories    to    Tell    to    Children,    Bryant    I  A)     1.75 

Story    of   Jesus   for  the    Young.    Hurlbut    (A).    1.50 

Sandy    Himself.    Hunting     ( M2 )     1.25 

Strange     Stories     of     the     Great     River.     Gros- 


venor    lM2)     1.00 

Tales    From    Birdland,                         IH     1.00 

Third    Book    of    Si                      i    (A)     1.00 

Tales    of     Prussian    Gene,     Olcott    lAI     2.00 

Tin    \\  a                  >f    Oz,    Baum     (C2)     1.50 

Tales  to   be  Told   to   Children,   Donahey    (Al    ..  .75 

Austin      I  A  I      1.75 

in         Al       

Twins,     Aris      (Gl) 1.00 

Under     Orders.     Tim     and     the     Club     L.  tham 

I  Mac)     

Uncle    Remus    Returns,    Harris    (A)     1.35 

Vei    Beck    Bears    in    Mothergoose    Land    IG3) 

Venture    Boys    Afloat,    Geris    (M2)     1.2". 

Ventui                                                              1.25 

Where    the    Buffalo    Roamed,    Marsh    iBl     1.25 

Wizard   of   Oz,    Baum    (A)    1.25 

Wonder    Book    of    Know                                   2.00 

Wonder   of   War   on    Land,    Wheeler    'CI  I    ....  1.50 
Wonderful    Land    of  Uj                      I  McC)     . ... 

Young    Canada    Boys,     i                                    .......  1.00 


KEY    TO     PUBLISHERS     OK     BOOKS     IN 
CHRISTMAS    GIFT    BOOK    LISTS 

\      'In 
B      Wm.    Br 

,v    Co. 
i. pp.    Clark   Co. 
I)      .1.    M.    Dent    &    Sons. 
I).    Goodchild. 
lordon    &    Gotch. 
I!     Gundy. 
H.  &  &  Stoughi 

L      Thos.     Langton. 

McC     McClelland     Goodchild    & 
McL     Ceo.    J.     McLeod,     Ltd. 

M2      Musson    Boo: 

N      Thos.    Nelson    &    Sons. 
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Your  Christmas  List 

Does   it   include  a   book  and   a   word   of  cheer  for   some   poor 
wounded  chap  spending  HIS  Christmas  on  a  hospital  cot? 

"A  Merry  Christmas" 

Can  you  think  what  that   greeting  will  mean  to  some   lonely 

wounded  chap  in  a  base  hospital  if  you  write  it  on  the  fly-leaf 

of  a  book  to  be  sent  to  him? 

Christmas  Time  Somewhere  in  France 

Dear  Mother, 

There  is  a  bunch  of  lonesome  chaps  there  in  the  base  hospi- 
tal trying  to  get  well.  Will  you  tell  everyone  at  home  to  buy  a 
book  and  forward  it. 

Your  Son. 

Christmas  and  Home 

will  mean  so  much  more  to  the  wounded  son  on  the  hospital 
cot  when  he  receives  the  book  you  have  bought  him — and  the 

word  of  cheer. 

Some  Soldier  Boy 

is  spending  this  Christmas  on  an  army  hospital  cot.      Will  you 
buy  him  a  book  and  write  in  it, 

"A  MERRY  CHRISTMAS"? 

Some  Wounded  Boy  in  a  Lonely  Hospital 

is  wishing  with  all  his  heart  at  this  glad   Christmas   time  for 
a  book  and  a  word  of  cheer.     YOU  can  give  him  BOTH. 

Just  a  Book  and  a  Word  of  Cheer 

Some  wounded  soldier  in  France  will  thank  you  always.    Will 

you  buy  the  book  and  write  in  it  some  word  of  cheer?      He 

might  be  your  boy! 

SUGGES 

TIONS   FOR  SHOW  CARDS  TO  HEI 
BOOKS  FOR  SOLDIERS 

— i . . — . — . 

.P  SELL 
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poofes 


Silent  companions  of  tfte  lonelp  f)our, 
Jf  rienbs  toi)o  can  neber  alter  or  forsafee, 
OTfjo  for  inconstant  robing  ftabc  no  potoer, 
&nb  all  neglect,  perforce,  must  calmlp  take,  - 
litt  me  return  to  pou;  tfjis»  turmoil  enbing 
OTtyri)  toorlblp  cares  fjabc  in  mp  spirit 

torougfjt, 
&nb,  o'er  pour  olb  familiar  pages  faenbing, 
llefresl)  mp  minb  toitf)  manp  a  tranquil 

tfjougftt 
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Editorial  Chronicle  and  Comment 


THE  HOLIDA  V  GIFT  BOOK  SECTION 

THIS  is  a  .ureal  inspirational  number  for  book- 
sellers on  account  of  the  annual  Holiday  (lift 
Book  Section  which  is  assuming  greater  proportions 
in  the  November  issue  each  year. 

There  lias  been  a  far  greater  response  tins  year 
than  ever  before  in  the  way  of  orders  for  quantities 
of  ibis  section  in  separate  form  for  distribution 
among  the  best  prospective  holiday  purchasers  in 
the  bookshops.  These  orders  ranged  from  1,000  copies 
down  to  100  copies,  from  booksellers  in  different 
sections  of  the  country,  but  with  a  greater  represen- 
tation from  Western  Canada  than  the  East;  another 
evidence  of  the   alertness  of  the  men  of  the  West. 

These  announcements,  with  all  firm  names,  ex- 
cept that  of  the  retail  firm,  eliminated  from  the  re- 
prints, constitute  an  announcement  which  would 
cost  on  the  average  more  than  ten  times  the  cost 
entailed,  but  for  the  club  arrangement  afforded  by 
getting  them  through  BOOKSELLER  AND 
STATIONER. 

The  typographical  appearance,  together  with  the 
use  of  the  Christmas  colors  of  red  and  green,  makes 
a  most  pleasing  impression.  The  advertisements  in- 
clude names  of  publishers  in  the  section  as  appear- 
ing in  this  issue  thus  serving  as  a  guide  to  the  re- 
tailers as  to  who  publishes  the  different  books  which 
are  thus  prominently  featured,  and  we  would  draw 
attention  to  the  key  to  the  terms  in  parenthesis  on 
each  line  in  the  alphabetically  classified  list  of  books 
suitable  as  Christmas  gifts  included  for  the  first  time 
this  year  in  this  Holiday  Gift  Book  Section.  These 
two  distinct  improvements  make  this  trade  auxiliary 
more  valuable  than  ever  for  the  retail  booksellers. 
The  different  pages  afford  practical  suggestions  which 
may  be  utilized  for  effective  advertisements  in  the 
newspapers  and  altogether  this  feature  is  a  genuine 
co-operative  money-maker  for  the  live  bookseller. 


DOING  OUR  BIT 

BUSINESS  men  all  over  Canada  have  their  coats 
off  and  are  doing  their  share  in  the  big  Vic- 
tory Loan  drive.  Among  the  very  hardest  workers 
in  towns  and  cities  all  over  the  Dominion  are  book- 
sellers and  stationers.  They  are  not  only  doing  their 
-hare  but  they  are  inspiring  others  by  their  example. 
These  merchants  have  always  been  ready  to  take  a 


leading  part  in  civic  or  patriotic  work  and  it  is  not 
at  all  surprising  that  when  a  national  call  comes, 
such  as  the  Victory  Loan,  they  are  to  be  found  in 
the  forefront  of  the  workers.  We  are  within  sight 
of  Victory,  and  now,  less  than  ever,  can  we  afford 
to  rest  in  a  false  atmosphere  of  security.  Now  is  the 
lime  for  an  irresistible  push  forward  with  men  and 
with  money. 

The  men  are  over  there,  and  always  reinforce- 
ment- are  being  sent.  They  must  continually  be 
led.  clothed  and  supplied  with  ammunition.  The 
work  of  supporting  them,  the  easy  part,  is  ours. 
Shall  any  one  of  us  fail  at  this  end?  A  thousand 
times,  No! 

No  thinking  man  or  woman  who  realizes  con- 
ditions can  fail  to  respond  to  the  limit  of  financial 
ability.  Canada  makes  it  easy  to  do  this  because 
she  pays  us  interest  at  5%  per  cent,  on  Victory 
Bonds,  which,  backed  by  the  wide  Dominion  itself, 
affords  the  highest  security  in  the  world. 

Let  all  of  us  make  it  our  business  to  help  to 
over-subscribe  the  1918  Victorv  Loan. 


SEND  PARCELS  EARLY 

A  PLAN  being  urged  in  the  United  States  might 
very  well  be  put  into  action  at  once  in  Can- 
ada as  well.  Not  only  is  it  desirable  that  Christmas 
shopping  be  already  on  its  way,  but  in  order  to 
avoid  transportation  congestion,  it  is  advised  that  the 
gifts  be  sent  at  once  and  marked  "Not  to  be  opened 
until  Christmas."  Merchants  can  do  a  great  deal  to 
influence  their  customers  to  do  this  and  to  have  them 
realize  the  importance  of  giving  attention  to  the  sit- 
uation. 
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THE  THRIFT  URGE 

A  POLICY  of  thrift  on  the  part  of  the  public  will 
i~\  by  providing  a  reserve  of  funds,  stabilize  the 
business  life  of  the  country  and  thu.s  enable  it  to 
tide  over  the  depression  that  may  follow  the  war. 
Thrifty  people  are  always  the  best  buyers,  since  they 
create  a  demand  for  goods  of  high  quality  and  are 
able  to  pay  for  them.  Having  money  to  draw  upon, 
their  purchases  are  unlikely  to  be  as  subject  to  sharp 
fluctuations  as  are  those  of  persons  who  live  from 
hand  to  mouth,  spending  all  their  money  as  they 
make  it.  The  best  customer  is  the  one  with  ready 
money  and  the  only  way  for  the  average  person  to 
get  it  is  for  him  to  save  a  portion  of  what  he  earns. 


NEWS  OF  THE  TRADE 


HI 


The  Summer-land  Drug  Co.,  has  bought 
out  the  drug  and  stationery  business  of 
G.  L.  McWilliams,  in  that  town. 

Allandale,  Ont. — Roy  H.  Stone,  sta- 
tioner, has  re-opened  in  a  fine  new  store 
on  Essa  street. 

ALFRED  T.   CHAPMAN   HONORED 

The  St.  James  Literary  Society,  Mont- 
real, honored  Alfred  T.  Chapman,  the 
well-known  book  seller  and  stationer  of 
190  Peel  street,  by  electing  him  to  the 
presidency,  at  the  opening  meeting  early 
in  October. 

In  addressing  the  Society  Mr.  Chap- 
man used  the  Society's  motto,  "Permitte 
Lucem,"  as  his  text.  Among  other  things 
he  urged  the  members  not  to  regard 
their  society  solely  from  the  selfish 
point  of  view  as  regarding  self-improve- 
ment. It  was  an  opportunity  to  diffuse 
the  light  of  learning,  and  to  hand  on 
the  torch  that  had  been  given  them. 

KILLED  IN   ACTION 

Lieut.  J.  Cameron  Watson,  a  former 
employee  of  Brown  Bros.,  Ltd.,  Toronto, 
was  killed  in  action  in  France.  Lieut. 
Watson  went  overseas  with  the  255th 
Battalion  and  later  transferred  in 
France  to  the  75th  Battalion. 

Shoal  Lake,  Manitoba. — John  A.  Fulk- 
crson's    stationerv    store    is   now   located 


in  fine  new  premises  in  the  Hamilton 
Block. 

Among  recent  visitors  at  the  office  of 
BOOKSELLER  AND  STATIONER 
was  Duncan  C.  McRae,  manager  of  Mc- 
Rae  Bros,  Ltd.,  book  sellers,  stationers 
and   printers,  Prince  Rupert,  B.C. 

The  "Weekly  Bulletin"  of  the  Can- 
adian Trade  and  Commerce  Department 
prints  a  trade  enquiry  indicating  a  Bir- 
mingham firm  as  being  open  to  repre- 
sent a  Canadian  manufacturers  of 
whisks. 

The  Imperial  News  Co.,  Ltd.,  Winni- 
peg, will  move  from  their  premises  on 
Donald  street  to  a  much  larger  building 
at  235  Front  street.  This  has  been 
fitted  up  for  the  new  tenants,  and  is 
to  be  ready  for  occupation  by  Nov.  15. 

"Rural  Canada,"  formerly  owned  by 
the  Continental  Publishing  Company, 
Limited,  Toronto,  will  for  its  next  issue 
and  thereafter  be  published  by  the  Can- 
ada Farmers'  Publishing  Syndicate  of 
Toronto.  Chas.  C.  Nixon,  B.S.A.,  has 
severed  his  connection  as  vica-president 
with  the  Continental  Publishing  Com- 
pany, to  take  over  the  general  manager- 
ship of  the  new  farmers'  syndicate. 

DEATH    OF   JOHN    ROBINSON 

John  Lee  Robinson,  formerly  an  em- 
ploye of  Britnell's  book-store,  Toronto, 
died  Oct.  23,  a  victim  of  influenza.     He 


was  in  his  39th  year,  and  is  survived  by 
his  wife  and  one  child.  In  his  earlier 
years  he  was  a  well-known  athlete, 
prominent   as   a    hoxer   and    swimmer. 

DEATH  OF  F.  W.  TREBILCOCK 

Peterboro',  Oct.  8 — Frederick  Wil- 
liam Trebilcock,  one  of  the  best  known 
business  men  in  Peterboro',  passed  away 
this  evening,  aged  thirty-five  years.  He 
was  stricken  a  few  days  ago  with  a 
severe  cold,  which  later  developed  into 
pneumonia.  He  was  born  in  Bowman- 
ville,  and  was  the  son  of  Mr.  and  Mrs. 
Paul  Trebilcock  of  that  town.  He  lived 
there  for  the  greater  part  of  his  life, 
but  about  nine  years  ago  removed  to 
Peterboro'  and,  together  with  his  brother 
Paul,  established  the  stationery  busi- 
ness of  Trebilcock  Bros.  He  was  a  man 
of  sterling  integrity,  and  his  demise  will 
be  a  distinct  loss  to  this  city.  He  was 
a  prominent  member  of  the  Masonic 
order.  The  business  will  be  carried  on 
by   Paul   Trebilcock. 


A  RIO 

A  real  novel  for  little  boys  of  ten 
years,  is  "Arlo,"  by  Bertha  and  Ernest 
Cobb,  just  issued  by  Putnam's.  It  ha.s 
a  deft  and  quick  working  plot  centering 
about  a  little  boy,  the  son  of  a  count. 


FRED.   SPARKS 


ARTHUR    A.    SMART 
Membera   of  the  staff  of  the   new   Publishing   House   of   Frederick   D.    Goodchild. 
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EARL    W.    GOODCHILD 


SOLDIER 
TRADE 
SECTION 


Featuring    Goods    to    Sell    to  the 

People    Remaining    at   Home  for 

Forwarding     to    Soldiers    at  the 

Front,    in    Training    and    in  the 
Base   Hospitals. 


ARE  YOU  ASLEEP  AT  YOUR  POST? 

What  Are  You  Doing  to  Promote  Sales  in  Your  Bookstore  of  Books  For  Soldiers?- 
Read  These  Accounts  Showing  What  the  Fighting  Boys  at  the  Front  and  ' 
the  Wounded  in  the  HospitalsWant  in  the  Way  of  Books 
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BOOKSELLERS  should  keep  plug- 
ging away  at  the  promotional 
work  of  urging  people  to  send 
books  to  soldiers.  By  urging  people  to 
send  books  of  fiction  and  popular  poetry 
such  as  Service,  Kipling,  and  other  vol- 
umes of  virile  verse  and  inducing  them 
to  ask  their  soldier  relatives  and  friends 
just  what  books  they  want  sent  to  them, 
booksellers  will  find  that  they  can 
enormously  increase  their  sales  of  books 
for  sending  to  soldiers  in  the  training 
camps,  at  the  front  and  in  the  military 
hospitals. 

That  distinguished  London  publisher, 
J.  M.  Dent,  who  recently  made  his 
seventh  trip  across  the  ocean  to  visit 
the  U.  S.  and  Canada  had  some  interest- 
ing things  to  say  along  this  line  when 
in  Toronto.  After  a  general  reference 
to  the  rapidly  increasing  number  of 
reasons  that  have  been  developed  owing 
to  interest  created  by  the  war  and  the 
publishers'  utter  inability  to  keep  up 
with  the  demand,  for  reasons  with 
which  all  members  of  the  book  trade 
are  only  too  familiar,  he  said:  We  find 
it  particularly  hard  in  Great  Britain 
to  keep  up  with  the  demand  which  exists 
in  France  and  on  the  other  frontiers  for 
books  which  give  the  necessary  and  natu- 
ral spiritual  satisfaction.  For  instance, 
my  publishing  house  issues  a  shorter 
Bible  which  contains  the  continuous 
story  of  Biblical  history  without  the 
constant  repetition  of  certain  incidents 
and  stories.  The  Y.  M.  C.  A.  wanted 
10,000  copies,  yet,  owing  to.  the  scarcity 
of  paper  and  labor,  we  could  supply  only 
2,000  copies.  My  own  list  of  Everyman's 
Library,  which  I  once  thought  I  would 
be  always  able  to  maintain  no  matter 
at  what  cost,  now  has  continually  one 
hundred  titles  out  of  print,  which  is 
a  condition  which  never  existed  before. 


BOOKS  BOOKS 

MORE    BOOKS 

Wanted   for  the  Soldiers 

Booksellers  : 

Are  you  doing  your  share  to  see  that 
this  great   want  is  supplied? 

Do  you  realize  that  besides  fiction  and 
other  popular  books  there  is  a  crying  need 
for  technical   and   other  educational    books? 

Are  you  doing  your  utmost  to  impres, 
upon  the  people  at  home  that  they  should 
be  sending  books  regularly  to  the  boys  on 
the  fighting  line  and  the  wounded  in  the 
hospitals? 


I  was  very  sorry  to  have  to  disap- 
point the  Y.  M.  C.  A.,  because,  in  my 
humble  opinion,  with  all  the  multitudin- 
ous writers  which  exist  to-day  in  every 
language  the  Bible  is  still  the  biggest 
and  greatest  book  we  have  in  our  lan- 
guage, either  for  style,  poetry  or  as  a 
general  guide  to  life.  What  particularly 
annoyed  me  was  that  in  the  face  of  this 
great  need  and  desire  for  eternal  truth 
it  was  impossible  to  give  any  promise 
when  conditions  would  allow  a  further 
supply  of  the  grand  old  book. 

"After  all  is  said  and  done,"  said  Mr. 
Dent,  with  a  winning  smile,  "when  a 
man's  tired  out  at  the  end  of  a  hard 
day's  work,  is  there  anything  more  re- 
laxing than  a  book  which  fits  his  need  ? 
A  fifty-cent  book  will  entertain  a  man 
for  a  day,  while  a  trip  away  from  home 
to  some  other  place  of  amusement  will 
sap  his  energy,  cost  him  more  money, 
and  then  not  give  him  the  same  degree 
of    satisfaction." 

Khaki  University 

"Nevertheless,  there  is  a  ray  of  hope 
that    the      Khaki      University,    through 
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which  the  British  Government  are  car- 
rying on  an  educational  propaganda 
among  the  men  at  the  front,  may  yet 
result  in  a  solution  being  found  to  some 
of  our  present  difficulties.  In  connection 
with  the  university,  which  is  being  car- 
ried on  under  Y.  M.  C.  A.  auspices,  the 
sum  of  $500,000  has  been  voted  for 
books  of  an  educational  character,  and 
a  number  of  professors  have  been  loaned 
by  the  various  universities  to  carry  out 
the  curriculum. 

"Another  hopeful  sign,"  continued 
Mr.  Dent,  "is  that  despite  the  terrible 
strain  of  war,  the  Imperial  Government 
has  been  compelled  to  bring  in  and  carry 
through  Parliament  a  drastic  educational 
bill  which  provides  for  the  education 
of  every  British  subject  up  to  the  age 
of  eighteen  years.  Up  to  the  age  of 
fifteen  each  student  is  compelled  to  re- 
main at  school,  and  for  three  years  there- 
after he  or  she  must  attend  combination 
classes  in  pursuance  of  their  studies." 

What    The    U.    S.    Is    Doing 

The  work  of  supplying  books  to  the 
soldiers  of  the  United  States  army  has 
revealed  marvellous  energy  and  effi- 
ciency on  the  part  of  the  American 
Library  Association  through  whose  in- 
strumentalities over  3,000,000  books 
have  already  been  collected  and  placed 
in  distribution  among  soldiers  and 
sailors.  Now  this  organization  is  bend- 
ing its  efforts  to  raise  a  fund  of  $3,500,- 
000  with  which  to  fully  develop  and 
maintain  the  Library  War  Service. 

Of  the  contributed  books  the  vast 
majority  were  fiction,  and  while  fiction 
is,  of  course,  greatly  in  demand,  there 
is  an  enormous  call  for  technical  books, 
scientific  books,  text  books  of  every 
kind,  books  on  history,  books  in  foreign 
languages — in    short    the    whole    list    of 
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books  that  can  be  classified  as  educa- 
tional. Books  of  this  kind  taken  from 
the  "average  man's  book-shelves"  are 
of  little  value  because  they  are  not  up- 
to-date.  You  cannot  hand  to  the  soldier 
who  wants  the  latest  work  on  automobile 
mechanics  a  book  dealing  with  the  four- 
cylinder  cars  of  five  years  ago. 

Of  course  there  are  some  standard- 
ized sciences  in  which  the  book  issued 
ten  or  fifteen  or  even  fifty  years  ago  is 
as  valuable  as  the  most  recent  one,  but 
there  are  very  few  sciences,  and  none 
of  the  arts,  in  which  the  old  book  is  of 
current  value.  Gray's  Anatomy  is  still 
standard,  although  it  was  first  published 
75  years  ago.  There  has  been  no  change 
in  the  propositions  of  Euclid,  and  the 
standard  works  on  trigonometry  and 
higher  algebra  do  not  need  to  be  of  the 
1918  edition.  But  when  we  have  to  pro- 
vide a  book  on  the  psychology  of  color 
for  the  use  of  the  camouflage  corps,  it 
has  to  be  a  new  book.  The  chemistry 
of  high  explosives  is  a  subject  on  which 
we  cannot  get  books  from  the  "average 
man's  book-shelves."  Neither  do  the 
"average  man's  book-shelves"  yield 
books  to  meet  such  demands  as  one 
which  one  of  our  librarians  recently 
encountered,  from  a  Greek  soldier  who 
wanted  a  book  to  help  him  teach  an 
Italian  soldier  how  to  read  English. 

When  it  comes  to  fiction  perhaps  the 
greatest  call  is  for  d,etective  stories 
and  tales  of  the  Rockies.  Next  is  the 
yearning  for  poetry,  with  Robert  W.  Ser- 
vice and  Rudyard  Kipling  as  the  dough- 
boy's favorites. 

The  dashing  adventures  of  "The  Three 
Musketeers"  and  other  Dumas  heroes 
arc  much  relished,  for  you  can  hardly 
journey  five  kilometers  in  France  with- 
out running  into  some  reminder  of  them. 
Hi^to-ies  of  France,  and  particularly  the 
guide  books  which  tell  you  something 
of  this  chateau  or  that  cathedral,  are 
clamoured  for  till  the  American  Library 
Association  is  at  its  wit's  end  to  supply 
them. 

Now  and  again  the  guardians  of  the 
books  are  moved  to  suspect  that  a  boy 
in  a  rest  camp  has  decided  the  time  has 
come  for  him  to  read  a  book  he  had 
been  meaning  to  read  all  his  life.  As 
when  one  of  them  asked,  with  a  per- 
fectly straight  face,  for  Boswell's  "Life 
of  Johnson." 

Of  course,  the  campaign  which  yielded 
3,000,000  volumes  emptied  many  a  dusty 
and  neglected  shelf  back  home,  and,  of 
course,  many  an  inappropriate  book  has 
found  its  way  over.  You  can  imagine 
the  emotions  of  one  very  hard  guy  who 
settled  down  for  a  quiet  evening  in  a 
"Y"  hut,  reached  for  something  to  read, 
and  found  himself  staring  at  the  first 
and  gushiest  of  all  the  Elsie  books. 

There  are  to  be  books  everywhere. 
You  could  scarcely  exaggerate  the  de- 
mand. Before  the  supply  was  as  large 
as  it  is  to-day,  a  single  copy  of  O. 
Henry's  "The  Four  Million,"  which  one 
boy  had  brought  over  in  his  barrack  bag, 
was  split  up  into  as  many  volumes  as 
there  were  tales  between  the  covers,  and 
these  were  passed  along  the  line  and 
read  and  re-read  till  the  print  was  fairly 
rubbed  off  the  pages. 


KHAKI    UNIVERSITY 

In  connection  with  his  efforts  to  ob- 
tain books  for  use  by  the  teachers  and 
students  of" the  Khaki  University,  Capt. 
W.  Gilmour  interviewed  Premier 
Hearst  and  the  Ontario  Minister  of 
Agriculture,  Hon.  George  S.  Henry  in 
Toronto  last  month.  Capt.  Gilmour  is 
touring  the  whole  country  in  this  work. 

The  Khaki  University  is  being  con- 
ducted in  all  Canadian  camps  in  Eng- 
land, and  in  reserve  billets  in  France, 
and  has  proved  so  successful  that  other  of 
the  allies  are  perfecting  similar  organ- 
izations. Among  Canadians  it  includes 
the  University  of  Vimy  Ridge.  It  is 
financed  by  the  Y.  M.  C.  A.,  although 
conducted  separately.  The  curriculum 
being  used  provides  that  men  taking  the 
courses  can  be  given  definite  standing, 
so  that  they  may  continue  their  studies 
when  they  return  to  Canada. 

Capt.  Gilmour  was  assured  of  whole- 
hearted co-operation  by  Sir  William 
Hearst  on  the  part  of  the  Government. 
Mr.  Henry  promised  to  furnish  from  one 
to  five  thousand  copies  of  bulletins  is- 
sued by  the  department  for  use  of  the 
University. 


SOLDIERS  NEED  NOTEPAPER 

Appeals  for  candles  and  note  paper 
is  the  latest  demand  made  upon  the 
Soldiers'  Comforts  Toronto  branch.  "We 
need  fully  500,000  pads  of  paper  and  en- 
velopes besides  thousands  of  candles," 
stated  Mrs.  Arthur  Van  Koughnet,  the 
convener,  to  the  Toronto  "Star."  "The 
citizens  responded  most  generously  to 
the  appeal  for  toothbrushes,  chocolate 
and  soap,  and  I  am  sure  the  boys  will 
not  go  without  their  latest  needs." 

A  special  request  had  been  made  by 
the  men  in  the  trenches  for  the  thick 
white  candles  instead  of  the  yellow  ones, 
as  they  did  not  give  sufficient  heat  and 
light.  Rolled-up  checker  boards  on  cloth 
are  another  novelty  which  is  being  pack- 
ed in  all  the  Christmas  boxes. 

The  Soldiers'  Comfort  branch  of  the 
Women's  Patriotic  League  is  also  one 
of  the  busiest  spots  in  the  city  these 
days.  Voluntary  workers  are  hustling 
early  and  late  to  get  off  12  large  pack- 
ing cases  a  day. 

A  special  tribute  was  paid  to  the 
splendid  work  of  the  Centre  Island  Red 
Cross  branch  for  the  magnificent  work 
they  have  accomplished  during  the  sum- 
mer months,  in  supplying  wheel  chairs 
and  pneumatic  cushions  as  these  are 
especially  required  for  the  double  ampu- 
tation cases.  Gifts  of  hot  water  bottles 
and  other  rubber  goods  have  also  been 
sent  in. 

Next  week  the  work  of  the  returned 
men  will  be  put  on  exhibition  for  sale 
for  the  Christmas  trade. 


In  a  recent  advertisement  "Soldier 
Trade"  came  in  for  special  attention, 
with  this  heading  to  an  advertisement 
in   the   Halifax  "Echo": 

THE    SOLDIER'S    CHRISTMAS 
MAKE  IT  CHEERY 
Then  follow  as  suggestions  special  re- 
ference to  these  lines: 

WRITING    MATERIALS 
Pencils,      Fountain      Pens,      Paper- 
Covered   Books,  Playing  Cards. 
This  is  a  method   of  advertising  that 
might   well   be   tried    out   by   other   sta- 
tioners, especially  those  who  are  not  yet 
alive   to  the   great  force   in  building  up 
a    successful    business    that   is    exercised 
by   newspaper   advertising. 


FOR  OVERSEAS  LETTERS 

There  are  all  sorts  of  oddities  in  the 
way  of  notepaper  for  the  woman  who, 
perhaps  for  the  first  time  in  her  life, 
has  many  overseas  letters  to  write.  One 
sort  of  stationery,  of  the  regulation 
foreign  correspondence  thinness,  is  lined 
with  narrow  grey  and  white  stripes. 
This  is  especially  smart  and  in  much 
better  taste  than  that  in  which  red, 
white  and  blue  stripes  play  the  part  of 
lining.  , 

However,  one's  taste  for  the  national 
colors  may  be  indulged  in  some  very 
cheerful  paper  that  would  bring  a  bit 
of  brightness  into  a  dismal  trench  on  a 
damp  day.  This  paper  shows  a  narrow 
red  and  blue  border,  or  else  a  border 
only  on  the  long  cut  edge. 


THE  NEW  DEATH 

"If  our  faith  is  to  lead  us  where  our 
dead  boys  are  gone,  it  must  be  a  faith 
built  like  theirs  on  spirit  values.  To  con- 
struct a  new  world  on  the  faith  their 
words  and  their  sacrifices  attest  is  the 
sole  expression  permitted  to  our  mourn- 
ing, it  is  the  sole  monument,  beautiful 
enough  to  be  their  memorial." 

The  foregoing  paragraph  is  an  extract 
from  "The  New  Death,"  by  Winifred 
Kirkland,  published  by  Thomas  Allen. 

It  is  a  profoundly  consoling  book  and 
is  inspired  by  letters  and  statements  of 
those  who  have  gone  overseas  to  face 
death  for  the  cause  they  love,  and  who 
have  acquired  through  peril  and  sacrifice 
a  conviction  of  immortality  such  as  years 
of  religious  teaching  failed  to  give  them. 
To  Canada,  who  has  given  her  sons  in 
so  many  thousands,  such  a  message  is 
needed  to  illuminate  the  splendor  of  her 
dying  youth  and  to  justify  the  spirit  of 
those  now  sending  their  loved  ones  forth 
to  the  final  sacrifice. 


SOLDIER    TRADE    ADVERTISING 

Marshall's  stores  of  Halifax  have  the 
benefit  of  good  newspaper  publicity, 
which  cannot  help  but  be  a  telling  in- 
fluence in  creating  sales  for  the  dif- 
ferent lines  so  effectively  advertised. 
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THE  MAN  WHO  WON 

Leon  D.  Hirsch's  novel.  "The  Man 
Who  Won,"  published  by  The  Page  Co  . 
of  Boston,  is'  a  strong  story  of  political 
life  with  a  vein  of  romance  throughout, 
making  it  a  very  entertaining  book.  It 
is  a  vivid  story  of  politics,  ambition  and 
love.  Edward  Harrison,  political  boss, 
is  forced  to  let  bis  unprincipled  methods 
give  way  to  c'ean  government,  of  which 
his  son   is  an   exponent. 


View   of   a   recent  soldier  trade   window  display   in   store  of   Phelan's    Bookstore,   Montreal. 

WELL  ARRANGED  WINDOW  DISPLAYS  BRING  DOLLARS 

The  Displayed  Lines  Are  Those  Which  Sell — Timely  Selection  and  Showing  of  Goods  Pos- 
sible in  Every  Store — Make  Your  Windows  Pay  a  Dividend — Study  New  Lines  and 
Offer  These  First — Use  of  Price  Tickets  Favored  bv  a  Montreal  Stationer 


FE.  PHELAN,  the  well-known 
bookseller  and  stationer,  of  437  St. 
•  Catherine  street,  Montreal,  is  a 
great  believer  in  the  value,  from  a  sell- 
ing viewpoint,  of  his  store  windows.  To 
the  end  that  he  may  turn  them  into  an 
earning  power,  he  carries  out  his  con- 
victions and  makes  a  change  of  display 
at  least  one  a  week — sometimes  oftener. 
To  BOOKSELLER  AND  STATIONER 
Mr.  Phelan  said:  "The  goods  we  display 
sell-  readily,  the  others  to  a  limited  de- 
gree only.  They  would  sell  as  readily, 
almost,  if  in  the  storage  upstairs,  un- 
less we  made  a  special  display  of  them 
from  time  to  time." 

A  Timely  Display 

The  accompanying  photo  of  a  unique 
window  of  "Overseas  mailing  boxes"  was 
used  one  week  this  fall,  and  "brought 
home  the  bacon."  Mr.  Phelan  was  quite 
enthusiastic  regarding  the  sales  of  these 
boxes,  but  the  best  feature  of  the  display 
is  the  advantage  that  was  taken  to  brine- 
forward  the  many  lines  of  probable 
extras  that  people  would  buy.  The  sug- 
gestion of  these  would  indeed  be  appre- 
ciated by  many  who  were  undecided  as 
to  what  to  send  the  boys  "over  there." 
The  mailing  boxes  themselves  sold  well, 
and  out  of  a  thousand  bought  recently, 
Mr.  Phelan  stated  that  a  great  percent- 
age had  been  already  disposed  of — large- 
ly because  they  were  so  prominently 
shown. 

Some  Good  Suggestions 

In  looking  into  this  display  closely  the 
reader  will  observe  that  the  large  card  at 
the  back,  and  immediately  in  front  of  the 
mailing  boxes,  reads   as   follows:   "Sug- 


gestions for  Soldiers'  Gift  Boxes."  The 
smaller  type  following  carries  the  on- 
looker's attention  along  to  this  good  list; 
Fountain  pens,  ink  tablets,  'Eversharp' 
pencils,  indelible  pencils,  writing  pads, 
envelopes,  playing  cards,  tooth  brushes, 
candles,  reading  matter,  pocket  diction- 
aries, pocket  Testaments,  joke  books, 
diaries  and  note  books. 

Of  course,  to  complete  the  arrange- 
ment, and  still  further  enlist  interest,  the 
very  articles  just  mentioned  were  at- 
tractively placed  about  the  window  to 
the  best  advantage.  A  nice  array  of 
these  gave  the  impression  that  the  store's 
stock  was  large  and  varied,  and  this  an 
inside  closer  inspection  reveals.  The  ad- 
ditional cards,  neatly  and  appropriately 
lettered,  speak  for  themselves  and  are 
just  one  of  the  added  helps  in  brighten- 
ing up  the  showing  of  goods  on  sale. 

Making  Windows  Pay 

The  Phelan  store  is  located  in  one  of 
the  busiest  sections  of  the  retail  street 
so  well  known  as  St.  Catherine  street. 
Rents  are  high  here.  Locations  that 
command  a  large  passing  pedestrian 
traffic  also  command  a  high  rental — or 
the  equivalent  in  high-priced  frontage 
value.  This  is  the  exact  position  here, 
and  Mr.  Phelan,  having  one  of  the  finest 
store  fronts  in  Montreal,  knows  that  his 
window  space  should  bear  its  just  bur- 
den and  pay  a  return  to  the  maintenance 
of  overhead  charges  commensurate  with 
the  advantage  is  possesses  in  trade-pull- 
ing power.  He  therefore  attends  to  tJie 
important  duty  of  window  dressing  him- 
self and  is  an  ardent  advocate  of  timely 
and  winning  displays. 
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Words  About  Papeteries 

A  very  fine  line  of  various  papeteries  is 
carried,  and  these  are  featured  at  all 
times.  One  of  the  side  windows  is  given 
over  to  the  display  of  these  for  the  most 
part,  and  plain  price  tickets  announce 
the  price.  For  this  particular  line,  Mr. 
Phelan  stated  that  to  announce  the  price 
had  been  found  sound  policy,  and  when 
a  special  line  of  papers  was  offered  the 
sale  of  this  line  at  once  became  active 
and  a  steady  and  satisfactory  turnover 
was  recorded.  If  writing  papers  were 
shown  they  sold  well;  as  soon  as  they 
were  taken  out  the  effect  on  selling  was 
at  once  apparent. 

There  had  been  a  manifest  change  of 
late  in  selecting  papeteries  on  the  part 
of  the  public.  This  was  due  to  the  war 
in  large  measure.  Papers  were  high, 
and  since  all  grades  had  to  be  sold  for 
a  great  deal  more  than  formerly,  many 
would  willingly  pay  an  extra  25c  to  50c 
and  get  a  nice  line  of  paper.  In  this 
way  the  sales  of  values  around  $1  to 
$1.25  had  increased  greatly. 

Selling  Special  Lines 

Retailing  to-day  is  fraught  with  many 
problems.  The  bookseller  and  stationer 
cannot  always  obtain  what  his  trade 
would  buy.  He  must  therefore  be  on  the 
lookout  for  new  lines  that  are  likely  to 
sell  once  the  public  sees  them. 

Recently  a  line  of  service  flags  was 
offered  to  Mr.  Phelan.  He  shook  his 
head  and  would  not  buy.  The  manufac- 
turer was  anxious  to  get  them  in  and 
offered  to  let  the  line  stay  on  trial.  They 
were  displayed  within  the  store  and  in 
the  windows.     People  began  to  buy,  and 


IJOOKSELLER      AND      STATIONER 


while  for  the  most  part  the  less  expensive 
lines  sold,  the  number  selling  made  it 
well  worth  while  to  stock  them.  They 
had  proved  a  live  line.  The  same  is  true 
of  other  lines.  Recently  some  leather- 
bound  service  cases  were  taken  over  on 
a  consignment  basis.  They  were  rather 
too  expensive,  as  were  also  some  high- 
grade  picture  frames  for  soldiers'  use. 
But  by  displaying  these  some  had  already 
found  sale  and  others  would  sell.  It 
really  was  worth  trying  sometimes,  for 
in  having  these  sterling  lines  one's  cus- 
tomers gathered  a  lasting  impression  of 
the  store's  standing  in  the  matter  of  its 
merchandise. 

Gift  Books  Freaky 
Mr.  Phelan  has  sold  a  considerable 
number  of  books  that  he  knew  were  be- 
ing sent  overseas.  Although  it  would 
seem  that  many  had  advocated  the  sale 
of  the  more  serious  works  and  standard 
books  there  was  a  large  call  for  lighter 
fiction  and  even  "yarn"  books.  Whether 
this  is  a  gauge  of  the  soldier  boy's  taste 
for  literature  is  just  a  debatable  question. 
It  must  be  borne  in  mind  that  war  busi- 
ness is  strenuous.  It  is  devilish  hard 
work  those  poor  lads  have  to  perform, 
and  who  can  say  but  that  the  light  and 
seemingly  frivolous  books  that  they  want 
are  simply  to  be  used  in  the  nature  of 
a  safety-valve.  They  cannot  continue  in 
serious  vein  always — and  the  private  has 
probably  a  harder  row  to  hoe  than  his 
brother  officer.  Anyway  the  sales  here 
have  bulked  large  in  the  short  and  simple 
tales;  they  have  led  sales  by  big  odds. 


Help  Win  By  Saving  Paper 

Methods  the  Retailer  May  Adopt  to  Eliminate  Considerable 

Paper  Waste — Many  Parcels  Could 

Go  Out  Unwrapped 


George  W.  Wood,  bookseller  and  sta- 
tioner, Ingersoll,  Ont.,  has  the  sympathy 
of  the  trade  in  the  loss  of  his  wife,  who 
succumbed  to  influenza  Oct.  2. 

Members  of  the  trade  will  be  grieved 
to  learn  of  the  death  in  Guelph  last 
month  of  Miss  Christine  Anderson,  who 
so  successfully  conducted  the  book  and 
stationery  business  of  C.  Anderson  & 
Co  ,  in  tha,t  city. 


INSTRUCTIONS  to  retail  merchants 
on  how  to  conserve  wrapping  paper 
have  been  issued  by  the  United 
States  War  Industries  Board.  These 
are  interesting  to  Canadian  firms  in 
view  of  the  steadily  increasing  shortage 
of  paper  and  the  possibility  of  the  Can- 
adian authorities  taking  similar  action. 
Following  is  the  notice  issued  to  the 
American  retailers: 

Paper  conservation  is  essential  as  a  war  mea- 
sure. Every  retail  store  is.  therefore,  directed  to 
discontinue  the  unnecessary  wrapping  of  mer- 
chandise and  to  reduce  its  consumption  of  wrap- 
ping paper,  bags,  paper  boxes,  office  stationery, 
etc.,  to  that   which   is   absolutely   necessary. 

The  co-operation  of  the  public  in  complying 
with  this  ruling  can  be  counted  upon  if  they 
are  properly  informed  that  it  is  necessary  as 
a    war    measure.      To    secure    this    co-operation — 

1.  Plac«   placards    in   your   store. 

2.  Use   gummed   labels   on   packages,   etc. 

3.  Incorporate  slogans  in  your  newspaper  ad- 
vertising. 

The  War  Industries  Board  has  designed  a  pla- 
card which  each  store  should  use.  The  placard 
carries  the  text  of  the  order  and  urges  co-opera- 
tion of  the  public.  It  is  an  11  by  14  inch  poster, 
printed  on  four-ply  cardboard.  The  wording  is 
as   follows  : 

Paper    Conservation    a    War    Measure 

The  War  Industries  Board  directs  all  stores  to 
reduce  the  consumption  of  wrapping  paper,  bags, 
paper  boxes,  stationery,  etc.,  to  that  which  is 
absolutely  necessary.  We  are  complying  with 
this    request    and    ask    your    co-operation. 

Don't    Waste    Paper 

Every  store  should  order  gummed  labels  from 
a  local  printer  to  be  placed  on  bundles,  package 
goods,   etc. 

A  Suggested   Label 

DON'T  WASTE   PAPER 
In   compliance  with   the   Government's 
order,    we    have    discontinued    the    un- 
necessary   wrapping    of    merchandise. 
You   are   urged   to    co-operate. 
(Dealer's    imprint.) 


Don't  waste  paper  by  using  a  larger  label  than 
necessary.  Send  several  of  your  labels  to  th» 
office. 

Wrapping   Paper 

In  addition  to  the  discontinuance  of  unneces- 
sary wrapping,  your  consumption  of  wrapping 
paper  can  be  reduced  by  the  following  methods : 

1.  Do  not  use  more  paper  than  necessary  to 
wrap    merchandise. 

2.  Do  not  use  heavier  paper  than  necessary. 
Consult  your  paper  dealer  as  to  the  most  service- 
able and  economical  grade. 

3.  Use  the  old  paper  taken  from  parcels  de- 
livered to  you.  i„  * 

4.  Use   newspapers   when   possible. 

Tissue   Paper 
You     can     reduce    your    consumption     of    tissue 
paper  as  follows: 

1.  Eliminate  as  far  as  possible,  the  use  of  tissue 
paper  for  packing. 

Paper   Boxes 
Your    consumption    of    paper    boxes    can    be    re- 
duced by   the   following  methods : 

1.  Eliminate  the  holiday  box  for  Christmas 
gifts. 

2.  Eliminate  boxes  for  candy  as   far  as  possible. 

3.  Use  lighter  weight  boxes. 

4.  Use  old  boxes  for  delivery  and  have  your 
delivery  man   return   them   for   further  use. 

Paper   Bags 
A    considerable    saving    in    paper    bags    can    be 
made  by  the  following  methods: 

1.  Reduce  the  number  of  sizes  of  bags  to  as 
few  as  possible. 

2.  Dor't  use  a  larger  size  than  necessary. 

3.  Don't  use  bags  for  vegetables  and  other 
articles  if  customers  bring  market  baskets.  Gro- 
cers   should    urge    the   use    of    the    market    basket. 

Office  Stationery 
Your    consumption    of    office    stationery    can    be 
reduced  by  the  following  methods  : 

1.  Use  lighter  weight  paper  and  smaller  size 
envelopes. 

2.  Write  on  both  sides  of  the  paper  for  long 
letters. 

3.  Use  lfn  and  %  sheets  for  correspondence 
paper   for  short   letters. 

4.  Use  the  backs  of  letters  for  carbons. 

5.  Make  use  of  spoiled  sheets  and  backs  of 
envelopes    for   scratch    pads. 

Keep  the  pulp  and  paper  section  of  the  War 
Industries  Board  advised  regarding  the  steps  you 
are   taking   and  the   methods   used. 


Our  War  and  We 
Must  Win  It 


Canadian  vessels  have  been  destroyed, 
Canadian  soldiers  and  sailors  killed  and 
captured,  and  our  casualty  lists  are  being 
published,  yet  in  the  face  of  this  many  of 
us  go  on  from  day  to  day,  living  in  an 
atmosphere  of  smug  peace,  making  the  war 
effort  that  comes  to  us,  that  is  forced  upon 
us,  even  if  we  refused  to  realize  that  this 
IS  our  war  and  we  must  help  to  win  it. 


MAKING   THE   COLLECTION    LETTER  COLLECT 

Putting  Persuasiveness  and  Punch  Into  an  Old-time  Collection  Method  —  Making  the 
Letter  a  Personal  Emissary— Letters  Used  by  an  Ontario  Firm  That 

Really  Brought  Results 


MANY  merchants  have  lost  faith 
in  the  efficacy  of  the  collection 
letter.  They  question  its  ability 
to  return  with  the  goods,  yet  an  East- 
ern Ontario  firm,  by  putting  a  little  dif- 
ferent tone  to  the  letters  have  found 
them  the  means  of  assuring  a  collec- 
tion in  a  multitude  of  unexpected  cases. 

Debtors  can  be  placed  in  several 
classes  but  "slow  and  sure,"  "forgetful," 
"hard  to  part"  and  "don't  want  to  pay" 
are  the  best  known  ones. 

The  old  stickers  with  their  cut  and 
dried  phrases  and  smart  sayings  have 
come  to  be  looked  upon  as  almost  a 
friend  by  the  class  of  debtor  who  gets 
them  so  regularly  from  different  mer- 
chants. Were  they  to  cease  to  put  in 
an  appearance  they  would  be  missed  and 
leave  an  aching  void  in  the  regular  round 
of  expected   events. 

Then  you  come  to  the  usual  letters 
asking  for  payment.  It  will  be  no- 
ticed that  the  majority  of  these  in  cold, 
formal,  matter-of-fact  language  pass 
without  results. 

A    little    human    interest   pushed    into 


service  would    work   wonders   and   draw 
the  cash. 

An  Eastern  Ontario  firm  had  endeav- 
ored in  every  way  to  collect  by  ordinary 
letters,  stickers,  lawyers  and  also  by  spe- 
cial collectors. 

The  letters  brought  few  returns,  the 
stickers  were  useless,  the  lawyers  were 
as  hard  to  get  the  money  from  as  the 
people  from  whom  they  had  collected 
it,  while  the  special  collectors  frequently 
brought  home  less  than  their  day's  wages 
amounted  to. 

Then  came  the  letters  with  the  human 
touch.  There  were  five  of  these  little 
fellows,  each  with  a  distinct  work  to  do 
and  they  won  out,  making  nearly  GO  per 
cent,  cash  payments  as  well  as  a  large 
number  of  settlements,  either  with  notes 
or  written  promises  to  pay. 

The  best  part  of  the  success  was  the 
fact  that  a  number  of  accounts  that  were 
five,  six,  eight  and  even  ten  years  old 
and  therefore  outlawed,  came  in  as  a 
pleasant  surprise  packet  to  everybody. 
These  letters  were  printed  in  imita- 
tion  type    to    match   the    machines   used 


in  the  office.  Names  and  addresses  were 
added  and  each  letter  signed  by  the 
head  of  the  firm.  Including  paper  and 
printing,  the  letters  cost  a  little  over 
one  cent  apiece.  Five  hundred  sent  out 
brought  in  over  $2,500  in  hard  cash  with- 
in seventy  days  of  posting  the  first  let- 
ter, in  addition  to  which  many  othtr 
settlements  were  arranged. 

No  ill  feeling  was  caused  and  in  sev- 
eral instances  customers  bought  more 
goods  immediately  the  old  accounts  had 
been  adjusted. 

Letter  No.  1  was  sent  to  people  with 
recent  accounts  and  was  very  successful 
in  getting  cash  which  would  have  laid 
out  for  some  months.  Letter  No.  2  was 
sent  to  customers  with  older  accounts 
and  was  followed  by  No.  3.  No.  4  arous- 
ed those  with  a  slumbering  conscience. 
Letter  No.  5  was  rarely  necessary  but 
when  sent  gave  good  results.  Cash  was 
received  in  less  than  48  hours  in  some 
cases. 

Here  are  the  letters.  Nothing  smart, 
nothing  fancy,  but  they  worked: 


LETTER  NO.  1 


The  statement  of  your  account  en- 
closed with  this  letter  shows  the  same 
to  be  of  recent  date. 

Present  day  conditions  of  business 
compel  us  to  alter  older  methods,  and 
we  find  it  is  impossible  to  give  the 
extended  credits  which  were  possible 
in  the  past. 

You  will  quite  understand  our 
position  in  this  matter  and  we  believe 
you  will  accept  the  letter  in  the 
spirit  intended. 

Your  remittance  will  be  sincerely 
appreciated  and  at  the  same  time  we 
solicit  your  continued  patronage 
which  we  assure  you  will  receive  our 
best  attention. 


LETTER  NO.  3. 


We  wrote  you  a  short  time  ago 
to  draw  your  attention  to  our  ac- 
count   long    overdue. 

Has  the  statement  been  laid 
aside  and  overlooked?  In  case  this 
is  so,  we  enclose  another  one  which 
we  very  sincerely  hope  will  be  re- 
turned with  your  remittance  by  re- 
turn mail. 

Yours  Respy., 


LETTER  NO.  5. 


We  regret  our  previous  letters  in 
regard  to  the  statement  enclosed 
have  remained  unattended  to.  Your 
failure  to  remit  has  placed  us  in  an 
unpleasant  position.  Unless  this 
account  is  paid  it  must  be  collect- 
ed and  cost  of  collection  added  to 
it  which  is  unnecessary.  Kindly  at- 
tend to  this  matter  within  10  days 
from  this  date  so  than  we  can  keep 
the  account  in  our  hands  instead  of 
passing  it  over  to  our  agency. 

Yours  Respy., 


LETTER  NO.  2. 


LETTER  NO.  4 


The  enclosed  statement  of  your 
account  shows  the  same  to  be  long- 
standing. 

We  feel  sure  you  would  be  glad 
to  have  the  matter  settled  and  off 
your  mind,  but  you  cannot  be  more 
anxious  than  we  are.  Cash  is 
badly  needed.  Will  you  help  us  by 
remitting  at  once. 

Yours  Respy., 


Your  statement  of  account  en- 
closed with  this  letter  is  much 
overdue.  When  the  courtesy  of 
credit  was  extended  to  you,  it  was 
because  we  believed  in  your  will- 
ingness and  ability  to  meet  your 
obligations.  We  hope  you  will  en- 
deavor to  prove  our  expectations 
were  correct  by  remitting  quickly, 
a  favor  we  shall  very  much  ap- 
preciate. 

Yours  Respy., 


63 


And  in  the  event  that  all  these 
letters  failed  of  their  purpose  there 
is  still  this  possible  sixth  letter.  It 
does  not  appear  in  the  series  noted 
herewith.  It  is  added  by  this  paper 
out  of  pure  good  heartedness. 

What  does  it  say?  Supply  the 
words  yourselves.  You  have  all  had 
experience  with  these  customers 
who  are  deaf  to  the  blandishments 
of  the  most  persuasive  letter: 
frame  then  the  opinion  of  these 
folks  and  write  it  here. 
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Team  Work  Counts  in  Retail  Store 

Confidence  and  Enthusiasm  Coupled  With  Courage  and  Effort  Will  Solve  Most  Problems 
of  the  Retailer — Wonderful  Results  of  Maintaining  a  High  "Morale" 

Are  Apparent  on  Every  Side 

BUSINESS  morale  while  an  intangible  quality  is  none  the  less  very  real.  Tt  is  like 
electricity.  We  cannot  see  it  but  its  actual  results  are  very  apparent.  We  can  feel 
it,  we  can  chain  it  and  direct  it  and  can  rest  assured  that  results  will  follow  that  will 
be  most  satisfactory  in  every  way.  Business  morale  might  be  defined  as  the  confidence, 
courage  and  enthusiasm  of  people  aroused  and  all  working  at  the  same  time  for  the 
accomplishment  of  the  same  object.  Tt  will  work  with  an  individual  store  staff  as  well  as 
with  the  collective  staffs  of  all  the  stores  in  the  community  and  the  direct  results  are  pro- 
portionate to  the  efforts  put  forth.  The  great  war  has  brought  home  to  many  the  mean- 
ing of  "morale."  It  is  just  as  important  for  the  people  at  home  to  maintain  a  high 
morale  as  for  an  army.  Morale  in  business  especially  in  war  times,  will  solve  half  the 
problems  that  come  up.  It  has  been  repeatedly  remarked  that  the  morale  of  the  Allied 
troops  is  simply  wonderful.  All  kinds  of  tributes  have  been  paid  to  the  Canadian  soldiers 
for  their  splendid  morale  and  some  tributes  might  perhaps  be  equally  well  applied  to 
the  spirit  shown  by  Canadian  manufacturers  and  business  men.  Without  morale  the  Al- 
lied troops  would  in  the  face  of  the  conditions  they  were  up  against,  unpreparedness  and 
lack  of  equipment,  have  been  defeated  before  they  were  properly  started.  The  enemy 
rather  counted  on  this  and  looked  for  a  speedy  victory  and  anticipated  making  short  work 
of  their  offensive.  The  morale  of  the  French  people  was  wonderfully  increased  when 
they  knew  for  a  certainty  that  the  British  were  going  in  on  their  side.  After  three  and 
a  half  years  of  bitter  struggle  the  morale  of  the  Allies  was  similarly  raised  by  the  en- 
trance of  the  United  States  with  millions  of  men  and  limitless  resources.  So  it  is  in 
business.  A  spirit  of  confidence,  courage  and  enthusiasm  backed  by  hearty  co-operation 
can  achieve  really  wonderful  results. 

CO-OPERATION  COUNTS 

Team  work  will  tell  in  the  retail  store,  in  a  community,  in  a  nation.  That  is  what 
is  [Hitting  the  Allies  "over  the  top"  so  splendidly  in  the  last  few  weeks.  Team  work  is 
what  has  made  possible  the  unheard  of  outputs  of  war  supplies,  munitions,  etc.  It  will 
be  team  work  that  will  make  for  the  largest  successes  in  both  the  national  and  the  busi- 
ness world.  As  we  look  back  we  can  see  clearly  that  there  was  a  period  of  preparation,  in 
which  organization  and  the  power  of  organization,  were  magnified.  If  no  work  had  been 
done  along  this  line,  if  those  interested  in  the  same  lines  of  business  or  in  various  phases 
of  war  work  had  not  organized  with  a  view  of  developing  the  very  best  conditions  pos- 
sible in  management  the  results  which  have  been  making  themselves  apparent  for  over 
four  years  now  would  never  have  been  realized.  Fortunately  very  much  training  has 
been  done  and  the  business  world  educated  so  that  the  value  of  maintaining  ''morale" 
was  never  more  appreciated.  Hundreds  of  firms  have  learned  that  money  spent  in  this 
work  is  an  investment  rather  than  an  expense. 

MIST   NOT  TIRE 

The  development  that  has  taken  place  will  if  we  continue  as  we  have  started  form 
the  foundation  which  will  build  up  a  great  national  structure  with  the  highest  "morale" 
if  we  adapt  our  methods  to  the  needs  of  these  changing  times,  keep  up  our  courage,  con- 
fidence and  enthusiasm,  and  march  forward  shoulder  to  shoulder.  With  the  sane,  nor- 
mal business  man  to-day  who  believes  fully  in  the  dignity  and  honor  of  his  calling  and 
who  has  faith  in  his  fellow  man  and  in  the  application  of  organized  effort,  there  is  noth- 
ing but  hope,  cheer  and  optimism. 

The  governments  of  the  various  countries  are  now  taking  special  cognizance  of  the 
various  lines  of  business  and  summoning  outstanding  figures  in  business  life  to  give  valu- 
able and  helpful  advice  in  the  solution  of  national  problems. 

There  is  a  peculiar  quality  in  the  enthusiasm  of  a  number  of  people  who  see  the  same 
thing  from  the  same  standpoint  and  who  are  all  working  with  one  end  in  view.  It  is  not 
always  ea,sy  for  one  man  to  become  enthusiastic  all  by  himself.  But  if  everybody  in 
one  store,  everybody  in  one  town,  all  the  people  in  a  nation  become  stirred  and  set  them- 
selves to  accomplish  something  they  are  simply  irresistible. 
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CARD  GAMES  ARE  TAX  FREE 

Games  Such  as  Authors,  Lost  Heir,  etc.,  Not  Taxed— Service 

Pins  and  Many  Other  Jewelry  Specialties  Do  Not 

Come  Under  the  Jewelry  Tax 


IN  connection  with  doubt  expressed  by 
some  dealers  as  to  the  classification 
of  certain  card  games  as  affected  by 
the  tax  on  playing  cards  and  also  cer- 
tain articles  of  jewelery  in  relation  to 
the  tax  on  jewelery,  it  is  deemed  ad- 
visable to  publish  these  rulings  of  the 
Board  of  Customs  decisions  at  Ottawa: 
"Declared  that  the  following  game 
cards  are  not  playing  cards  and  are 
not  subject  to  Customs  duty  or  exercise 
war  tax  as  playing  cards: 

Authors,  Lost  Heir,  Dominoes  (card), 
Snap,  Old  Maid,  Big  Chief,  Peter 
Codelle,  Uncle  Silas  at  the  Fair,  Nations, 
In  Dixie  Land,  Multiplication  and  Di- 
vision, Stranee  People,  Addition  and 
Subtraction,  Poems,  Astronomy,  Game 
of  Flowers,  Illustrated  Mythology,  New 
Testament  Game,  In  Castle  Land,  Game 
of  Words,  Shakespeare,  Flinch,  White 
Squadron,    Flags,    In    the    White    House, 


Young  Folks  Authors,  The  Mayflower, 
Famous  Paintings,  Yellowstone,  Birds, 
Fractions,  Domestic  Animals,  Wild  Ani- 
mals, Constructive  Geometry,  Our  Na- 
tional Life,  Learn  to  Speak  French. 

Declared  that  the  following  articles 
are  not  subject  to  war  tax  as  jewelry: 

Service  pins,  Royal  Air  Force  badges, 
Navy  League  of  Canada  Juvenile  but- 
tons; The  Sunday  World,  Toronto,  Help- 
er's League  medals,  badges;  Honorably 
discharged  soldiers'  buttons;  Red  Gross 
emblems;  boxing  medals;  casualty  bars; 
Ontario  Government  chauffeur's  official 
number;  The  Associated  Kin  Mothers  in 
Sacrifice  medals. 

Declared  that  the  war  excise  tax  is 
not  payable  on  player  pianos  or  player 
organs  except  in  respect  to  the  player 
action  installed  therein  or  attached 
thereto. 


WASTE  PAPER  NOW  AT  HIGH  FIGURES 

Prices  Double  Up — Sell  Now,  it  Pays — How  the  Market  is 
Influenced — Get  Together  With  Your  Neighbor 


THERE  is  no  question  of  doubt 
but  that  waste  paper  is  perhaps 
as  elusive  an  article  as  any 
which  the  retailers  could  touch.  Looking 
over  a  period  of  a  year  or  two  years,  It 
will  be  found  that  prices  are  subject 
to  extreme  fluctuations,  and  to  the  re- 
tailer who  watches  the  market  very 
carefully  the  difference  between  a  good 
price  and  a  low  price  will  be  his. 

Perhaps  during  the  next  month  or  six 
weeks  the  market  will  range  at  as  high 
a  figure  as  it  will  reach,  or  has  reached, 
all  the  past  year.  Dealers'  buying  prices 
on  October  1,  f.o.b.  Toronto  basis,  were 
as  follows:  Scrap  paper  in  bales,  $15.00 
per  ton;  Newspapers,  $20.00  per  ton; 
Mixed  books  and  magazines,  $28.00  per 
ton;   Cardboard,  $15.00  per  ton. 

Prices    Double    Up 

These  are  not  the  highest  prices  which 
have  ever  been  paid  for  waste  paper, 
but  to-day's  quotations  are  about  double 
what  they  were  3  months  ago.  They 
also  compare  very  favorably  with  the 
same  period  2  years  ago.  Last  year  was 
rather  an  unusual  one,  and  the  market 
did  not  respond  as  is  usually  the  case 
at  this  time  of  the  year. 

How    the    Market    Is    Influenced 

Conditions  which  influence  the  waste 
paper  market,  during  the  winter  time 
particularly,  can  be  summarized  briefly 
as  follows:  Most  of  the  paper  mills 
operate  with  water  power,  and  in  the 
winter  time  they  have  to  be  content  with 


ice  and  snow,  which  curtails  production 
materially.  Those  depending  on  the 
electric  power  or  coal  have  also  to  face 
conditions  where  power  is  scarce  and 
coal  hard  to  get.  This  being  the  case, 
plants  operating  on  munitions,  or  which 
can  be  placed  in  the  essential  war  in- 
dustry class,  get  the  preference.  That 
means  that  a  paper  mill,  in  which  ma- 
chinery is  the  big  factor  in  operation, 
rather  than  the  number  of  employees, 
which  operate  in  normal  times  24  hours 
a  day  and  six  days  a  week,  may  be 
restricted  to  8  or  10  hours  a  day  during 
the  winter  months.  If  this  condition 
develops  it  will  mean  a  decidedly  big 
decrease  in  the  tonnage  used,  and  con- 
sequently prices  paid  for  waste  paper 
will  drop  accordingly. 

Sell   Now— It   Pays 

Right  now  is  a  good  time  for  mer- 
chants to  sell.  Some  merchants  seem 
to  feel  that  it  is  hardly  worth  while  to 
develop  the  waste  paper  business.  Per- 
haps if  the  truth  were  known,  the 
majority  of  these  merchants  have  sold 
at  the  wrong  time,  and  for  this  reason 
have  not  secured  the  maximum  price, 
which  prevails  in  the  good  season.  The 
spring  and  the  fall  are  splendid  times 
to  sell  waste  paper.  The  winter  and 
summer  are  usually  rather  flat. 

Get  Together  With   Your   Neighbor 

The   retail   merchant,    whether    he    is 
a  bookseller  and  stationer,  grocer  or  dry- 
goods    merchant,     uses     and     receives    a 
very  large  quantity  of  paper  which  be- 
65 


comes  waste.  If  he  can  receive  %c  per 
pound,  to-day's  price,  there  is  no  ques- 
tion of  doubt  but  that  this  would  run 
up  to  a  very  tidy  sum  with  the  majority 
of  merchants.  Waste  paper  dealers 
tell  how  the  larger  retailers  are  taking 
advantage  of  the  market  offered  them 
for  waste  paper,  and  it  is  also  on  record 
that  retail  merchants  in  the  smaller 
towns  club  together  and  make  up  car- 
load shipments  to  the  different  dealers. 
One  waste  paper  dealer  quoted  the 
towns  of  Sudbury  and  Port  Arthur  as 
examples  of  those  towns  which  are  club- 
bing together  and  making  up  carload 
shipments  to  Toronto.  If  merchants  in 
towns  thus  far  away  find  it  of  advant- 
age to  ship  to  Toronto,  it  certainly 
should  be  of  advantage  to  dealers  locat- 
ed within  a  200  mile  radius  of  a  large 
distributing  centre  of  waste  paper  m 
send  along  their  supplies  also. 

Dealers  are  also  glad  to  quote  prices 
which  they  are  paying  for  paper,  and 
to  those  merchants  who  have  supplies 
at  the  present  time,  it  would  certainly 
seem  that  the  best  market  for  this  year 
is  offering  to  them  right  now.  It  is 
indicated  that  supplies  are  coming  along 
quite  freely  at  the  present  time,  anu 
dealers  look  for  a  comparatively  busy 
winter. 

Waste  paper  offers  an  opportunity 
for  a  retail  merchant  to  cut  down  his 
overhead  to  some  extent,  and  by  car* 
fully  watching  the  market  he  will  be 
in  a  position  where  he  can  secure  the 
best  price  for  any  offerings  that  he- 
may  have. 

♦ 

VICTORY  LOAN  LEDGER 

For  recording  data  relative  to  partial 
payments,  a  new  ledger,  issued  by  the 
Boorum  &  Pease  Co.,  of  109-111  Leon- 
ard street,  New  York,  is  most  efficient. 
Each  page  of  this  book  is  arranged  for 
keeping  sixteen  separate  accounts,  and 
its  primary  use  is  for  a  record  of  dues, 
instalments,  contributions,  etc.,  of  so- 
cieties, churches,  real  estate,  newsdeal- 
ers, collector  and  contractor  instalments, 
etc.  As  the  most  of  the  leading  houses 
throughout  the  country  will  again  sub- 
scribe for  Victory  Bonds  for  their  em- 
ployes on  the  instalment  plan,  there  is  a 
big  demand  for  a  book  of  this  kind,  as 
it  simplifies  accounting.  Stationers 
who  take  advantage  of  this  demand  will 
find  it  profitable. 


SOLDIER  HAT  BANK 

The  Stronghart  Co.,  Chicago,  pro- 
ducers of  savings  banks,  have  recently 
brought  out  an  item  known  as  the  "Sol- 
dier Hat  Bank."  It  is  made  of  high 
quality  material,  beautifully  burnished, 
and  finished  in  brown  khaki.  The  band 
is  gold  and  silver  wire.  The  bottom  of 
the  hat  has  a  plate  which  closes  the 
open  surface,  thereby  making  a  bank. 
This  bank   is  opened  with  a  key. 


THE  BOOMERANG 

As    a    play   "The    Boomerang"   had    a 
^reat  run.     Now  it  is  available  in  novel 
form.      It  is  the  work  of  David  Gray. 
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HOW  MUCH  AM  I  MAKING? 

Pertinent  Questions  For  the  Retailer  to  Put  Himself  and  Then 

Fully  Investigate 


WHAT  is  a  legitimate  profit? 
This  has  to  be  settled  by  exper- 
ience. Naturally,  the  first  ans- 
wer is:  "All  the  transaction  will  bear," 
meaning  all  the  merchant  can  get. 

Someone  has  said,  "The  merchant 
should  make  a  net  profit  of  ten  per  cent, 
to  be  successful." 

If  a  merchant  makes  ten  per  cent, 
on  his  capital  investment  he  is  making 
more  than  he  can  get  from  holding 
securities,  from  lending  his  money,  etc. 
Is  it  enough?  should  not  the  merchant 
doing  a  small  business  secure  a  larger 
per  cent,  of  net  profit  than  he  who 
does  a  large  business?  Some  day  this 
question  of  "How  much  profit  am  I 
entitled  to?"  will  be  answered  scien- 
tifically. To-day  the  Government  has 
limited  the  net  profits  of  the  greater 
producing  concerns  by  placing  an  in- 
come tax  on  "excess  profits." 

There  is  a  difference  in  the  term  "net 
profit  on  the  capital  invested,"  and  "net 
profit  on    the    sales    of   the    merchant." 
There  is  no  doubt  usually  that  the  mer- 
I!  -chant    is    entitled    to    at    least   five    per 

cent,  profit  on  his  sales,  except  when 
these  exceed  $100,000  annually,  when  a 
smaller  net  profit  should  satisfy. 

How   is   this   Profit  Obtained 

Obviously,  not  just  by  subtracting 
cost  price  from  selling  price.  Yet  there 
still  are  retail  businesses  in  which  total 
cost  is  not  checked  up,  watched  and, 
where  possible,  reduced. 

If  the  merchant  will  remember  what 
items  the  selling  price  of  every  article 
must  include,  he  will  be  more  careful  in 
making  his  selling  price.  The  selling 
price  of  every  article  consists  of  three 
things: 

(1)  Cost  of  the  article  to  be  sold. 

(2)  Cost  of  handling  the  transaction, 
viz.,  the  cost  of  buying,  the  cost  of  sell- 
ing, the  cost  of  managing  the  business, 
the  cost  of  the  financial  handling  of  the 
sale,  the  cost  of  the  leaks  and  losses, 
the  wastes  and  depreciations — and  every 
cost  that  enters  into  the  transaction 
whatever. 

(3)  The  profit  and  loss. 

There  is  only  one  profit  that  is  a  net 
profit.  It  is  the  final  remainder  after 
a  transaction  has  been  absolutely  com- 
pleted. 

Net  profit  alone  counts.  The  gross 
mark-up  may  be  large  and  the  net  profit 
small    or    absolutely   wiped    out. 

The  result  is  due  to  the  knowledge  and 
skill  of  the  merchant  or  lack  of  these. 
Other    Sources    of    Profit 

These  may  briefly  be  classed  as  fol- 
lows: 

(1)  Buying  profits.  ((2)  Cash  dis- 
counts. (3)  Reduced  expenses.  (4) 
More    stock   turns. 

Buying  is  a  source  of  profit  because 
for  one  reason  or  another  some  mer- 
chants cnn   secure   a   lower   price. 

Cash  discounts  are  a  source  of  profit 


notwithstanding  the  fact  that  they  should 
not  rightfully  be  considered  profits.  They 
are  profits  only  because  they  reduce 
the  price  paid  for  the  article  and  af- 
fording a  larger  mark-up. 

Reduced  expenses  when  the  reduction 
is  efficiently  applied  will  increase  net 
profits  by  lessening  the  drain  on  the 
mark-up.  Unintelligent  reduction  of  ex- 
penses will  result  in  eventual  losses. 

But  the  turnover  may  be  said  to  be 
the  really  vital  element  of  merchandis- 
ing. "Quick  sales"  is  not  merely  a 
catchword.  It  means  a  good  deal  more 
than  it  seems  to.  No  great  business 
success  was  built  on  any  basis  that  did 
not  take  into  account  making  sales 
rapidly,  and  consequently  at  small  ex- 
pense. The  whole  point  is  that  a  gross 
profit  of  fifty  cents  on  an  item  may 
mean  ten  cents  net  to  one  dealer,  twenty 
cents  to  another,  and  twenty-five  to 
another,  depending  jointly  upon  the  ex- 
penses of  operation  and  the  volume  of 
sales.  The  retailer  who  is  operating, 
apparently,  on  the  most  economical 
basis,  may  actually  be  the  most  ex- 
travagant in  his  methods  of  doing  busi- 
ness, considering  his  expenses  with  rela- 
tion to  the  amount  of  business  done; 
and  the  concern  apparently  spending  the 
most  money  for  operating  expenses  may 
actually  be  the  most  economically  ad- 
ministered, considering  the  amount  of 
sales  and  the  extent  of  its  turnover  — 
Publisher's  Weekly. 


BLANK    BOOK   QUESTIONNAIRE 

Interesting  Points  Dealt  With  in   Bulle- 
tin Issued  by   National   Association 
of   Stationers  of   U.   S. 

The  Retailers'  Committee  on  Blank 
Books,  of  The  National  Association  of 
Stationers  and  Manufacturers,  recently 
sent   out  the   following   questionnaire: 

1.  What  has  been  your  experience 
with  iron  cloth  and  fabrikoid  on  books 
the  Blank  Book  Manufacturers  are  now 
putting  on  the  market? 

2.  Would  you  favor  the  use  of  iron 
cloth  or  fabrikoid  on  all  the  half-bound 
and  three-quarter-bound  books  on  which 
the  manufacturers  are  now  using 
leather? 

3.  Do  you  recommend  that  the  blank 
book  manufacturers  confine  their  line 
to  not  more  than  one  or  two  styles  of 
books,  where  they  are  now  making 
four  or  five  styles,  with  but  a  slight 
difference  in  cost? 

4.  Do  you  think  it  would  be  practi- 
cal, in  view  of  the  cost  of  paper  used 
in  wrapping  books,  to  recommend  to 
blank  book  manufacturers  that  they 
wrap  all  books,  regardless  of  style,  size 
or  thickness,  in  single  packages? 

5.  What  thickness,  if  any,  do  you 
suggest  that  the  Manufacturers  cut 
out,  with  a  view  of  shortening  the  line? 
Mention   size,  kind   of  binding. 
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6.  Do  you  paste  a  label  having  youri 
duplicate  number  in  each  of  your  blank 
books  ? 

7.  Do  you  find  this  a  good  return 
proposition?  Do  you  think  this  label- 
ing could  be  done  by  the  manufacturer 
for  each  individual  customer,  the  cus- 
tomer to  furnish   the  labels? 

8.  Do  you  recommend  the  manufac- 
turers putting  numbers  on  all  their 
memorandum  books,  both  the  cheaper 
and  the  higher  priced  books?  The  num- 
ber to  be  placed  on  the  fly-leaf. 

9.  Do  you  recommend  the  manufac- 
turers putting  their  number,  showing 
the  ruling,  etc.,  on  the  front  fly-leaf, 
on  all  styles  of  blank  books,  such  as 
they  do  at  present  on  columnar  books? 

10.  What  number  of  pages  would 
you  recommend  the  manufacturers  cut- 
tin"'  out  of  their  lines  of  memorandum 
books,  so  as  to  shorten  the  line? 

These  questions  with  the  replies  they 
brin-r  will  be  the  subject  of  discussion 
at  the  next  convention  of  the  associa- 
tion. This  convention  has  been  in- 
definitely postponed  owing  to  the  fact 
that  Richmond,  Va.,  like  most  other 
cities,  is  in  the  throes  of  an  epidemic 
of  the  malady  of  the  day. 


LISTS   RECEIVED 

From  John  W.  Hartfield  comes  cir- 
cular matter  advertising  "Hartfield's 
Sterling  Conversion  Tables"  and  "Bent- 
ley's   Complete   Phrase   Code." 

These  are  commercial  publications 
which  are  of  value  to  commercial 
houses  and  as  such  are  of  importance 
to  booksellers. 

Among  the  circulars  is  one  listing 
hundreds  of  purchasers  of  the  Sterling 
Conversion  Tables  including  many  Can- 
adian  firms. 


POSTCARDS  AND  ALBUMS 

From  J.  Beagles  &  Co.,  9-11  Little 
Britain,  London,  E.C.,  comes  an  illus- 
trated list  of  postcards,  including  series 
of  real  photo  postcards  in  such  series 
as,  birthday  greetings  to  friends  and 
relations  at  the  Front;  overseas  birth- 
day greetings,  verses  for  friends,  lovers 
and  relations;  new  baby  and  baby's  first 
birthday  greetings,  twenty-first  birth- 
day congratulations  and  many  other 
greetings  for  birthdays  and  other  oc- 
casions. In  addition  to  postcards  there 
are  illustrated  a  variety  of  postcard 
albums. 


CERTIFICATE  CASE   FOR  WOMEN 

There  is  now  a  registration  certifi- 
cate holder  especially  for  women,  which 
slips  inside  the  blouse  or  belt  so  as  tu 
be  out  of  sight.  It  is  made  of  real 
leather  with  celluloid  top  and  mounted 
with  gold  filled  chain  and  snap.  They 
come  in  brown  and  black.  They  are 
products  of  the  Toronto  Trophy  Craft 
Co. 


WHAT  ABOUT  YOUR  TRADE  IN  PICTURES? 

This  is  a  Great  and  Profitable  Field  of  Opportunity  For  Canadian  Booksellers  and 

Stationers — Rise  Above  War-Time  Handicaps 


DOWN  in  Oakland,  California,  there 
is  a  publisher  of  pictures  who 
makes  a  specialty  of  pictures 
of  sea  gulls,  sand  dunes  and  other 
marine  views.  The  sea  gulls  for  instance 
are  produced  on  heavy  rough  white  stock 
in  delicate  grey  tones,  there  being 
twenty-six  subjects  in  the  set,  the  pic- 
ture being  available  in  five  different 
sizes. 

A  Boston  firm  makes  a  specialty  of 
floral  subjects  of  a  high  degree  of  merit. 
A  well-known  firm  in  Springfield,  Mass., 
is  at  present  featuring  single  pictures 
and  sets  of  prints  of  the  Allied  com- 
manders which  are  meeting  with  a  big 
sale  in  the  U.  S.  Several  New  York 
houses  feature  most  attractive  prints 
of  a  popular  variety  with  such  titles 
as  "Somewhere  in  France,"  "In  God  We 
Trust,"  "The  Love  That  Makies  Men 
Mighty,"  "A  Friend  in  Need,"  this  lat- 
ter effectively  typifying  the  Red  Cross 
angel  of  mercy. 

Booksellers  and  stationers  over  across 
the   line  are  away  ahead   of  their   Can- 


adian brethren  in  the  business  they  do 
in  selling  pictures.  This  is  a  line  that 
should  be  more  aggressively  developeti 
in  the  book  and  stationery  stores  over 
here.  It  is  true  that  the  embargo  is 
quite  a  serious  handicap,  but  the  fact 
remains  that  there  are  a  number  of  Can- 
adian picture  producing  houses  from 
whom  dealers  can  get  most  creditable 
productions  with  which  to  build  up  ade- 
quate and  well-balanced  stocks,  enabl- 
ing them  to  make  attractive  displays 
and  numerous  sales  at  goodly  profits. 

This  constitutes  a  line  that  has  won- 
derful possibilities,  and  this  is  especi- 
ally true  as  regards  Christmas  trade. 

In  the  U.  S.  that  aggressive  champion 
of  the  trade  The  Picture  and  Art  Trade 
Journal,  as  a  means  of  bucking  up  the 
picture  dealers  in  these  days  of  restric- 
tion of  non-essential  industries  tells 
them  to  "get  ud  and  yell  Pictures  and 
Help  win  the  War!" 

It  asks:  "What's  the  use  of  being' 
in  a  trade  and  lying  down  because  things 
are  not  just  as  one  wants  them?" 


The  picture  business  is  going  on  just 
the  same  and  always  will.  It  is  th2 
greatest  essential  non-essential  in  the 
good  old  U.  S.  A.  to-day. 

Where  would  the  loans,  and  drives 
and  stamps  and  the  whole  war  push  be 
to-day  if  they  cut  the  pictures  out  of 
their  posters? 

And  in  our  opinion  the  life  and  spirit, 
of  the  nation  needs  encouraging  and 
cheering  and  nothing  helps  more  than 
pictures— more  especially  when  properly- 
framed. 

Continuing  this  journal  importune? 
picture    dealers     to    get   up    and    shout: 

"The  people  have  got  to  have  pic- 
tures!" and  then  hustle  around  and  sell 
all  you  can.  In  doing  this  you'll  be  do- 
ing a  good  "bit"  anyway.  And  then  buy 
Liberty    Bonds    and    Thrift    Stamps. 

Here's  a  toast  for  all  in  the  picture 
business  —  The  Picture  —  the  Best  and 
Greatest  tonic  for  the  morale  of  any 
nation  ever  invented.  Its  usefulness 
along  this  line  makes  it  the  best  of 
gifts." 


THE  POPULARITY  OF  "FRENCH"  IVORY 

Supplies  Coming  Along  Well — Prices  Steady — Infants'  Articles  Popular — Improved 
Range  of  Combs — A  Big  Advantage  of  Ivory  is  That  it  Improves  With  Age 


"F; 


iRENCH"  ivory  constitutes  one 
of  the  most  hopeful  of  holiday 
lines  for  more  than  one  reason. 
In  the  first  place,  one  of  the  largest 
dealers  in  it  stated  to  BOOKSELLER 
AND  STATIONER  that  prices  had  not 
advanced  since  last  January  and  he  was 
inclined  to  think  that  they  would  re- 
main fairly  steady  for  some  little  time 
"Until  a  few  months  ago,"  he  said; 
"there  was  a  great  deal  of  labor  unrest 
in  the  United  States,  which  was,  at  least 
in  part,  due  to  employment  agencies  ar- 
ranging with  certain  large  factory  fore- 
men to  share  the  fee  profits  for  engag- 
ing help;  the  foreman  would  discharge 
perhaps  a  hundred,  perhaps  five  hun- 
dred hands  at  a  time;  another  factory 
"in  the  ring"  would  engage  that  five 
hundred  at  a  slight  increase  in  salary, 
keep  them  a  couple  of  weeks  and  dis- 
charge them  again.  This  sort  of  work 
naturally  created  unrest  and  costly 
labor.  The  Government,  however,  ascer- 
tained the  best  wages  paid  these  classes 
of  workmen  and  fixed  their  wages  at 
that  figure  and  as  a  result  they  are 
not  now  moving  about  for  a  few  cents 
more  here  and  there  and  making  high 
incomes  for  the  agencies.  I  have  great 
hopes  of  prices  generally  being  much 
more  stabilized  for  next  year  than  they 
have   been   this  year." 

Ivory  goods  coming  from  the  United 
States,  when  finished  entirely  over 
there,  come  into  this  country  without 
license,  which  makes  the  filling  of  or- 
ders easier  than  in  many  other  lines. 


In  the  next  place,  manufacturers  who 
are  making  "French"  ivory  at  all  are 
making  it  in  a  full  range  of  articles 
which  have  been  in  demand  so  that  re- 
tailers find  this  line  one  of  the  few  in 
which  they  can  be  fairly  sure  of  get- 
ting supplies.  "There  are  few  real 
novelties,"  said  the  manufacturer  re- 
ferred to  above,  "but  they  are  not  need- 
ed. The  ranges  now  offered  include 
every  article  that  any  one  wants.  Most 
people  started  their  sets  from  the  stand- 
ard patterns  which  were  used  in  the  first 
output  and  additions  are  made  in  pieces 
to  match  these  originals.  They  do  not 
want  two  or  three  colors  or  patterns  or 
outlines    mixed   together   in   their   "set." 

Deliveries  are  quite  good  in  this  mer- 
chandise also.  There  is  no  license  on 
what  comes  in  finished  from  the  United 
States  and  firms  making  it  do  so  much 
war  work  that  the  by-products  used  for 
the  ivory  are  not  scarce.  One  well- 
known  firm,  however,  has  turned  over 
its  whole  department  for  making  ivory 
goods  to  the  United  States  Government, 
for  the  duration  of  the  war. 

For  trade  which  supplies  popular 
priced  merchandise  there  is  a  new  range 
of  dressing  combs  on  the  market.  There 
have  been  colored  celluloid  combs  or- 
fered  before,  but  the  range  is  more  var- 
ied and  novel  than  ever.  There  are 
some  8  or  10  numbers  in  one  range  seen 
by  BOOKSELLER  AND  STATIONER 
and  it  embraces  practically  a  different 
color  and  design  for  each.  This  fiber- 
loid,  as  it  is  called,  comes  in  mottled 
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amber,  opaque,  shell,  transparent  am- 
ber, mottled  jade,  etc.,  and  the  backs 
are  plain  or  slightly  fancy  with  differ- 
ent contours  and  the  price  varies  from 
$5.25  to  $24.00  a  gross,  which  brings 
them  well  within  the  range  of  the  public 
purse. 

Infants'  ivory  lines  in  toilet  articles 
and  also  toys  are  said  to  be  increasing 
in  sales  each  season  and  now  constitute 
a  steadily  good  selling  line.  They  are 
offered  in  both  pressed  and  hand  turned 
finishes  in  order  to  meet  the  demand  of 
both  popular  and  high  class  trade.  Some 
colored  lines  sell  for  infants,  but  here, 
as  with  other  articles,  white  is  selected 
oftener  in  order  that  one  may  be  more 
sure  of  adding  at  intervals  pieces  to 
match.  Some  attractive  little  sets  in 
fancy  boxes  are  shown  or  the  various 
items   may  be  had   separately. 

In  explaining  the  advantages  of  ivory 
over  other  materials  for  toilet  sets,  one 
representative  of  a  large  concern  men- 
tioned that  the  ivory  sheets  are  made  in 
uniform  size  and  are  left  to  harden  for 
from  eight  to  ten  months  before  being 
made  into  the  various  pieces.  As  time 
goes  on  this  ivory  only  assumes  a  finer 
gloss  and  firmer  density  which  improves 
it  rather  than  allowing  it  to  wear  and 
become  shabby.  "A  solid  ivory  brush 
back  will  outwear  a  dozen  sets  of  the 
best  bristles,"  he  stated,  "and  its  ap- 
pearance will  be  as  fine  as  when  new." 
These  are  points  which  salespeople  may 
uze  to  advantage  in  handling  ivory  goods 


THE  TOY  INDUSTRY  MUST  BE  PRESERVED 

This  is  the  Conviction  of  United  States  Council  of  National  Defense  —  A  Similar- 
Stand  Might  Well  be  Taken  by  the  Canadian  War  Trade  Board  as  Regards 

the  Canadian  Toy  Industry 


CANADIAN  toy  manufacturers, 
wholesalers  and  retailers  will  ail 
read  with  interest  the  following 
report  from  "Playthings"  of  an  address 
by  A.  C.  Gilbert,  of  the  A.  C.  Gilbert 
Co.,  and  the  Canadian  house  of  the  A. 
C.  Gilbert-Menzies  Co.,  delivered  before 
the  Council  of  National  Defence  at 
Washington,  D.C.,  delivered  as  part  of 
the  effective  reply  made  by  the  Toy 
Manufacturers'  Association  of  the  U.  S., 
to  representations  that  the  Christmas 
giving  of  toys  should  be  heavily  cur- 
tailed, if  not  eliminated,  owing  to  the 
exigencies  of  carrying  on  the  war. 

Mr.  Gilbert  outlined  what  he  consid- 
ered a  solution  of  the  labor  difficulties 
for  the  holiday  business.  This  was  a 
topic  on  which  the  Council  had  asked  in- 
formation. He  told  of  his  own  experi- 
ences in  his  plant  where  they  are  using 
a  large  part  of  their  equipment  on  Gov- 
ernment work  and  he  soon  showed  the 
Council  that  the  kind  of  labor  which 
would  seek  temporary  employment  in 
stores  during  the  holiday  season  would 
be  of  no  value  in  the  munition  plant  or 
in  fact  in  any  kind  of  a  manufacturing 
business — that  the  labor  market  in  every 
locality  had  a  large  number  of  peopio 
who  are  simply  unfit  for  manufacturing 
business  and  could  not  be  depended  upon. 
He  showed  that  the  cost  of  training 
such  operators  is  extremely  high  be- 
cause they  stay  only  a  short  time. 
There  is  and  always  will  be  a  certain 
percentage  of  people  whom  you  simply 
cannot  get  into  manufacturing  plants, 
and  who  are  not  capable  if  you  could 
get  them,  but  who  could  go  into  the 
stores  temporarily  to  do  the  simpm 
work  of  moving  the  holiday  goods  over 
the   counter. 

This  forceful  opening  on  a  point  in 
which  they  were  vitally  interested 
aroused  the  Council  to  keen  interest  in 
Mr.  Gilbert's  remarks  and  that  interest 
grew  to  his  closing  words. 

Then  Mr.  Gilbert  launched  into  what 
the  toy  industry  meant  to  America,  with 
enthusiasm.  He  first  referred  to  tf1- 
prominent  position  Germany  has  always 
held  in  this  industry,  emphasizing  the 
fact  by  the  statement  that  for  five  years 
prior  to  1913  importation  of  toys  from 
Germany  had  stood  first  for  one  year 
and  second  every  year  after.  That  the 
American  Tov  Industry  must  be  ob- 
served now  if  we  are  to  put  it  into  a 
position  to  hold  its  own  after  the  war! 
He  next  referred  to  the  great  oppor- 
tunity that  the  American  manufacturer 
has  to  get  foreign  trade  at  the  close  of 
the  war;  that  the  very  nature  of  the 
business  demanding  as  it  does  new  ideas 
constantly,  places  the  American  manu- 
facturer in  a  position  more  than  anv 
other  industry  to  grapple  with  foreign 
business    successfully,     because      of   the 


ability  of  the  American  toy  manufac- 
turer more  successfully  than  any  other 
nation. 

He  emphasized  the  fact  that  Ameri- 
can manufacturers  are  eager  to  seek 
this  market  when  the  program  for  the 
American   Merchant   Marine   is   provided. 

Figures  relating  to  the  amount  of 
merchandise  made  and  in  process  and 
in  the  hands  of  the  dealers  were  placed 
before  the  Council. 

In  closing  he  went  into  the  great  edu- 
cational part  that  American  Toy  Indus- 
try is  playing  in  the  lives  of  the  boys 
and  girls  of  America. 

The  next  point  was  the  fact  that  Ar..- 
erica  is  the  home  of  toys  of  an  educa- 
tional character  and  that  the  word 
"toys"  in  America  to-day  does  not  mean 
the  hanky-panky  flimsy  toys  that  were 
imported  from  Germany;  and  even  the 
public  schools  and  the  Boy  Scout  system 
and  simi'ar  organizations  between  the 
ages  of  5  and  15  have  no  greater  influ- 
ence or  are  no  more  prominent  in  form- 
ing the  ideals  of  the  American  children 
and  starting  them  on  a  sound  elemen- 
tary education  than  the  tov  industry. 

Mr.  Gilbert  here  explained  that  he 
wanted  to  visualize  to  the  Council  of 
National  Defense  what  the  Amenran 
Toy  Industry  has  been  doing  along  these 
lines  and  that  the  toy  manufacturers  of 
America  had  brought  with  them  some 
of  the  toys  they  were  manufacturing 
and  selling  in  order  that  they  might  get 
an  idea  of  what  the  real  American  Tov 
Industry  is.  Other  members  of  the 
Committee  then  came  forward  with  a 
large  variety  of  toys  of  different  char- 
acters. These  toys  were  placed  in  the 
hands  of  members  of  the  Cabinet  air! 
they  were  studied  with  interest  and  en- 
thusiasm. As  one  of  the  members  of 
the  Cabinet  said,  "There  is  no  use  trying 
to  get  away  from  the  fact  that  toys  aD- 
peal  to  the  heart  of  evervone  of  us  no 
matter  how  old  we  are."  Another  mem- 
ber of  the  Cabinet  said,  "I  learned  the 
rudiments  of  engineering  on  an  enerine 
like  that."  Another  member  forcefully 
said,  "The  Toy  Industry  must  be  pre- 
served." 

Although  it  was  impossible  for  the 
rouncil  to  issue  a  formal  statement  at 
that  time,  the  assurance  was  given  to 
the  delation  from  the  Toy  Association 
that  the  toy  industry  must  be  pre- 
served. 


and  other  lines  besides  straight  station- 
ery: 

"Oh,  yes,  we've  got  the  German  toy 
trade  all  shot  to  pieces,"  exclaimed  an 
n.c.o.  at  Spadina  Military  Hospital,  cast- 
ing his  eye  across  the  bedside  voca- 
tional creations  that  bed  patients  are 
doing   there. 

But  he  really  did  the  soldier  toy  ex- 
perts an  injustice,  for  Germany  never 
turned  out  toys  like  those! 

The  toys  the  bed  patients  make  are 
substantial — just  like  the  British  nation. 
They  are  well  finished'  and  prettily 
decorated;  they  run  on  little  wooden 
wheels,  and  are  masterpieces  of  toy 
craft. 

But  it  is  the  one-man  built  Atlantic 
iiners  that  hold  the  eye;  there  are  a 
pair  of  them,  one  built  by  Gunner 
Aikens,  and  the  other  by  Pte.  McKel- 
vey.  Though  in  miniature,  they  have 
that  same  majestic  appearance  that  per- 
meates a  real  ocean-bound  craft — fun- 
nels nicely  aslant,  double  decks,  and  the 
correct  equipment  of  lifeboats. 

Pte.  McKelvey  came  home  on  the 
Corona,  and  has  named  his  model  Cor- 
ona, too,  but  the  other  ship  seems  to  be 
going  a-begging  for  a  name  as  yet. 

This  interesting  work  is  in  charge  of 
the  Invalided  Soldiers'  Commission,  who 
have  instructors  in  all  the  hospitals.  It 
is  considered  curative  in  every  respect, 
and  especially  from  the  psychic  stand- 
point, because  so  long  as  wounded  men 
make  ships  and  toys  they  cannot  con-  „ 
centrate  on   their  own  physical  ills. 


SOLDIER-MADE  TOYS 

Of  two  fold  interest  to  stationers  is 
the  following  from  a  recent  issue  of  the 
Toronto  "Telegram"  in  that  it  carries 
soldier-trade  interest  and  deals  with 
goods  sold  extensively  by  stationers, 
who,  in  this  country,  usually  sell  toys 
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BOOK    LISTS   RECEIVED 

From  Methuen  &  Co.,  Ltd.,  London, 
England,  comes  their  illustrated  list  of 
announcements  for  the  second  half  of 
1918,  comprising  Belles  Lettres,  Books 
of  the  War,  Biography,  Philosophy  and 
Science,  Educational,  Fiction  and  Gen- 
eral. 

"Alsace-Lorraine,"  by  George  Whar- 
ton Edwards,  an  elaborate  volume  witn 
thirty-five  illustrations  in  full  color  ana 
monotone;  a  book  depicting  this  fruit- 
ful land  in  sunshine  and  shadow,  n» 
vineyards  and  harvests,  fetes  and  mar- 
riage ceremonies,  courts  and  chateaux, 
mossy  ruins  and  ancient  castles,  is  the 
leading  book  in  a  special  list  coming 
from  the  Penn  Publishing  Co.  It  fea- 
tures also  a  goodly  array  of  color  dook* 
for  young  people,  stories  for  girls  and 
boys  and  books  about  entertainments. 


"Gone  Astray"  is  a  new  book  which 
consists  of  extracts  supposedly  taken 
from  the  diary  of  Kaiser  Wilhelm.  The 
period  covered  is  from  1869  to  February, 
1918. 


YOUR  "UNCLE  SAM"  IS  NOT  A 

BLUFFER 

Written  by  George  A.  Simpson,  Sales  Manager,  The  Steel 
Company  of  Canada,  Limited,  Hamilton,  Canada,  who 
wrote  "Hundred  Point  Men,"  "Salesmanship  From  a  New 

View  Point,"  etc. 


NOTWITHSTANDING  the  follow- 
ing, which  I  clipped  from  a  Cana- 
dian paper,  your  "Uncle  Sam"  is 
not  a  bluffer,  and  this  the  Hun  will  find 
out  to  his  sorrow: 

Washington,  July  9. — Publication 
in  Swiss  papers  of  the  text  of  Sec- 
retary of  War  Baker's  letter  to 
President  Wilson,  giving  the  Am- 
erican troops'  movement  to  Europe 
by  months,  caused  German  authori- 
ties to  permit  its  publication  in  Ger- 
many, according  to  a  despatch  re- 
ceived from  Berne. 

The  Koelnische  Zeitung  published 
the  latter  under  the  heading  "Am- 
erican Bluff,"  the  despatch  says,  and 
commented  as  follows: 

"Mr.  Baker  thinks  he  will  be  able 
to  dissipate  all  doubts  about  exacti- 
tude of  his  figures  with  his  recita- 
tions. It  is,  however,  only  the  usual 
American  bluff.  We  know  from  re- 
liable sources  that  the  figures  in 
question  are  inordinately  exagger- 
ated and  in  no  way  correspond  to  the 
truth." 

And  furthermore,  he  will  understand — 
if  he  does  not  already  know — that  the 
figures  furnished  by  Secretary  of  War 
Baker  are  not  "inordinately  exaggerat- 
ed," but  they  do  correspond  to  the  truth 
inasmuch  as  they  only  represent  a  small 
fraction  of  the  force  that  will  be  exerted 
by  Uncle  Sam  for  the  cause  of 
humanity  before  the  allied  armies 
reach  Berlin. 

A   Nation   of  Enthusiasts 

The  American  is  an  enthusiast, 
fostering  an  ambition  unbridled  by 
traditionary  restraint,  for  in  him 
commingles  the  souls  of  the  sturdy 
Pilgrim  Fathers,  beset  with  the 
cares  of  existence,  conquering  na- 
ture, felling  trees,  navigating 
rivers  and  fertilizing  valleys,  and 
the  souls  of  the  Colonists  fighting 
for  liberty  and  independence.  He 
is  the  child  of  a  country  as  bound- 
less as  the  ocean,  whose  rivers  are 
like  rolling  lakes,  and  the  lakes 
like  inland  seas,  the  forests,  the 
mountains,  the  plains,  Niagara  it- 
self with  its  world  of  waters — all 
owe  their  magnificance  to  their 
immensity;  and  by  transference, 
not  unnatural  although  fallacious, 
the     Sons     of     Uncle     Sam     have 


modelled  their  ideas  and  expressions  on 
the  huge  scale  of  their  magnificent  coun- 
try, and  history  proves  that  anything 
they  have  seriously  set  themselves  to  do. 
they  have  successfully  accomplished.  But 
this  is  to  their  credit,  as  nothing  great 
has  ever  been  accomplished  without  en- 
thusiasm, but  they  are  not  bluffers. 

It  is  true,  and  I  must  admit  that  the 
words  "bluff"  and  "bluffer"  are  often 
applied  to  American  statements  and  to 
those  who  make  them.  As  to  why  they 
should  be  applied  to  the  extent  they  are, 
I  am  at  a  loss  to  understand,  unless  it 
is  through  the  application  of  a  mental 
attitude  that  parallels,  in  a  sSnse,  that 
of  the  German  toward  the  English.  Dur- 
ing the  course  of  the  war,  I  have  been 
asked  a  number  of  times  by  residents 
of  the  United  States  what  has  England 
done  to  incur  the  hatred  of  Germany — 
as  no  one  seems  to  question  that  a  deep- 
seated  hatred  does  exist — and  to  tho^e 
who  first  propounded  the  question,  I  was 
at  a  loss  to  make  an  answer.  There- 
fore, I  undertook  to  analyze  the  subject 
and  I  asked  myself  the  question,  "What 
has  England  done  to  Germany?"  and  for 
the  life  of  me  I  could  not  reach  any  logi- 
cal conclusion,  other  than  the  one  I  will 
later  outline  which  justifies  in  the  Ger- 
man mind  the  Song  of  Hate,  or  the  toast 
of  "Der  Tag"  which,  in  English,  is  "The 
Day,"  meaning   the   day  on  which   they 


could  pick  a  fight  and  thereby  show  their 
brutal  superiority  over  a  race  that  they 
recognized,  but  would  nol  admit,  were 
their  superiors  in  every  commendable 
particular.  I  have  therefore  concluded 
that  their  hatred  is  caused  by  a  mental 
attitude,  born  of  the  fact  that  the  Eng- 
lishman is  a  gentleman  and  as  such  is 
recognized  by  every  nation  with  whom 
he  comes  in  contact. 

Mighty  Handy  With  a  Knife 

I  have  before  me  a  mental  picture — 
not  altogether  imaginary,  as  I  have  at- 
tended gatherings  where  different  na- 
tionalities have  sat  at  the  same  table — 
and  I  can  see  the  German,  fat  and  coarse, 
with  his  napkin  tucked  inside  his  collar, 
disposing  of  his  soup  with  musical  ac- 
companiment, using  his  knife  and  fork 
with  the  same  elegance  that  a  plumbev 
would  use  his  tools;  in  fact,  the  knife 
is  more  to  his  liking  than  the  fork.  I 
have  watched  him  through  the  meal,  ill 
at  ease,  feeling  that  he  was  not  in  har- 
mony with  the  thought  and  environment 
of  representative  men.  I  have  seen  n;m 
called  on  to  make  a  speech,  or  respond- 
ing to  a  toast,  rising  awkwardly  and 
even  where  he  could  speak  good  Eng- 
lish, it  sounded  to  me  like  someone  garg- 
ling their  throat.  In  other  words,  the 
German  is  coarse;  he  is  the  offspring  of 
a  race  of  butchers,  soap-boilers  and  brew- 
ers, and  he  knows  it  and  shows  it. 
On  the  other  hand,  across  the  table 
the  Englishman,  respecting  all  the 
pood  manners  recognized  in  well- 
ordered  society,  is  called  upon  to 
respond  to  a  toast,  and  with  the 
grace  of  a  Chesterfield,  he  rises  to 
the  occasion  and  in  a  few  well- 
selected  words,  he  makes  his  re- 
sponse. The  German  knows  he  is 
not  the  equal  of  the  race  from 
which  this  gentleman  sprang,  and 
therefore  dismisses  the  subject  by 
saying  under  his  breath  "Englan- 
der  Schwein." 

But  the  English  are  not  swine, 
neither  is  your  Uncle  Sam  a  bluffer, 
yet  a  state  of  mind  has  been  creat- 
ed and  does  exist  all  over  the  world, 
including  Canada,  which  prompts 
the  dismissal  of  a  statement,  in- 
volving big  figures  or  vast  under- 
takings, made  by  an  American,  as 
"American  bluff."  To  this  T 
have     applied      the     test     and      I 
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wish  to  go  on  record  and 
state  in  the  most  empha- 
tic language  that  all 
through  the  history  of  the 
United  States  I  cannot 
find  one  instance  where 
statements  have  been 
made  which  I  will  admit, 
sounded  like  "bluffs,"  that 
have  not  been  fulfilled. 
And  I  can  only  conclude 
that  the  reason  the  word 
"bluff"  or  "bluffer"  bas 
been  applied  by  the  people 
of  every  nation  who  do  not 
realize  the  stride  your 
Uncle  Sam  is  making,  is 
because  they  cannot  grasp 
the  magnitude  of  the 
statements  made  and  they 
dismiss  the  subject  as 
"American  bluff,"  while 
those  who  do  realize  it,  re- 
sent it  with  the  same  re- 
mark. 

Their  Declaration  of  In- 
dependence, whereby  they 
severed  their  allegiance 
from  a  crazy  German 
king,  sitting  on  a  British 
throne,  was  no  bluff;  nei- 
ther was  '  the  Emancipa- 
tion Proclamation,  which 
gave  freedom  to  the 
slaves,  a  bluff. 
Couldn't  Grasp  the  Idea 

As  a  slight  indication 
of  the  extent  to  which  the 
word  "bluff"  or  "bluster" 
bas  been  applied  to  the  in- 
ventive minds  and  the 
unbridled  energy  of  the  American 
people  and  as  to  how  poorly  it  serv- 
ed as  descriptive  of  their  accomplish- 
ments, I  may  state  a  little  incident  that 
I  well  remember  and  have  many  times 
repeated.  I  was  standing  on  the  rail- 
road platform  in  Newport,  Monmoulh- 
ishire,  awaiting  a  train  to  take  me  to  my 
borne.  I  was  then  a  boy,  attending  a 
British  Public  School.  There  were  a 
number  of  other  passengers  waiting  to: 
the  same  train,  among  them  being  the 
vicar  of  the  parish  of  Trevetbin, 
the  Rev.  J.  C.  Llewelyn,  a  well 
known  and  renowned  clergyman  of  the 
Church  of  England.  He  was  talking  to 
some  farmers,  who  lived  in  his  district, 
and  the  conversation  ran  about  as  fol- 
lows: He  told  them  that  he  had  received 
a  letter  from  a  former  member  of  the 
church,  who  had  emigrated  to  America, 
stating  that  there  had  been  invented  and 
there  was  now  in  use  in  the  United  States 
a  machine  that  while  being  drawn 
through  the  field,  would  cut  the  wheat, 
put  it  up  into  sheaves,  bind  it  and  drop 
it,  ready  for  being  put  into  shocks,  as  it 
went  along. 

The  conversation  was  interesting  Lo 
me  as,  boylike,  I  had  profound  respect 
for  the  vicar.  I  now  recall  the  expres- 
sion of  doubt  on  the  faces  of  the  farm- 
ers, and  the  smile  from  the  vicar  who 
acquiesced  with  their  thoughts,  and  I 
r-i  now  hear  him  distinctly  stating  that 
he  very  much  doubted  that  such  a  ma- 
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chine  could  be  made  and  applied  in  gen- 
eral use,  with  which  the  farmers,  who 
were  at  that  time  cutting  their  wheat 
with  a  sickle,  were  very  much  in  accord. 

When  we  consider  what  the  sons  of 
Uncle  Sam  have  done  for  the  agricultural 
world  and  realize  that  their  first  at- 
tempts were  classed  as  "bluffs,"  we  can 
more  fully  appreciate  how  ridiculous  and 
uncalled  for  the  expression  is.  And 
what  applies  to  the  endeavors  of  Uncle 
Sam  in  the  production  of  agricultural 
implements  applies  to  everything  he  has 
seriously  undertaken. 

As  a  boy  I  went  to  sea  in  an  English 
sailing  ship,  and  I  remember  very  well 
my  first  introduction  to  what  I  then 
considered  "bluff."  We  had  crossed  the 
Atlantic  from  England  to  the  West  In- 
dies with  a  cargo  of  coal  and  had  run 
down  to  Pensacola,  Florida,  for  our  re- 
turn cargo  of  lumber.  After  we  had  dis- 
charged our  ballast,  we  were  towed  out 
into  the  bay  where  our  complete  cargo 
of  logs  had  been  rafted  and  was  there 
awaiting  us.  I  remember  hearing  the 
stevedore,  an  Irishman,  by  the  way,  by 
the  name  of  Pendleton,  who  had  lived  the 
best  part  of  his  life  in  the  United  States, 
telling  his  gang  that  he  expected  to  load 
the  ship  in  about  three  days.  While  I  was 
a  very  young  boy  at  the  time,  I  shook 
my  head  and  if  I  didn't  say  "bluff,"  I 
thought  it.  Notwithstanding  we  were 
loaded  and  ready  to  sail  within  the 
prescribed  time  and  we  arrived  in  Eng- 
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land  some  ninety  days 
later,  where  it  took  the 
English  stevedore  and  his 
force  some  four  weeks  to 
unload  what  the  Ameri- 
can gang  had  loaded  in  a 
little  over  three  days.  No 
bluff    about    that. 

Some  years  later  I  was 
on  the  Isthmus  of  Panama. 
It  was  shortly  after  the 
collapse  of  the  French 
company,  who  had  under- 
taken to  build  the  canal 
All  the  machinery  and 
equipment  was  lying  in 
idleness  and  rusting.  The 
isthmus  was  reeking  at 
that  time  with  yellow 
fever  and  disease,  and  any 
man  who  spent  much  time 
there  took  his  life  in  his 
hand.  I  was  then  advised 
it  was  impossible  to  build 
the  Panama  Canal,  and  to 
drive  home  this  statement, 
my  advisers,  pointing  to 
Monkey  Hill,  which  m 
those  days  was  the  fa- 
mous burying  ground  of 
the  workers  on  the  Isth- 
mus, said  there  were  more 
men  buried  in  the  ceme- 
tery on  that  hill  than 
there  were  ties  in  the 
Panama  railroad.  In  later 
years  Uncle  Sam  under- 
took to  "dig  the  ditch,' 
and  the  first  thing  he  did 
was  to  clean  up  the  Isth- 
mus from  ocean  to  ocean. 
The  greatest  sanitary  en- 
gineers in  the  world  were  put  on  the  job 
under  the  direction  of  Surgeon-Generai 
Gorgas,  the  man  who  cleaned  up 
Havana,  and  when  this  part  of  the  work 
was  done  and  the  Isthmus  made  fit  for  a 
white  man  to  live  on,  that  great  organ- 
izer, Major  Goethals,  the  canal  builder, 
was  ordered  by  President  Roosevelt  "to 
make  the  dirt  fly."  As  to  how  well  he 
did  this  work  is  now  a  matter  of  history; 
but  the  facts  are  the  work  on  the  canal, 
especially  any  reference  to  the  gigantic 
dredging  operations,  were  often  referred 
to  as  American  bluff,  and  when  the  date 
set  for  the  completion  of  the  work  was 
mentioned,  it  usually  brought  forth  the 
stereotyped  reply,  "bluff."  Nevertheless, 
the  canal  was  completed  and  ships  pass- 
ing through  it  fifteen  months  prior  to  the 
official  date  set  for  its  completion. 

If  my  memory  serves  me  right,  it  was 
in  the  year  1890  that  the  British  Iron 
and  Steel  Institute  visited  the  United 
States  as  guests  of  the  American  steel 
manufacturers.  At  that  time  I  was  asso- 
ciated with  the  T.  A.  Gillespie  Co.  We 
were  laying  natural  gas  pipe  lines  intc 
the  city  of  Pittsburgh  and  some  of  our 
construction  records  had  evidently  reach- 
ed England.  When  the  members  of  the 
Institute  reached  Pittsburgh,  it  was  my 
pleasure  to  take  charge  of  a  party  of  sdx 
to  conduct  them  through  the  steel  mills 
at  Homestead  and,  incidentally,  outline 
to  them  what  was  being  done  in  connec- 
tion  with    the   bringing  of   natural   gas 
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into  the  city.     In  my    party 

was  the  president  of  the  In- 
stitute,     Sir      E.      Windsor 

Richards  of  Middlesboro,  Mr. 

Clement  Crowther,  of  Crow- 

ther     Bros.,     Kidderminster, 

and  Mr.  Isaac  Butler  of  the 

Panteg      Steel      Works,      in 

whose  mills  I  had  worked  in 

England,      also      a      number 
of  others,  all  of  whom  were  descendants 
of  families  long  connected  with  the  iron 
and  steel  industry. 

I  recall  now  the  statements  they  made 
on  going  through  the  mills  and  their 
utter  amazement  at  what  they  termed 
"the  gigantic  buildings"  and  what  in 
their  minds  was  the  enormous  output, 
which  these  mills  were  producing.  They 
told  me  then  they  had  heard  of  these 
big  undertakings,  but  had  discounted 
them  very  largely,  as  they  thought  it 
was  merely  "American  bluster,"  but  they 
were  satisfied  that  what  they  actually 
saw  was  greatly  in  excess  of  what  had 
been  reported. 

When  I  showed  them  the  gas  lines, 
which  passed  very  close  to  Homestead 
before  crossing  the  river  into  Pittsburgh, 
and  stated  to  them  that  we  had  secured 
and  cleared  the  right  of  way,  dug  and 
filled  in  the  ditch  and  laid  eleven  miles 
of  36-inches  diameter  continuous  steel 
piping  in  less  than  five  months,  they 
were  astounded  and  Mr.  Crowther  re- 
marked that  at  home  (meaning  in  Eng- 
land) they  would  not  have  concluded  the 
debate  in  Parliament  in  that  time  as  to 
whether  the  right  of  way  should  be 
granted  or  not. 

Making  of  Tin  Plate 

It  was  just  about  this  time  that  the 
subject  of  manufacturing  tin  plate  was 
being  considered  seriously  in  the  United 
States,  and  I  so  advised  these  gentlemen, 
and  while  they  were  willing  to  admit 
that  all  the  statements  that  had  been 
made  in  reference  to  pig  iron  and  steel 
had  been  more  than  fulfilled,  neverthe- 
less it  was  not  possible  in  their  mind 
for  any  one  to  take  Great  Britain's  place 
in  the  production  of  tin  plate.  They  were 
inclined  to  jokingly  infer  that  my  state- 
ments in  connection  with  this  industry 
bore  a  little  resemblance  to  "bluff."  I 
may  state  that  to-day  the  United  States 
leads  the  world  in  the  production  of  tin 
plate,  likewise  pig  iron  and  iron  and 
steel.   • 

There  was  no  question  as  to  the  effect 
of  what  they  saw  on  the  minds  of  the 
members  of  the  British  Iron  and  Steel 
Institute,  or  as  to  the  benefits  obtained 
through  their  visit,  as  they  all  returned 
singing  the  praises  of  your  Uncle  Sam 
and  voted  unanimously  that  he  was 
not  a  "bluffer."  And  on  the  Americans, 
who  had  come  into  contact  and  associat- 
ed with  this  magnificent  body  of  repre- 
sentative Englishmen,  the  impression 
was  indelibly  stamped  that  they  were 
gentlemen  in  every  sense  of  the  word. 

I  could  go  on  indefinitely  reciting 
statements  that  were  regarded  as 
"bluff,"  but  which  were  fulfilled  to  the 
letter.  While  the  Alfonsos  and  Isabellas 
sneered  at  what  they  termed  "American 
bluff,"  your  Uncle  Sam  was  not  bluffing 


when  he  lifted  the  heel  of  Spanish  tyr- 
ranny  from  the  neck  of  the  Cuban  and 
cleaned  up  the  Island  of  Cuba  and  dredg- 
ed the  harbor  of  Havana  and  thereby  got 
rid  of  the  filth  of  centuries,  which  made 
this  beautiful  island  a  hot  bed  of  bubonic 
plague  and  yellow  fever.  As  a  result 
to-day  there  is  no  more  beautiful  spot 
on  the  Western  hemisphere  than  the 
Island  of  Cuba  and  the  city  of  Havana. 
It  is  true,  while  doing  his  work,  he  lost 
by  death,  through  yellow  fever,  an  emi- 
nent sanitary  engineer,  but  he  completed 
the  job  and  made  good  his  wildest  state- 
ments. And  what  is  more — he  paid  the 
bill  and  to-day  Cuba  is  proud  to  be  rec- 
ognized as  a  protege  of  Uncle  Sam. 

The  Boxer  Incident 

And  while  I  am  referring  to  paying 
bills,  I  might  state  that  during  the  Boxer 
Rebellion  in  China,  when  the  six  big  na- 
tions of  the  world  undertook  to  quell  the 
disturbance,  they  all  went  in  with  the 
understanding  that  China  would  pay  full 
indemnity  for  every  expense  incurred  in 
the  undertaking.  After  the  work  had 
been  accomplished  and  the  civilized 
nations  had  withdrawn,  which,  by  the 
way,  does  not  include  Germany,  as  she 
stuck  and  took  possession  of  Tsing  Tau 
Peninsula  and  refused  to  be  dispossessed, 
maintaining  that  she  was  holding  this 
possession  as  payment  for  the  expense 
she  had  been  put  to,  they  rendered  their 
bills — which  ran  into  enormous  figures — 
and  all  of  them  are  being  paid  with  the 
exception  of  the  one  rendered  by  your 
Uncle  Sam,  which  he  presented  to  China 
marked  "paid  in  full,"  with  thanks  for 
the  privilege  of  being  given  an  oppor- 
tunity to  render  such  a  service  to  hu- 
manity. Surely  this  is  not  "American 
bluff." 
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The  feeding  of  Eelgium  in  the  early 
part  of  this  war  was  no  bluff;  neither 
is  the  feeding  of  the  Allied  armies  to- 
day, or  that  part  that  your  Uncle  Sam 
has  played  in  this  great  war  from  the 
beginning.  Referring  to  the  feeding 
of  the  armies  to-day,  I  am  reading  from 
an  address  made  by  Sir  William  A.  M. 
Goode,  an  officer  of  the  British  Food 
Ministry,  before  the  Consumers'  Coun- 
cil, in  which  he  gave  striking  figures, 
showing  how  the  people  of  the  United 
States  by  self-imposed  food  restrictions 
have  aided  greatly  in  maintaining  the 
food  supply  of  the  armies  in  the  field. 
Sir  William  said: 

"From  July,  1917,  to  April,  1918, 
the  United  States  exported  to  the 
Allies  80,000,000  bushels  of  wheat 
products.  It  was  calculated  by  Her- 
bert Hoover,  United  States  Food 
Administrator,  that  fifty  million  of 
this  represented  the  voluntary  sacri- 
fice of  the  American  people.  Ameri- 
can exports  of  pork  products  to  the 
Allies  in  March,  1918,  were  308,000,- 

000  pounds.  This  was  accomplished 
by  porkless  days  and  ceaseless  hog 
production  in  the  United  States.  In 
January,  Sir  William  continued,  the 
Allies  asked  Mr.  Hoover  for  seventy 
million  pounds  of  frozen  beef  month- 
ly for  three  months.  In  March  86,- 
000,000  pounds  of  frozen  beef  were 
shipped.  This  was  due  almost  wholly 
to  meatless  days  in  the  United 
States." 

Had  this  statement  been  made  by  an 
American,  it  would,  no  doubt,  have  been 
dismissed  as  "bluff." 

1  would  like  to  furnish  some  more  fig- 
ures and  I  would  if  space  permitted,  but 
suffice  to  say  it  required  more  than  bluff 
to  supply  Great  Britain  and  France  with 
over  1,500,000  horses  and  mules;  millions 
of  tons  of  steel  and  shell  forgings,  hun- 
dreds of  thousands  of  tons  of  barbed 
wire,  and  tens  of  millions  of  completed 
shells,  machine  guns,  revolvers,  together 
with  hundreds  of  millions  of  pounds  of 
powder  and  cordite  to  assist  in  deliver- 
ing these  shells  into  the  ranks  of  the 
Germans  by  way  of  British  guns.  Add 
to  this  the  enormous  quantity  of  machine 
tools  and  equipment  that  was  shipped  to 
England  and  France,  which  enabled  them 
to  speed  up  and  take  care  of  their  own' 
requirements.  Add  to  these  transports, 
trench  diggers,  tanks,  automobiles,  medi- 
cal supplies,  clothing,  shoes' — in  fact, 
mountains  of  supplies — that  were  abso- 
lutely necessary  for  the  very  existence 
of  the  allied  armies  in  the  field.  We  grant 
he  was  paid  for  all  this,  but  that  he  was 
entitled  to.  What  I  wish  to  bring  to  your 
notice  is  the  magnitude  of  this  under- 
taking and  the  manner  in  which  it  was 
carried  out,  and  many  times  during  the 
early  period  of  the  war  I  heard  state- 
ments made  by  these  American  produc- 
ers, who  had  undertaken  this  magnifi- 
cent work,  referred  to  as  "American 
bluff." 

Some  1918  Accomplishments 
The   building   of  the   Liberty   Mill   at 
Homestead  in  six  months  for  the  rolling 
of  ship  plates,  the  construction  of  a  one- 
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hundred-million-dollar  ordnance  plant  on 
Neville  Island  in  the  Ohio  River,  near 
Pittsburgh;  the  building1  of  shipyards 
from  ocean  to  ocean  with  seven  hundred 
and  twenty  ship-building  berths  and  the 
launching  of  ninety-four  ships  on  the 
Fourth  of  July  are  merely  inci- 
dents in  the  vast  war  programme 
mapped  out  by  Uncle  Sam.  Yet 
any  one  of  these  undertakings 
is  stupendous.  They  form  parts  of  the 
American  war  machine,  and  you  can  take 
it  from  me  that  when  this  force  gets 
properly  started,  there  is  no  power  on 
earth  can  stop  it.  It  is  no  bluff;  it  is 
Uncle  Sam's  contribution  to  a  righteous 
cause,  and  shoulder  to  shoulder  with  his 
Allies,  he  will  drive  this  machine  across 
the  Rhine. 

While  I  know  from  experience  that 
the  great  majority  of  Canadians  fully 
realize  and  appreciate  that  Uncle  Sam 
is  a  good  neighbor  and  that  he  is  not  a 
bluffer,  I  also  know  there  are  small 
cliques  of  narrow-minded  individuals  in 
Canada,  who  are  earning  their  Iron 
Crosses  and  doing  good  work  for  the 
Kaiser  by  sneeringly  applying  to  all 
things  American  the  word  "bluff"  and 
thereby  attempting  to  discount  their 
most  sincere  efforts.  Such  individuals 
should,  in  my  judgment,  be  reported  to 
the  proper  authorities,  where  they  would 
be  given  an  opportunity  to  prove  whether 
their  remarks  were  merely  expressions 
of  their  personal  opinions,  or  whether 
they  were  paid  for  with  German  gold. 

The  Wrong  Viewpoint 

An  incident  I  shall  ever  remember  and 
long  regret  happened  on  a  train  some 
months  ago.  I  was  sitting  in  the  parlor- 
car.  We  were  leaving  Hamilton,  going 
to  Toronto  with  a  friend,  and  across 
from  us  sat  the  president  of  a  large 
Canadian  manufacturing  company.  He 
was  reading  a  Buffalo  paper  and  evident- 
ly some  of  the  headlines  did  not  please 
him.  Handing  the  paper  to  me,  he  point- 
ed to  an  article  and  remarked:  "What 
do  you  think  of  that  American  bluff?" 
The  article  referred  to  a  loan  of  a  few 
billions  to  the  Allies  and  incidentally 
spoke  of  helping  to  deliver  the  punch 
that  would  knock  out  the  Hun.  I  saw 
nothing  objectionable  in  the  article  and 
called  his  attention  to  the  fact  that  he 
was  reading  an  American  newspaper,  and 
I  further  stated  that,  in  my  judgment, 
the  help  we  would  get  from  Uncle  Sam 
was  necessary  and  that  had  the  United 
States  not  entered  the  struggle  to  take 
the  place  of  recreant  Russia,  Germany 
might  have  forced  a  peace  of  her  own 
devising  upon  the  Allies,  to  which  he 
objected,  stating  definitely  that  he  would 
rather  see  the  Allies  beaten  than  have 
that  bluffer  take  any  of  the  credit.  The 
cruelty  of  this  remark  was  sufficiently 
effective  to  stun  both  of  us,  to  whom  it 
was  directed,  and  while  we  felt  like  beat- 
ing him  up,  or  handing  him  over  to  the 
police,  we  ignored  him;  but  not  without 
taking  his  mental  measure  and  conclud- 
ing he  was  either  crazy  or  profoundly 
pro-German'  preferably  the  former. 

I  fully  realize  that  Canada  could  exist 
without  her  neishbor;  but  it  would  not 
be     a     very     modern    existence,    neither 


would  it  be  a  very  progressive  one.  But 
I  also  realize  that  we  can  get  along  much 
better  with  the  United  States  than  with- 
out. We  are  absolutely  dependent  on 
Uncle  Sam  for  a  whole  lot  of  our  com- 
forts. Take  hard  coal  for  one — yet  not- 
withstanding there  was  a  great  shortage 
last  year  due  to  the  war,  it  is  a  fact, 
the  homes  of  Canada  were  more  com- 
fortably heated  than  the  homes  in  the 
United  States,  and  I  know  that  the  orders 
from  Washington  relating  to  the  distri- 
bution of  certain  materials  were  positive, 
as  a  prominent  official  there  told  me  that 
Canada  was  being  treated  as  one  of  the 
States.  This  spirit  prevails  and  gov- 
erns the  actions  of  Uncle  Sam  in  all  his 
dealings  with  Canada. 

Canadians  should  not  forget  that 
Anglo-Americans  wrote  the  Declaration 
of  Independence  and  the  Constitution  of 
the  United  States;  they  produced  George 
Washington,  Abraham  Lincoln  and 
Woodrow  Wilson;  they  were  the  makers 
of  trails  and  the  givers  of  laws;  they 
opened  up  the  American  wilderness;  they 
drove  the  roads  and  bridged  the  streams 
and  the  roads  they  drove  were  straight 
and  the  laws  they  gave  were  broad  and 
kind,  and  to-day  the  eyes  of  the  world 
are  looking  west  for  they  know  that 
your  Uncle  Sam  is  not  a  bluffer.  They 
are  beginning  to  realize  what  America 
stands  for. 

Finally,  I  ask  for  no  more  sincere  and 
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representative  corroboration  of  the  truth 
of  my  statements  than  the  tribute  re- 
cently paid  to  your  Uncle  Sam  by  the 
Earl  of  Reading,  British  Ambassador  to 
the  United  States,  which  follows: 
Associated  Press  Despatch. 

LONDON,  Aug.  14.— The  Earl  of 
Reading,  British  ambassador  to  the 
United  States,  in  a  lengthy  statement 
to  the  press,  details  America's  war  work 
as  he  has  observed  it  during  the  last  six 
month. 

"If  I  speak  in  terms  of  enthusiastic 
admiration  it  is  because  none  other 
would  convey  my  thoughts,"  he  says. 

After  discussing  America's  achieve- 
ments in  feeding  the  Allies  and  build- 
ing ships,  Lord  Reading  continues:  "In 
no  direction,  however,  is  the  spirit  of 
the  whole-hearted  co-operation  more 
striking  than  in  the  magnificent  con- 
tribution of  America  to  the  man-power 
of  the  Allies.  When  in  the  grave  anxie- 
ties of  the  end  of  March  at  the  request 
of  the  prime  minister  and  the  cabinet 
I  asked  the  President  to  order  without 
delay  the  acceleration  of  his  despatch 
of  American  troops  and  to  allow  them 
to  be  trained  and  used  with  the  British 
and  French,  his  only  limitation  as  to 
numbers  was  the  shipping  capacity  to 
carry  the  men. 

Gave   Allies   Initiative 

"It  was  an  historic  moment  which  may 
in  the  future  be  regarded  as  the  turning 
point  of  the  war.  Both  the  British  and 
French  nations  were  quick  to  appre- 
ciate the  spirit  of  this  contributio" 
made  so  promptly  and  at  so  opportune 
a  moment.  It  has  proved  of  such  value 
that  Marshal  Foch  has  been  able  to 
meet  the  great  German  attack  by  an 
Allied  counter-offensive  and  has  not 
only  wrested  the  initiative  from  the 
enemy,  but  has  gained  important  vic- 
tories. 

All  Resources  Thrown  In 

"Since  America  has  acquired  know- 
ledge of  the  situation  her  material  re- 
sources, financial  wealth  and  the  brains 
and  force  of  character  of  her  millions, 
in  fact  all  the  physical  and  moral 
forces  of  this  giant  among  nations  are 
turning  in  one  direction — to  the  attain- 
ment of  victory.  Americans  are  ideal- 
ists but  they  also  are  business  people. 

"Having  realized  what  victory  and 
failure  will  mean  to  humanity,  with 
their  characteristic  single  mindedness 
and  power  of  concentration  they  are 
making  the  winning  of  the  war  their 
only  business  and,  if  I  know  anything 
of  them,  having  undertaken  the  task 
they  will  persevere  until  their  object  is 
achieved. 

♦■ 

DEATH  OF  MISS  KENNEDY 

The  death  occurred  on  October  14  of 
Miss  Madeline  Kennedy,  who  for  years 
filled  the  position  of  treasurer  for  Geo. 
J.  McLeod,  Ltd.,  of  Toronto.  She  was 
a    victim    of  influenza. 

Miss  Kennedy  was  an  official  of  sterl- 
ing worth  and  her  loss  is  keenly  felt  at 
McLeod's  and  by  the  many  members  of 
the  trade  who  knew  her. 


BRITISH   COLUMBIA   ROMANCES 

Two  romances  of  British  Columbia 
are  among  this  season's  novels  published 
by  McClelland,  Goodchild  &  Stewart,  and 
both  are  first-class  tales.  "The  Chivalry 
of  Keith  Leicester,"  by  Robert  Alison 
Hood,  tells  of  a  somewhat  troubled,  but 
nevertheless,  ultimately  satisfactory 
course  of  love  in  the  heart  of  the  great 
Pacific    Province. 

When  Marjorie  Colquhoun  comes  to 
Portlake  she  brings  a  bit  of  mystery 
with  her  which  sorely  puzzles  that  im- 
perfectly hardened  woman-hater,  Keith 
Leicester.  Miss  "Coon"  does  not  speak 
and  act  like  the  servant  she  is  supposed 
to  be — and  it  looks  for  a  while  as  if  she 
might  be  a  notorious  diamond  thief. 
Misunderstandings  and  cross  purposes 
make  things  look  pretty  dark — until 
Keith  and  Marjorie  make  the  discovery 
that  chivalry  is  not  dead  after  all. 

The  same  wild  and  free  life  of  the 
boundless  west  forms  the  background  of 
Robert  Watson's,  "My  Brave  and  Gallant 
Gentleman,"  in  which  we  follow  the  for- 
tunes of  a  brave  woman  as  well  as  a 
strong    man  Both    have    voluntarily 

abandoned  the  life  of  the  wealthy  aris- 
tocrat for  the  sake  of  freedom  and  the 
open  air.  Among  the  lumbermen  on  the 
Pacific  coast  there  are  fights  and  rob- 
beries and  true  friendships,  wind  and 
sun  and  danger  and  joy. 

After  many  vicissitudes  and  hair- 
breadth escapes,  the  "brave  and  gallant 
"entleman"  comes  into  his  own,  and 
Lady  Rosemary  becomes  Countess  of 
Brammerton — though  not  in  the  way 
she  had  expected. 

INDIAN    STORIES 

Who  among  the  old  boys  who  are  now 
booksellers  does  not  recall  the  days  when 
he  revelled  in  Indian  stories?  Tales  of 
the  wild  west  even  before  the  "woolly" 
days  so  suggestive  of  the  cow-boy  era. 
It  makes  one  feel  that  the  boys  of  to- 
day have  not  been  getting  what  was 
coming  to  them  in  the  way  of  Indian 
stories.  However,  the  Page  Company 
deserves  credit  for  doing  something  to- 
ward supplying  this  need  in  publishing 
stories  by  W.  S.  Phillips  (El  Comancho). 
His  new  book  is  "Three  Boys  of  Indian 
HiU,"  and  he  says  in  his  preface:  "I 
have  tried  to  picture  for  the  young 
reader  the  old  days  of  the  northern 
plains  when  Indians  and  wild  game 
roamed  the  country  at  will  .  .  .  The 
Indian  life  and  beliefs  are  those  of  the 
Indians  about  the  time  he  began  to 
minerle  with  the  whites — the  early  '40s 
to  the  70's. 


THE   AIMS    OF    LABOUR 

The  third  edition  of  "The  Aims  of 
Labour"  comes  from  McClelland,  Good- 
child  &  Stewart,  being  a  paper-bound 
volume  of  128  pages,  the  work  of  the 
Rt.  Hon.  Arthur  Henderson,  M.P., 
secretary  of  the  Labour  Party  of  Eng- 
land, and  a  former  member  of  Lloyd 
George's  War  Cabinet. 

To  indicate  how  this  volume  has  been 
received  by  the  class  of  readers  whom 
it  interests  most  perhaps,  nothing  better 
can  be  offered  for  the  guidance  of  Can- 
adian booksellers  than  this  appreciation 
by  Alexander  Mackendrick  in  "The  Pub- 
lic : " 

"Probably  the  most  epoch-marking,  if 
not  epoch-making  document  that  has 
ever  been  given  to  the  world,  not  ex- 
cepting the  English  Magna  Charta,  or 
the  American  Declaration  of  Indepen- 
dence. Never,  indeed,  since  the  greatest 
labour  leader  of  all  ages  issued  his 
manifesto  to  the  rulers  of  Escypt  on 
behalf  of  the  oppressed  Israelites,  have 
the  privileged  classes  been  addressed  in 
terms  so  peremptory  and  unmistakable, 
.and  in  language  so  well  adapted  to 
their   understanding." 

KNIBBS.    A    CANADIAN 

It  is  interesting  to  note  that  H.  H. 
Knibbs,  author  of  that  fine  new  book 
'The  Tang  of  Life,"  is  a  Canadian,  a 
native  of  Niagara  Falls,  Ontario. 

This  new  book  of  his  is  a  fine  piece 
of    work. 

As  a  romanticist  he  created  out  of  his 
own  mind  a  character,  in  the  person  of 
Bud  Shoop,  a  homely  philosopher  of  the 
plains,  beloved  by  man  and  beast,  who, 
throughout  the  length  of  this  tre- 
mendously interesting  and  exciting  story, 
never  finds  it  necessary  to  draw  his  gun 
on  any  man. 

Those  who  read  Mr.  Knibbs'  first  big 
novel,  "Overland  Red,"  will  remember 
that  that  worthy  was  somewhat  of  a 
philosopher  himself,  and  did  quite  some 
shooting  on  the  side.  We  naturally  ex- 
pect a  man's  genius  to  ripen  with  the 
years,  and  Mr.  Knibbs  is  no  exception 
to  the  rule. 

Mr.  Knibbs  has  been  a  travelling  sales- 
man, a  stenographer  and  typist,  a  thea- 
trical agent  and  a  railroad  man,  all  with- 
in the  brief  period  of  35  years.  When 
he  made  up  his  mind  to  devote  himself 
to  literature,  and  to  write  of  that  West 
which  had  always  fired  his  imagination 
he  pulled  up  stakes  and  moved,  bag  and 
baggage,  from  an  interior  New  York 
State  town  to  California,  where  he  built 
himself  a  bungalow  and  bought  himself 
an  unbroken  cow  pony,  which  he  pro- 
ceeded to  break.  By  the  time  he  had 
finished  his  self-imposed  apprenticeship 
he  could  ride  his  western  cayuse,  rope  a 
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rampaging  steer  and  shoot  with  any 
cow-boy  on  the  Malibu.  He  never  has 
taken  his  West  second-hand.  What  he 
knows  he  has  gotten  from  ten  years' 
residence  in  California,  Arizona  and  New 
Mexico,  during  which  he  lias  made  it  a 
point  to  spend  several  months  in  each 
year  in  the*"open,"  taking  pot-luck  with 
the  cow-boys  on  the  great  ranges. 

GUY   DE  MAUPASSANT 

Current  Literature  Publishing  Co.,  of 
New  York  has  published  a  new  edition 
of  "Short  Stories,"  by  Guy  de  Maupas- 
sant. From  the  early  war  stories  of  the 
Franco-Prussian  war,  in  which  one  finds 
almost  as  vivid  a  picture  of  war  to-day 
as  of  the  '70s,  one  notes  a  pathological 
and  abnormal  growth  in  interest  in  that 
type  of  woman  the  movies  have  defined 
for  us  as  "the  vampire."  For  Maupas- 
sant, as  such  tales  as  "Bertha"  all  too 
clearly  show,  the  vampire  was  a  horrible 
reality,  no  creation  of  a  scenario  writer's 
fevered  imagination.  This  conception 
finally  took  complete  possession  of  Mau- 
passant. He  had  an  exalted  ideal  of  pure 
womanhood,  as  "In  the  Moonlight"  and 
"The  Old  Maid"  eloquently  demonstrate. 
But  in  "Was  It  a  Dream?"  one  senses 
the  growing  unbalance,  the  stealthy  mad- 
ness which  finally  tracked  him  down. 
Guy  de  Maupassant's  genius  is  revealed 
in  this  precious  little  collection  through 
the  verisimilitude  and  skill  with  which 
with  his  matchless  power  he  was  able 
to  describe  and  dramatize  each  phase 
of  the  influence  of  the  most  mysterious 
vampire  of  literary  history.  The  very- 
gems  of  Maupassant's  art,  selected  with 
rare  discrimination  for  the  fastidious 
reader,  cover  the  whole  gamut  of  human 
emotion  and  frailty,  giving  one  the  quint- 
essence of  the  modern  short  story,  the 
masterpieces  of  one  who  has  now,  by 
these  tales,  taken  his  place  as  a  peer 
of  Chaucer  and  Boccaccio,  with  none  of 
that  sordidness  and  purposeless  that 
larger  editions  have  been  unable  to 
evade. 
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THE  LOVE  OF   AN   UNKNOWN 
SOLDIER 

'TpHE  Love  of  an  Unknown  Sol- 
dier," just  published  in  a  Can- 
adian edition  by  McClelland, 
Goodchild  &  Ste^vart,  is  one  of  the  most 
remarkable  novels  of  the  war.  The 
manuscript  was  found  in  the  form  of 
a  series  of  unposted  letters  in  a  dug- 
out in  France,  and  they  had  been  hid- 
den with  such  care  that  the  officer  who 
found  them,  at  first  took  them  to  be  mili- 
tary documents.  They  proved  to  be 
the  records  of  a  brother  officer — almost 
certainly  now  dead — and  the  first  im- 
pulse to  burn  them,  was  succeeded  by 
a  desire  to  get  them  into  the  hands  of 
the  woman  who  inspired  them.  Who 
is  the  girl  that  soldier  loved?  That 
is  one  of  the  questions  that  confront  the 
reader.  The  writer  of  the  letters  be- 
lieved it  cowardjy  to  beg  love  and  mar- 
riage when  he  was  going  out  to  face 
certain  suffering  and  almost  certain 
death.  Publication  in  book  form  was 
decided  upon  as  the  only  way  to  deliver 
the    letters. 

The  appearance  of  the  book  in  Eng- 
land caused  such  another  controversy 
as  that  aroused  by  Christine,  and  this 
of  course  centers  more  attention  to  the 
book.  This  "mystery"  will  die  down 
but  most  interesting  revelations  of  sol- 
dier psychology  will  remain. 

COLORADO 

In  the  Page  Company's  "See  America 
First"  series  comes  'Colorado,  the  Queen 
Jewel  of  the  Rockies,"  by  Mae  Lacy 
Boggs,  a  large  de  luxe  volume,  illustrat- 
ed with  fifty-four  plates  and  a  map.  The 
book  comes  in  a  decorated  box. 

Features  of  the  contents  are  descrip- 
tions of  the  Indians  of  the  Rockies,  early 
explorers,  Pike  and  others  of  the  early 
trappers,  traders  and  hunters.  There  are 
interesting  descriptions  of  Denver,  the 
queen  city  of  the  plains  and  of  the  silvery 
Juan  and  the  Spanish  nomenclature  of 
Southern  Colorado.  Present  conditions 
in  the  Colorado  are  dealt  with,  and  it 
is  depicted  as  a  'land  of  fulfillment  " 
The  State's  resources  and  their  develop- 
ment are  set  forth,  and  this  most  inter- 
esting book  ends  with  something  about 
Colorado's  outlook  for  the  future. 

THE  KAISER  AS  I  KNEW  HIM 

For  fifteen  years  Arthur  N.  Davis 
was  the  German  Kaiser's  personal  den- 
tist, and  this  book  throws  blinding  light 
upon  the  question  of  the  Kaiser's  re- 
sponsibility for  the  war,  upon  his  fore- 
knowledge of  the  destruction  of  the 
"Lusitania,"  upon  the  part  attempted 
by  the  German  government  in  the  Presi- 
dential election  of  1916,  upon  the  Kai- 
ser's own  idea  that  "America  shall  pay 
the  bills  for  this  war." 

With  amazing  candour,  sometimes  for 
hours  at  a  stretch,  the  Kaiser  has  discus- 
sed with  Doctor  Davis  the  events  and 
developments  of  world  politics,  tenden- 
cies of  human  progress,  personalities 
high  and  low,  not  only  in  Germany  and 
other  nations  of  Europe  and  Asia,  but 
especially  in  America,  Roosevelt,  Taft, 
Hughes,  Wilson — all  have  been  subjects 
of    the    most   unrestrained    frankness    of 


REV.    WILLIAM    BRIGGS,   D.D. 

Dean    of    the    Canadian    Book    Trade    who    will 

retire    next    June    to    be    succeeded    by    Rev. 

S.    W.    Fallin,    of    Calgary. 

comment  upon  the  lips  of  the  master  of 
Germany.  The  relations  of  the  German 
Empire  with  England,  France,  Russia, 
Austria,  Belgium  and  particularly  with 
the  United  States,  in  peace  and  war,  have 
been  talked  about  by  the  Kaiser  in  his 
conversations  with  Doctor  Davis  without 
reserve. 

A  NEWCOMER  IN  FICTION 

"Dr.  Paul,"  is  the  title  of  a  new  novel 
by  Ethel  Penman  Hope,  wife  of  John 
Hope,  of  James  Hope  &  Sons,  booksel- 
lers and  stationers,  of  Ottawa.  It  is 
a  strong  story  and  the  book  should  have 
a  good  run. 

THE  BUBBLE  BOOKS 

Decidedly  novel  new  books  for  child- 
ren are  the  "Bubble  Books,"  published 
by  Musson's.  They  are  aptly  described 
as  "books  that  sing,"  each  volume  con- 
taining three  graphophone  records  in 
keeping  with  the  text,  one  of  them  for 
instance  has  "Tom,  Tom,  the  Piper's 
son,"  "Jack  and  Jill,"  and  "Mary  Had 
a  Little  Lamb."  The  books  are  artis- 
tically decorated,  and  the  many  book 
and   stationery   dealers   who   sell   talking 


Why  Not  Advertise 

Now? 

"We're  busy,  and  don't  need  any 
advertising  just  now,"  is  a  com- 
parison to  "Trade  is  so  slow  it 
wouldn't  do  us  any  good  to  adver- 
tise." Advertising  men  are  farniiiar 
with  both. 

Neither  position  is  logically  ten- 
able; yet  many  concerns  continue  to 
wait  for  the  propitious  time  to  ad- 
vertise, instead  of  realizing  that 
advertising  is  education,  and  that 
educational  work  should  be  contin- 
uous,  consistent  and   reiterative. 


BITS    FROM    BOOKS 

"Worry  makes  sleep  impossible,  anti 
without  sleep  health  is  impossible. 
Worry,  being  a  depressing  emotion,  acts 
unfavorably  on  the  physical  processes. 
It  lowers  the  circulation,  affects  the  ac- 
tion of  the  heart,  kidneys,  and  liver; 
and,  above  all,  upsets  the  digestive  or- 
gans. Competent  physicans  are  agreed 
that  most  of  the  dyspepsia  so  prevalent 
to-day  is  due  to  nothing  but  worry." 
From  "Nerve  Control  and  How  to  Gain 
It,"  by  H.  Addington  Bruce. 


machines  and  records  in  their  stores,  will 
be  able  to  feature  these  to  particular 
advantage. 

BOOK  LISTS  RECEIVED 

Frederick  D.  Goodchild's  first  list  of 
publications  is  a  creditable  one  of  twenty- 
four  pages.  It  has  an  artistic  cover 
design  and  in  it  a  variety  of  good  books 
of  various  classes,  fiction,  war  books, 
automobile  and  scientific  books,  sex  and 
health  books  and  juveniles  being  pro- 
minent. 

Among  the  novels,  a  leader  is  A. 
Stone's  great  story,  "American  Pap."  It 
is  characterized  as  depicting  incidents 
based  on  actual  facts  constituting  an 
amazing   revelation    of   war. 

INDIA 

"A  volume  certain  to  atfract  attention 
is  India  in  Transition,"  by  H.  H.  the  Aga 
Khan.  The  Aga  Khan,  although  he  rules 
over  no  territory,  is  the  only  Indian  who 
has  the  full  salute  of  guns  due  to  a 
first-class  sovereign.  He  speaks  Eng- 
lish, and  most  of  the  other  European 
languages  fluently.  He  is  the  Pope  of 
the  Ismaili  of  Mohammedans,  number- 
ing millions,  and  finally  he  is  a  very 
able  man.  This  book  presents  a  very 
important  conception  of  the  future  of 
India. 

TRADE  HANDICAPPED  BY  "FLU" 

Retailers  should  endeavor  to  exert 
extra  patience  with  the  wholesale  houses 
in  this  trying  time  of  the  influenza  epi- 
demic, which  fortunately,  is  now  abat- 
ing. Many  of  the  staffs  are  still  short- 
handed  and  this  naturally  has  had  the 
effect  of  delaying  many  shipments  many 
retailers  have  suffered  for  a  like  cause 
and  they  will  be  more  likely  to  appreci- 
ate the  difficulties  under  which  the 
wholesale  houses  have  been  laboring 
during  the  past  month. 

GOD'S    COUNTERPOINT 

J.  D.  Beresford,  has  a  new  book  this 
season  entitled  "God's  Counterpoint,"  in 
which  he  tells  the  story  of  a  man  whose 
early  training  had  started  him  on  the 
wrong  track  in  life  and  who  finds  him- 
self finally  by  the  most  drastic  exper- 
eriences. 

"THE  POST  OF  HONOUR" 

"The  Post  of  Honour,"  by  Richard 
Wilson  is  a  collection  of  stories  of  what 
various  celebrated  men  of  the  British 
Empire   have  done   in   the  great  war. 
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ROUMANIA 

"Roumania's  Sacrifice,"  a  history  by 
Gogu  Negulasco,  explains  that  country's 
sudden  collapse  in  the  war.  The  author 
is  a  member  of  the  Roumanian  Parlia- 
ment. 

CHILDREN  OF  FRANCE 

From  Henry  Altemus  Company  of 
Philadelphia  comes  a  fine  little  book 
entitled  "The  Children  of  France,"  being 
a  book  of  stories  and  self-sacrifice  of 
youthful  patriots  of  France  during  the 
great  war.  The  book  is  illustrated  with 
several  full  page  color  plates. 

IN  WAR  TIME  ENGLAND 

A  new  novel  by  Mrs.  Humphry  Ward, 
"Elizabeth's  Campaign,"  a  story  of  Eng- 
land in  wartime,  tells  the  story  of  how 
an  obstinate  and  Tory-minded  owner 
of  landed  estates,  who  was  opposed  to 
the  war,  was  finally  brought  to  a  more 
patriotic  understanding  of  the  issues  at 
stake  and  is  said  to  present  a  picture 
of  the  various  currents  at  work  in  Eng- 
lish life  at  the  present  time. 

IBANEZ 

Vincente  Blasco  Ibanez,  the  Spanish 
novelist  whose  storv  of  the  war,  "The 
Four  Horsemen  of  the  Apocalypse,"  has 
been  published  in  an  English  translation 
and  whose  "Sonnica"  is  published  this 
week  has  come  forward  rapidly  during 
recent  years  and  is  now  accounted  by 
critics  of  modern  Spanish  literature  as 
the  foremost  living  writer  of  fiction  in 
Spain. 

GO  GET  'EM 

William  A.  Wellman,  presents  the  true 
adventures  of  an  American  aviator  of 
the  American  Flying  Corps  who  was  the 
only  Yankee  flyer  fighting  over  General 
Pershing's  boys  of  the  Rainbow  division 
in  Lorraine,  when  they  first  went  "over 
the  too."  His  expedience  included  far 
more  than  fighting  above  the  firmament. 
He  was  in  Paris  and  Nancy  during  four 
distinct  night  bombing  raids  by  the 
Boche  and  participated  in  rescues  made 
necessary  thereby;  he,  with  a  comrade, 
chased  two  hostile  machines  far  into 
Germany  and  shot  up  their  aviation 
field:  he  was  lost  in  a  blizzard  on  Christ- 
mas Day;  he  was  in  intimate  touch  with 
the  men  and  officers  of  the  Rainbow  div- 
ision, and  was  finally  shot  down  by  anti- 
aircraft guns  from  a  height  of  5,300 
metres,  escaping  death  by  a  miracle,  but 
so  seriously  wounded  that  his  honorable 
discharge    followed    immediately. 

This  is  an  issue  of  the  Paa;e  Co., 
Boston. 


THE   YANKS   ARE   COMING 

William     Slaven     McNutt,     himself     a 
member         of         General  Pershing's 

Army,  in  his  book,  "The  Yanks  Are 
Coming,"  presents  an  intimate  account 
of  the  ranks  of  the  U.  S.  Army  in  dif- 
ferent branches  of  the  service  and  this 
soldier-journalist  knows  how  to  do  it, 
for  his  volume  is  a  most  humanly  in- 
teresting one.  It  emphasizes  the  fact 
that  even  this  vast  army  is  funda- 
mentally a  democratic  organization  in 
the  true  sense  of  that  term  and  it  de- 
monstrates how  young  men,  many  of 
foreign  parentage,  went  into  the  army 
distrustfully,  but  came  to  take  a  pride 
in  soldiering  for  Uncle  Sam  when  he 
found  out  what  it  was  really  like  and 
came  to  a  full  realization  of  what  he 
was  helping  to  do  toward  maintaining 
the  democratic  principles  for  which  it 
stood.  The  book  is  written  in  a  bouy- 
ant,    breezy     style     that     makes    mighty 


good  reading  and  booksellers  should 
have  no  hesitation  in  recommending  it 
to  the  average  man  and  woman  and 
also  for  forwarding  to  fighting  boys  in 
whatever  branch  of  the  ranks  of  the 
Allied   Armies. 

PEN  PICTURES  FROM  THE 
TRENCHES 

Among  the  finest  writings  that  have 
come  from  the  Canadian  trenches  over- 
seas are  the  letters  of  Lieut.  Stanley 
A.  Rutledge,  which  have  just  been  pub- 
lished in  book  form  by  William  Briggs 
under  the  title  of  "Pen  Pictures  from  the 
Trenches."  It  is  a  volume  of  125  pages. 
These  letters  are  not  about  gruesome 
happenings  or  hairbreadth  escapes  but 
rather  of  the  more  human  side  of  the 
war,  as  for  instance  the  heart-interest 
scenes  in  the  little  French  villages  be- 
hind the  lines,  and  about  talks  with 
peasants    and      German      boy    prisoners, 
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Rising    Canadian    poet    whose    new    book    of    verse 
"The    Little    Marshal"    has   just    appeared. 
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enabling  the  reader  to  see  the  war 
through  their  eyes. 

Booksellers  may  well  recommend  this 
as  a  book  to  interest  in  a  special  way, 
people  who  have  sons  or  relatives  with 
the  forces  overseas.  It  will  frequently 
enable  them  to  "read  between  the  lines," 
as  regards  letters  which  they  receive 
from  their  own  boys  at  the  Front. 

The  author  has  given  his  life  for 
"the  cause."  He  was  a  son  of  E.  S.  Rui- 
ledge,  of  Fort  William,  Ont. 

AVIATION  DE  LUXE  FOR  BOYS 

"The  Aviation  Book  "  is  a  remarkable 
new  volume  which  presents  not  only  a 
fund  of  information  written  in  a  simple 
and  direct  manner  so  as  to  especially 
appeal  to  boys,  but  has  fourteen  illus- 
trations in  full  color,  besides  other  half 
tone  and  black  and  white  sketches.  It 
is  a  large  sized  volume,  its  actual  dimen- 
sions being  10%xl3Mi  inches,  which  in- 
dicates the  sort  of  appeal  it  will  make 
to  boys,  and  this  is  accentuated  by  the 
highly  illuminated  jacket  portraying  an 
aerial  battle  scene.  This  picture  is  re- 
produced   in   eight   colors. 

While  ostensibly  for  boys,  the  volume 
is  so  full  of  facts  about  aviation  that 
there  isn't  a  grown-up  anywhere  who 
would  not  be  greatly  interested  in  perus- 
ing it. 

Y.   W.   C.   A.   PUBLICATIONS 

These  new  books  which  have  just 
been  published  by  the  Woman's  Press, 
of  New  York,  which  is  the  publication 
department  of  the  U.  S.  National  Board 
of  the  Y.  W.  C.  A.,  include  "Patriotism 
and  the  Christian  Life,"  by  Wilfred 
Rowell,  a  $1.00  volume  presenting  seven 
studies  of  the  relation  between  moderii 
patriotism  and  the  Christian  religion; 
"The  Way  of  Christ,"  by  Alexander 
Purdy  with  studies  of  discipleship  and 
"Fellowship  Prayers,"  by  Sarah  T.  Dick- 
inson, designed  for  the  special  use  of 
women  presiding  at  Association,  churc'u 
or  other  meetings  opened  with  prayer. 

THE  AUTHOR  OF  FRECKLES 

The  publishers  have  been  counting  up 
the  number  of  copies  printed  and  sold 
of  the  books  of  Gene  Stratton-Porter, 
the  author  of  "Freckles,"  "A  Girl  of 
the  (Limberlost,"  etc.,  and  they  find  that 
the  total  is  over  6,000,000.  One  of  the 
most  extraordinary  elements  of  success 
has  been  the  very  great  sale  in  England. 
Although  "Freckles"  is  fourteen  years 
old,  John  Murray,  one  of  the  oldest  pub- 
lishers in  England,  sold  during  the  last 
year  99,637  copies.  The  total  sales  of 
Mrs.  Porter's  books  in  England  last  year 
were  495.376  copies.  Large  editions  have 
been  sold  also  in  Australia,  Canada,  and 
in  various  translations  all  over  the 
world. 

FLORIDA 

Another  of  the  remarkably  fine  ex- 
amples of  book-making  represented  by 
the  "See  America  First"  series  of  the 
Page  Company,  of  Boston,  is  "Florida, 
the  Land  of  Enchantment,"  by  Nevin 
O.  Winter,  author  of  "Texas,  the  mar- 
vellous,"   "The    Russian    Empire    of    To- 
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author    of    "Young     Canada    Boys."    who    was 

formerly     on     the     staff     of     "Bookseller     and 

Stationer." 


day  and  Yesterday,"  "Mexico  and  Her 
People  To-day,"  and  other  books. 

This  book,  like  the  others  in  the  series 
comes  boxed.  It  is  a  $3.50  volume,  and 
eight  full-page  color  plates  and  nearly 
fifty    duogravures. 

This  book  begins  with  an  account  of 
Florida's  romantic  history  from  the  days 
of  Ponce  de  Leon,  and  the  early  ex- 
plorers and  settlers  together  with  the 
story  of  its  native  Indians.  Then  comes 
a  survey  of  its  climate,  lakes,  and 
rivers,  and  a  description  of  its  scenic 
wonders  and  abundant  animal  and  bird 
life.  Another  most  interesting  feature 
is  a  comprehensive  review  of  the  Florida 
of  to-day  as  a  state  important  for  its 
industries,  agriculture  and  educational 
advantages,  as  well  as  its  position  as 
a  celebrated  winter  resort  with  attrac- 
tions for  health  am'  pleasure  seekers, 
nature  lovers,  motorists  and  sportsmen. 

NEW  TEXT  BOOKS 

The  Ontario  Department  of  Educa- 
tion is  considering  a  revision  of  the 
text-books  next  year,  and  teachers'  as- 
sociations are  asked  to  present  any 
criticisms  of  the  books  now  used,  such 
criticisms  to  receive  the  consideration  of 
the  department  when  the  revision  i.s 
made. 

O.  HENRY'S  ANNIVERSARY 

The  55th  anniversary  of  the  birth  of 
O.  Henry  was  celebrated  on  September 
2nd,  by  the  issuance  of  a  new  motion 
oicture  play  made  from  one  of  the  O. 
Henry  stories  according  to  the  announce- 
ment of  the  motion  picture  company, 
which  contracted  for  the  picture  rights. 

TWO  BOOKS  BY  KIPLING 

Two  books  of  a  very  different  charac- 
ter  are   being   issued    this    season   from 
the  pen  of  Rudyard  Kipling.     The  first 
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is  a  volume  of  poems,  and  will  contain 
Mr.  Kipling's  most  recent  work  in  verse. 
The  other  book  is  entitled  "The  Eyes  of 
Asia,"  and  is  a  collection  of  letters  pur- 
porting to  have  been  written  by  an  East 
Indian  serving  in  France  to  his  people 
at  home.  Ii  has  all  the  Indian  feeling 
that  Mr.  Kipling  has  made  his  own,  and 
everyone  who  has  longed  for  a  new  Kip- 
ling book  on  India,  touching  his  old 
Indian  chord,  will  be  interested  in  it. 

THE  NECKLACE  OF  JEWELS 

A  delightful  fantasy  for  children  that 
comes  from  the  Page  Co.,  of  Boston, 
this  season  is  "The  Necklace  of  Jewels," 
by  Marguerite  Murphy,  in  which  she 
presents  in  pleasing  stories  with  fan- 
tastical descriptions  in  true  fairy  tale 
styles  the  origin  of  such  jewels 
as  the  opal,  the  pearl,  the  emerald,  the 
diamond  and  the  topaz.  It  is  an  attrac- 
tively bound  book  with  illuminated 
jacket  and  cover,  together  with  decorat- 
ed   pages   and   colored   illustrations. 

A  UNIQUE  NEW  LIBRARY 

A  novelty  in  book-making  is  the  new 
Inch  Library  of  the  Woman's  Press, 
New  York.  Inch  III.,  just  received,  con- 
tains, as  do  each  of  the  issues,  nine 
daintily  made  brochures.  These  books 
are  intended  to  supply  a  girl's  literary 
needs  in  condensed  form,  providing  spir- 
itual counsel  and  practical  information 
about  things  at  home  and  abroad.  This 
third  issue  is  the  "Foreign  Inch,"  deal- 
ing with  what  is  being  done  by  girls  in 
the  Far  East  and  in  South  America. 

GOLF  STORIES 

Under  the  title  of  "Dormie  One  and 
Other  Golf  Stories,"  Holworthy  Hall  has 
written  most  entertainingly  and  in  such 
a  manner  as  to  enthrall  not  only  de- 
votees of  the  game  but  all  who  appreci- 
ate well-told  stories. 


The  half  tones  of  Lt.-Col.  John  Mc- 
Crae,  Maud  and  Marcil  Berger,  Arthur 
Guy  Empey,  and  Winans,  in  the  August 
issue  were  presented  through  the 
courtesy  of  G.  P.  Putnam's  Sons,  New 
York. 

"Wit,  Wisdom,  and  Foibles  of  the 
Great,"  by  Charles  A.  Shriner,  is  a  sur- 
prisingly comprehensive  collection  of 
the  sayings  and  doings  of  men  and  wo- 
men variously  distinguished  about  whom 
it  is  a  delight  and  an  education  to  re^d. 

Book  purchasers  have  encountered 
some  unpleasant  surprises,  says  the 
"Pall  Mall  Gazette."  Certain  publishing 
firms,  among  them  two  of  the  leading 
houses  in  the  trade,  have  quietly  issued 
fresh  catalogues,  in  which  prices  are 
very  considerably  increased.  The  six 
shilling  novel,  once  purchasable  at  4s. 
6d.,  goes  up  to  7s.  6d.  net  and  some  of 
the  most  popular  leather-bound  editions 
are  raised  to  the   same  figure. 

"Expressive  English,"  by  James  C. 
Fernald,  L.H.D.,  emphasizes  the  super- 
iority and  power  of  the  English  tongue; 
covers  all  phases  of  English  expression, 
and  will  arouse  in  any  one  the  desire  to 
speak  and  write  English  up  to  the  meas- 
ure of  its  possibilities. 
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O  FOR  A  BOOK! 

"0  for  a  book  and  a  shady  nook!" 

You  recollect  the  rhymes, 
Written  how  many  years  ago 

In  placid  happier  times? 
To-day  no  shady  nooks  are  ours, 

With  half  the  world  at  strife, 
And  dark  ambition  laying  waste 

The  pleasant  things  of  life; 
But  still  the  cry  for  books  is  heard, 
For  solace  of  the  magic  word. 

"0  for  a  book,"  the  cry  goes  forth, 

"0  for  a  book  to  read; 
To  soothe  us  in  our  weariness, 

The  laggard  hours  to  speed!" 
From  countless  hospitals  it  comes, 

Where  stricken  soldiers  lie, 
Who  gave   their   youth,  who   gave 
their  strength^ 

Lest  Liberty   should  die. 
How  small  a  favor  to  implore: 
The  books  we've  finished  with — no 


A  book  can  have  a  thousand  lives, 

With  each  new  reader,  one; 
A    book    should    have    a    thousand 
lives 

Before  its  course  is  run. 
And  we  few  kinder  things  can  do 

Our  gratitude  to  show, 
Than    give    the    freedom     of     our 

shelves 

To  those  that  need  it  so. 
Nor  let  them  ask  without  avail 
The  sweet  beguilement  of  a  tale. 

E.  V.  L.,  in  "Punch." 


HE  WAS  CONVINCED 

It's  too  bad  F.  Marion  Crawford  isn't 
around  to  enjoy  the  experience  of  Miss 
Ola    M.    Weyth,    the    American    Library 


Association's  librarian  in  the  hospital  at 
Camp  Wadsworth.  Miss  Weyth  stopped 
before  one  of  the  patients  and  offered 
him  a  book. 

"Who  wrote  it?"  the  patient  de- 
manded. 

"F.  Marion  Crawford,"  was  the  reply. 

"Not  for  me,"  said  the  soldier.  "I 
never  could  stomach  books  written  by 
women." 

"But  F.  Marion  Crawford  isn't  a 
woman,"  he  was  told. 

"The  deuce  she  ain't,"  said  the  sol- 
dier.    "Then   what  is  she?" 

He  finally  accepted  a  "sample  book," 
liked  the  sample  and  called  for  every- 
thing "She  wrote." 

THAT   LOVE   INTEREST 

"Give  me  a  book  on  how  to  write 
letters,"  demanded  a  dreamy-eyed  youth 
in  a  war  camp  library  of  the  American 
Library  Association.  Then  he  added 
shyly,  "I  want  it  half  for  a  lady  and 
half  for  a  gentleman."  There  was  not 
much  trouble  in  diagnosing  his  case, 
which  is  a  common  one,  the  librarians 
say. 

"Love  stories  are  very  popular  with 
the  soldiers,"  reports  the  librarian  at 
Camp  Travis,  Texas,  "especially  those 
with  a  happy  ending.  The  soldier,  far 
from  home  and  the  only  girl  doesn't 
want  to  read  anything  that  will 
lower  his  spirits  or  make  him  imagine 
things  when  letters  are  delayed." 

"THE  SHIPBUILDING  INDUSTRY" 

The  official  book  on  the  shipbuilding 
industry,  "The  Shipbuilding  Industry" 
by  Roy  Willmarth  Kelly  and  Frederick 
J.  Allen,  is  announced  for  immediate 
publications.  The  authors  are  the  di- 
rector  and      assistant      director      of   the 


Harvard  Vocational  Bureau,  and  the  book 
has  been  prepared  with  the  authority 
and  assistance  of  the  "Fleet  Corporation." 
Charles  M.  Schwab  has  written  the  pre- 
face. The  present  extent  and  future 
development  of  shipbuilding  in  Canada 
gives  value  to  this  announcement  for 
Canadian  booksellers. 

GHOST  STORIES 

Fourteen  stories  relating  to  ghosts. 
A  symposium,  in  which  are  included 
stories  by  Daniel  Defoe,  Sir  Walter  Scott 
Bulwer  Lytton,  Mrs.  Gaskell,  Nathaniel 
Hawthorne,  Edgar  Allan  Poe,  and  others, 
comprise  the  volume  entitled  "Famous 
Ghost  Stories,"  which  has  just  appeared 
in   a   $1.25  volume. 


NEW    STORE    IN    VICTORIA 

After  twenty-five  years'  service  with 
T.  N.  Hibben  &  Co.,  the  well-known 
booksellers  of  Victoria,  B.C.,  Henry  O. 
Litchfield  has  started  in  business  for 
himself. 

The  passing  of  his  eldest  son  last 
May,  while  serving  with  the  Royal  Air 
Force,  and  consequent  mental  strain 
upon  him,  made  it  advisable  for  Mr. 
Litchfield  to  change  from  the  close  con- 
finement of  office  life  for  the  more 
active  one  of  conducting  a  retail  store. 

He   has  associated  his  remaining  son. 

The  new  store  is  located  in  the  best 
business  block  of  Victoria's  most  im- 
portant thoroughfare,  Government 
street.  The  new  concern  is  known  as 
The  Litchfield  Book  and  Stationery  Co. 


B.  C.  Brandon  has  opened  a  neat  little 
book,  stationery  and  novelty  store  in 
Hanover,  Ont. 


Current  Events  in   Photograph 


THE  END  OF  A 
RAIDER 

The  popularity  of  the 
air  raid  on  England  has 
been  rapidly  waning 
among  the  German  raid- 
ers. There  is  always  the 
possibility,  that  is  becom- 
ing more  and  more  a  prob- 
ability, that  the  raid  will 
end  in  England.  Note  the 
illustration  of  all  that  re- 
mains of  a  German  dirig- 
ible. Small  wonder  that 
the  raiding  sport  is  now  at 
a  discount. 
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FROM  A  CANADIAN  BOOKSELLER 
IN  FRANCE 

Interesting  Letter  to  Head  of  London  Publishing  House  Tells 
of  Daring  Work  of  Canadian  Fighting  Men 


THE  following  interesting  letter 
dated  Aug.  14,  1918,  addressed  to 
Fred  J.  Rymer,  managing  director 
of  Sampson,  Low,  Marston  &  Co.,  Lon- 
don, by  a  Canadian  bookseller,  is  reprint- 
ed from  the  "Publishers'  Circular"  of 
England: 

Dear  Mr.  Rymer, — It  seems  a  very 
long  time  since  I  penned  you  a  few  lines, 
but  perhaps  the  time  when  a  note  is  most 
appreciated  at  home  is  when  there  is 
something  doing  out  here.  This  last 
week  has  been  a  strenuous  time  for  the 
Canadians,  and  they  have  given  Fritz  a 
slight  push  back  towards  the  Rhine. 
There  is  so  much  crowded  in  a  small 
period  and  so  little  that  "on  his  honour 
as  a  soldier"  a  man  is  allowed  to  write. 
Yesterday  we  witnessed  a  most  remark- 
able spectacle  in  the  air.  One  of  our 
planes  was  evidently  on  patrol,  when 
seven  Boches  swooped  down  upon  him 
out  of  the  clouds.  Our  man  was  game, 
and  fought  them  single-handed  amid  a 
murderous  machine-gun  fire,  and  eventu- 
ally, riddled  with  bullets,  he  fell  and  kept 
his  machine  gun  firing  until  he  crashed. 
It  was  the  most  thrilling  sight  I  have 
ever  witnessed,  and  our  man  put  up  a 
most  heroic  fight  against  terrific  odds. 
He    was    badly    smashed    but    conscious 


when  he  struck  the  ground,  and  a  car 
rushed  him  down  to  the  nearest  hospital. 
Every  department  of  the  service  is 
running  at  full  pressure,  and  the  artil- 
lery are  doing  great  work.  Of  course 
the  infantry  (known  as  the  Suicide  Sec- 
tion) are  everlastingly  in  the  picture,  anu 
get   the    dirtiest   work. 

We  are  at  the  present  moment  in  dug- 
outs, occupied  by  the  enemy  a  week  ago, 
and  the  Germans  made  a  quick  clear-out, 
leaving  behind  them  an  abundance  of 
equipment,  rifles  and  ammunition,  and  a 
sufficient  number  of  books  to  stock  a 
publishing  house;  and  they  are  evidently 
fed  by  propaganda  (strictly  Canadian 
phrase).  We  appear  to  have  just  "got 
wise"  to  that  method  of  advertising, 
anrl  Oeaverstock  is  a  "live  wire"  in 
spite  of  the  questionable  methods  certain 
public  men  in  England  are  adopting  to 
break  him. 

At  present,  leave  seems  very  distant; 
but  it  is  a  side  issue  when  we  have  a 
good  chance  of  putting  the  hat  on  the 
Hun,  so  that  he  cannot  fight  another 
winter. 

With    kind    regards    to    yourself     and 
family,  and  any  members  of  the  London 
trade  I  may  know. — Yours  sincerely, 
A  CANADIAN  BOOKSELLER. 


GENSERIC,  FIRST  PRUSSIAN 
KAISER 

Poultney  Bigelow  has  written  an  in- 
teresting book  entitled  "Genseric,  King 
of  the  Vandals  and  First  Prussian 
Kaiser,"  published  by  Putnam's.  In 
connection  with  the  appearance  of  this 
book  it  is  interesting  to  record  that  Mr. 
Bigelow's  friendship  with  William  II. 
commenced  during  the  Franco-German 
War  of  1870  and  ended  abruptly  in  1896, 
when  appeared  the  Kaiser's  amazing 
cable  to  Oom  Paul  and  Mr.  Bigelow's 
"History  of  the  German  Struggle  for 
Liberty."  During  that  quarter  of  century, 
the  author  not  only  was  a  guest  at  prin- 
cipal functions  at  the  Capital,  but  ac- 
companied the  Emperor  at  the  various 
military  inspections  throughout  the 
dreary  districts  where  the  Vandal  had 
his  habitat  in  the  day=  of  Genseric.  and 
whence  to-day  come  the  most  docile  of 
the  Potsdam  garrison.  Genseric  lives 
to-day  in  that  same  district — if  not  in 
the  same  palace.  Names  only  have 
changed — to-day  Genseric  would  call 
himself  a  Prussian — not  to  say  a  PotF- 
damer. 

LUXEMBURG 

Many  small  independent  states  have 
continued  to  survive  in  Europe  under 
more  or  less  anomalous  conditions  in 
spite  of  the  growth  of  the  larger  na- 
tions, but  Luxemburg  has  been  peculiar 


in  its  history.  It  is,  in  truth,  a  land 
without  a  country.  Its  political  isolation 
is  a  matter  of  recent  date.  Through 
centuries  its  fate  was  decided  by  reasons 
alien  to  its  own  interests.  Ruth  Put- 
nam, author  of  "Alsace  and  Lorraine," 
"William  the  Silent,"  etc.,  has  written  a 


WALTER     PRITCHARD     EATON 

who  has   written   some   fine  books   for  bovs     includ- 
ing  "Boy   Scouts   in   Glacier   Park."   out   this   year. 
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volume  entitled  "Luxemburg  and  Her 
Neighbors."  With  the  scholarly  grasp  and 
vividness  of  conception  that  she  evinces 
in  all  her  writings,  Miss  Putnam  pre- 
sents the  checkered  history  of  this  bit 
of  border  territory,  marked  by  so  many 
dramatic  vicissitudes.  This  history  must 
be  taken  into  account  in  connection  with 
the  settlement  of  the  future  status  of 
Luxemburg.  Like  Belgium,  a  victim  of 
the  German  invasion,  Luxemburg  has 
voiced  its  resolution  to  remain  independ- 
ent. The  refrain  of  its  national  song  con- 
tains the  ringing  line, — "Prussians  we 
will  never  be." 

GIBBS'   NEW   NOVEL 

"The  Golden  Bough,"  which  comes 
from  George  J.  McLeod,  Ltd.,  is  not  a 
story  of  the  war,  but  of  the  German 
secret  service  in  war  time.  The  scenes 
"are  laid  in  Switzerland  and  Germany, 
where  a  young  American  soldier,  elected 
by  a  strange  freak  of  fate  to  the  leader- 
ship of  the  most  powerful  secret  society 
on  earth,  matches  his  brains,  wit  and 
cleverness  against  those  of  the  most 
crafty  and  cunning  Hun  agents.  It  is 
written  with  the  same  master  craftsman- 
ship that  marked  "The  Yellow  Dove," 
and  "The  Secret  Witness." 

BOOKS   ABOUT  LABRADOR 

Two  new  books  by  the  late  Norman 
Duncan  have  just  appeared.  They  repre- 
sent the  last  gift  of  a  talented  and  well- 
beloved  author.  They  represent  him,  too, 
in  both  the  moods  in  which  he  made  his 
name  as  a  writer.  One,  "Battles  Royai 
Down  North,"  is  powerful,  rugged,  al- 
most fearsome  in  its  tragic  intensity;  the 
other,  "Harbor  Tales  Down  North,"  is 
tender,  quaint,  and  marked  by  that 
supreme  quality  of  the  story-teller's  art 
— unaffected  simplicity.  Both  books  con- 
tain an  appreciation  by  Dr.  Wilfred  T. 
Grenfell  of  Labrador. 

Dillon  Wallace  has  long  since  made  a 
name  for  himself  as  a  writer  of  virile, 
healthy  "yarns"  for  boys.  His  latest 
book  is  a  story  of  fur-trapping  in 
Labrador  entitled  "Grit  A-Plenty."  Here, 
Mr.  Wallace  is  on  his  own  ground  and 
provides  his  readers  with  a  rich  feast  of 
thrilling  adventures  shared  in  by  Andy 
and  Davy  Angus,  and  Indian  Jake  in  the 
bleak,      bitter     solitudes     of      Labrador. 

WAR  MENUS 

In  train  for  immediate  issue  is  the 
volume  entitled  "Daily  Menus  for  War 
Service"  by  Thetta  Quay  Franks,  author 
of  "Household  Organization  for  War 
Service,"  "The  Margin  of  Happiness," 
etc.  "Daily  Menus  for  War  Service"  is 
the  most  complete,  most  original,  and 
most  effective  cook  book  that  war  con- 
ditions have  brought  forth.  It  supplies 
three  menus  for  breakfast,  for  luncheon, 
and  for  dinner,  graded  according  to  ex- 
Dense,  for  every  day  in  the  year,  giving 
the  calories  for  each  individual  helping 
and  recipes  for  all  meat  substitutes,  war 
breads,  and  all  dishes  listed  in  which 
substitutes  may  be  used  in  place  of  but- 
ter, sugar,  and  wheat  flour. 
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WELDON  ROBERTS 

•  RUBBER     ERASERS  • 


Look  out  for  your  customers'  interests.     They'll  appreciate  it.-- Wise  Business  Saws 

Try  this:  Select  the  ten  best  customers  you  have  who  are  users  of  rubber  erasers.  Go  to  each  of  them  and 
say,  "I  doubt  if  you  are  using  the  eraser  that  is  best  for  your  purpose;  let  me  tell  you  about  WELDON  ROBERTS' 
88  styles."  Take  pains  to  furnish  each  an  eraser  that  exactly  meets  his  needs.  Go  back  in  a  week  or  two  and 
ascertain  results.  You  will  be  surprised  at  the  good  feeling  engendered  by  your  action.  A  fine  article  builds  trade. 
Ever  offer  No.  399  (Tri-Ply)  circular  eraser  to  typists? 
It's    a     winner.      Samples     to    stationers     on     request. 


WELDON  ROBERTS  RUBBER  Co.NEWARK,  N.J.  U.S.A. 


CICO 

Sets  the  Paste  Pace 

CICO  moves  fastest  because  it  sticks  fastest. 
It  takes  the  "pro"  out  of  customers'  protests 
and  the  "con"  out  of  competitors  contests. 
It  is  the  on -the -level -paste;  all  stick-to- 
it-ive-ness  for  the  user,  a  prophet  of  profits 
for  the  dealer  in  Carter  Quality  Products. 

Made  in    Canada 

THE  CARTER'S  INK  COMPANY 

Mt.  Royal  Avenue  and   Drolet  Street,  Montreal,  Que. 


Bradley  Quality 
Story  Books 
for  Children 

Tell  Me  Another  Story— Bailey— 335  pages. $1.50 
For  the  Children's  Hour — Bailey  &  Lewis — 

336   pages    1.50 

For  the  Children's  Hour — Part  I.— Bailey.  .  .50 
For  the  Children's  Hour— Part  II.— Bailey.  .60 
For  the  Children's  Hour— Part  III.— Bailey  .60 
Stories  Children  Need — Bailey — 364  pages..  1.50 
Worth  While  Stories  for  Every  Day — Evans 

—424  pages    1.50 

Firelight  Stories— Bailey — 192  pages    1.00 

All     About     Johnnie     Jones — Verhoeff — 200 

pages    1-00 

Mother   Stories — Lindsay    1.00 

More  Mother  Stories — Lindsay — 183  pages..  1.00 
Once   Upon   a  Time   Animal   Stories — Bailey 

—183  pages    75 

Sunken    City    and    Other    Stories — Frary    & 

Stebbins — 124   pages    40 

All   of  these   are   good   selling  lines  for 
every  day  and  for  holiday  trade. 
Attractive  Discounts  to  Dealers.     Write 
for  particulars. 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street 
TORONTO 


Loose  Leaf 

METAL  PARTS 

of  standard   design   or  construction   or  of  special   sizes,   styles   cr 
type,    combining 


highest 

QUALITY 


low 

PRICE 


prompt 

DELIVERY 


We  carry  complete  stocks  of  every  style  and  can  offer  uneijualed 
service  on  either  specials  or  "knockdown"  types.  We  also  make 
complete   line  of  Index  tabs  and  muslin  shields. 

Catalogue  34  on  request 

C.  R.  &  W.  A.  NELSON 


326    W.    Madison    Street 


Chicago,    111. 
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SOME  FINE  STORIES  FOR  BOYS 


A   FRENCH  WAR  NOVEL 

"Colette  Baudoche,"  by  Maurice  Bar- 
res,  is  a  story  of  a  young  girl  of  Metz. 
The  translation  from  the  French  has 
been  made  by  Frances  Wilson  Huard. 


SPY  STORIES  FOR   BOYS 

"The  Spy  on  the  Submarine,"  is  the 
title  of  a  book  by  Com.  Thomas  D.  Par- 
ker, U.S.N.,  which  comes  from  W.  A. 
Wilde  Co  ,  Boston  This  author  has  al- 
ready given  a  good  account  of  himself 
in  two  previous  books  about  the  navy 
and  seafaring  adventures  The  book  is 
written  in  the  spirit  that  the  business  of 
the  Allies  to-day  is  to  fight,  hating 
poison,  ground  glass,  gas  and  long- 
range  guns  for  women  and  children,  not 
pacifist   proclivities   to   love   Prussians. 

A  GREAT  BOOK  ABOUT  SCOUTS 

Brewer  Corcoran  has  written  several 
fine  books  for  boys,  and  his  latest  "The 
Boy  Scouts  of  Kendallville,"  published 
by  the  Page  Co.,  appears  with  the  ap- 
proval of  "The  Boy  Scouts  of  America." 
It  is  a  full-length  book  and  has  some 
fine  illustrations  by  Charles  E.  Meister. 
The  action  of  the  book  is  carried  to  the 
fighting  front  in  France,  with  exper- 
iences   in    various   branches   of   military 

CONNIE  MORGAN 

The  Canadian,  northlands  have  in- 
spired some  fine  tales  from  the  pen 
of  James  B.  Hendryx,  and  now  for  the 
scene  of  his  latest  book  he  has  crossed 
over  into  Alaska,  the  title  of  the  new 
book  which  has  just  come  from  Put- 
nam's being  "Connie  Morgan  in  Alaska  " 
This  book  is  better  adapted  to  the 
tastes  of  younger  readers  than  his  pre- 
vious stories.  It  is  a  fine  story  for  boys, 
full  of  action  and  adventure,  and  like  his 
other  books  revealing  on  the  part  of 
the  author  a  thorough  knowledge  of 
people  and  customs  of  the  north. 

BOYS  WHO   DARED 

Raymond  Comstock  has  attained  a 
great  reputation  with  an  army  of  boy 
readers,  because  of  his  stirring  con- 
tributions in  story  form  to  "American 
Boy,"  and  other  magazines.  Now  we 
receive  from  Putnam's  this  author's 
book,  a  fine  volume  entitled  "Boys  Who 
Dared,"  presenting  a  collection  of  spirit- 
ed stories  of  lads  who,  confronted  with 
some  typical  form  of  danger  or  nerve- 
testing  experience,  rose  to  the  emergency 
and  proved  the  stuff  they  were  made  of. 
It  should  appeal  to  all  boys  who  admire 
the  quality  of  manhood  in  their  fel- 
lows. 

THE  SECRET  WIRELESS 

Lewis  E.  Thiess  has  written  a  great 
story  for  boys  in  his  book,  "The  Secret 
Wire'ess,"  published  by  W.  A.  Wilde 
Comoany,  Boston.  It  is  the  story  of  the 
spy-hunt  of  the  Camp  Brady  patrol  and 
is  a  further  tale,  like  "The  Wireless 
Patrol  at  Camp  Brady,"  of  how  the  boy 
campers  there  "did  their  bit."  The  book 
is  illustrated  by  Frank  T.  Merrill,  in- 
cluding a  fine  colored  frontispiece.  The 
many  mysteries  with  their  solutions 
constitute  a  book  of  interest  sustained 
from  cover  to  cover. 


A  SCOUT  DETECTIVE 

V.  C.  Barclay  is  the  author  of  an  in- 
teresting new  juvenile  entitled  "Danny 
Ihe  Detective." 

Danny  Moore,  a  London  boy,  moves  to 
the  country  near  the  ruins  of  an  ancient 
abbey,  where,  after  a  series  of  thrilling 
adventures  he  catches  four  German  spies, 
and  discovers  their  wireless  and  carrier 
pigeons  in  a  cave.  He  is  elected  from 
a  scout  "cub"  to  pack  leader,  receives 
the  thanks  of  the  Government,  a  medal, 
and  a  check  for  $500. 

The  chief's  motto  to  him  was  "Be 
Prepared,"  up  to  which  he  lived,  and 
added  "Stick  to  It." 

BOY  SCOUT  STORY 

"Boy  Scouts  in  Glacier  Park,"  is  the 
title  of  Walter  Pritchard  Eaton's  new 
story  published  by  W.  A.  Wilde  &  Co., 
of  Boston.  This  is  an  addition  to  the 
series  known  as  the  "Boy's  Bookshelf" 
to  which  this  author  has  already  con 
tributed  several  scouting  books. 

This  latest  tale  describes  the  adven- 
tures of  two  young  easterners  in  the 
heart   of  the   high    Rockies. 

It  is  illustrated  from  a  series  of  photo- 
graphs by  Fred  H.  Kiser,  and  the  author 
dedicates  his  volume  to  Mr.  Kiser  who 
was  his  companion  "on  the  high  trails 
and   around  the  evening  camp  fire." 

In  his  preface  the  author  says:  "This 
book  isn't  writen  just  to  use  the  Rocky 
Mountains  as  a  background  for  adven- 
tures which  never  really  could  happen 
to  ordinary  boys.  It  is  written  on  the 
contrary  to  show  what  fine  adventures 
can  happen  to  ordinary  bovs  if  only  the 
boys  have  pluck  and  have  been  good 
scouts  enough  to  learn  how  to  take  care 
of  themselves     in  the  open." 

A   GIRL  SCOUT 

Amy  E.  Blanchard  has  produced 
another  fine  story  for  girls  in  her  new 
book,  "A  Girl  Scout  of  Red  Rose  Troop," 
published  by  W.  A.  Wilde  &  Co.,  Boston 
This  author  has  won  a  place  in  the  heart ~ 
of  thousands  of  girls  by  reason  of  he" 
fine  tales  of  life  out-of-doors  as  wel! 
as  of  stories  for  girls  based  on  American 
history. 

SERVICE  FLAG  AND  CHRISTIANITY 

"Things  that  cannot  be  shaken"  is  a 
book  of  charmingly  written  essays  on 
Christian  fundamentals  by  Charlotte  H. 
Adams.  It  is  published  by  "The  Wo- 
man's Press"  of  New  York.  The  book 
is  one  that  booksellers  may  recommend 
as  having  a  strong  appeal  to  the  wo- 
men and  girls,  whose  faith  has  been  pur 
to  a  new  test  by  the  hoisting  of  the 
service    flag. 

GUITERMAN 

The  humorous  poems  of  Arthur  Guiter- 
man  with  which  readers  of  "Life"  are  so 
familiar,  will  make  doubly  welcome  the 
volume  of  his  verse  just  published  un- 
der the  title  of  "The  Mirthful  Lyre." 
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A  FINE  CANADIAN  NOVEL 

Canada's  booksellers  will  appreciate 
the  fact  that  if  more  good  books  by 
Canadian  authors,  illustrated  by  Cana- 
dian artists  and  printed  and  bound  by 
Canadian  workmen,  were  to  be  had,  it 
would  be  better  for  the  whole  country 
having  the  development  of  Canadian  na- 
tional sentiment  in  mind.  For  this  rea- 
son "The  Cow  Puncher,"  Robert  J.  C. 
Stead's  new  novel,  is  especially  credit- 
able, in  that  it  is  by  an  author  who  has 
already  achieved  an  international  repu- 
tation, is  as  good  as,  if  not  better  than, 
any  of  his  previous  books,  and  is  in  all 
respects  a  "made-in-Canada"  production, 
even  to  the  illustrating  which  was  done 
by   a    Canadian    artist,    Arthur   Heming. 

Booksellers  need  hive  no  hesitation 
in  giving  this  book  their  recommenda- 
tion because  it  is  a  most  readable  tale, 
rich  in  humor  and  philosoohv  relating 
a  tale  that  is  replete  with  all  the  factors 
that  make  uo  a  successful  novel  and 
culminating  in  one  of  the  highest  patri- 
otic notes  the  war  has  sounded,  so  that 
it  may  well  be  said  to  constitute  a  telling- 
factor  toward  the  self-realization  of  the 
Canadian  people. 


A   CANADIAN   ILLUSTRATOR 

The  co-operation  of  Canadian  artists 
with  Canadian  publishers  is  a  sign  of 
the  times.  A  most  striking  book-jacket 
and  poster  much  in  evidence  in  the  book 
stores  is  from  a  design  by  R.  E.  John- 
ston, the  Toronto  illustrator,  for  the 
book,  "Suicide  of  Monarchy"  by  Baron 
de  Schelking.  Mr.  Johnston  has  shown 
the  late  Czar  Nicholas  falling  back- 
wards over  a  precipice,  his  whole  atti- 
tude expressing  horror.  The  Russian 
crown  falling  from  his  head  symbolizes 
the  fall  of  monarchy  in  Russia.  The 
knout  dropping  from  his  right  hand,  in- 
dicates that  rule  by  oppression  has  had 
its  day,  and  the  money  scattered  and 
falling  denotes  the  waste  which  char- 
acterized the  Russian  Court.  Behind 
the  figure  of  the  Czar  the  shadowy  form 
of  the  Kaiser  peers,  a  sardonic  leer  on 
his  countenance,  expressing  the  German 
attitude  to  the  downfall  of  monarchical 
institutions  at  the  sister  court.  Behind 
the  hill  on  the  back  of  the  book  is  sug- 
gested the  spires  of  Russian  churches, 
peasants'  cottages,  and  one  of  the  tow- 
ers of  the  Kremlin  On  the  extreme 
end  of  the  back  cover  is  shown  a  group 
symbolizing  the  unrest  of  Russia;  a 
prominent  figure  is  a  priest,  an  echo  of 
the  sinister  Rasputin.  In  this  group 
are  shown  the  anarchist,  the  drunkard 
and  the  courtesan,  the  fanatic  and  the 
soldier,  all  the  rag-tag-and-bobtail 
which  formed  the  entourage  of  Nich- 
olas's court,  by  whose  collective  agency 
the  late  Czar  was  lured  to  his  own  de- 
struction. 
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British  Goods  Are  Standards  of  Value 


Charles  W.  Baker 

Buying  Agent 

General  Merchandise  and 
Products  of  Great  Britain. 
M  a  n  u  facturers'  invoices 
forwarded  to  Buyers. 
A  live  buying  agent  on  the 
spot  will  save  you  money 
and  look  after  your  deliv- 
eries. 

Selling     Commissions     un- 
dertaken. 
References  on  application. 

24  Silk  Street  &  42-46  Whitecross  St., 
London    E.C.   1.,  England 

Cables  : 
Telereka,  London.     Code:   A. B.C.  5th 
Phones : 
693  Central,    2107  City.     2615   D.ilston 


AFTER  THE  WAR 

I  shall  welcome  orders  or  en- 
quiries for  my  British-made 
Carded  Goods,  Writing  and 
Drawing  Sets,  Stationers'  Sun- 
dries, etc. 

At  present  my  output  is 
absorbed  for  Government 
orders,  Orders  of  National 
Importance,  and  for  old- 
standing  Clients  of  the 
British    Wholesale    Trade. 


Illustrated  list  on  request 

H.  A.  COOMBS'S  CARDED  GOODS 

10  Farringdon  Avenue,  London,  E.C.  4.,  Eng. 


The  spaces  on  this  I 
page  are  equivalent  | 
to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

18s.  Per  Month 


on   Yearly   Contract 

Single   Insertion   21s. 

A    Good   Live   Page— High 

value    in    publicity   at 

minimum  cost 
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For  All  British 

Fancy  Leather 

Goods 

Fancy   Jewellery,    Photo 
Frames,  Etc. 

Write: 

S.  P.  COOPER 

Central  Agency 

36    Camomile  St.,   London,  E.C.  3. 
England 
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"DEXTER 


>  y 


T  h  e  highest 
grade  hand 
feed  Pencil 
Sharpener 
made  or  pos- 
sible to  make. 
Equipped  with 
POINT  AD- 
I  U  S  T  E  R 
which  SAVES 
THE  PENCIL 
produces 
point 
from  blunt  to 
one,  stopping 
s     producpd. 


and 
any 


cutting       when    desired     point 

SHARPENS  ANY  SIZE  PENCIL 


Send  for  Price  List,  it  will  PAY  You 

AUTOMATIC  PENCIL  SHARP.  CO. 

1521  Garland  B.,    Chicago 


■**  PACK*Ct 


VIOLfeFHONE 


PHONOGRAPH  NEEDLES 

EACH  NEEDLE  WILL  PLAY  10  RECORDS 


FOUNTAIN   PENS 

GRAVITY  STYLOS 

INK  PENCILS 

We  offer  the  trade  new  ideas  in 
merchandise  with  a  guarantee  that 
our  goods  are  right. 

PARAMOUNT  SELF-FILLER 

PEN 

An  excellent  pen,  .splendidly  made, 

that    retails    at    $2.50,    allowing    a 

liberal  margin  of  profit. 

GRAVITY  STYLO  PEN 
With    a    new    and    exclusive    self- 
filling  device.     Three  styles  to  re- 
tail at  $1.25,  $1.50  and  *$2. 

Prompt    Deliveries    Assured 

FARRELL  &  HOSINGER  CO. 

LARRY   J.    FARRELL 

GEORGE    N.    HOSINGER 
Manufacturer,   of  FOUNTAIN.   STYLO- 
GRAPHIC  AND   GOLD   PENS 
Canadian    Representative    Wanted. 

6.1-65   Irving  Street,  Jersey   City.   NJ. 


I  also  handle  a  semi-permanent  needle  called  the 
Black  Diamond,  .is  well  as  Sapphire  Ralls  for 
playing    Paths    an  1    Brunswick    Records. 

Write  for  free  samples  and  dealers  discounts  to-day 

H.  A.  BEMISTER 

10  Victoria  Street  Montreal 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

$4.20  Per  Month 

on  Yearly   Contract 

Single   Insertion   $5 

A    Good    Live    Page — High 

value    in    publicity   at 

minimum    cost 
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DRENCH  B00KC 
Wholesale — Retail 

Send  for  Quotations 


SCH0ENH0F  BOOK 
COMPANY 

Louis  J.  Jobin,  Mgr. 
128   Tremont   Street 
Boston,  Mass. 


THE  STANDARD 

Memorandum 

Calendar 


The  best  and  most  popular 
on     Hit'    market. 

Highly  finished  black  Japan 
base  (nickel  arches)  wl  h 
pad.  Also  comes  in  brass 
(brush  polish  finish)  brass 
arches,  Liberal  discounts  tn 
stationers. 


Write  for  Price*,  etc. 


EDWARD  KIMPTON  CO. 

Wholesale  Stationers 
60  John  St.  -  New  York 


Artists' 
Material 

Drawing  Material 

\  1  f is.  since    1854  of  high 

jjrade  Artists'  and  Schoo 

Oil     and     Water     Colors 

Canvases,  Brushes, Wood 

enware  Outfits,  Drawing  Tables,  Boards, 

Filing  Cabinets. 

Catalogue  and  sample  books  on  request 

F.  WEBER  &  CO. 

Philadelphia, 
Pa. 

Branches  : 
St.    Louis,    Mo. 
3J*  Baltimore, Md. 


CARIBONUM 

CAR/BONum 
caRIBONum 
cariBONUM 

"Caribonum"  stands  for 
"Good  Ribbons  and  Carbons" 

Your  typewriter  supply  sales  will  in- 
crease when  you  start  selling  Cari- 
benum  Ribbons  and  Carbons,  and  our 
sales-creating     advertising    scheme    will 

Help    you. 

Give    us    a    trial! 

Caribonum    Company,    Ltd. 

54  Wellington   Street   East,  TORONTO 
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'The  Guarantee  of  Quality" 


ULTON 

Self-Inking 

5  Stamp  Pads 


▼1 


•4 
<4 
<4 
■4 
^    Elizabeth, 


Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


Manufactured  hij 

FULTON  SPECIALTY  CO. 


Sew  Jersey 
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Known  and   sold   wherever   Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


• 


ARMY  ^ 

and 

NAVY 

SIGNAL 
DISK 


A  live-wire  specialty  for  book- 
sellers and  stationers,  military 
and    novelty    departments. 

Liberal  rofit  for  dealers.  Wriet 
for  sample  and  quantity  prices. 

Address  Foreign  Dept. 

Standard  Novelty  Co. 

Melrose,  Mass. 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 
Guide  Spaces 

THE  RATE  IS 

$4.20  Per  Month 

on  Yearly  Contract 

Single  Insertion  $5 

A  Good  Live  Page — High 

value  in  publicity  at 

minimum  cost 


Are  you  interested  in 
Catholic  Prayerbooks, 
Catholic  Literature, 
Rosaries,  etc.,  for  your 
Catholic  Trade  and 
Catholic  Customers? 

We  are  headquarters. 

W.  E.  BLAKE  &  SON 

LIMITED 

123  Church  St.,       Toronto,  Can. 


JIU-JITSU  BOOK 

Absolutely  the  best  and  most  complete  book  of  its  kind  ever  published  in 
the  world.  At  the  present  time  this  JIU-JITSU  book  is  we'eomed  by  all  people 
and  it  has  had  a  wonderful  sale  in  many  countries.  Many  book  stores  sold 
hundreds    of    copies    within    a    short    time. 

Illustrated  with  92  actual  pictures,  size  6x9  inches  ;  silk  cloth  bound  :  about 
250    pages. 

AN  IDEAL  GIFT  TO  THE  SOLDIER  BOY 

Send  order  to-day  for  instruction  in  this  great  art  of  self-defense  and 
physical  development.  As  an  interesting  game  for  your  customers,  JIU- 
JITSU    is    unequalled.      Price,    $2.50    net.      Liberal    discount   to    dealers. 

RIKKO  ART  COMPANY,   CLEVELAND,   OHIO,   U.S.A. 

Head  Office:   Tokio,   Japan 
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MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturers         79  Spadina    Ave..    Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 
AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


B.  CAIRNS 

Manufacturer  of 

Rubber  and  Metal  Stamps, 

Brass  Signs,  Seals,  Stencils, 

Burning  Brands,  Memorial    Plates. 

77  Queen  St.  East 

Tel.  Main  3760  TORONTO 


Your  advertisement  here 

will  be  read  by 

Booksellers  and  Stationers 

throughout  Canada. 


ART    SUPPLIES. 

Artists'    Supply    Co.,    77    York    St.,    Toronto. 
A.    Ramsay   &   Son    Co.,   Montreal. 
Geo.    M.    Hendry    Co.,    Limited.    215    Victoria    St., 
Toronto. 

BLACKBOARDS    (Slate   and  Hyloplate) 
Geo.  M.   Hendry   &   Co.,   215   Victoria   St.,   Toronto. 

BLANK    BOOKS. 

Boorum    &    Pease   Co.,    Brooklyn,    N.Y. 

Brown    Bros.,    Ltd.,    Toronto. 

Buntin,    Gillies    &    Co.,   Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp,    Clark    Co..  Toronto. 
Warwick    Bros.    &   Rutter.   Toronto. 

BLOTTING    PAPERS. 

The    Albemarle    Paper   Co..    Richmond,    Va. 
Eaton-Dikeman   Co.,   Lee.   Mass. 
Richmond    Paper   Mfg.    Co..    Richmond,    Va. 
Standard   Paper  Mfg.   Co.,   Richmond,    Va. 

CODE    BOOKS. 

The     American     Code     Co.,     83     Nassau     St.,     New 

York. 
John    W.    Hartfield.   N.Y.    Produce   Exchange.    N.Y. 

CRAYONS. 

Iiinney    &    Smith,   New   York. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

EYELETTING   MACHINES. 
Elbe   File   and   Binder  Co.,   New   York,   N.Y. 

ENVELOPES. 

Brown  Bros.,  Limited,  Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp.    Clark    Co.,    Toronto. 

W.    V.   Dawson,    Limited,    Montreal,  Toronto,    Win- 
nipeg. 
Menzies   &    Co.,    Limited,   Toronto. 
Warwick    Bros.    &    Rutter,   Toronto. 

ERASERS. 

St.    Mungo    Mfg.    Co..    Glasgow,    Scotland. 
Weldon    Roberts    Rubber   Co.,    Newark,    N.J. 

FANCY    PAPERS.    TISSUES    AND    BOXES. 
Dennison    Mfg.    Co.,    Boston. 
Menzies   &  Co.,  Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

FOUNTAIN   PENS. 

Modern    Pen    Co..    New    York. 

Mabie.   Todd    &    Co..    473    College   Ct..   Toronto. 

A.     R.     MacDougall     &     Co..     468     King     St.     W., 

Toronto. 
Paul    E.    Wirt    Co..    Brown    Bros.,    Ltd.,    Toronto, 

Canadian    Agents. 

INKS,   MUCILAGE   AND   GUMS. 

Chas.    M.    Higgins    &   Co.,    Brooklyn.   N.Y. 
The  Carter's   Ink   Co.,   Montreal. 
W.      V.      Dawson,      Limited,      Montreal.      Toronto, 
Winnipeg. 

Reliance    Ink    Co..    Winnipeg.    Man. 
Royal    Ink    Co.,    53    Yonge    St.,    Toronto. 
S.    S.    Stafford    Co.,    Toronto. 

"Glucine,"   Menzies    &    Co.,    Limited,    439    King    St. 
W..    Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co.,    Montreal. 

Payson's    Indelible   Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
The   Sengbusch    Co.,    Milwaukee. 

KINDERGARTEN    MATERIALS. 

Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

LEAD    AND    COPYING    PENCILS. 

American    Pencil   Co.,   New  York. 

Wm.    Cane   &    Sons,   Newmarket,    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W., 

Toronto. 
Eberhard     Faber     Co.,     New     York. 


Hegone  Studio 

37-39  East  28th  Street 

New  York  City 

The  Atelier  of  Exquisite  hand  decorated 
Boxes  and  Lamp  Shades  for  Manufac- 
turers and  the  Trade.  Canadian  trade 
solicited. 

A  visit  to  our  Studios  will  convince  you 
that  our  work  is  original  and  of  the 
highest    quality. 


Ink- 
stands 

of   all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers   handle  our  lines. 


WATERSTON'S 


BEE"    Wm-    BRAND 


MARK 


SEALING   WAX 


/actory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


SELL 

MACLEANS 


The  Magazine  for  Canadians 


20c   A  COPY 


. 
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School  Rulers 

NEW  LINE  NOW  READY 

New   Shapes   and    Right    Prices. 
Send  for  samples  and  quotations. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

W.  S.  TUTTLE.  Manager 
Commercial  Ruler  Department 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  undertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  oE  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  For  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD   STREET  TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The   Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease    Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp,   Clark  Co..  Toronto. 
Luckett    Loose    Leaf,    Limited,     215     Victoria    St., 

Toronto. 
National    Blank    Book    Co.,    Holyoke.    Mass. 
Rockhill  &   Vietor.  22  Cliff  St..  New  York  City. 
Warwick    Bros.    &    Rutter.   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown    Bros.,    Ltd.,   Toronto. 

MAPS   AND   GLOBES 
Rand,    McNally    &    Co..    Chicago. 
The  Copp,   Clark    Co.,   Toronto. 
Geo.   M.   Hendry   Co.,    215    Victoria   St.,   Toronto. 
The    Scarborough    Co.    of    Canada.    Hamilton,    Ont. 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton.    Ont. 
PAPER  FASTENERS. 
Ideal    Specialties    Mfg.    Corp.,    552    Pearl    St..    New 

York    City. 
O.    K.    Manufacturing    Co..    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons,     Limited,     W.     V.,     159     Queen 
Victoria     St..     London,     E.C. 

PAPETERIES   AND   WRITING   PAPERS. 

The    Copp    Clark    Co.,    Toronto. 

Buntin,    Gillies    &    Co..    Hamilton.    Ont. 

Clark    Bros.    &    Co.,    Winnipeg,    Man. 

W.   V.   Dawson,    Limited,   Montreal,   Toronto.    Win- 
nipeg. 

The  Brown   Bros..   Ltd.,  Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 
PLAYING  CARDS. 

Goodall's   English    Playing    Cards.    A.   O.   Hurst.   32 
Front   St.   W.,   Toronto. 

U.    S.    Playing    Card    Co.,    Toronto,    Canada. 
POST   CARDS,    GREETING    CARDS.    ETC. 

Hildesheimer,     Ltd.,     93,     Clerkenwell     Road,     Lon- 
don,   E.C. 

A.    O.    Hurst.    Canadian    representative.    32    Front 
St.    W.,    Toronto. 

Menzies   &    Co.,    Limited,    Toronto. 

Philip    G.    Hunt    &     Co.,    332    Balham     High    Rd., 
London,    Eng. 

Pugh    Specialty   Co.,    38-42   Clifford   St..   Toronto. 

Ritchie    &    Sons,    Ltd.,    William. 

Valentine    &    Sons    Publishing    Co..   Toronto. 

SCIENCE    APPARATUS 

Geo.   M.   Hendry   &  Co..   215   Victoria    St.,   Toronto. 

SCHOOL    SUPPLIES. 
Geo.    M.    Hendry    Co.,    Limited.    215    Victoria    St.. 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The   Up-to-Date   Co..    Canister,   N.Y. 
SHEET  MUSIC. 

McKinley  Music   Co.,    1501-15    East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,   Phillips  &   Co.,  Montreal. 

STATIONERS*   SUNDRIES. 

Beveridge  Paper  Co.,  Montreal,   Que. 

Brown   Bros.,   Ltd.,   Wholesale  Stationers,    Toronto. 

Buntin,   Gillies   &  Co.,  Hamilton. 

The    Copp,    Clark    Co..    Wholesale    Stationers,    To- 
ronto. 

Clark  Bros.   &  Co.,  Ltd..  Winnipeg,  Man. 

W.   V.   Dawson,    Limited,   Montreal,   Toronto,   Win- 
nipeg. 

Warwick   Bros.   &   Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride    St.,    E.C,    London. 

Hinks,    Wells   &   Co.,   Birmingham,   Eng. 

Esterbrook   Pen   Co.,    Brown   Bros.,    Ltd.,   Toronto, 
Canadian   Representatives. 


ELBE  FILE   &   BINDER   CO. 


97  Reade  Street 


New  York 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


TICKET    and  CONDUC 
TOR   PUNCHES 

the  best  made 

The  Fred  J.  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.*. 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations  We  are  pa  per  makers 
and  wholesale  and  export   paper  merchants. 


Registered 


Trade  Mark 


W.  V.    BOWATER  &   SONS,  LIMITED 

159  Queen  Victoria  St..  London,  E.C.  4, Eng. 
Cables:  "  Sparteolus' '  London. 


Desk  PadsS^CIoth  Covered  Cabinets 


L.  Hoffman,  45  Lafayette  St.,  N.Y.C. 
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BOOK  BUYERS'  GUIDE 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


SELF  AND  SEX  SERIES 

Keep    these    books    in    sight.     They    arc    St 
sellers  because  90  out  of  every  100  who  pass  your 
store    are    prospective    customers. 
Pour   I'.'inks   to   Men:— 

What  a  Young  Hoy  Ought  to  Know. 

Whall   a   Young  Man   Ought  to   Know. 

What    a    Young    Husband     Ought    to  Know. 

What  a    Man    of  46   Ought   to    Know. 
Four   Books  to  Women:— 

What    a    Young    Girl    Ought    to    Know. 

What   a   Young   Woman   Ought    to  Know. 

What    a    Young    Wife    Ought    to    Know. 

What   a    Woman   of  45  Ought    to   Know. 
$1.00     Each. 

WILLIAM   BRIGGS.    Publisher.    Toronto 


WILLS 

of  the 
Law  of  Succession  after  Death 

Written  by  Walter  E.  Lear,  Barrister-at-Law, 
in  plain,  simple  language  and  intended  to  be 
used  by  the  genera!  public.  It  contains  concise 
statement  of  the  Law  of  Wills  in  force  in  all 
the  Provinces  of  Canada,  and  Forms  of  Wills 
and  Codicils.  Printed  in  large  type.  This  is 
a  book  that  should  be  read  by  every  person 
before  making  a  will.  Agents  wanted.  Price, 
$1,  in  cloth  biiding.  Liberal  discount  to  the 
trade.  Law  Books,  Limited,  152  Bay  St., 
Toronto. 


LANGUAGES 

\yORLD-ROMIC  SYSTEM.  MASTERKEY 
VV  to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c  :  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary.  Glc.  Languages.  143 
West    47th.   New   York. 


BOOKS  WANTED 

"Darkness  and  Dawn,"  by  George  Allan  Eng- 
land. "This  is  For  You,"  by  W.  L.  Lord 
(Revelll—  The  Gaetz-Cornett  Drug  &  Book 
Co.,   Ltd..   Red  Deer,  Alta. 


Your  Ad  in  a 

Buyers' 

Guide 

Space 

2\  in.  by   \\  in. 

for 

$25  a  year. 


DIRECTORY   OF   PUBLISHERS. 
FICTION. 

Thomas   Allen,   215   Victoria   St..   Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts.,    Toronto, 

Ont. 
Cassell   &   Co.,   55   Bay   St.,   Toronto,   Ont. 
Copp,   Clark   Co.,   517    Wellington   St.   W..   Toronto, 

Ont. 
J.  M.  Dent  &  Sons.  27  Melinda  St.,   Toronto,   Ont. 
S.   B.   Gundy,   25   Richmond   St.   W.,   Toronto.   Ont. 
Hodder   &    Stoughton.    25    Dundas   St.   E.,   Toronto. 

Ont. 
Thomas    Langton,   23   Scott   St.,   Toronto,   Ont. 
Macmillan    Co.   of   Canada,   70    Bond    St.,    Toronto, 

Ont. 
McClelland.    Goodchild    &    Stewart,    266    King    St. 

W..    Toronto,    Ont. 
Geo.   J.   McLeod,    Ltd..   266    King   St.   W.,   Toronto, 

Ont. 
Musson   Book   Co..  25  Dundas  St.  E..  Toronto,  Ont. 
Thomas    Nelson    &    Sons.    77    Wellington    St.    W., 

Toronto,    Ont. 

BUSINESS    BOOKS. 

Musson   Book   Co.,  25  Dundas  St.  E.,  Toronto,  Ont. 
Wycil   &   Co..   85   Fulton  St.,  New   York   City. 

CODE   BOOKS    AND  CONVERSION   TABLES 
John   W.   Hartfield,   N.Y.,    Produce   Exchange.   New 

York. 

PERIODICALS. 

MacLean's  Magazine,  143  University  A«e.,  Toronto 
Imperial    News    Co.,    Ltd.,    Toronto,    Montreal    and 

Winnipeg. 
Gordon   &   Gotch,    136   Bay  St..   Toronto,   Ont.,   and 

16    St.    Bride   St.,    London,   E.C. 
American    News    Co..    Toronto   and    Hamilton,    Ont. 
American   News    Co.,   Montreal,   Que. 
American   News   Co.,   Winnipeg,   Man. 


Classified  Advertising 


BOOKS    WANTED. 
pOPE,     "LIFE     OF     SIR    JOHN     MACDON- 

L  aid";  Wiliison's  "Life  of  Sir  Wilfrid 
Laurier,"  2  vols.  ;  Begg's  "History  of  North- 
West, "  3  vols.;  Scott,  complete  set  (buckram)  ; 
Wild's  "Lost  Ten  Tribes"  Albert  Britnell,  263 
Yonge    St.,    Toronto. 

PRICE'S  "ULTRA  VIRES"  (law  book):  JIM 
Bunt:  "Book  of  Knowledge,"  12  vols.; 
Smith.  "History  of  Canada,  1815";  "Geology 
of  Canada,  1866-69,"  1  vol.  ;  Ballantyne's 
"Mutiny  of  the  Bounty";  De  Moine,  "Maple 
Leaves,"  3rd  series :  "Hochelaga  Depicta. 
1839" ;  Pope,  "Life  of  Sir  John  A.  Macdon- 
ald."  Thorburn  &  Abbott,  113  Sparks  Street. 
Ottawa.  Canada. 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  iisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 

LET    US    HELP    YOU 

CECURE  DESIRABLE  MERCHANDISE  AT 
the  right  price.  If  you  desire  to  save  time 
and  money  on  your  buying  you  must  be  re- 
presented in  New  York.  A  great  amount  of 
service  at  a  very  small  cost.  Better  write  us 
to-day.  Associated  Buyers.  309  Broadway, 
New  York.   N.Y. 

OFFICE    SUPPLIES 

,JAX  PATENT  FILE  WRAPPERS— FOR 
legal  papers  specifications,  contracts,  etc., 
sample  with  prices  on  request.  Desaulniers. 
Moline,     Illinois. 


AJ 


WANTED— FOR  MY  CITY  BOOKSTORE— 
an  energetic,  intelligent  and  trustworthy 
man  as  salesman.  To  the  right  man  this  is  an 
exceptional  opportunity  for  advancement. 
Apply  to  Albert  Britnell,  "The  Bookshop  of  a 
Thousand  Wonders,"  263-265  Yonge  Street. 
Toronto. 


Otto  Sauer  Series 

German,  French,  Spanish 
and    Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

85  Fulton  Street,   New  York  City 
Liberal  Discounts  to  the  Trade 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall,  M.D.,  Ph.D.,  assisted 
by   Jeanette    Winter   Hall. 

RELIABLE    —    SCIENTIFIC    —    CORRECT 

Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have — Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  Illustrated.  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 

266  King  Street  West       -       Toronto.  Canada 


HARTFIELD'S 

Sterling   Conversion 
Tables 

Sterling  into  American  Currency  and 
Vice  Versa 
Exchange  from  $4.50  to  $4.99  advancing  by 
single  cents,  including  the  decimal  equiva- 
lents of  32ds,  20ths,  16ths,  8ths,  4ths  and  Ms 
of  a  cent,  with  a  range  of  Sterling  Amounts 
from  Id.  to  19/1  Id.  advancing  by  Id.  £1  to 
£99   advancing  by  £1,  and   £100  to   £10,000, 

advancing    by    £100 
CONTAINING   ALSO   TABLES   COVERING 
Discount    and    Interest 

Interest   Differences 

American   Par  Values 

Canadian   Par  Values 

Brokerages 

For    quick     reference    a     reinforced     linen    flat 

cut-in    index    is    provided    down    the    edge.     As 

the  cover  is   raised,   the   index   catches  the  eye. 

Price,    $10.00    per   copy,    net. 

Computed    and    Published    by 

JOHN   W.   HARTFIELD 

Compiler,    Printer   and    Publisher   of 

CABLE   CODES   and   TELEGRAPH   CIPHERS 

AH  Codes  Supplied.      Correspondence  Solicited. 

NEW  YORK  PRODUCE  EXCHANGE 

BUILDING, 

New   York   City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All    good    titles   and   full 

of  colour. 

Full  list  on  application. 

2  Amen  Corner         London,  E.C.  4 

ENGLAND 
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GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


WINNING  THE  BUYER'S  FAVOR 

H^HE  best  possible  buyer  is  not  made  an  actual  buyer  at  a  single  step  It  is 
"*■  one  thing  to  win  the  buyer's  fav  or  for  an  article  and  another  to  make 
adjustments  incident  to  closing  the  sale.  Winning  the  buyer's  favor  is  the 
work  of  trade  paper  advertising.  Under  ordinary  conditions  it  should  not  be 
expected  to  do  more. 


INDEX  TO  ADVERTISERS 


Albermarle    Paper   Mfg.   Co 23 

Allen,  Thos 45 

American  Lead  Pencil  Co 4 

American  News  Co.,  Ltd 19 

Automatic  Pencil  Sharpener  Co 82 


Baker,  Chas.  W 

Bemister,  H.  A 

Binney  &  Smith  Co. 
Boorum  &  Pease  .... 
Bowater    &     Co.,    Ltd. 


81 

82 

6 

2 

85 

Bradford,    John     .                 85 

British     Drawing     Ink     &     Adhesive 

Mfg.    Co 18 

Brown    Bros.,   Limited    2 

Briggs,   Wm 21-34-35-86 

Buntin,    Gillies    &     Co Back    cover 

Blake,  W.  E 83 

Cairns,    Bernard     84 

Cane    &    Sons,  Limited,  Wm 18 

Caribonum   Co.,  Ltd 82 

Carter's    Ink    Co 79 

Climax    Baler    Co 84 

Copp,    Clark    Co.,    Ltd 13-40-84-85 

Coombes,  R.  A 81 

Cooper,   S.   P 81 

Dawson,   Ltd.,    W.    V 7 

Dent   &    Sons,  J.   M 44 

Dominion   Blank   Book   Co 17 


Eaton,  Crane   &   Pike   Co.    .  . 

Eaton-Dikeman   Co 

Elbe    File    &    Binder    Co..  .  . 
Esterbrook    Pen    Manfg.    Co. 


23 

87 

85 

9 


Farrell  &  Hosinger  Co 82 

Financial  Post  of  Canada    16-88 

Fulton  Specialty  Co 82 


Gale   &    Polden    

Gilbert-Menzies  &  Co. 


A.  C. 


86 
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Goodchild,    Fred.    D 43 

Gordon  &  Gotch    41-48 

Gundy,  S.  B 47 

Hartfield,  John   W 80 

Heath,  John,   &   Sons    20 

Hegone    Studios    84 

Hendry    Co.,   Ltd.,    Geo.    M 79 

Inside   back   cover 

Higgins  &  Co.,  Chas.  M 

Hinks,    Wells    &    Co 88 

Hilton    &    Co.,   W.   H 19 

Hoffman,  L 85 

Hodder   &    Stoughton,   Ltd 36-37 

Hurst,   Aubrey    0 1 


Imperial    News    Co.,    Ltd. 

Irish,  G.  L 

Irving-Pitt    Mfg.    Co.    ... 


Kimpton    Co.,    Edward 


5 

85 
3 


Langton,    Thomas     32-33 

Languages 86 

Law    Books,   Ltd 86 

Luckett  Loose  Leaf  Co.,  Ltd 8 

Mabie,  Tod  &  Co Front  cover 

MacDougall    &    Co.,    Ltd.,   A.    R 11-49 

MacLean's    24 

MacMillan   Co.  of  Canada    42 

McClelland,     Goodchild     &     Stewart, 

Ltd , 26-27-28-86 

McLeod,  Ltd.,  Geo.  J 30-31 

McFarlane,   Son    &   Hodgson,   Ltd..  .  .      85 

McKinley    Music    Co 22 

McCready   Publishing  Co 20 

Marshall,   Percival,   &   Co 18 

20 

85 


Moore  Push  Pin  Co 

Meyers,  Fred   J.,  Mfg.    Co 

Mittag    &    Volger,    Inc 

Inside  back  cover 


Modern   Pen  Co 23 

Monarch   Paper  Co.,  Limited X-i 

Musson   Book   Co.,  Ltd 38-39 

Nelson   &   Sons,  Ltd.,  Thos 29 

National    Cash    Register    Co....  15 

Nelson,   C.   R.   &   W.  A 19-79 

O.K.    Mfg.    Co 22 

Packard   Bros 84 

Page    Co .  47 

Philco     Publishing     Co.     ...  23 

Ramsay   &    Son    Co.,   A 88 

Reliance    Ink    Co 88 

Rikko  Art  Co 48-83 

Rockhill  &   Vietor   88 

Scarborough    Co.  of  Canada 85 

Schoenhof  Book  Co 82 

Sinclair   &   Sons,   Ltd.,   Wm 84-22 

Stafford,  S.  S.,  Inc 20 

Standard    Paper    Mfg.    Co 22 

Standard  Novelty  Mfg.  Co 83 

Toronto    Trophy    Craft    Co 20 

Torcan   Fancy   Goods   Co..   Ltd 12 

Up-to-date   Advertising    Co 85 

U.S.   Playing   Card   Co 14 

Victory  Loan  Committee 10 

Volger  Mfg.  Co.,  Inc.,  B.  S 83 

Warwick  Bros.   &   Rutter,  Ltd 

Inside  front  cover  46 

Waterston    &    Sons,    Ltd.,   Geo 84 

Weber  &   Co.,  F 82 

Weeks  Mfg.  Co.,  Frank 84 

Weldon   Roberts   Rubber  Co 79 

Wilde    Co.,    W.    A 48 

Wvcil     &     Co 86 
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CALENDAR  PADS 


1919 


Monday 

15 


All  Popular  Styles 


PARAGON  INKSTAND 


Crystal  Glass,   Rubberoid  Tops 
Attractive  -Sensible 

THE  NATIONAL  RULER 


PAT.  APLD.  FOP 


Thin  Flexible  Steel  and  Rubber 

12,  IS,  18,  21  and  24  inches 

The  Brown  Brothers 

LIMITED 

Simcoe  and  Pearl  Streets 

TORONTO 


Pat.   May   13,    1913 


This  is  the 

"F-B" 

Loose   Leaf 

Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
di  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


RELIANCE  INKS 

are    noted    for  their  rich  color 
and  easy  flow. 

RELIANCE   "GRIP" 

The  strong  fluid  paste,  which 

never   dries   out,    is   a    profit 

maker.     Write  for  prices. 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,   MAN. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton,  London.  Eng. 

A.RAMSAY  &  SON   C° 

ESTD.   1842.    MONTREAL. 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  pen  will  prove  a  mighty 
fine   seller  for   every   live   dealer. 

ROB    ROY    PEN 

HINK.S, WELLS  &  C< 
.■■■-^■■■.■iiiK.- 


Be  sure  to  see  samples  before  you  order  your  new  stock.    You'll 


find  our  prices  are  right. 


Hinks.  Wells  &  Co.,  Birmingham,  Eng. 
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'  M.   A   M. 


CARBO 
pAper 


.T*0  *  VOLQER, 


"M.&M."  Non-Smutting 

Typewriter  Carbon  Paper 

Favorably  known  on  the  mar- 
ket for  20  years  and  sold  on 
its  merit  as  representing  a 
guaranteed  standard. 

You  can  honestly  recommend 
"M.  &  M."  N  o  n  -  S  m  u  t  ting- 
Typewriter  Carbon  Paper.  It 
will  give  satisfaction. 

Adapted  for  making  one  to  six 
good  copies.  Made  in  Black, 
Blue,  Purple,  Green,  Yellow 
and  Red. 

MITTAG  &  VOLGER,  Inc. 

Principal    Office    and    Factory  :     Park    Ridge,    N.J.,  U.S.A. 
Agencies  all  over  the  world. 


iiiiiiiiiiiiriiiiiiiiiiiiiiijiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiii! 


Fine  Inks  and  Adhesives 

FOR  THOSE     m      WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago,    London 


271    Ninth  St. 
BROOKLYN.  N.Y. 


THE  BIG  SELLER 

NOW  READY 


AND  PUBLISHED  BY 


GORDON  &  GOTCH,  Limited 

136  BAY  ST.     -     TORONTO,   CAN. 
15  ST.  BRIDE  ST.,  LONDON,  ENG. 
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cinfinv  Gillie 

Hamilton 


Canada 


Snapshot  Albums 

Amateur  photos  suitably  mounted 
make  one  of  the  most  popular  forms 
of  Christmas-giving. 

For  the  Holiday  Trade  we  have  a 
complete  line  of  bound  and  loose- 
leaf  albums  in  Paper,  Cloth,  Lea- 
therette and  Leather  bindings. 


Desk    Calendars 

Jewel,  Daisy  and  Daily  Calendars 
for  1919  are  now  in  stock.  Order 
earlv  while  thev  last. 


Stephens    Ink 

A  long-expected  shipment  has  just  come  to  hand.  Order 
now  while  the  assortment  is  complete  and  before  the  frost 
comes. 

Buy    Victory    Bonds 


Hamilton 


l.ll  Vi 


&tnm 


AND 


OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to   the   Book,  Stationery  and  Kindred 
Trades,  and  for  thirty-three  years  the  recognized  authority  for  those  interests. 


VOL.  xxxiv. 


PUBLICATION      OFFICE:"!,  TORONTO,     DECEMBER,      1918 


No.   12 


BLANK   BOOKS 

Built  up  to  a  standard  not  down  to  a  price.  In  all  our 
blank  books,  from  the  lowest  priced  to  the  more  costly 
bindings,  quality  is  paramount. 

WARWICK    BROS.    &    RUTTER,    LIMITED 

MAKERS    OF    HIGH-GRADE    BLANK    BOOKS 

TORONTO 


MO  OK SELLER      AND     STATIONER 
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The  trade  mark,  thai  safeguards 

you  against  inferior  quality 

and  under  value. 


[roSfbon  HM  Fnnaiiglln 

Is  quite  in  accord  with  fashion's  trend 
towards  plain-finished  stationery. 

The  little  differences  of  shape  and  cut, 
finish  and  color,  make  all  the  difference 
in  the  world. 

Krofton  Kid  Finish  is  correct 

Manufactured  in  Canada 

WARWICK  BROTHERS  &  RVTTER,  Limited 
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GOODALL'S  ENGLISH  PLAYING  CARDS 

The  Playing  Card  Season  is  Here 
Are  You  Ready  for  It? 

Card  lovers  everywhere  consider  Goodall's  English  Playing 
Cards  the  acme  of  artistic  elegance. 

A  stock  of  these  popular  cards  will  put  you  right  in  line 
for  a  big  share  of  the  winter  demand  for  playing  cards. 

The  Goodall  variety  is  almost  unlimited — Imperial  Clubs 
— Whist.  Colonials — Gold  Edges,  Linettes.  Both  Stan- 
dard and  Whist  sizes.  Salons— Society — Sultan  and 
Patriotic   Series. 


Aubrey  O.  Hurst 

Represen  ta  five 
32  Front  St.  W.  Toronto 


You     can     satisfy    the     most    particular    with 

"PRINCESS" 

-the  Blotting  of  Quality 

Good  blotting  is  always  saleable  because  most  people 
realize  that  in  Blotting  Paper,  as  in  most  other  things, 
the  Quality  line  is  always  the  cheapest. 

PRINCESS  BLOTTING  is  a  high-priced  line,  but  the 
one  blotting  to  recommend  to  your  customers  who  seek 
the  best. 

There  are  eleven  bright  standard  colors  in  the  Princess  line :  Moss 
Green,  Grey,  Golden  Rod,  Purple,  R.  E.  Blue,  Scarlet,  Cadet  Blue,  Black, 
Harvard  Red,  Brown  and  White. 

Any  of  the  leading  paper  dealers  in  Canada  can  supply 
you  with  "Princess"  Blotting.  Get  in  stock  now  and 
note  how  well  it  will  sell. 

RICHMOND    PAPER    MANUFACTURING    CO. 

RICHMOND.  VA..  U.S.A. 


BOOKSELLER      AND      STATIONER 


CANADIAN 
ACCOUNT  BOOKS 

Full  Line  of  Every  Kind, 
Size  and  Quality. 


Ledgers 
Journals 
Cash  Books 
Day  Books 
Minute  Book 
Balance  Books 
Column  Books 


OUR  SPECIALTY 


Loose  Leaf 
Ledgers 

Binders  and 
Specialties 

Memorandum 
Address  and 
Price  Books 


Simcoe  Loose  Leaf 
PHOTO  ALBUMS 

the  BROWN  BROTHERS, 


LIMITED 

Manufacturers 

Simcoe  and  Pearl  Streets, 


TORONTO 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office   and  Factory: 

ALBERT    WORKS 

Otley,   Yorks,    England 


LONDON:-22. 


P.Jerno.ter    Raw.   E.C.  4 


Now  for  Canada 
Full  Speed  Ahead! 

There  is  sure  to  be  a  big  demand  this 
year  of  Peace,   for  the   1919  Edition  of 

5,000  Facts  About  Canada 

as  compiled  by  Frank  Yeigh ;  12th  year  of 
its  issue.  Growing  in  favor  and  popularity 
every  year. 

Glasgow  Herald— "The  'o,000  Facts  About 
Canada'  contains  a  very  great  deal  in  small 
space." 

Mon f real  Star — "The  'Facts'  constitute  a 
remarkably  handy  little  volume,  and  for  a 
price  that   i.s  next  to  nothing." 

Toronto  Star — "Everybody  should  have  a 
copy  for  himself  and  a  few  more  for  distri- 
bution. It  should  be  a  practice  to  hand  one 
to  every  visitor  to  Canada,  and  to  mail  them 
to  other  countries  wherever  they  mav  do 
good." 

Order  now  from  your  News  Company  so 
as  to  stock  up  as  soon  as  they  are  off  the 
press,  or  from 

The  Canadian  Facts  Pub.  Co. 

588  Huron  Street,  Toronto 


BOOKSELLER  AND  STATIONER 


CHRISTMAS   GIFTS 

that  live  the  whole  year  thru 


|  LOOSE  |      l-i^p-EAr  1 


Memo  Books 


The  unique  arrangement  of  the  I-P  Diary,  the  convenient  daily  index 
for  quick  reference,  and  the  fact  that  extra  leaves  can  be  added  make 
it  an  exceptionally  attractive  gift.     It  is  bound  in  Genuine  Morocco. 


[5osa|-pn 


Diaries 


The  high-grade,  loose-leaf  I-P  Memo  Book  in  Morocco  binding  has  long 
been  one  of  the  standard  offerings  at  Christmas  time.  It  is  a  useful 
gift  and  one  that  is  always  appreciated  by  the  recipient,  whether  man 
or  woman. 


EoosgJ-p^rAn 


Military  Note  Books 


Although  designed  primarily  for  the  use  of  men  in  the  service,  the  I-P 
Military  Note  Book  is  sure  to  find  a  permanent  place  in  peaceful  times 
as  the  personal  note  book  of  the  busy  man  of  affairs. 


iroosfl|-prrw] 


Recipe  Books 


The  man  who  is  seeking  a  useful  gift  for  a  wife,  mother  or  sister  that 
is  enthusiastic  over  her  skill  in  the  culinary  art,  will  be  instantly 
attracted  by  the  idea  of  giving  a  loose-leaf  recipe  book  for  the  classifi- 
cation of  her  favorite  recipes. 

Coosa  |.prLEAFi 

This  year,  as  never  before,  the  intelligent  buyer  will  turn  away  from 
valueless  baubles  to  the  more  substantial,  service-giving,  useful-the- 
year-round  sort  of  presents,  such  as  the  time-tried  and  proven  I-P 
specialties  described  above.  We  shall  have  some  good  display  features 
for  these  lines.     Ask  about  them. 


IRVING-PITT  MFG.  CO. 


Kansas  City 


Chicago 


New  York 
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THE  STATIONERS  OF  CANADA 

have   our  appreciative   thanks   for 

the  Increased    Business    They    Have 

Entrusted  Us  With   During  1918  and 

such  are  our  plans  for  the  coming  year  that 

we  confidently  look  forward  to  still  greater 

achievements  in  1919  with 

Canada's  Premier  Line 

of 

Blank  Books  and  Loose  Leaf  Specialties 


% 


School  Exercise,  Practice  and  Scribbling  Books, 
Envelopes,  Typewriter  Papers,  Writing  Tablets 

and    other    Stationery    Lines    made    at    the 

Dawson  Works. 


The  Line  of  Unexcelled  Value  and 
The  House  of  Paramount  Service. 

May  Your  Christmas  Trade  Exceed 
All  Previous  Records  is  th( 
Sincere  Wish 


J 
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Montreal 


Toronto 
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MAGAZINE  BINDERS 


Many  renew  their  subscriptions  for  magazines  at  the  first  of  the  year. 
Many  are  giving  magazines  as  Christmas  presents.  What  could  be  more 
appropriate  than  a  Binder  to  hold  the  magazine?  We  can  furnish  them 
for  one  copy  or  for  several,  and  for  practically  any  publication.  There 
are  NINE  standard  sizes,  each  in  FIVE  capacities  and  TWO  bindings. 

A  MULTIPLE  MAGAZINEJJBINDER  FOR 
EVERY  PURPOSE 

Since  we  first  advertised  this  Binder,  a  few  months  ago,  we  have  sold 
hundreds.  They  have  gone  to  Libraries,  Law  Libraries,  Law  Firms,  the 
different  departments  of  Civic,  Provincial  and  Dominion  Governments, 
Private  Individuals,  etc. 

THE  FIELD  HAS  JUST  BEEN  TOUCHED 

The  possibilities  are  almost  unlimited.  The  idea  is  a  new  one,  and  it 
appeals  to  every  one.  It  is  NOT  necessary  to  punch  the  publication.  A 
flat  steel  wire  fits  through  the  center  and  over  a  post  at  each  end.  The 
magazine  can  be  inserted  or  removed  in  30  seconds. 

THIS  BINDER  WILL  MAKE  FRIENDS 

FOR  YOU 

It  is  just  what  many  of  your  customers  have  been  looking  for,  and  they 
will  thank  you  for  calling  their  attention  to  it.  Order  one  to-day  for 
demonstration  and  ask  us  for  prices  and  sizes. 

OUR  LINES: 

Memos,  Price  Books,  Ring  Books,  Note  Books,  Ledgers,  Sectional  Post 
Binders,  Solid  Post  Binders,  Sheet  Holders,  Diaries,  Recipe  Books, 
Address  Books,  Desk  Pads,  Punches,  Ledger  and  Post  Binder  Metals. 
Everything  Loose  Leaf. 

MADE  IN  CANADA  and  made  RIGHT  by 


S*SPM3 


Luckett  Loose  Leaf,  Limited 


SteWlinG 


539-543  King  Street  West 


TORONTO 
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Choose 

Gifts 

Carefully 


Efficiency  in  buying  is  a 
term  that  may  have  rather 
a  heartless  sound,  associ- 
ated with  Christmas. 

There  should  be  no  re- 
straint in  making  it  a  hap- 
py time  for  all,  but  it  is  a 
fact  that  more  lasting 
pleasure  can  be  given  if 
gifts  are  wisely  chosen. 

By  choosing  s  o  m  e  t  hing 
that  does  not  perish  in  a 
few  days  or  a  few  months, 
but  will  last  for  years,  the 
feeling  of  appreciation  in 
the  mind  of  the  recipient 
will  be  similarly  long- 
lived. 


MABIE,    TODD    &    CO. 

473  College  Street  Toronto 
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JHE   DOMINANT    DOMINION   I  INE 


CANADIAN  Commercial  Stationers  who 
sell  DOMINION  LINE  Account  Books  have 
nothing  to  fear  from  competition.  The 
high  quality,  the  great  range  of  styles,  sizes 
and  prices,  and  the  prompt  service  ren- 
dered— here  are  the  reasons  why  DOMIN- 
ION dealers  dominate  their  local  markets. 
THE  DOMINION  LINE  of  Loose  Leaf 
Books  affords  a  complete  selection  of 
Ledgers,  Transfer  Binders,  Ring  Books, 
Price  Books  and  Memos,  with  the  variously 
ruled  sheets  for  use  with  these  devices. 
Compare  these  products  with  similar  lines, 
and  note  the  superior  designs,  finish  and 
materials  of  DOMINION  Loose  Leaf  Goods. 


DOMINION  BOUND  BOOKS  are  very  sub- 
stantially made.  The  paper  is  first-class, 
the  rulings  clear  and  perfect,  the  bindings 
do  not  split  between  sections,  the  pages 
may  be  erased  repeatedly  without  marring 
the  surface. 

ESPECIAL  attention  is  called  to  the  DO- 
MINION Full  Bound  and  Half-Bound 
Ledgers,  Journals  and  Cash  Books,  Indexes 
of  all  sizes,  shapes  and  thicknesses,  memor- 
andums bound  in  real  leather,  or  the  beau- 
tiful and  long-wearing  Texhide  and  Do- 
minion Non-Blurring  Copy  Books.  Custom- 
ers secured  by  these  goods  will  never  be 
satisfied  with  anything  else. 


You  get  all  the  dealer's 
profit.  We  never  sell  to 
consumers. 


PI 

^ 

m 
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Build   a   permanent   and 
profitable   trade   on   the 

f~     Dominion  Line  of  Blank 

_r      Books. 


INDEX 


DOMINION  gLANK  £0,   RERTHIERVILLE,  P.Q. 
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Let  This  Silent  Salesman 
Work  For  You 


B&P"  PR1CE  BOOKS 

U».    1.50     2.50 

Assortment  No.  "N" 

AN  INNOVATION  IN  LOOSE  LEAF 
PRICE    BOOK   MERCHANDISING 

Of  the  many  new  additions  to  our 
line,  this  assortment  idea  of  merchan- 
dising Loose  Leaf  Price  Books  has 
proven  the  most  popular. 

The  assortment  consists  of  ten  of 
the  best  selling  sizes,  all  standard 
gauges,  each  book  complete  with 
sheets  and  index. 

6  Complete  Books,  Sheet  size     6%  x  3% 

2  "  "  "         "      8V8  x  SV8 

2  "  "  "         "    11       x8Va 

Packed  in  a  strong,  wooden,  oak- 
finished  box,  requiring  very  little 
counterspace  and  displaying  the 
books  to  the  best  possible  advantage. 

The  covers  are  bound  in  flexible 
seal  grain  Fabri-Buff  and  Art  Leath- 
er, which  looks  better  and  wears 
better  than  the  ordinary  leather  of 
to-day. 

The  fillers  are  in  popular  rulings, 
and  as  the  sizes  are  standard,  any 
style  ruled  sheets  may  be  used. 

Additional  books  to  replenish  the 
assortment  box  are  carried  in  open 
stock. 

Send  us  your  order  for  this  profit- 
able assortment  box  "N"  to-day. 

Boorum  &  Pease  Company 

Hudson  Ave.  and  Front  St.,  Brooklyn,  N.Y. 

Salesrooms: 

109-111    Leonard   Street  Republic  Building 

New  York  Chicago,   111. 

Old     South     Building  4000    Laclede   Avenue 

Boston,    Mass.  St.    Louis,   Mo. 


The 

Four 

Leading 

Lines  in 

Letter 

Files 


Spring 
Quick 


THE  "REGENT"  LEVER  FILE 
Packs  Flat. 


ROTAX 

Clip 

KISMET 

Binder 
FALINGE      Flat 

File 

REGENT     Lever 
File 

(Packs  Flat) 

Specially 

Designed    for 

EXPORT 


Manufactured  by 


W.  H.  HILTON  &  CO. 

VEROTAX  WORKS,  ROCHDALE,  England 

Catalogues  and  Samples  on  application. 


"WORLD"   Blotting 
Speaks : 

"/  am  'WORLD'  Blotting.         I  cover  the  earth. 

"Princes  and  potentates,  the  wealthy  and  powerful,  the 
great  of  every  clime,  use  me  every  day.  I  lie  on  the  desk 
when  the  fate  of  men  and  of  nations  is  being  decided.  The 
treaties  that  from  this  scourge  of  war  will  bring  peace 
and  happiness  to  lands  now  devastated  will  be  negotiated 
in  my  presence  and  bear  my  final  imprint. 

"The  captain  of  industry  and  the  private  in  the  ranks 
of  trade  depend  on  my  help.  Weighed  in  any  balances,  I 
am  not  found  wanting.  No  human  emotion  is  expressed  in 
writing  without  my  sanction.  Sympathy,  encouragement, 
affection,  I  make  clear,  vital  and  permanent  every  day.  I 
live  my  life  under  the  eyes  of  all  sorts  and  conditions  of 
men.  They  can  not  escape,  if  they  would,  the  message  I 
convey. 

"May  I  not  bear  your  message  and  your  customers'  to 
those   busy   toilers    who    are    my    constant    friends?" 

MAKERS: 

The  Albemarle  Paper  Mfg.  Co. 

RICHMOND,   VA.,  U.S.A. 
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BRITISH 
Drawing  Inks 

MANUFACTURED    IN     19    COLORS 


ySARITAl  &  LA30JJir) 
TRADE  MARK 

FOR 

Draughtsmen 

Engineers 

Architects 

Artists 

Schools 

etc.,  etc. 
Used  in  all 
Government 

Works, 
Naval  and 

Military 

Th« 


Made 
in 
All 
Sizes 


[8HITISHW  DRAWING  I* 


British  Drawing  Ink  &  Adhesive  Mfg.  Co. 


31Great  Onnond  Street 


LONDON,  W.C.I. 


Rare  beauty  and  exquisite 
richness  are  given  full  expres- 
sion in 
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ranes 


(THE  CORRECT  WRITING  PAPER! 


One  quality  only — but  offering 
a  wondrous  selection  in  styles., 
finishes  and  tints  approved  by 
Fashion's  latest  mandates. 

Eaton,  Crane  &  Pike  Co. 

Pittsfield,    Massachusetts 

Toronto  Office  :   266-268  King  Street  West 


Pen  Department 


The  most  for 
the  least  outlay. 
Esterbrook  Counter  Dis- 
play  Case   makes  your 
pen    business   profitable 
and  satisfactory. 
Write  for  in  for  million. 

Esterbrook  Pen  Mfg.  Co. 

18-70  Cooper  St., 

CAMDEN,  N.J. 

Canadian    Agents  : 

BROWN  BROS.  LIMITED 


Esterbrook  Pens 


The  Trade  Mark  of 
Quality  Merchandise 

This  brand  on  your  next  stock 
of  fine  stationery  will  be  a  guar- 
antee to  you  of  the  very  utmost 
in  quality  and  an  assurance  of 
genuine  customer  satisfaction. 
Order  now  from  the  Up-to-date 
House  of  the  West. 

CLARK  BROS.  &C0.,Ltd. 

WHOLESALE  STATIONERS 

WINNIPEG  and  EDMONTON 


KOOKSELLER      AND      S  T  A  T I 0 N E  R 

The  John  Wanamaker  Store,  Philadelphia 


• 
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The  John  Wanamaker  Store,  Philadelphia.  One 
of  the  largest,  one  of  the  busiest,  one  of  the  most 
perfectly  conducted  department  stores  in  the  world 


10 


The  Grand  Court  in  the  John  Wanamaker  Store, 
Philadelphia.  Thousands  of  merchants  visit  this  ar- 
cade every  year  to  see  how  business  is  being  handled 


BOOKSELLER      AND     STATIONER 


John  Wanamaker  buys  100 

more  National  Cash  Registers 
to  meet  the  present-day 
shortage  of  help. 

Mr.  Wanamaker  says: 

"A  large  number  of  people  have  been  taken  out  of  the  big  stores. 
The  men  have  enlisted.  The  women  have  gone  into  Red  Cross 
work  and  nursing. 

'We   are    able    to    fill    some    of    their    places    with     improved    cash 
registers.     This  frees  many  persons  for  war  work." 


Mr.  Wanamaker's  statement  that  cash 
registers  save  labor,  is  based  upon  crit- 
ical investigation  and  upon  experience 
with  N.C.R.  Equipment  extending  over 
many  years. 

His  recognition  of  the  labor-saving  quali- 
ties of  modern  National  Cash  Registers 
is  plainly  shown  by  a  contract  he  has  just 
placed  for  nearly  $100,000.00  worth  of 
machines.     This  order  calls  for    100    of 


our  latest  model  clerk-wrap  registers.  I* 
is  the  largest  single  order  ever  placed  with 
us  for  one  store. 

The  high  character  of  Mr.  Wanamaker's 
stores,  the  careful  tests  made  by  his 
executives,  and  the  size  of  his  orders, 
combine  to  make  his  personal  endorse- 
ment extremely  important  to  other  mer- 
chants strupgling  with  the  present-day 
shortage  of  help. 


The  National  Cash  Register  Company  of    Canada,    Limited,   Toronto,  Ont. 
Offices  in  all  the  principal  cities  of  the  world 
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OUIJA 


Dealing  with  the  mysterious 
and  the  occult.  There  never 
was  a  period  in  the  flight  of  time 
when  humanity  has  striven  more 
to  peer  into  the  unknown  than 
the  present. 

OUIJA  IS  THE  MEDIUM 

Selling  better  then  ever.  Are 
you     holding    up    your    end? 

Large  size   $18.00  doz. 

Small  size   10.80  doz. 


DOMINION 


OFFICE 

and 
POCKET 


DIARIES 


NOW   READY 


(<anaDia^ 
/\lma^ac 

1919 


CANADIAN  ALMANAC  for  1919 

Seventy- Second  Year 

The  usual  general  information  has  been 
brought  up-to-date,,  and  in  addition  the 
Canadian  Almanac  will  contain  a  SHORT 
HISTORY  OF  THE  GREAT  WAR,  giving 
accurate  dates  of  all  the  principal  events  of  the 
struggle. 

568  pages.    Bound  in  Full  Cloth,  Gilt  Title. 
RETAIL  PRICE,  $1.50  NET. 
Liberal  Trade  Discount. 
You  should  at  least  double  vour  last  year's  sales. 


The  Copp,    Clark   Co.,   Limited 


TORONTO 
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MODEL  "D" 


Serving  Trays 

From  $2.25  to  $10.00 

Portable  and  Floor 
Lamps 

From  $3.00  to  $25.00 

Clocks 

From  $6.00  to  $10.00 

Silver-Plated  Tea 

Sets 

Bon  Bons 

Fruit  Bowls 

Cake  Plates 

From  $1.50  to  $10.00 

Cut  Glass  Water 
Sets 

Berry  Sets 

Bon  Bons 

Spoon  Trays 

Vases,  etc. 


Genuine  mahogany  or  fumed  oak  cabinets 
19"  x  21%"  x  44"  high.  All  wood  tone  cham- 
ber specially  constructed  giving  extra  full 
tone.  Extra  strong  double  spring  motor 
with  frame  of  gray  iron  casting,  strong  and 
rigid  design.  Plays  any  three  10"  or  two 
12"  records  with  one  winding. 

Universal  tone  arm  with  patented  spring 
device  which  regulates  weight  of  tone  arm. 
Plays  all  makes  of  records  with  the  great- 
est perfection. 

SPECIAL  FEATURE 

Patented  reproducer  with  composition 
diaphragm  and  magnetic  attachments,  giv- 
ing wonderful  full  volume  of  tone  without 
any  trace  of  blasting.  Columbia  automatic 
stop. 

Retail  Price,  $125.00 

Plus  io%    War  Tax 


Angelus 
Phonographs 

Table  Models 

At  $12.00  and  $30.00 

Cabinet  Models 

At  $38.50  and  $62.50 


We  also  carry  a  large  and 
well-assorted  stock  of 

Emerson, 
Silvertone 
and 
Winner 
Records 


Good  List  of 
Selections 


TORCAN  FANCY  GOODS  CO.,  LIMITED 

77   BAY  STREET,  TORONTO 

(THE  HOUSE  OF  SERVICE) 

Maritime  Representative  :    W.  PATTERSON,      -      86  Waterloo  Street,  St.  John,  N.B. 

WRITE  THEM  ANY  TIME 
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How  are  Your  Card  Sales  Going? 

Take  a  look  at  your  stock  and  make  sure  that  it  is  complete. 
It  may  have  been  depleted  during  the  last  few  days,  for  cards  are 
moving  faster  this  winter  than  we  have  ever  known  them  to. 


BICYCLE1™ 


AND 


CARDS 

PLAYING 
CARDS 


are  selling  exceptionally  well.  They  offer 
an  out-of-the-ordinary  merchandising  op- 
portunity to  the  dealer  who  wishes  to  drive 
his    business    energetically.    With    living 

costs  so 
high,  and 
so  many 
dema  nds 


Here  are  two  advertisements 
very  much  reduced  from  the 
original  size  which  are  appear- 
ing in  the  greatest  of  the  na- 
tional magazines.  They  will 
reach  30  000,000  people.  At  least 
one-third  the  population  of  your 
town    will    see    them. 


being  made  on  every  pocketbook — inex- 
pensive amusement  is  wanted  everywhere. 
Advertise  cards — not  merely  as  cards,  but 
as  a  fascinating  amusement,  300  different 
games  for  the  price  of  a  single  deck. 

It  pays  especially  to  devote  your  win- 
dows, counters  and  newspaper  space  to 
Bicycle  and  Congress  playing  cards.  They 
already  have  wide  prestige.    Most  players 
ask  for  them.     All  accept 
them.    When  you  call  at- 
tention to  the  fact  that  you 
handle   them,   you   direct 
immediately  to  your  store 
everyone  who  has  been  in- 
terested by  a  very  exten- 
sive advertising  campaign 
in  the  national  magazines. 

Send    now   for" price-list 
and  sample  backs. 

The  U.  S.  Playing  Card  Co. 

Department  4 

WINDSOR,  CAN. 
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"ALWAYS   SOMETHING   NEW" 

The  Rumsey  Line 

of 

Christmas  and  New  Year 

POST  CARDS,  FOLDERS 
AND  BOOKLETS 

What  is  nicer  for  Christmas  or  New  Year's  than  a  pretty  greet- 
ing card.  These  can  be  had  in  endless  variety,  to  suit  every  taste 
or  fancy,  in  a  large  range  of  subjects.  These  are  published  in 
either  post  cards,  folders  or  booklets  with  inserts  tied  with  silk 
ribbon;  some  exclusively  Canadian  Patriotic  subjects. 

DAINTY  STEEL  DIE 

SOFT  TONED  OFFSET 

HAND  PAINTED  AND  CELLULOID 

Also  tags,  seals  and  enclosure  cards  for  overseas  parcels. 

RUMSEY  &  CO.,  LIMITED 


1528  Queen  St.  West 


TORONTO,  ONTARIO 
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CHRISTMAS  CARDS 

Tags  and  Seals 

We  have  a  splendid  assortment  of  Tuck's  Booklets  and  Post  Cards 
at  the  popular  retail  prices  of  5c,  10c,  15c  and  25c. 

Booklets  done  up  in  Boxes  of  50s  and  100s,  with  envelopes. 

Look  over  your  stock  again.  There  may  be  some  in  those  grades 
that  you  are  short,  and  a  little  more  variety  will  please  you  and 
your  customers. 

Orders  given  prompt  attention.    We  ship  same  day  as  received. 
"Chums  Annual  Now  on  Sale. 

Imperial  News  Company,  Limited 

348  St.  James  Street 
MONTREAL,    QUE. 


TOYS     BOOKS 

• 

Donohues  Chicago 

McLoughins      New  York 

We  have  a  very  handsome  range  of  these  for  Christmas  trade 
to  retail  at  5,  io,  15,  25,  35  and  50  cents.  Send  for  our  price 
list  or  allow  us  to  send  you  an  assorted  selection.  Every 
book  is  good  and  splendid  value. 

We  have  now  added  to  our  list  of  American  magazines. 
We  can  supply 

McClure's 
Review  of  Reviews 

Imperial  News  Co.,  Ltd-,  Winnipeg 
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A  Record  of  Canadian  Achievement 


E  extend  our  thanks  and 
wish  to  express  our  deep  ap- 
preciation of  the  enthusiastic 
co-operation  of  the  retail 
booksellers  throughout  Can- 
ada in  our  marketing  of 

The  Cow  Puncher.    By  Robert  J.  C.  Stead 

There  are  several  circumstances  which  make  this  achievement  a 
most  notable  one  in  the  annals  of  book  publishing  in  Canada: 
This  novel  is  Canadian-made  throughout — printing  and  binding 
no  importing  of  plates  or  sheets — all  the  workmanship  executed 
right  here  in  Canada. 

These  facts  on  top  of  the  big  central  idea  that  this  novel  is  by  the  native 
Canadian  novelist  who  has  won  first  place  in  point  of  popularity  among  the 
authors  of  our  own  country,  together  with  the  additional  fact  that  it  is  a  well 
rounded  romance,  redolent  of  the  life  of  the  great  Canadian  westland,  put  this 
novel  in  a  class  by  itself  in  the  literature  of  Canada. 

10,000  Copies;  g>olb  Wittyn 
©nt  jfHontf)  of  ^Publication. 

Sales  Gaining  Every  Day 

Better  wire  your  order  for  an  additional  supply  to  assure  your  having  enough 
for  the  speeding  up  of  sales  that  will  gain  in  volume  between  now  and  Christmas. 

Third  edition  now  on  the  press. 

The  Musson  Book  Company,  Limited 

TORONTO 


□□ 
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Good  Selling  Specialties  for  the  Stationery  Trade 

—A  Guide  for  Buying  and  an  Aid  to  Selling- 
Dealers:  Keep  Your  Eye  on  This  Department  for  New  Lines 


"DEXTER" 


T  h  e  highest 
(trade  hand 
f  e  e  d  Pencil 
Sharpener 
made  or  pos- 
sible to  make. 
Equipped  with 
POINT  AD- 
JUSTER 
which  SAVES 
T'E  PENCIL 
produces 
point 


and 


cutting       when 


my 

from    blunt    to 

rine,     stopping 


red    puirit     is    i  roduci  d. 


SHARPENS  ANY  SIZE  PENCIL 


Send  for  Price  List,  it  will  PAY  You 


AUTOMATIC  PENCIL  SHARP.  CO. 

1521  Garland  B.,    Chicago 

Canadian  Representatives 

A.  R.  MacDougall  &  Co. 

68  King  St.  West  Toronto  Ont. 


IS* 


ViOLAPHONE 


PHONOGRAPH  NEEDLE! 

EACH  NEEDLE  WILL  PLAY  10  RECORDSff 


/ddrife^f  is^BE©f  cmdWS 
tnmam  .IrMcco^  ''uebBbq  ■ 


EnczrBg 


E«kCH  NEtoLEWIUPLAY  IO  RECORDS 


I  also  handle  a  semi-permanent  needle  called  the 
Rlac1.!  Diamond  as  well  as  Saftnhin  Balls  foi 
ploying    Paths    an  1    Brr-na*  ies    R(  ci  i  Is. 

Write  for  free  samples  and  dealers  discounts  to-day 


H.  A.  BEMISTER 


10  Victoria  Street 


Montreal 


Artists' 
Material 

Drawing  Material 

Mfrs    since     1854  of  high 

grade  Artists'  and  Schoi  il 

Oil    and    Water    Colors, 

Canvases,  Brushes,Vt  ood- 

enware  Outfits,  Drawing  Tables,  Boards, 

Filing  Cabinets. 

Catalogue  and  sample  books  on  request 

WEBER  &  CO. 


Branches : 
St.   Louis,    Mo. 
Baltimore,  Md. 


FOUNTAIN   PENS 

GRAVITY  STYLOS 

INK  PENCILS 

We  offer  the  trade  new  ideas  in 
merchandise  with  a  guarantee  that 
our  goods  are  right. 

PARAMOUNT  SELF-FILLER 

PEN 

An  excellent  pen,  splendidly  made, 

that    retails    at    $2.50,    allowing    a 

liberal  margin  of  profit. 

GRAVITY  STYLO  PEN 
With    a    new    and    exclusive    self- 
filling  device.     Three  styles  to  re- 
tail at  $1.25,  $1.50  and  $2. 

Prompt    Deliveries    Assured 

FARRELL  &  HOSINGER  CO. 

LAKRY   J.    FARRELL 

GEORGE    N.    HOSINGER 
Manufacturer,   of  FOUNTAIN.   STYLO- 
GRAPHIC  AND   GOLD   PENS 
Canadian    Representative    Wanted. 
63-65   Irving   Street.  Jersey   City.   NJ. 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

$5.00  Per  Month 

on   Yearly   Contract 

Single    Insertion    $7 

A    Good    Live   Page — High 

value    in   publicity   at 

minimum    cost 


WiK*" 


Your    Sales    Increase 

when  you  adopt  our 
Sample-Set  Advertising 

for  more  business  on 
Typewriter  Ribbons  and  Carbons 

It  is  a  direct-to-user  adver- 
tising which  brings  the  pros- 
pect right  to  your  store. 
The  Caribonum  Policy 
is  "  Quality  First  "  and 
stationers  can  therefore  rely 
on  a  line  of  goods  of  such 
standard  quality  and  uni- 
formity as  puts  them  in  a 
position  to  permanently  re- 
tain the  trade  of  every  cus- 
tomer who  once  uses  the 
goods. 

Gift  Us  A  Trial. 

CARIBONUM  COMPANY,  LIMITED 

54  Wellington  Street  East,   Toronto 


Pugh  Specialty  Co.,  Limited 

38-42  Clifford  Street 
TORONTO  -  CANADA 

Manufacturers  and   Manufacturers' 

Agents. 
French     Ivory    (Made    in    Canada). 
Photo       Frames,       Boxes,       Toilet 
Art  clcs   and    Novelties. 
Booklets,   Post   Cards,   etc.,   for   all 
seasons   and    occasions. 
Toy  Books. 

Pennants     and     Textile     Novelties, 
Active    Service    Banners. 
Welcome       Home       Banners       and 
Pennants,     Victory     Pennants    and 
Celebration   lines. 
Purses,   Wallets   and    School    Bags. 
Souvenir    Novelties. 
If    you     don't     get     our     catalogue 
regularly,  send   us  your  name. 
It's   well    worth    having. 


THE  STANDARD 

Memorandum 

Calendar 


The    best    an  i    most    popular 
on    the    market. 

Highly  finished  black  Japan 
base  (nickel  arches)  «i  h 
pad.  Also  comes  in  brass 
(brush  polish  finish)  brass 
arches.  Liberal  discounts  'r» 
men. 


Write  for   Pricet,  etc. 


EDWARD  KIMPTON  CO. 

Wholesale  Stationers 
60  John  St.  -  New  York 


••AAAAAAAAAAAAAAAAAAAAAA9* 

<        "The  Guarantee  of  Quality' 

■*  U  Jj  1  U1N  Line  Oaters     »> 


ULT0N 

Self-Inking 

\  Stamp  Pads 


▼i 


•4 

^    Elizabeth 


Numberers  ► 

Sign  Markers  £ 

Rubber  Type  ► 

Printing  £ 

Outfits  p. 


Manufactured  by 
FULTON  SPECIALTY  CO. 

New  -I' i 


••YYYYYYYYYYYYYYYYYYYYYY«« 
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Good  Selling  Specialties  for  the  Stationery  Trade 

—A  Guide  for  Buying  and  an  Aid  to  Selling- 
Dealers  :  Keep  Your  Eye  on  This  Department  for  New  Lines 


■1NSV  « 


BOX   LID  CANNOT  CRUSH   D 


Known  and   sold   wherever   Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


1 1  r  4  V 


ARMY  .0:, 

and 

NAVY  r    vf 

SIGNAL     II  £       -w< 

disk    ^      ;. 

The  Poekel  Signal  Disk 
A  live-wire  specialty  for  book- 
sellers and  stationers,  military 
and    novelty    departments. 

Liberal  profit  for  dealers.    Write 
for  sample  and  quantity  prices. 

Address  Foreign  Dept. 

Standard  Novelty  Co. 

Melrose,  Mass. 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 
Guide  Spaces 

THE  RATE  IS 

$5.00  Per  Month 

on  Yearly  Contract 

Single    Insertion    $7 

A  Good  Live  Page — High 

value  in  publicity  at 

minimum   cost 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  ;i  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems.  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples    and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,   Connecticut 
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PEACE  NUMBER 
JANUARY 

RETAILERS  selling  books,  stationery  and  kindred  lines  of  mer- 
chandise as  stocked  in  book  and  stationery  stores  in  Canada  will 
find  in  our  Peace  Number  (January)  an  unusually  rich  fund  of 
good,  practical  trade  information  having  the  Reconstruction  Period 
especially  in  mind.  This  applies  with  special  force  to  the  messages  from 
manufacturers  here  in  Canada,  the  United  States  and  abroad,  publishers, 
wholesale  distributing  firms  and  special  selling  representatives. 

Particular    attention    will    be    paid    to   the  $176,000,000.     The  bonds  range  from  5  to 

importance  of  the  big  wholesale  houses  in  15  years,  so,  for  years  to  come,  thousands 

the  chief  cities  of  Canada,  as  the  channels  of  Canadian  Victory  Bond  holders  will  be 

of  efficient  service,  economical  and  prompt  collecting  S'o',    interest  each  year. 

delivery  of  goods  even  to  the  most  remote  ^-i,-           -,,  ,             ,  .     AU    r<        j-      ^ 

points  of  Canada.  Millions  will  be  spent  by  the  Canadian  Gov- 

ernment  in  the  coming  year  for  steel  ships 

There  will  again  be  available  goods  which  to   be   made   in   Canada.     The   firms  who 

have  been  hard  to  get  and  some  that  have  have  been  making  munitions  are  turning  to 

been  absolutely  unobtainable,  due  to  han-  the  production  of  PEACE  necessities,  for 

dicaps  arising  out  of  the  war.  which  this  country  is  in  crying  need. 

The  People  Are  Prosperous  Immigration  was  running  nearly  half  a  mil- 
Savings  deposits  in  the  banks  in  Canada  Hon  a  year  before  the  war.  Canada  is  now 
have  increased  from  $659,399,000  in  1914  much  better  and  more  favorably  known, 
to  $1,039,498,000  in  1918 — over  60',  in-  and  it  is  expected  that  immigration  will  be 
crease.  greater  than  ever  before. 

Canada's  fifth  Victory  Loan  planned  for  Continued  prosperity  is  assured  beyond 
$500,000,000,  was  OVERSUBSCRIBED  BY     peradventure. 

MANUFACTURERS,  PUBLISHERS,  WHOLESALERS 

Be  represented  in  this  Peace  Number  with  especially  strong  advertising 
carrying  your  message  to  the  retailers  throughout  Canada  in  this  timely 
and  significant  issue  of  this  business  newspaper  that  goes  to  the  book- 
sellers and  stationers  throughout  Canada. 

RATES:— 

Two  pages    $85.00 

One   page    45.00 

Half  page   25.00 

Quarter    page          15.00 

Regular  advertisers,  of  course,  get  the  benefit  of  the  lower 
rates   in   accordance   with   their  contracts. 

Send  copy  early  and  get  best  available  space.     Forms  close 
December   28. 

BOOKSELLER  AND  STATIONER 

143-153  University  Ave.  Toronto,  Canada 
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B  R  i  GO  S 


Re  Col.   McCrae's 

IN  FLANDERS  FIELDS 

By  reason  of  conditions  beyond  our  control,  and  which  could  not  in 
any  way  be  anticipated,  the  receipt  of  certain  sections  of  the  manu- 
script of  this  book  has  been  somewhat  materially  delayed.  From 
this,  it  appears  now  that  it  will  not  be  possible  to  issue  the  book 
before  Christmas.  Since  the  delayed  section  of  the  manuscript  will 
add  vastly  to  the  strength  and  selling  qualities  of  the  volume,  it  is 
believed   it  is  well  worth  waiting  for. 

The  trade  may  be  assured  that  "In  Flanders'  Fields"  will  be  placed 
in   their  hands  at  the  earliest  possible  date. 


New  Arrivals  Which  Will  Mean  Still 
Better  Christmas  Sales 


Bittmore    Oswald 

The  Story  of  a  Hapless  Recruit. 
By  J.  Thorne  Smith. 
Everybody  who  saw  or  read  Dere  Mable 
should  jump  at  this  for  it's  Dere  Mable 
"navalized,''  if  such  is  possible.  Funny 
stuff  of  the  same  kind  about  the  navy, 
with  just  as  funny  pictures  by  Dick  Dor- 
een.     Cloth.  75c  net. 


Danny   the   Detective 

Rut  this  book — open  at  one  or  two  of  the 
illustrations — in  your  window  where  the 
Boy  Scouts  and  their  fathers  can  see  it 
and  you'll  have  to  re-order.  It's  good 
healthy  stuff,  too,  with  (Jerman  spies  and 
mysteries  enough  to  make  any  boy  from 
10  to  70  sit  up  all   night.     $1.00  net. 


Connie  Morgan  with  the  Mounted 

Our  own  Canadian  Northwest  ''Mounted.''  of  course,  but  presented 
in  a  new  way  and  in  a  new  role.  Connie  is  a  real  chap  who  bucks 
redskins,  half-breeds,  roaring  rivers  and  makes  good  with  "the 
force."  Another  splendid,  healthy  boys'  story,  which  the  dads  will 
want  to  read  as  well.     A  dozen  illustrations.      $1.25  net. 

Have  You  Suggested  "In   the  Day  of  Battle"? 

If  a  gift-buyer  is  puzzled,  try  this.  Show  him — or  her — the  poets' names  in  the  con- 
tents: Brooke.  Noves,  Service,  Seeger,  Kilmer,  Kipling.  McCrae  and  a  host  of  other 
famous  ones.  And  suggest  the  unusual  value.  It'll  go.  We're  getting  repeat  or- 
ders for  this  book  so  frequently  and  regularly  we  know  others  are  doing  splendidly 
with   it.     Are  you  getting  your  share?     It's  an   all-Canadian   book.     $1.25. 


WILLIAM   BRIGGS 

PUBLISHER 

TORONTO       ::        ONTARIO 
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#tfta  for  Cimatmag 


BOOKS 

admit  children  to  new 
worlds  of  delight,  con- 
tribute much  to  their 
happiness,  s  t  i  m  u  1  ate 
their  imagination,  and 
leave  lifelong,  joyous 
memories. 

H  Good  books  owned 
and  read  in  childhood 
are  enduring  contribu- 
tions to  life's  true 
wealth.  Books  are,  in 
fact,  a  delight  all 
through  life,  and  there 
are  volumes  eminently 
suitable  for  men  and 
women  of  all  ages. 


Nelson's  Books  for  Boys  and  Girls 

How  We  Kept  the  Sea 

By  Commander  E.  HAMILTON  CURREY,  R.N. 

A  vivid  description  by  a  naval  writer  of  authority  of  what  our  Navy  has  achieved 
during  the  war.  This  is  the  only  continuous  narrative  published  of  British  naval 
exploits,  and  should  be  in  great  demand.     Besides  sixteen  full-page  plates,  the  volume 

includes  a  series  of  drawings  by  A.  S.  Forrest   $1.25 

Quarto,  handsome  cloth,  with  picture  wrapper  by  Joseph  Simpson 

News  of  Battle 

By  Commander  E.  HAMILTON  CURREY,   R.N. 

A  stirring  story,  giving  realistic  pictures  of  life  in  the  Navy  to-day  on  board  a 
Cruiser,  a  Mine-Sweeper,  and  a  Destroyer   $1.25 

How  We  Baffled  the  Germans 

By  ERIC  WOOD 

The  stirring  adventures  of  two  boys  who  took  part  in  the  conquest  of  German 
South-West  Africa $1.25 

The  Adventures  of  Chippybobbie 

Fanciful  illustrations  of  the  wonderful  adventures  of  a  very  small  bird  in  a 
very  big  world.     The  pictures  are  drawn  with  much  humor   $1.25 

Little  Miss  Anzac  ™\E£,f:n^ 

By  ADA  A.  HOLMAN 

The  author  is  the  wife  of  the  Premier  of  New  South  Wales.  What  her  actual 
relationship  to  Miss  Anzac  is  the  publishers  do  not  know.  But  the  story  not  only 
rings  true,  it  obviously  is  written  by  one  who  has  a  very  tender  interest  in  the  hero- 
ine, and  tells  at  first  hand  from  personal  observation  the  adventures  of  Woodeny,  a 
typical  representative  of  the  youngest  generation  of  Australia. 

Children  in  Australia  and  all  over  the  world  will  come  to  love  this  book. 

Size  9%  by  11%.  Picture  binding,  eleven  amusing  full-page  illustrations  in  color 
and  nine  in  black  and  white  by  an  Australian  artist,  Miss  Nellie  Rodd $1.25 

The  Nursery  Book  of  Bible  Stories 

Four  Nursery  books  have  already  appeared.  "The  Nursery  History  of  England," 
"Nursery  Rhymes,"  "The  Nursery  Book  of  Science,"  and  the  "Nursery  Geography." 
All  of  them  may  claim  to  have  established  themselves  as  favorites. 

"The  Nursery  Book  of  Bible  Stories"  is  a  companion  volume.  It  will  contain 
about  fifty  stories,  charmingly  told  by  AMY  STEEDMAN.  Illustrated  with  twenty- 
four  full-page  plates  in  color  and  about  fifty  drawings  in  the  text.  In  one  volume. 
Quarto,  cloth , $1.25 

"Romance  of  Reality"  Series  New  Volume:  Geology 

By  A.  R.  DWERRYHOUSE,  D.Sc. 

Uniform  with  previous  volumes  in  the  series.  Color  frontispiece,  sixteen  plates 
and   numerous   text   illustrations.     Cloth    $1.25 

NELSON'S  ANNUALS 

The  Jolly  Book Price,  $1.75 

The  Chummy  Book   Price,  $1.75 

A  CHARMING  NEW  SERIES  OF  ORIGINAL  STORIES  FOR  CHILDREN  BY  WELL- 
KNOWN  WRITERS 

Beautifully   illustrated   in   color  and   black  and  white. 

The  Magic  Dolls'  House 

By  ISLA  GLEN.    Illustrated  by  George  Morrow. 

Betty  and  the  Boys 

By  DOROTHY  RUSSELL.    Illustrated  by  Honor  Appleton. 

Pretender  Peggy 

By  VIOLET  M.  METHLEY.     Illustrated  by  Annie  Anderson. 

The  Slap-Bang  Boys 

By  ANGELA  BRAZIL.     Illustrated  by  George  Morrow Price,  35c  each 


THOMAS  NELSON  &  SONS 

77   Wellington   St.  W.,  Toronto 
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lolibap  0tft  $oofcs 


BOOKS 


will  admirably  enable 
you  to  express,  in  the 
form  of  a  gift  at  Christ- 
mas time,  good  -  will 
towards  near  and  dear 
friends. 

]\  Yield  to  that  impulse 
by  choosing  books  to  be 
that  exhibit  of  your 
kindly  thought. 

fl  To  give  pleasure,  a 
book  need  not  necessar- 
ily be  a  highly  expen- 
sive volume.  There  are 
moderate  priced  books 
that  will  delight  certain 
people  more  than  pre- 
cious metals. 


McKishnie's  Two  Books  For  $2 

Just  the  sort  of  stories 
that  men  and  boys  en- 
joy. Vital,  virile  Can- 
adian tales  by  one  of 
the   best    Canadian 


Novelists. 


Archie  P.  McKishnie 


Willow,  the  Wisp 


rMiTiiTilga 


$1.35 


and 


WILLOW 
THE  WISP 


Love  of  the  Wild 

65c. 

The  two  books  in  a  Holly  Box 

make  an  ideal  $2.00  gift 


"  'WILLOW,  THE  WISP,'  is  a 
big  story  in  every  way.  To  'the 
Boy  in  France'  it  will  carry  a 
breath  of  the  forest  lands  of  his 
own  beloved  country. 
"In  this  strong  story,  glowing 
with  life  and  color,  replete  with 
mystery  and  human  interest, 
Mr.  McKishnie  has  done  for 
Canada  what  the  stories  of 
Raine  and  Knibbs  have  done 
for  Western  America." 


OF,  "LOVE  OF  THE  WILD" 

an  outdoor  story  that  proved 
so  popular  that  this  reprint  edi- 
tion has  had  to  be  issued  to 
supply  insistent  demands,  "The 
Montreal  Family  Herald  and 
Weekly  Star"  says: 

"This  is  just  the  kind  of  a  book 
we  have  been  looking  for  for 
months,  to  run  as  a  serial — (not 
a  war  book)." 

NO  BETTER  BOOKS  FOR 
BOYS 


THOMAS  ALLEN,  Toronto 

Publisher 
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PICTURE  POSTCARDS 

A   unique  collection  to  suit  all  tastes 

Birthdays     Easters     Comics      Heather     Relatives 

Xmas  and  New  Year     Studies     Greetings 

Lovers     Lucky  Black   Cats 

St.  Patrick's  Day 


Specialty:  Local  View  Printing:  from 
customers'  originals. 


New  Collection  of 

CHRISTMAS  FOLDING  CARDS 

$1.00  to  $7.00  per  gross. 

now  ready  &r  WONDERFUL  VALUE!!! 


Writing  Pads  Dressed  and  Undressed  Dolls 

Condolence  Cards  Cabinets 

Birthday  Folding  Cards 


Terms:     Goods  shipped   through  London   Houses 

or  cash  with  order,   otherwise  write  for  address 

of  our  nearest  Agent. 


The 


PHILCO" 


Holborn  Place 


PUBLISHING 
Co 

^      London,  W.C.I.  Eng. 
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Cable  Address:     "  Philcoco,"  London 


WE  ARE  NOW  SELLING  ALL 
THE  BOOKS  WE  CAN  PRODUCE 


Percival  Marshall  &  Co.  regret 
to  announce  that  owing  to  the 
paper  shortage  they  are  unable  to 
open  new  accounts  for  the  supply 
of  their  popular  technical  hand- 
books. These  books  have  a  world- 
wide reputation,  and  are  in  con- 
stant demand  all  through  the 
British  Empire.  Canadian  book- 
sellers who  wish  to  take  advant- 
age of  the  industrial  boom  after 
the  war  should  negotiate  for  a 
supply  of  Percival  Marshall  books 
as  soon  as  peace  is  in  sight. 

PERCIVAL  MARSHALL  &  CO., 

TECHNICAL  JOURNAL   AND 
BOOK   PUBLISHERS 

66  Farringdon  St.,  LONDON,  ENGLAND 


A  thrilling 

war  novel  in 

which  the 

hero  and 

heroine 

meet  behind 

the  Hun 

lines. 


Thomas  Allen 

Publisher 

TORONTO 


An  exciting 
romance   in 

which  the 

villainy  and 

treachery    of 

a   German 

spy  are 

vividly 

narrated 

and  justly 

punished 


Here  is  a 
tale  of  how 

one  boy 
answered  the 

summons 

of  the  great 

gathering  of 

the  clans  to 

crush  the 

German 
hordes 

$1.50 


yy 


10  Cent 
Line 


Terry's  "avecta 

pen,  rule  or  pencil  clip 

For    Delivery    When    Peace   Comes 

We  invite  your  orders  NOW-for  de- 
livery when  peace  comes.  It  is  a 
profitable  line  that  pays  well.  High 
grade  quality,  finish  and  carding. 

HERBERT  TERRY  &  SONS 

LIMITED.   INC. 

Spring  Pressutork.  Specialists 

REDD1TCH.  ENG 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  pen  will  prove  a  mighty 
fine  seller  for  every   live  dealer. 


Be  sure  to  see  samples  before  you  order  your  new  stock.   You'll 
find  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
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IN  THIS  ISSUE 

The  Coming  Days — Reconstruction  Period. 

Rig  Christmas  Trade  is  Expected. 

Fine  Opening  For  Selling  of  Arts  and  Crafts  Items. 

December  Bookselling  Tips 

Christmas  Store  Window  Suggestions. 

Keeping  Frost  From  the  Windows. 

Book  Business  in  Flourishing  Condition. 

Selling  Value  of  Attractive  Show  Cards. 

Best  Selling  Books  of  the  Month. 

Increased  Output  of  Canadian  Dolls  Keeps  Prices  Down. 
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THE  McKINLEY  EDITION  OF 
TEN  CENT  MUSIC 

will   always  hold    first    place    as  an   Edition  of 
Standard,  Classic  and  Teaching  Music 

as  an  established  demand  for  this  line  of  Music 
exists  throughout  the  United  States  and  Canada. 
It  meets  the  requirements  of  the  Teacher,  Student 
and  the  Accomplished  Musician. 
It  has  proved  itself  to  thousands  of  dealers  to  be 
the  best  foundation  for  a  sheet  music  department. 
Every  copy  of  The  McKinley  Edition  sold  means 
a  profit  of  over  150  per  cent,  to  the  dealer. 
The  McKinley  Edition  (Revised  for  Canadian 
Trade)  conforms  in  every  detail  with  Canadian 
copyright  laws. 

A  great  advantage  to  the  merchant  as  a  "Trade 
Bringer"  is  the  catalogues  bearing  the  dealer's 
imprint  which  are  supplied  with  this  Edition. 
These  catalogues  will  attract  more  customers  to 
your  store  than  any  other  medium  you  could 
employ. 

Write  us  for  samples  and  particulars  to-day. 

McKINLEY  MUSIC  CO. 

The  Largest  "Exclusively  Sheet  Music  House" 
tn  the   World 

CHICAGO:  1501-15  EAST  FIFTY-FIFTH  ST. 

NEW  YORK  CITY:  145  W.  45th  STREET 


INK  -FOR  ALL-  PEOPLES 


TSc*- 


Stock  up  now.  Be  ready  for  demand  sure  to 
follow  our  advertising  which  is  now  appearing 
in  leading  financial  papers  and  magazines. 
Put  up  in  three  sizes  and  colors.  Blue  Black. 
Red  and  Green.     '/2   pint;  pint  and  quarts. 

Write  for  prices  and  discounts. 
ROYAL  INK  COMPANY 

II  COLBORNE  ST.    TORONTO     CANADA 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRIT;E  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND   STATIONER 

Special  Service   Department 


Reveals 

Canada's  Soldiers 

In  a  Fine  Light 

Those  who  have  read 

PEN  PICTURES  FROM 
THE      TRENCHES 

By  Lieut.  Stanley  A.    Rutledge 

Say  it  was  decidedly  worth  while. 
There  is  pathos  and  character  in  this 
little  volume  and  the  reader  will  not 
soon  forget  the  incidents  so  well  por- 
trayed. 

This  is  a  hook  eminently  suitable 
as  a  Christmas  gift  and  for  the  sol- 
dier's family.  Bound  in  duo-cloth, 
L50  pages,  75c. 

Published  by 

WILLIAM  BRIGGS 

TORONTO 


Pat.   May   13,    1913 


This  it  the 

"F-B" 

Loose  Leaf 
Holder 

Used  as  trans- 
fer binder  for 
all  kinds  of 
Loose  Leaf 
Records.  Ad- 
justable to  size 
of  paper  and 
di  i  s  t  a  n  ce  of 
punch  holes. 
Wholesale,  $2 
per  dozen. 
Send  for 
particulars 


ROCKHILL  &  VIETOR,  Sole  Agents,  Dep't  "F-B" 

(Branch:  180  N.  Market  St.,  Chicago)     22  Cliff  St.,  New  York 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  a  Newton,  London.  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   1842.    MONTREAL. 
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Editorial  Chronicle  and  Comment 


PEACE  NUMBER  NEXT  MONTH 

CANADIAN  retail  stationers  are  fortunate  in  be- 
ing served  by  a  class  of  wholesalers  who,  in 
point  of  size  and  efficiency  of  service  afforded  to 
the  trade,  excel  any  similar  wholesale  houses  any- 
where in  the  world.  This  circumstance  is  a  benefit 
not  only  to  the  trade  here  in  Canada,  but  also  to 
the  manufacturers  of  stationery  Lines  in  Britain 
and  in  the  United  States,  because  in  these  big  dis- 
tributing houses  such  manufacturers  have,  ready 
at  hand,  trade  distributing  machinery  by  means  of 
which  they  can  get  their  products,  with  despatch 
and  at  comparatively  little  cost  for  carriage  on  the 
pari  of  the  consignee;  to  even  the  remotest  sections 
of  Canada. 

Tn  our  Peace  Number  next  month,  retailers  will 
find  important  announcements  concerning  goods 
which  will  shortly  again  be  available  for  the  Can- 
adian trade;  merchandise  thai  has  been  hard  to  gel 
and  in  some  cases  absolutely  unobtainable,  because 
of  the  exigencies  of  war-time  conditions. 

As  an  outlet  for  manufacturers  the  big  wholesale 
houses  in  the  chief  cities  of  Canada  are  being  recom- 
mended for  the  consideration  of  manufacturers  in 
England  and  the  United  States  and  the  retail 
stationers  throughout  Canada  should,  therefore, 
make  it  a  point  to  study  with  especial  care  the  ad- 
vertisements that  will  appear  in  the  Peace   Number. 


lie  held  at  the  Library,  at  which  the  librarian  would 
show  the  interested  men  and  women  how  to  derive 
the  greatest  benefit  from  the  Library  and  the  hooks. 


.1   WORTHY  MOVEMENT 

A  MOVEMENT  that  deserves  the  utmost  support 
of  booksellers,  not  only  in  an  altruistic  sense, 
but  because  it  will  result  in  a  wider  sale  of  hooks,  is 
that  which  is  beginning  to  make  itself  manifest  in 
the  work  of  the  Public  Libraries  of  Canada  looking 
toward  active  encouragement  to  men  and  women 
employed  in  factories  to  make  greater  use  of  the 
Public  Library. 

The  Kitchener,  Ontario.  Public  Library,  under 
the  able  direction  of  Miss  Mabel  Dunham  as  lib- 
rarian, has  outlined  a  plan  whereby  it  is  proposed 
to  familiarize  hundreds  of  employees  in  the  city's 
factories  with  the  advantages  in  the  Library. 

A  plan  has  been  outlined  whereby  it  is  proposed 
to  first  visit  the  factories  and  thus  become  acquainted 
with  the  conditions  and  needs  of  the  various  lines  of 
industry  in  the  city.     Later  group  meetings  would 
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THE  i  'OMING  DA  YS 

THERE  is  of  course  a  good  deal  of  uncertainty 
about  the  coming  days.  There  are  people  who 
see  nothing  but  gloom  and  social  and  economic  dis- 
arrangement 'Idie  failure  of  the  munition  business 
is  the  great  cry  of  everyone  who  has  a  dyspeptic, 
cheerless  imagination.  Sooner  or  later  the  munition 
factories  will  close,  that  goes  without  saying,  and 
whatever  it  costs  we  should  be  ready  to  say  Thank 
God!  But  fortunately  we  do  not  believe  that  it  is 
going  to  cosl  us  the  times  of  hardship  pictured  by 
the  pessimists.  There  will  be  men  turned  out  of 
work,  some  factories  have  already  closed,  and  some 
factories  like  the  Maseey-1  Iarris  Co.,  and  the  Can- 
adian  Allis  Chalmers.  Toronto,  are  advertising  for 
thousands  of  men  to  take  up  the  work  of  peace,  to 
make  ploughs  and  binders  and  locomotives.  These 
are  only  an  instance  of  what  faces  you  on  the  doors 
of  factories,  and  in  newspapers  everywhere.  "Men 
Wanted.''  The  munition  worker  will  be  out  of  work 
long  enough  to  permit  him  to  tramp  to  another 
job  and  no  longer.  The  sad-faced  prophet  of  evil 
times  is  a  false  prophet. 


NO  Man  can  be  so  sure  of  himself  as  to  think  that 
he  will  never  need  any  assistance  of  any  nature  from 
others.  Therefore,  it  always  pays  to  lend  a  helping 
hand  to  those  who  are  down  temporarily.  It  may 
be  considered  a  paradox  that  one  never  lowers  him- 
self v, hen  he  stoops  to  raise. another,  but  it  is,  never- 
theless, the  truth. 

*         *  * 

KEEP  your  credits  in  good  shape.  Buy  a-  you 
would  buy  in  any  normal  time,  sanely,  without 
speculation,  but  also  without  too  much  peeling  of 
orders.  These  are  uncertain  times  sure  enough,  but 
one  other  thing  also  is  sure,  there  is  not  too  much 
merchandise  to  go  round  the  world,  and  it  cannot 
decline  in  any  great  and  spectacular  break.  Canada 
has  no  cause  to  fear  the  days  of  reconstruction,  much 
less  has  the  book  and  stationery  trade. 


BIG  CHRISTMAS  TRADE  EXPECTED  IN  MONTREAL 

Evidences  of  Return  of  Heavy  Christmas  Buying  —  Gifts  Will  be  Given  Freely  This 

Year — Window  Displays  the  Best  Selling  Medium — Advertising  a  Help,  Too 

— The  Foster  Brown  Company  Make  Unique  Displays,  and  It  Pays 


THAT  there  will  be  a  revival  of  old 
time  interest  in  the  giving  spirit  of 
Canadian  people  this  year  is  a  fore- 
cast of  C.  Foster  Brown,  of  the  Foster 
Brown  Co.,  Limited,  472  St.  Catherine 
Street  West,  Montreal.  Evidences  are 
already  pointing  to  a  return  of  the  pre- 
war interest  in  giving,  and  Mr.  Brown 
stated  to  BOOKSELLER  AND  STA- 
TIONER that  he  was  convinced  that  the 
trade  this  year  would  be  a  large  one. 
In  substantiation  of  his  claim  it  was 
stated  that  sales  had  already  shown  a 
marked  improvement,  with  business  pro- 
mising well  every  day.  It  is  a  desirable 
change  to  note  and  with  the  indication.-, 
pointing    to    bigger    turnover    and    good 


are  changed  as  frequently  as  possible. 
Goods  are  not  thrown  into  them,  but 
a  prearranged  plan  is  worked  out  and  the 
results  then  follow. 

In  the  matter  of  books,  Mr.  Brown 
has  had  his  window  dresser  procure  cut- 
outs of  the  illustration  on  the  cover  of 
a  given  book.  Recently  this  was  done 
with  two  new  books  and  the  life-like 
figure  at  the  back  of  the  window  brought 
real  business  to  the  store.  These  cut- 
outs were  made  of  beaver  board  and  then 
tinted  in  attractive  manner  at  small  cost. 
On  one  occasion  a  horse  and  rider  were 
the  central  feature,  and  in  the  life-size, 
these  looked  well  and  did  the  work  ex- 
cellently. 


the  amount  of  space  taken  is  increased 
.and  this  is  sometimes  accompanied  with 
suitable  cuts.  This  advertising  is 
changed  each  time,  of  course,  and  care 
is  taken  to  direct  attention  to  the  lines 
that  may  be  had  on  request. 

Planning  For  Christmas 

At  the  present  time  a  special  design 
for  the  windows  of  the  store  is  being 
worked  out.  This  is  a  new  feature  and 
will  be  shown  the  first  week  in  Decem- 
ber. Beaver  board  is  again  being  used 
for  the  design  of  the  Three  Shepherds 
and  for  the  other  window,  the  Star  of  the 
East  will  be  arranged,  the  shepherds 
looking   to    this    from    their    position    in 


Reproduction  of  displays  in  windows  of  the  Foster-Brown  Bookstore,  Montreal. 


profits,   the  retailing  of  books  and   sta- 
tionery  will   take  on   a  new  interest. 

November   Sales   Good 

Mr.  Brown  has  found  November  to  be 
fully  25%  better  in  the  matter  of  turn- 
over. The  spirit  of  the  buying  public 
was  manifestly  better.  Enquiries  were 
already  coming  along  for  Christmas 
goods  and  there  has  been  an  increase  in 
these  from  day  to  day.  The  gauge  of 
the  buyers  can  be  sized  up  fairly  well  at 
this  time,  and  with  an  enthusiasm  be- 
hind the  selling  force,  the  results  are 
bound  to  come.  There  is  every  reason 
for  looking  ahead  with  an  increased  con 
fidence  in  the  matter  of  selling  and  the 
retailer  can  to-day  exercise  no  small  in- 
fluence in  stabilizing  public  thinking  in 
the  soundness  of  affairs.  He  indeed  has 
the  matter  of  influence  over  the  buyer 
very  much  in  his  own  hands. 

What  Windows  Have  Done 

A  believer  in  window  dressing,  Mr. 
Brown  stated  to  the  writer  that  this  is 
the  very  best  stimulator  of  business  that 
he  has  at  his  disposal.  In  fact  he  is 
able  to  trace  direct  sales  to  the  showing 
he  makes  in  this  way,  and  the  windows 


It  has  been  noticed  that  the  value  of 
having  a  built-up  background  lies  large- 
ly in  the  fact  that  the  pedestrian  from 
across  the  street  is  brought  over  the  way 
to  view  the  display.  This  has  been  ob- 
served to  be  the  case,  and  is  a  big  argu 
ment  for  the  regular  background  that  so 
many  feel  necessary  for  effective  show- 
ing of  goods.  It  has  ever  worked  here 
to  good  advantage,  and  in  the  accom- 
panying photograph  the  splendid  win- 
dows possessed  by  the  Foster  Brown 
store  are  seen  to  be  well  suited  to  the 
goods   carried  for  sale. 

Advertising  Used  Also 

Advertising  in  a  metropolitan  daily  is 
costly,  and  yet  it  must  be  used  to  carry 
the  message.  Space  is  used  three  times 
a  week  and  this  speaks  of  books  to  a 
great  extent.  The  advantage  is  that  of 
getting  in  on  the  publicity  end  of  a  new 
copyright  early,  while  the  public  mind 
wants  to  buy.  Hooking  up  the  window 
display  with  a  good  announcement  in 
the  paper  is  a  splendid  combination  and 
the  results  will  follow  judicious  use  of 
space. 

Before   the   Christmas   season   arrives, 
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the  first  window.  This  display  will  be 
unique  and  ought  to  prove  a  winner.  The 
cost  of  making  these  special  figures  is 
not  great,  when  the  results  that  follow 
are  taken  into  consideration.  A  local 
artist  does  the  work  and  is  familiar  with 
what  the  firm  requires. 

Better    Books    Selling 

The  war  has  wrought  a  big  change  in 
the  matter  of  books  which  the  public 
want.  It  has  developed  a  trade  for  the 
better  books  with  many,  and  this  is 
noticeable  from  the  resident  and  from  the 
returned  soldier  also.  There  is  a  desire 
to  be  well  read  and  in  order  that  one 
may  rise  from  the  mediocre,  he  must 
read,  and  read  selectively.  It  means 
work  and  requires  care  and  the  exer- 
cise of  determination.  At  the  same  time 
there  is  a  manifest  desire  to  know  things 
and  to  know  them  well. 

Take  the  business  man;  Mr.  Brown 
stated  that  there  was  a  real  change  in 
the  sale  of  technical  business  books. 
These  were  sought  and  read  by  the  busi- 
ness man  that  he  might  be  a  better  stu- 
dent of  his  chosen  vocation.  It  had 
developed  a  sale  that  had  heretofore 
been  rather  limited. 
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Then  the  soldier  was  also  a  better 
reader  of  the  worth-while  book.  He  had 
decided  in  many  cases,  to  take  up  a  given 
study  and  was  attacking,  in  real  earnest, 
the  study  of  a  technical  trade  or  profes- 
sion. It  will  be  some  time  before  one 
can  tell  if  he  has  the  grit  to  see  this 
through. 

Books  And  Cards  This  Year 

Many  people  have  been  large  buyers 
of  books  in  the  past.  The  war  did  not 
decrease  this  buying  to  the  extent  it  had 
decreased  the  buying  of  many  other 
lines.  But  it  had  been  a  factor  in 
decreasing  sales  to  some  extent.  Some 
would  bring  in  a  list  at  the  Christmas 
season,  prior  to  the  war,  and  would  leave 
an  order  for  as  many  as  25  volumes 
sometimes,  giving  these  to  their  friends. 
This  was  now  different,  or  at  least  it 
had  been  for  the  past  while.  This  year, 
Mr.  Brown  looks  for  a  revival  of  this 
generous  buying.  People  have  been  mak- 
ing money,  and  with  the  war  over  there 
is  likely  to  be  a  revival  of  this  giving 
spirit.  The  load  is  taken  from  the  masses 
that  has  rested  so  heavily  on  all  for  four 
years.  With  a  brighter  outlook  and 
lighter  hearts,  there  is  every  reason  to 
anticipate  their  free  buying,  not  only  of 
books,  but  of  cards,  booklets  and  other 
specialties. 

How   a    Montreal    Stationer   Served   at 
Home 

Because  he  was  unable  to  serve  in  the 
ranks  overseas  did  not  prove  a  barrier 
to  serving  in  the  great  war  work,  to  Mr. 
Brown,  of  the  Foster  Brown  Company, 
Montreal.  Mr.  Brown  was  anxious  to  do 
his  bit  and  for  some  months  has  beer, 
conducting  special  work  on  behalf  of 
the   United    States   Y.M.C.A. 

Since  the  entrance  of  the  United  States 
into  the  war  a  great  army  of  Doughboys 
have  come  through  Canada  by  way  of 
Montreal,  whence  they  embarked  for 
"over  there."  This  required  a  delay  in 
most  cases  at  the  premier  Canadian  port 
of  embarkation,  and  it  was  necessary 
that  they  be  properly  looked  after  and 
entertained  while  they  awaited  trans- 
port. In  view  of  this,  the  American 
branch  of  the  Y.M.C.A.  Overseas  Work 
Division  appointed  a  secretary  here  in 
the  person  of  Mr.  Brown.  In  the  course 
of  his  work  it  was  necessary  to  devole 
much  time  and  thought  to  the  boys  in 
khaki,  and  sometimes  it  was  necessary 
to  work  early  and  late.  During  the  pre- 
sent season  the  work  increased  mater- 
ially. Each  transport  leaving  Montreal 
was  accompanied  by  two  special  secre- 
taries from  the  United  States,  and  with 
these  Mr.  Brown  had  to  confer,  and  they 
received  many  directions  and  sugges- 
tions from  him. 

The  boys  came  through  Montreal  in 
railway  coaches  and  were  sometimes 
here  for  a  few  hours,  sometimes  for  a 
longer  period.  They  were  often  weary 
of  travel  already,  depending  upon  the 
length  of  their  trip.  In  the  nature  of 
the  work  it  was  necessary  to  provide 
them  with  reading  matter.  In  some 
cases  the  troops  arriving  were  so  numer- 


ous that  as  many  as  1,000  books  were  dis- 
tributed among  them.  In  addition  to  this 
they  were  given  hymn  or  song  books 
and  pocket  testaments.  They  also  were 
supplied  with  a  gramophone  and  100  re- 
cords. A  little  reflection  will  serve  to 
indicate  how  important  this  work  has 
been  and  also  the  great  amount  of  labor 
which  it  entailed. 

One  of  the  interesting  sides  of  the  work 
was  that  of  giving  the  boys  refreshing 
hot  drinks,  sandwiches,  etc.  In  this  in- 
teresting phase  of  the  program  that  was 
followed,  Mr.  Brown's  good  wife  took  an 
important  part,  and  there  was  consider- 
able interest  in  this  absorbing  effort, 
notwithstanding  the  work  involved. 
There  was  enthusiasm  all  around  and 
Mr.  Brown  is  glad  to  have  had  an  op- 
portunity of  serving  as  he  has.  With 
the  ready  assistance  of  many  Montreal 
women,  deeply  interested  in  cheering  the 
boys  on  their  journey,  the  work  proved 
interesting,  and  the  reward  came  in  a 
real  appreciation  from  the  boys  for  the 
considerate  manner  in  which  they  had 
been  treated. 


HOW'S   THIS   FOR   A   WINDOW? 


LISTS  RECEIVED 

A  most  creditable  new  catalogue  of 
B.  &  P.  standard  blank  books  comes  from 
the  Booram  &  Pease  Company,  of  New- 
York,  together  with  a  separate  price  list 
to  this  catalogue,  revised  November  1, 
1918. 

It  is  explained  that  copy  for  the  new 
catalogue  was  turned  over  to  the  printers 
eai-ly  in  the  year  after  long  preparation, 
the  book  fully  describing  the  whole  line 
as  it  was  being  produced  at  that  time. 
Then  the  War  Industries  Board  suggest- 
ed, as  a  war  measure,  to  conserve  raw 
materials,  that  lines  be  reduced  as  much 
as  possible.  Consequently,  numbers 
marked  with  an  asterisk  (*)  will  be  dis- 
continued when  present  stock  is  exhaust- 
ed. 

All  blank  books  made  heretofore  in 
thicknesses  varying  from  100  to  1,000 
pages  will  be  reduced  to  books  of  150, 
300  and  500  pa»es,  and  on  numbers  where 
thicker  books  are  required,  stock  of  800- 
pag:e  books  will  be  carried. 

The  entalciue  comprises  144  pai>es, 
8V2  in.  by  10%  in.,  and  there  are  many 
pages,  illustrating  the  different  lines  of 
books. 

A  useful  guide  is  the  idea  of  having 
cut-out  indexes  along  the  opening  edge 
of  the  book,  indicatin»-  where  to  find 
the  classifications  of  books,  rulings,  etc. 
The  appearance  of  the  whole  book  re- 
flects great  credit  upon  the  firm  and 
upon  the  printers. 


THE  YOUNG  WOMAN  CITIZEN. 

From  the  Woman's  Press,  Newport, 
comes  Mary  Austin's  "The  Young  Wo- 
man Citizen,"  which  should  find  a  ready 
sale  in  book  stores.  The  book  is  a  bril- 
liantly written  discussion  of  the  respon- 
sibilities that  are  assumed  with  the  right 
to  vote,  together  with  a  comprehensive 
survey  of  the  development  of  the  citizen 
from  the  age  of  the  savage  tribe  to  the 
present  era  of  tumbling  autocracies. 
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THE  writer  saw  a  most  effective 
window  in  a  Montreal  department 
store  the  other  day  which  would 
bear  repetition  in  any  book  store  window. 
It  was  simple,  but  effective.  Indeed,  it 
was  its  simplicity  that  appealed  to  the 
passerby,  doubtless,  and  as  the  simplify- 
ing of  window  dressing  is  desired  by 
many,  a  description  of  this  feature  will 
be  helpful  to  the  trade. 

The  immediate  feature  of  the  window 
was  that  of  displaying  holiday  goods, 
mostly  children's  picture  and  story  books. 
Some  odd  items  of  stationery  were  used 
and  altogether  the  effect  was  quite 
unique. 

A  small  bookcase  at  the  back  of  the 
window  contained  part  of  a  set  of  stan- 
dard works.  These  were  carelessly 
placed,  rather  than  in  regular  order  and 
the  effect  was  better  because  of  this.  In 
other  words  the  idea  brought  out  was 
that  of  approaching  a  den  scene,  rather 
than  that  of  a  store  window  display. 

A  neat  desk  was  placed  midway  be- 
tween the  glass  and  the  background. 
This  helped  out  the  den  effect.  A  desk 
chair,  too,  helped  to  complete  the  set- 
ting. At  the  opposite  side,  conveniently 
placed,  was  a  short  stand,  and  on  this 
another  book  or  two.  Then  on  the  floor 
of  the  window  a  nice  arrangement  of  the 
toys  and  picture  books  carried  were 
placed,  and  a  neat  card,  toward  the  front 
of  the  display,  lettered  in  this  way, 
"Suitable  and  Appropriate  Gifts  for  the 
Little  Folks,"  directed  attention  to  the 
goods  themselves.  The  whole  effect  was 
splendid. 

One  of  the  most  important  phases  of 
this  window  was  that  of  the  background. 
This  had  been  tinted  to  harmonize  with 
the  desk  and  the  other  small  fixtures. 
It  would  cost  but  little  to  procure  a  few 
sheets  of  beaver  board  ahead  of  time 
and  have  these  suitably  tinted  to  harmon- 
ize with  what  was  being  displayed.  As 
a  tinting  material  a  flat  cold-water  wall 
paint  could  be  used  and  the  cost  of  this 
is  negligible.  It  could  be  retinted  to 
suit  other  displays.  Why  not  try  this 
out? 


WASTE  PAPER  PRICES  SHOW 
DECLINE 

Waste  paper  prices  after  a  short  in- 
terval of  very  satisfactory  figures  have 
again  declined  to  a  merely  nominal  price, 
Toronto  handlers  report  that  they  are 
at.  present  paying  $8  a  ton  in  less  than 
car  lots  and  $10  a  ton  in  car  lots  for 
baled  paper.  These  prices  are  F.O.B.  To- 
ronto. Unbaled  paper  would  be  hardly 
worth  shipping  with  the  market  in  this 
condition,  and  with  small  shipments  the 
freight  charges  would  be  entirely  dis- 
proportionate to  the  value  of  the  goods. 


The  publication  of  Harold  C.  Lowry's 
book,  "Young  Canada  Boys,"  has  been 
postponed  until  the  spring. 


A  FINE  OPENING  FOR  INCREASING  BUSINESS 

Stationers  Should  Build  Up  Arts  and  Crafts  Business,  Specializing  in  Picture  Framing- 
Supplies 


THERE  is  a  great  scope  for  station 
ers  to  create  additional  business  by- 
acquainting  their  trade  with  goods 
coming  under  the  heading  of  arts  and 
crafts.  Prominent  among  these  are  es- 
sentials for  home  picture  framing.  The 
illustrations  presented  herewith  pre- 
sented through  the  courtesy  of  the  Den- 
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IIGtlRE     1      SHOWING    METHOD 

nison  Mfg.  Co.,  will  enable  stationers  noi. 
only  to  seize  the  significance  of  this  idea 
more  readily,  but  will  also  enable  them 
to  make  a  plan  plainer  to  the  sales  force 
and  to  customers. 

Recent  developments  in  framing  pic- 
tures with  gummed  bindings  so  that  a 
raised  effect  is  produced,  are  responsible 
for   a   revival   of   the   art  known    in   the 


FIGURE    1— FINISHED 

past  as  passepartout.  Interest  started 
when  the  wide  bindings  resembling  wood 
were  introduced.  It  is  possible  now  to 
make  a  frame  with  binding  which,  a  few 
feet  away,  cannot  be  distinguished  from 
wood. 

The  raised  effect  in  this  method  of  pic- 
ture framing  is  gained  by  putting  card- 
board   strips   underneath    the    binding — a 


very  simple  operation  which  anyone  can 
do.     Here  are  the  directions: 

Glue  four  strips  of  cardboard  about 
%  in.  wide  around  the  glass,  butting  one 
against  the  others  at  the  corners.  Cover 
these  strips  with  four  pieces  of  binding 
(wood  finish,  gold  or  white  as  desired), 
letting  the  binding  run  down  over  the  in- 
side edge  to  the  glass.  Cut  off  or  paste 
the  remaining  width  to  the  reverse  side 
of  the  glass.  If  thought  easier,  the 
cardboard  strips  may  be  bound  first  and 
then  glued  into  place.  If  much  of  this 
first  strip  is  to  show,  the  corners  of  the 
binding  should  be  mitred. 

Glue  four  narrower  strips  of  cardboard 
on  top  of  the  ones  already  covered.  Then 


FIGURE    2— SHOWING    METHOD 

proceed  to  cover  them  also.  Bind  the 
edge  with  narrow  gold,  turning  it  down 
over  the  inside  of  the  strip.  Cut  four 
pieces  of  wider  binding  and  apply,  leav- 
ing a  narrow  strip  of  gold  showing. 
Mitre  the  wider  binding  at  the  corners. 

Place  the  picture  and  back  into  posi- 
tion against  the  glass  and,  laying  the 
whole  face  down  on  the  table,  paste  the 
binding  down  tightly  to  the  back.    Fig.  1. 

Gold  decorations  are  very  ornamental 
and,  if  used  on  gold  binding,  give  the 
effect  of  a   hand-carved  frame.     Fig.  2. 


The  rounded  frame  is  an  example  of 
different  style  though  it  is  not  difficult  to 
make.  Roll  a  piece  of  wrapping  paper 
into  a  tube  and  apply  in  the  same  man- 
ner as  strips.   Cover  by  the  same  method. 

When  one  has  become  expert  in  simple 
kinds  of  framing,  many  variations  will 
suggest  themselves  for  more  elaborate 
work. 

Stencil  applique  is  an  offshoot  of 
the  picture  framing  in  that  it  is 
also  done  with  picture  binding  .  It 
is  a  new  development  by  which 
those  who  have  framed  pictures 
and  have  odds  and  ends  of  binding  left 
over  can  use  the  latter  in  decorating 
lamp  shades,  vases  and  bric-a-brac  in  the 
manner  of  stencil  work. 


FIGURE    2 -FINISHED 

There  are  many  stationers  who  have 
held  profitable  demonstrations  of  these 
arts  and  crafts  and  there  are  as  many 
more  who  could  hold  them  profitably. 

A  great  demand  for  bindings  has 
sprung  up  within  the  past  year  owing  to 
the  particularly  fine  four-color  repro- 
ductions appearing  in  some  of  the  month- 
ly magazines,  with  illustrations  people 
naturally  desire  to  preserve  by  framing. 

By  encouraging-  this  practice,  retail 
dealers  can  substantially  increase  a  pro- 
fitable branch   of  their  business. 


MAY  IMPORT  PICTURES  AND  TOYS 


MOST  of  the  retail  book  and  sta- 
tionery stores  in  Canada  sell 
both  pictures  and  toys,  and  they 
have  been  considerably  handicapped  in 
che  selling  of  these  goods  by  the  em- 
oargo  imposed  by  the  War  Trade  Board. 
Relief  has  now  come. 

After  a  careful  review  of  the  Can- 
adian situation  in  respect  to  prints  and 
chromos  the  War  Trade  Board  has  made 
a  ruling  that  applications  for  licenses  to 
import  this  class  of  goods  will  in  future 
receive  favorable  consideration  when 
coming  from  countries  where  the  trans- 
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portation  of  the  goods  is  made  v  r  il  <>  ' 
where  the  question  of  the  conservation 
of  ocean  tonnage  does  not  arise.  The 
pictures  in  question  do  not  include  pho- 
tographs, enlarged  or  otherwise,  nor 
framed  pictures  if  the  frame  form  a 
substantial  portion  of  value  of  picture. 

The  War  Trade  Board  announce  also 
that  it  is  prepared  to  give  favorable 
consideration  to  applications  for  licenses 
to  import  toys  when  the  transportation 
of  the  goods  is  made  by  rail  or  where 
the  question  of  the  conservation  of  ocean 
tonnage  does  not  arise. 


BOOKSELLER      AND     STATIONER 


LEAVES  FROM  THE 
OTHER  FELLOW'S  BOOK 


GREETING  CARD  SALES  RECORD 

An  effective  scheme  for  houses  which 
make  a  specialty  of  Christmas  cards  is 
to  keep  a  little  book  and  write  in  this 
book  the  names  of  customers,  together 
with  the  number  of  the  particular  card 
they  purchased,  says  "Pull-Together." 
Then  advertise  to  your  customers  that 
you  keep  records  of  cards  that  are  sold, 
so  that  friends  will  not  purchase  the 
same  cards. 

Where  firms  have  quantities  of  Christ- 
mas cards,  it  is  very  often  the  case  that 
two  people  of  the  same  circle  will  pur- 
chase the  same  design,  and  this  causes 
great  dissatisfaction  among  your  pa- 
trons. By  keeping  this  book  this  can  be 
eliminated.  All  the  numbers  of  the  vari- 
ous cards  in  stock  should  be  placed  in 
numerical  order,  one  to  a  page;  and 
as  Mrs.  Jones  purchases  card  No.  2556, 
under  page  of  that  number  should  be 
placed  Mrs.  Jones's  name.  Then  Mrs. 
Smith,  who  is  a  friend  of  Mrs.  Jones, 
comes  to  select  her  Christmas  cards, 
and  she,  too,  admires  card  No.  2556; 
before  she  definitely  decides  to  purchase 
this  card,  ask  her  to  wait  a  minute  while 
you  will  look  up  who  has  purchased  this 
particular  card. 

When  she  discovers  that  Mrs.  Jones 
has  purchased  this  card,  she  will  select 
another,  and  further,  she  will  be  made  a 
staunch  friend  of  your  house.  She  will 
immediately  realize  that  you  are  look- 
ing out  for  her  needs,  and  so  in  turn  will 
tell  her  friends.  If  it  seems  that  this 
card  is  the  only  card  that  she  admires, 
then  say,  "Just  take  this  design  and  one 
card  of  another  design,  which  you  can 
send  to  Mrs.  Jones." 

This  entails  a  little  more  work  in  the 
busy  season,  but  will  compensate  you 
and  hold  your  customer,  which  after  all 
is  the  way  to  build  business. 

Keep  your  sample  books  clean  and  up- 
to-date.  When  a  card  is  sold  out,  do  not 
write  in  pencil  and  leave  it  in  your  book 
— take  it  out  and  do  a  little  switching 
so  that  they  always  look  clean  and  com- 
plete. 


BATTLESHIP  PENCIL  WINDOW 

In  "Graphite,"  the  house  organ  of  the 
Joseph  Dixon  Crucible  Co.,  an  illustra- 
tion together  with  a  description  of  a 
unique  pencil  window  is  shown.  This  dis- 
play was  in  a  Boston  store,  dummy  boxes 
of  Eldorado  pencils,  such  as  used  for 
packing  pencils  by  the  dozen,  being  used, 
together  with  a  few  eraser  boxes  to 
build  the  model  of  a  battleship  sailing 
on  a  sea  of  crepe  paper.  Pencils  were 
used  to  represent  the  guns  and  the  whole 
effect  was  a  Rood  advertisement  for  pen- 
cils, the  battleship  idea  being  most 
timely. 


DECEMBER  BOOKSELLING  TIPS 

Books  well  displayed  are  half  sold. 

Encourage  the  customer  to  talk  and  he 
will  disclose  the  kind  of  books  he  wants. 

To-night,  plan  some  sales  for  to-mor- 
row. 

Try  the  high  pile  idea  in  displaying 
books. 

Encourage  each  customer  to  choose  the 
right  book. 

Showcards  will  help  along  many  a  sale. 

Use  the  circulars  and  catalogues  so 
freely  supplied  by  publishers.  Put  one  in 
each  parcel  you  wrap  up. 

Keep  the  book  stock  tidy  and  kt  cus- 
tomers see  that  you  handle  every  book 
with  care  and  respect.  This  makes  a 
good  impression. 

Get  customers'  names  whenever  pos- 
sible and  then  remember  them. 

Press  home  this  point:  Books  are  easy 
to  pack  and  easy  to  mail. 

Do  not  let  a  rainy  day  spoil  your 
business.     Get  busy  at  your  telephone. 

Customers  like  a  neat  store,  a  clean 
stock  and   ready  attention. 

Size  up  customers  carefully,  some 
would  rather  spend  ten  dollars  than  a 
dollar  and  a  half. 

Every  selling  day  in  December  should 
have  its  big  harvest  of  book  sales. 

Emphasize  the  probability  of  delays  in 


the  mails  at  Christmas  time  and  thus 
encourage    early    shopping. 

Keep  tab  on  each  day's  sales  in  com- 
parison with  last  year  and  make  this 
year's  sales  go  ahead  every  day. 

With  tact,  you  can  serve  more  than 
one  customer  at  a  time — make  every 
minute  pay.  Minutes  are  dollars  in  De- 
cember. 

If  possible  sell  books  from  stock  but 
do  not  be  too  insistent  on  that  point. 
Let  customers  know  that  you  will  gladly 
get  books  by  mail  for  them. 

The  book  gift  expresses  the  most  but 
costs  the  least. 

Make  customers  feel  at  home;  invite 
them  to  look  around  and  see  how  your 
book  stock  is  classified. 

Temporary  salesmen  at  Christmas 
time  need  the  help  of  the  regular  staff — 
remember  that. 

A   WINDOW  FOR  CHILDREN 

A  leading  firm  in  one  of  the  metro- 
politan cities  recently  featured  a  win- 
dow display  in  which  they  had  both  the 
floor  and  wall  covered  with  black,  which 
formed  an  excellent  setting  for  their 
display.  To  the  wall  were  tacked  a  num- 
ber of  cut-out  paper  dolls,  as  well  as 
boxes  of  same,  and  a  gaily  lettered  card 
advised:  "Toys  and  Joys  for  Girls  and 
Boys  for  Rainy  Day."  Down  in  front 
were  a  number  of  small  packages  look- 
ing like  decks  of  cards,  but  when  opened, 
showed  eight  tiny  books  of  Mother  Goose 
stories  and  Bed  Time  Stories;  while  to 
delight  the  small  boy  there  were  a  num- 
ber of  cardboard  sheets  of  horses,  guns 
and  soldiers. 


Among  the  booksellers  successful  with 
a  circulating  library  is  M.  A.  Wilkinson, 
of  Yellow  Grass,  Sask. 


RETAILER'S  DIFFICULTIES  AND 
PITFALLS 

Problems    Confronting    Merchants    Dealt    With    in    Capable 

Manner  in  New  Books  Recently 

Published 


D 


AWSON  BLACK,  Retail  Mer- 
chant," by  Harold  Whitehead, 
published  by  Page  &  Co.,  of 
Boston,  is  a  new  retailer's  book  contain 
ing  a  great  deal  of  practical  information. 
It  is  written  about  a  young  man's  first 
year  in  business  as  a  store  owner.  While 
the  author  selects  a  hardware  store  as 
the  scene  of  operations  of  Dawson  Black, 
the  ideas  and  suggestions  in  this  book 
are  just  as  practical  and  of  just  as  much 
value  to  merchants  in  any  other  line  of 
business.  The  author  brings  out  in 
punsrent  style  the  difficulties  and  pitfalls 
which  beset  the  life  of  a  young  merchant 
inexperienced  in  business;  how  event- 
ually these  difficulties  were  overcome 
though  sometimes  with  severe  losses  to 
pay   for   the   experience. 

Running    through    the    book    are    also 
the   methods   used   by   Dawson   Black  to 
offset   the    competition    of   a    competitor 
31 


whose  methods  were  none  too  scrupu- 
lous. This  is  a  condition  of  retailing 
which  is  met  with  by  every  young  mer- 
chant. There  is  undoubtedly  some  splen- 
did practical  material  in  this  phase  of 
the  book  alone. 

The  relations  between  employer  and 
employee  so  that  co-operation  will  be 
its  strongest  stands  out  probably  above 
every  other  question  taken  up.  The 
domestic  career  of  the  hero  intermingled 
with  his  experiences  in  his  first  year  in 
business  lend  the  human  interest  touch 
to  the  book  which  makes  it  all  the  more 
fascinating. 

The  author,  Harold  Whitehead,  is  as- 
sistant professor  of  business  methods, 
College  of  Business  Administration,  Bos- 
tin  University,  who  also  wrote  "The 
Business  Career  of  Peter  Flint,"  "Prin- 
ciples  of   Salesmanship,"   etc 
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Xmas  Store  and  Window  Suggestions 


The  toy  department  of  Goodivins,  Limi  ed,  of  Montreal,  xltoivn  above  contains    many  ideas  that  may  be  followed  out 
by   toy  dealers  in   arranging  either  a  store  or  window  display.     The  white  in  the  foreground  in  which  the  tracks 

are   laid   was   an    excellent    imitation   of  snow. 


Here  is  a  window  display  by  Walbridge  &  Co.,  of  Buffalo,  which  will  go  a  long  way  in  helping  small  boys  and-  girls, 
and  incidentally  their  parents,  in  deciding  what  to  buy.    It  offers  many  valuable   suggestions   for    the  retail   dealer 

in  arranging  a  display  of  toys. 
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ADVERTISING   DOES  NOT   INCREASE   COST 

Exposing  Fallacy  of  the  Argument  That  the  Public  Pays  Extra  For  Advertising  in 
Charge  For  Goods — Cheapest  Method  of  Making  an  Article  Known — 

Advertising  Helps  the  Retailer 

By  C.  J.  MORRIS 


T 


4  4f"f~^HIS  's  Just  as  good  and  costs 
a  cent  less.  With  the  other 
you  only  pay  for  the  advertis- 
ing. Look  at  the  amount  of  money  they 
spend  in  that  way,  must  run  into  hun- 
dreds of  thousands  a  year,  and  of  course 
you  pay  for  that  in  the  goods." 

Such  is  the  line  of  argument  frequent- 
ly used  by  the  retail  merchant,  or  per- 
haps I  should  say  by  some  retail  mer- 
chants, when  offering  a  "just  as  good" 
article  in  place  of  a  well  advertised  and 
consequently  well  known  brand;  and  no 
doubt  he  honestly  believes  that  what  he 
says  truthfully  expresses  the  actual  facts 
and  conditions.  As  a  matter  of  fact, 
however,  his  reasoning  goes  very  wide 
of  the  mark;  he  is  making  himself  the 
medium  for  the  dissemination  of  infor- 
mation which  is  misleading  and  untrue; 
he  is  guilty  of  an  act  of  injustice  to  the 
advertiser;  and  he  is  acting  shortsight- 
edly and  prejudicially  to  his  own  inter- 
ests. 

It  is,  as  a  rule,  from  the  small  mer- 
chant that  this  line  of  argument  is 
heard.  The  larger  merchant  is  too  well 
posted  as  to  the  merits  and  uses  of  ad- 
vertising to  be  guilty  of  the  propagation 
of  doctrines  so  misleading.  In  many 
cases  the  argument  is  advanced  in  order 
to  smooth  over  a  difficulty  arising  from 
the  retailer  having  run  out  of  the  adver- 
tised article.  In  others  it  may  be  in- 
duced by  the  mistaken  idea  that  the  sale 
of  the  lesser  known  article  is  more  pro- 
fitable than  that  of  the  better  known 
one  owing  to  the  fact  that  the  former 
carries  a  cent  or  so  more  profit  than  the 
latter;  the  fact  being  apparently  lost 
sight  of  that  probably  ten  of  the  well- 
advertised  articles  can  be  sold  more  easi- 
ly and  in  less  time  than  one  of  the  un- 
known  make. 

Argument  Seems  Plausible 

The  one  redeeming  feature  in  cases 
of  this  kind  is  that  owing  to  the  power 
of  well  directed  advertising  the  customer 
who  is  at  the  time  influenced  sufficiently 
to  accept  the-  substitute,  on  the  very 
next  occasion  he  requires  a  similar  ar- 
ticle forgets  all  about  the  argument  at 
to  his  paying  for  the  advertising  and 
promptly  demands  the  advertised  article 
as  on  the  previous  occasion. 

The  course  of  reasoning  outlined 
above  is  so  frequently  heard  and  owing 
to  its  seeming  plausibility  appears  to 
be  so  generally  accepted  as  gospel  truth 
that  it  is  worth  devoting  some  little 
space  to  expose  the  fallacy  it  contains. 

In  the  first  place  it  will  not  be  dis- 
puted that  in  order  to  obtain  orders  for 
goods,  expense  in  one  direction  or  an- 
other has  to  be  incurred.  Either  sales 
must  be  effected  by  commercial  travelers 
calling  upon  the  retail  merchants,  per- 
haps carrying  samples  of  the  goods,  ex- 


plaining their  merits  and  securing  orders 
or  printers'  ink  advertising  of  one  kind 
or  another  has  to  be  resorted  to  in  order 
to  make  the  product  known  to  the  retail 
merchant  and  the  public.  Without  the 
use  of  either  or  both  of  these  methods, 
no  matter  how  superior  your  goods  may 
be  and  no  matter  how  cheap,  no  one 
would  know  anything  about  them  and 
there  would  consequently  be  no  demand 
for  them. 

Consider  now,  which  of  the  two  meth- 
ods is  likely  to  be  the  least  costly  and 
to  bring   the   best  results. 

Comparison  of  Expense 

A  manufacturer  has  an  article  which 
he  wishes  to  make  known  and  for  which 
he  aims  to  create  a  demand.  In  the 
first  place  he  has  to  make  it  known  to 
the  retailer,  and  with  this  end  in  view 
he  considers  the  advisability  of  engag- 
ing commercial  travellers.  Let  us  sup- 
pose he  decides  to  engage  two,  one  to 
go  east  and  the  other  west.  He  will 
probably  have  to  pay  at  a  moderate  cal- 
culation $1,500  a  year  to  each  man  and, 
again  reckoning  only  at  a  modest  rate, 
travelling  expenses  will  amount  to  at 
least  as  much  again,  bringing  the  total 
amount  for  the  two  men  up  tc  $6,000  per 
annum.  It  is  doubtful  whether  they 
would  be  able  to  cover  the  whole  of  Can- 
ada in  a  year;  at  any  rate,  they  could 
not  do  more,  and  this  would  therefore 
mean  that  each  merchant  in  that  par- 
ticular line  would  have  the  manufactur- 
er's product  brought  to  his  notice  once 
only  at  a  cost  of  $6,000,  and  not  one  re- 
tail merchant  would  dream  of  charging 
a  manufacturer  with  spending  money 
recklessly  in  such  a  case  as  this.  These 
calls  it  must  be  remembered  would  all 
be  first  calls  with  a  view  to  introducing 
the  article,  making  it  known,  and  ex- 
plaining its  advantages  and  merits  to 
the  retailer.  As  a  general  rule  at  least 
one  or  more  calls  would  be  required  be- 
fore an  order  would  be  secured. 

Advertising   Refreshes  Memory 

Now,  on  the  other  hand,  let  us  con- 
sider the  cost  and  advantages  of  a  page 
ad.  in  a  trade  journal.  This  would  prob- 
ably run  to  about  $1,500  a  year  and 
would  for  52  weeks  bring  the  product 
to  the  notice  of  practically  every  re- 
tailer in  Canada.  Every  week  on  pick- 
ing up  your  trade  paper  your  attention 
would  be  called  to  it;  every  week  you 
would  probably  read  some  fresh  infor- 
mation concerning  it  and  the  name  would 
be  fresh  in   your  memory. 

Would  not  the  oft-repeated  advertise- 
ment be  likely  to  make  the  article  far 
better  known  to  you  than  the  call  of  the 
traveller.  In  which  case,  at  the  end  of 
twelve  months  would  a  man  be  most 
likely  to  secure  an  order  from  you?  Is 
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it  not  probable  that  in  the  first  case  you 
would  by  that  time  have  forgotten  the 
traveller's  solitary  visit  and  probably 
also  the  name  of  the  article? 

In  the  one  case  the  traveller  solicit- 
ing an  order  reminds  you  that  six  months 
or  a  year  ago  he  called  and  introduced 
such  and  such  an  article  to  you.  In  the 
meantime  you  have  heard  nothing  more 
of  the  article,  no  one  has  ever  asked 
you  for  it  nor  have  you  seen  it  adver- 
tised anywhere. 

In  the  second  case  you  have  seen  the 
advertisement  every  week,  vou  have 
probably  read  much  that  has  been  writ- 
ten in  praise  of  the  article,  you  have 
probably  also  been  asked  for  it  more 
than  once  by  persons  who  have  seen  it 
advertised,  for  it  is  practically  certain 
that  consumer  advertising  will  have  been 
carried  on  simultaneously  with  that  in 
the  trade  paper. 

Which    Article    Would    You    Order? 

In  which  case  would  you  be  most 
likely  to  place  an  order?  Undoubtedly 
in  the  case  of  the  advertised  article.  And 
yet  the  amount  expended  in  advertising 
will  be  only  one-fourth  of  that  spent 
on   the   travellers. 

In  the  case  of  the  travellers  we  had  an 
outlay  of  $6,000,  and,  supposing  each 
traveller  called  on  an  average  of  five 
retailers  a  day,  we  should  have  3,000 
men  called  on  in  the  course  of  a  year. 

In  the  case  of  the  advertisement  we 
have  the  message  carried  not  once  only, 
but  fifty-two  times.  This  message  more- 
over goes  not  only  to  the  principal  of 
the  business  as  would  the  traveller's 
argument,  but  to  all  his  employees  and 
others  who  see  the  trade  paper.  Put  this, 
at  a  low  estimate,  at  two  others  in  each 
store  besides  the  proprietor  and,  assum- 
ing for  the  sake  of  argument  that  the 
paper  reached  only  the  same  number  of 
stores  as  the  travellers  called  on,  we 
should  have  9,000  persons  at  the  end 
of  the  year  who  would  be  thoroughly 
familiar  with  the  name  of  the  article 
against  3,000  in  the  other  case  who  had 
it  brought  to  their  notice  once. 

Traveller   Also   Necessary 

This  must  not  be  taken  as  an  argu- 
ment that  the  commercial  traveller  is 
unnecessary  and  can  be  dispensed  with. 
It  is  simply  intended  to  point  out  that 
advertising  will  do  the  work  of  intro- 
ducing the  article  to  the  retailer  at  a 
far  less  cost  than  a  similar  introduction 
by  the  traveller  would  entail.  This  in- 
troductory work  of  the  advertisement 
paves  the  way  for  the  traveller  and 
makes  his  work  easier. 

If,  then,  this  line  of  argument  is  log- 
ically correct,  and  it  does  not  appear  to 
admit  of  contradiction,  it  is  evident  that 
the  man  who  advertises  his  goods  is  in 
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reality  spending  less  in  proportion  to 
secure  sales  than  the  man  who  does  not 
advertise  but  who  relies  upon  the  com- 
mercial traveller  to  effect  sales  of  his 
product,  and  the  statement  that  the  con- 
sumer has  to  bear  the  cost  of  the  adver- 
tising, or  rather  has  to  pay  a  higher 
price  than  he  would  otherwise  pay  bt 
cause  of  the  advertising,  will  not  hold 
water.  On  the  contrary,  the  manufac- 
turer who  advertises  is  practising  eco- 
nomy in  his  sales  methods  and  therefore 
the  chances  are  that  he  will  be  able  to 
sell  his  article  at  a  lower  price  than 
could  the  manufacturer  of  a  similar 
article  who  does  not  advertise. 

There  is  another  condition  also  which 
is  a  powerful  factor  in  enabling  the  ad- 
vertiser to  sell  his  goods  at  a  lower  price 
than  can  the  non-advertiser,  and  that  is 
the  volume  of  sales. 

In  this  connection  two  points  will  be 
admitted  without  dispute.  First,  that  by 
advertising  judiciously  sales  can  be 
largely  increased,  and  second,  that  in- 
creased output  reduces  the  cost  of  manu- 
facture.    Taking   these    two   statements 


together  then  it  is  clear  that  the  adver- 
tising manufacturer's  costs  will  be  les» 
than  those  of  the  non-advertiser  and  he 
can  therefore  afford  to  sell  at  a  lower 
price  and  yet  secure  the  same  margin  of 
profit. 

Retailer's  Good  Will  Also  Essential 

Let  it  not  be  supposed  that  anything 
here  said  is  intended  to  imply  that  ad- 
vertising alone  is  more  powerful  in  se- 
curing sales  than  are  the  good  offices  of 
the  retailer.  The  latter,  as  every  manu- 
facturer knows,  or  should  know,  exer- 
cises a  powerful  influence  with  his  cus- 
tomers and  his  aid  must  be  enlisted  to 
make  any  advertising  campaign  a  real 
success.  But  this  very  fact  renders  it 
all  the  more  imperative  for  the  manufac- 
turer to  neglect  no  possible  means  of 
making  his  product  known  to  the  retailer 
and  thereby  securing  his  good  will.  It 
would  be  practically  an  impossibility  for 
him  to  do  this  every  week  or  every 
month  by  means  of  personal  calls 
through  travellers.  The  cost  would  be 
prohibitive,  but  he  can  do  it  at  compara- 


tively little  cost  by  means  of  advertise- 
ments in  the  trade  papers. 

Trade  paper  advertising  only  has  been 
considered  as  that  is  the  side  of  the 
question  which  affects  the  retail  mer- 
chant, for  whom  this  article  is  written. 
Similar  arguments,  however,  can  be  ap- 
plied to  consumer  advertising,  that  is 
advertising  designed  to  make  a  product 
known  to  and  to  create  a  demand  for  it 
on  the  part  of  the  public. 

Let,  then,  every  retail  merchant  who 
has  ever  used  the  argument  in  question 
or  anyone  who  may  ever  feel  tempted  to 
use  a  similar  course  of  reasoning — let 
him  remember  that  advertising  does  not 
increase  the  cost  of  an  article,  that  the 
consumer  does  not  pay  extra  on  account 
of  the  advertising,  but  that,  on  the  con- 
trary, advertising  being  the  cheapest 
form  of  creating  a  demand  and  thus  ef- 
fecting sales,  and  the  large  advertiser 
being  able  to  produce  more  cheaply 
owing  to  increased  output,  the  proba- 
bilities are  that  value  for  value  the  ad- 
vertised article  will  be  cheaper  than  the 
one  not  advertised. 


KEEPING  FROST  FROM    WINDOWS 

Solutions  of  Retailer's  Perplexing  Problem  in  Winter-time — Adequate 
#  Ventilation  Best  Preventative  of  Heavy  Frosting 


ONE  of  the  difficulties  which  Win- 
ter time  annually  presents  to  the 
retailer  appears  to  be  the  elimina- 
tion of  frost  from  display  windows,  and, 
though  there  has  been  much  written  on 
the  subject,  BOOKSELLER  AND  STA- 
TIONER has  been  in  receipt  of  many  in- 
quiries recently  regarding  the  matter. 
These  letters  are  from  retailers  who  are 
taking  time  by  the  forelock  and  are  pre- 
paring well  in  advance. 

There  are  various  remedies  suggested 
for  the  frosting  of  windows,  and  these 
are  roughly  divided  into  two  parts.  In 
cases  of  slight  frosting,  the  trouble  can 
usually  be  eliminated  by  the  rubbing  c.n 
the  window  of  preparations  such  as  alco- 
hol, glycerine  and  water,  ammonia  and 
salt  water,  or  alcohol  and  water.  Where 
windows  do  not  frost  over  very  heavily, 
it  is  also  possible  to  keep  the  glass  clear 
by  throwing  a  strong  current  of  air  over 
the  inside  with  an  electric  fan.  The  cur- 
rent of  air  should  strike  the  glass  from 
one  side  and  sweep  over  the  entire  sur- 
face, thus  creating  a  circulation  of  air 
over  as  much  as  possible  of  the  surface. 
In  large  windows  two  fans  should  be 
used. 

Cause  of   Trouble 

It  might  at  this  point  be  well  to  de- 
fine, the  cause  of  the  frosting  of  windows, 
which  in  cases  of  considerable  difficulty 
necessitate  much  more  drastic  measures 
than  those  previously  enumerated.  The 
windows  frost  over  because  of  the  dif- 
ference in  temperature  in  front  and  back 
of  the  glass.  If  the  air  in  the  window 
is  warmer  than  that  outside,  there  will 
be  condensation  of  moisture  when  it 
strikes  the  glass.     Thus  the  point  is  to 


make  the  temperature  on  both  sides  of 
the  glass  as  nearly  the  same  as  possible. 

The  windows  should  be  enclosed,  the 
back,  sides  and  floor  being  practically 
air-tight  so  that  none  of  the  warm,  mois- 
ture-laden air  of  the  store  or  basement 
will  find  its  way  in.  Sometimes  this  will 
be  all  that  is  necessary,  but  in  excep- 
tional cases  of  heavy  frosting  it  will  be 
necessary  to  go  further  and  have  some 
form  of  an  opening  just  below  the  glass 
to  admit  cold  air  into  the  window,  and 
openings  in  the  top  to  let  out  the  warm 
air.  This  circulation  of  air  from  outside 
will  keep  the  temperature  of  the  inside 
of  the  glass  much  the  same  as  that  out- 
side. 

Old  Windows 

There  are  several  ways  of  ventilating 
windows  already  installed.  When  the 
floor  and  background  have  been  made 
thoroughly  air-tight,  the  window  should 
be  ventilated  by  boring  holes  through  the 
sash,  about  1  inch  in  diameter,  with  cor- 
responding holes  in  the  upper  sash  of  the 
window  placed  from  six  to  twelve  inches 
apart.  If  the  glass  is  so  set  that  there 
is  no  wooden  sash  to  bore  through,  it  will 
be  necessary  to  instal  air  ducts  from  the 
base  of  the  window  up  through  the  floor. 

Some  windows  are  built  in  bay  window 
style  protruding  over  the  sidewalk,  and 
in  such  cases  all  that  is  necessary  is  to 
bore  holes  through  the  floor  which  over- 
hangs the  sidewalk,  with  corresponding 
holes  in  the  ceiling  of  the  window.  This 
often  provides  the  necessary  ventilation 
but  it  will  be  necessary  to  put  a  top 
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cover  over  the  roof  holes  to  prevent  rain 
entering. 

Open  Back  Windows 

In  cases  where  windows  are  used 
which  are  not  enclosed,  it  is  impossible 
to  use  the  ventilating  system  as  a  pre- 
ventive of  frost.  In  such  cases  the  best 
remedy  suggested  is  to  get  as  much  heat 
next  to  the  glass  as  will  render  the  glass 
too  warm  for  frost  to  accumulate.  To  do 
this,  some  stores  uses  electric  heaters,  oil 
heaters  and  gas,  the  latter  in  numerous 
small  jets  from  a  pipe  run  along  the 
lower  sash. 

A  Novel  Idea. 

Another  suggestion,  which  is  both 
simple  and  very  often  effective,  is  to 
place  pots  of  unslacked  lime  in  the  win- 
dow as  near  the  plate  glass  as  possible. 
These  can  be  made  to  appear  as  part  of 
the  display  by  using  jardinieres  or  other 
containers,  and  the  design  of  the  window 
need  not  be  affected.  In  large  windows 
there  should  be  three  or  four  such  jar- 
dinieres, but  in  small  windows  one  or 
two  will    suffice. 


I  E<  )LIDAY   WRAPPINGS 

Holiday  wrappings  are  being 
used  more  and  more,  and  it  is 
a  fact  that  a  book  or  other 
articles  will  give  added  plea- 
sure to  the  recipient  if  pleas- 
ingly packaged  with  wrap- 
ping of  holly  or  poinsettia 
paper,  ribbonzene,  colored 
twine  or  such  like  garniture. 


LOSS  OF  $25,000  IN  ONE  MONTH 

This  is  What  Express  Companies  Have  Had  to  Stand  Chiefly  Through  Careless  Packing 

— Duplication  of  Addresses  Responsible  For  Many  Losses — How 

Claims  Should  Be  Made  Out 

Written   especially  for  this  paper  by  T.   M.  FRASER 


IN  one  month  recently  the  claims 
paid  by  two  Canadian  express  com- 
panies amounted  to  over  twenty-five 
thousand  dollars,  and  practically  the  en- 
tire loss  was  due  to  careless  or  im- 
proper packing  or  marking. 

From  time  to  time,  the  express  com- 
panies have  been  urging  care  on  the  part 
of  shippers,  impressing  upon  them  that 
poorly  packed  shipments  mean  dissatis- 
fied customers;  and  that  in  the  interest 
of  efficient  service,  more  care  should  be 
taken  in  this  respect. 

Those  who  use  express  service  should 
bear  in  mind  just  what  it  is.  They  are 
seeking  the  most  expeditious  transmis- 
sion and  delivery,  and  any  action  on 
their  part  which  may  cause  delay,  de- 
feats the  object  they  are  seeking  to  at- 
tain. The  express  companies  complain, 
and  apparently  with  considerable  jus- 
tice, that  by  far  the  greater  part  of  the 
delay  or  loss  in  express  shipments  is 
due  to  causes  which  are  preventable 
with  a  little  care,  and  the  responsibility 
for  which  usually  can  be  placed  on  the 
shipper.  Congestion  and  delay  is  caused 
at  the  depots  by  the  practice  of  shippers 
of  leaving  express  shipments  until  the 
last  possible  moment  in  the  afternoon, 
making  it  often  impossible  for  the  com- 
panies to  assort,  weigh  and  bill  the  ship- 
ments and  get  them  loaded.  Leaving 
shipments  until  late  in  the  day  also  re- 
sults in  piling  a  "peak  load"  on  the  col- 
lection service  which  is  often  more  than 
it  can  handle. 

How  Losses  May  Be  Avoided 

The  companies  have  drawn  up  some 
suggestions  to  express  shippers,  which, 
if  borne  in  mind  and  followed,  will  ex- 
pedite delivery  and  prevent  loss.  They 
are  as  follows: 

1.  Pack  GLASS  and  fragile  articles  in 
wooden  boxes  or  strong  corrugated  paper 
cartons,  using  plenty  of  excelsior  or  simi- 
lar packing,  and  marking  "GLASS." 

2.  Obliterate  old  marks  on  boxes  or  wrap- 
pings— they  frequently  send  packages 
astray. 

3.  Large  or  heavy  packages  of  merchan- 
dise should  not  be  wrapped  in  paper  or 
tied  with  string,  because  the  most  careful 
handling  will  not  then  prevent  delivery  in 
torn  and  damaged  condition. 

4.  Put  your  name  and  .address  on  outside 
of  package  under  the  word  "From."  Put 
your  name  and  address  and  name  and  ad- 
dress of  consignee  inside  the  package  as 
well.  If  outside  mark  is  lost  or  destroyed 
this  may  facilitate  delivery. 

5.  Do  not  advertise  nature  of  contents  on 
outside  of  packages  containing  valuable 
merchandise,  such  as  ladies'  waists,  silk 
shirts,  silk  stockings,  etc. 

6.  Do  not  use  a  tag  if  condition  of  pack- 
age will  permit  marking  with  ink.  Tags 
become  lost. 

7.  Castings  and  similar  shipments,  when 
not  boxed  or  crated  or  when  impossible  to 


mark  with  paint,  should  be  addressed  with 
good  linen  or  strong  manilla  tags,  wired  on, 
and  an  additional  tag  (bearing  same  ad- 
dress) should  be  bound  to  the  article  with 
burlap   covering. 

8.  Raw  furs  or  skins,  if  in  hand-made 
bales,  should  be  securely  stitched  in  bur- 
lap or  bag,  and  marked  on  a  smooth  wooden 
strip  sewed  flat  to  the  bale.  The  oil  in  the 
skins   destroys   ordinary  marking. 

9.  Bedding,  carpets  and  rugs,  when  not 
boxed  or  crated,  should  be  sewed  up  in  bur- 
lap or  some  other  substantial  cloth  cover- 
ing, and  marked  with  stencil  or  brush;  tags 
should  not  be  used. 

10.  Send  money  and  jewelry  in  sealed 
packages  through  money  department.  Never 
in  unsealed  packages. 

11.  If  shipment  is  C.O.D.  (Bill  with  Goods) 
mark  plainly  "C.O.D.  $...."  Unless  speci- 
fic instructions  to  the  contrary  are  given  by 
the  shipper,  the  charge  for  collecting  and 
remitting  the  money  will  be  collected  from 
consignee.  Prepare  a  C.O.D.  envelope  to 
accompany  the  shipment.  Shipper's  name 
and  address  must  be  plainly  shown  on  ship- 
ment and  on  C.O.D.  envelope.  Write  same 
information  in  receipt. 

12.  Write  the  value  of  shipment  in  proper 
space  in  the  receipt.  If  the  shipper  does 
not  declare  and  enter  the  value  in  the  re- 
ceipt the  liability  of  the  company  is  lim- 
ited to  $50.  The  charge  is  the  same  when 
value  is  declared  at  $50  or  less;  an  extra 
charge  is  made  when  the  value  declared 
exceeds  $50. 

13.  In  addressing  always  show  correct 
street  and  number. 

14.  Because  of  similar  town  names,  the 
county  should  be  shown.  Abbreviations  are 
misleading — spell  out  the  names  of  Prov- 
inces and  States. 

15.  If  charges  are  prepaid,  mark  the  ship- 
ment plainly  "PREPAID."  If  package  is 
addressed  on  more  than  one  side  write  the 
word  "PREPAID"  wherever  the  address 
appears. 

H.  P.  Sharpe  of  the  Dominion  Express 
Company,  gives  some  of  the  experiences 
and  sorrows  of  the  express  man. 
claims  that  while  there  will  always  be 
found  employees,  particularly  in  times 
like  these,  who  are  dishonest  or  wilfully 
destructive,  there  is  not  much  loss  by 
actual  design.  The  older  men  in  the 
express  service  are  rarely  guilty  of  giv- 
ing trouble,  but  war  conditions  have 
caused  frequent  changes  and  the  em- 
ployment of  much  inexperienced  help. 
That  this  is  true  in  the  establishments 
of  shippers  also,  accounts  for  not  a  little 
of  the  trouble. 

Actual    Case   of   Carelessness 

"Practically  all  the  damage  claims  we 
receive,"  says  Mr.  Sharpe,  "are  for 
damage  or  loss  due  to  careless  packing 
or  addressing.  In  packages  or  baggage 
which  have  been  frequently  shipped,  old 
addresses  are  left  on." 

He  picked  up  from  his  desk  a  sheaf 
of  correspondence  regarding  a  claim 
then  in  hand.  It  included  four  old  and 
disreputable  looking  labels.  "Here,"  he 
said,  "is  a   case  right  is  point.     It  was 
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a  parcel  which  the  shipper  valued  at  five 
hundred  dollars,  destined  for  Quebec.  It 
was  not  delivered,  and  when  we  began 
the  work  of  tracing  it  up  we  found  it 
was  plastered  with  old  labels  for  To- 
ronto, Detroit,  and  Winnipeg.  It  was 
to  the  latter  place  that  it  actually  went. 
There  was  no  Quebec  address  at  all.  It 
seems  extraordinary  that  people  will 
take  so  little  care  when  the  safety  of 
large  sums  are  involved;  but  such  is  the 
case.  Old  tags  and  old  addresses  should 
never  be  left  on  packages  when  they  are 
to  be  reshipped." 

Tags  Advised   Against 

"Tags  should  never  be  used  where 
one  can  use  labels  or  can  mark  the  pack- 
age. They  have  to  be  used  rarely  on 
such  small  articles  as  whips  or  small 
castings;  but  that  is  the  exception.  This 
is  one  of  the  greatest  causes  of  trouble. 

"There  is  a  great  deal  of  trouble  over 
egg  shipments.  Crates  are  constantly 
being  exchanged  and  used  by  different 
shippers,  and  will  often  have  half  a 
dozen  different  addresses.  They  get  old 
and  the  nails  become  rusted;  then  the 
bottoms  fall   out. 

"Using  other  shippers'  crates,  and 
mixing  packages  of  eggs  and  butter  are 
other  practices  responsible  for  a  great 
deal  of  trouble.  Then  there  is  a  good 
deal  of  trouble  with  bars  of  steel.  On 
such  shipments  the  name  should  be 
painted,  if  possible.  Parts  for  agricul- 
tural implements  go  astray  sometimes. 
They  are  usually  wanted  in  a  hurry  and 
are  shipped  by  express.  The  implement 
companies  are  very  careful  as  a  rule, 
however." 

Contents  Should  Be  Indicated 

M.  S.  Veitch  of  the  Canadian  Express 
Company  drew  attention  to  the  neces- 
sity for  care  in  the  selection  of  suitable 
packages.  A  few  days  ago  they  received 
a  can  of  paint,  with  the  ordinary  re- 
movable top,  put  in  a  box  packed  in  ex- 
celsior and  then  wrapped  in  paper,  leav- 
ing no  clue  as  to  its  contents.  It  got  a 
knock  in  transit  and  the  lid  sprung  open. 
The  paint,  of  course,  was  lost,  but  that 
was  nothing  to  the  trouble  such  a  mess 
can  cause  among  express  shipments  of 
a  more  delicate  nature. 

Delicate  articles  like  hats  are  custom- 
arily shipped  in  paper  boxes  and  put  in 
crates  with  thin  slats,  poorly  construct- 
ed. Their  next  door  neighbor  in  the 
express  car  or  wagon  may  be  a  heavy 
casting,  and  when  the  two  get  mixed 
there  is  no  visible  effect  on  the  cast- 
ings, but  the  poorly  crated  hats  suffer 
considerably.  "Paint,"  observed  Mr. 
Veitch,  "should  never  be   put  in   a  box. 


BOOKSELLER     AND     STATIONER 


It  should  be  crated  so  that  the  contents 
may  be  known." 

A  Complaint  Without  Foundation 

Sad  to  relate,  some  of  the  losses  are 
due  to  human  frailty  as  well  as  to 
frailty  of  packages.  It  is  not  always 
the  express  employee  or  the  employee 
of  the  shipping  firm,  either.  There  was 
an  interesting  case  some  little  time  ago 
where  a  wholesale  firm  was  receiving 
constant  complaints  from  a  customer  at 
a  distance  of  shortages  in  shipments. 
Three  times  the  firm  made  good  the  de- 
ficiency, each  time  warning  its  shipper 
that  he  must  exercise  more  care.  On 
the  third  occasion  he  was  warned  that 
a  repetition  of  the  loss  would  mean  his 
discharge.  A  fourth  claim  was  made  by 
the  customer  and  the  shipper  was  called 
up  on  the  mat  to  receive  his  discharge. 
He  beat  his  employer  to  it  by  informing 
him  that  money  would  not  hire  him  to 
stay  any  longer  at  the  mercy  of  such  a 
combination  of  firm  and  customer.  He 
then  explained  that  he  suspected  the 
customer  of  making  complaints  without 
any  foundation,  and  had  held  back  his 
last  shipment,  so  that  the  goods  on 
which  he  claimed  shortage  had  never 
been  received  at  all,  but  were  still  in 
the   shipping  firm's  warehouse. 

The  express  companies  claim  that 
they  are  to  a  great  extent  at  the  mercy 
of   the   shipper's   honesty.     This   is   par- 


ticularly the  case  in  regard  to  break- 
ages. Evidence  has  been  unearthed  more 
than  once  that  shipments  were  actually 
broken  when  packed.  It  is,  of  course, 
impossible  to  examine  the  condition  of 
the  contents  of  packages  when  received 
at  the  express  offices. 

Four    Months    Limit 

Finally,  when  cause  for  a  claim  arises 
it  is  desirable  that  it  should  be  properly 
made   out  and  filed. 

There  is  a  four  months  limit  in  which 
shippers  may  file  claims  for  loss  or  dam- 
age. All  claims  of  this  nature  should  be 
filed  within  that  time  to  avoid  any  chance 
of  being  turned  down.  There  are  occa- 
sions when  a  shipper  cannot  get  all  par- 
ticulars necessary  within  this  limit  to  per- 
mit claim  being  filed.  To  overcome  this,  it 
is  agreed  by  carriers,  that  if  shippers  give 
written  notice  of  their  intention  to  file 
claim,  and  enter  claim  later,  that  this  is 
quite   in   order. 

The  reason  for  this  ruling  is  obvious  on 
account  of  the  thousands  of  shipments 
handled  by  the  different  carriers.  If  left 
for  any  length  of  time,  their  records  would 
become  mutilated  or  lost.  Shipments  that 
are  lost  should  be  allowed  reasonable  time 
for  carrier  to  make  delivery,  and  if  no  trace 
can  be  obtained,  then  to  file  a  claim  for 
loss. 

The  following  documents  should  be  at- 
tached  to   the   claim: 

(1)  The  Original  Bill  of  Lading— which 
signifies  ownership  of  property,  and  entitles 
holder  to  make  claim.  If  you  have  been 
sent  the  memo,  get  in  touch  with  shippers 
for  the  original. 


(2)  The  Paid  Freight  Bill  or  the  "Number 
One"  Receipt,  which  shows  you  have  pajj 
the  freight  charges.  This  should  also  carry 
the  notations  of  ciamage,  partial  loss  or 
leakage,  as   the   case   may  be. 

(3)  Certified  Copy  of  Invoice  from  ship- 
pers so  that  carriers  will  know  on  what 
basis  you  bought  the  goods.  They  are  re- 
quired to  pay  on  value  of  goods  at  ship- 
ping  point,   on    date    of    shipment. 

(4)  A  statement  of  your  loss  against  the 
railway  company.  This  covers  only  the 
actual  value  of  the  goods  damaged,  also  a 
proportionate  part  of  the  freight  charges 
covering  the   pieces  damaged. 

File   Claim    Immediately 

The  consignee  should  file  claims  promptly 
in  order  that  investigation  may  be  started 
without  delay  and  should  be  forwarded  to 
the  Local  Freight  Agent  at  his  town.  Some- 
times merchants  have  trouble  with  the 
agent,  and  if  they  have  reason  to  believe 
that  their  claim  would  not  be  given  atten- 
tion, the>  may  send  claim  to  the  Claims 
Agent  direct.  The  agent  will  be  able  to 
give  his  name  and  office  address.  If  the 
agent  is  looking  after  the  interests  of  the 
company's  patrons,  and  good  business  rela- 
tions exist  between  him  and  the  merchants, 
file  the  claim  through  him.  Always  make 
one  or  two  copies  of  the  documents,  so  that 
in  case  they  are  lost  through  the  various 
channels  necessary  in  the  course  of  investi- 
gation, they  may  be  replaced  and  investiga- 
tion  continued. 


Editor's  Note — Above  gives  the  story  of 
how  losses  occur  from  the  standpoint  of  the 
Express  Companies.  This  paper  would  like 
to  hear  from  retailers,  wholesalers  and 
manufacturers  on  the  subject. 


ONLY  TEN  PER  CENT.  ADVANCE  IN  DOLLS 

Increased  Output  Keeps  Prices  Fair,  Though  Some  Materials  Go  Up  100  Per  Cent. 
Mechanical  Toys  a  Strong  Line — United  States  Goods  Will 
Replace  German  Lines 

Written  by  a  Special  Staff  Correspondent 
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ERTAIN  sections  of  the  trade 
have  been  very  slow  to  make 
their  toy  wants  known  this  sea- 
son," said  a  well-known  toy  maker  to 
BOOKSELLER  AND  STATIONER. 

He  stated  that  there  would  certainly 
he  come  without  necessary  stock  this 
year  and  that  this  was  something  they 
might  avoid  by  an  earlier  estimate  of 
the  kind  of  goods  wanted  and  the  quan- 
tities they  would  be  able  to  use. 

Sales  Have  Been  Good 

In  many  ways,  the  Canadian  toy  in- 
dustry is  a  new  one.  It  has  developed 
very  fast  since  the  outbreak  of  the  war 
and  particularly  so  within  the  last  three 
years.  This  has  been  a  direct  result  of 
foreign-made  goods  being  shut  out  and 
the  Canadian  manufacturer  has  been  im- 
proving his  opportunity  and  is  making 
real  progress.  So  satisfactory  has  the 
doll  business  of  the  firm  in  question  been 
tbat  its  entire  output  is  sold  up  until 
the  middle  of  December. 

Lines  Are  Reduced 

While  there  is  still  a  good  range  of 
d0Hs  —  and  some  excellent  ones  —  one 
large  importer  stated  that  they  were  un- 


able to  show  anything  like  the  range 
they  had  before  the  war.  Indeed,  this 
had  been  so  reduced  that  there  was  a 
decrease  of  many  hundreds  in  the  varie- 
ties obtainable.  On  the  other  hand, 
Canadian  makers  have  been  adding  to 
their  range  and  one  of  the  big  firms  is 
just  sampling  a  new  line  at  the  present 
time.  The  foreign  reduction  will  not  be 
any  great  hardship,  it  is  thought,  for 
with  several  hundred  patterns  still  from 
which  to  choose,  the  kiddies  will  have  a 
sufficient  variety  to  please  their  juvenile 
tastes  to  the  full.  With  bonneted  dolls, 
jacketed  and  variously-decorated  designs 
the  showing  for  this  Christmas  will  not 
be  seemingly  short  of  an  average  good 
range. 

The  Price  Changes  10% 
While  there  have  been  greatly  in- 
creased costs  for  labor  and  material  ag- 
gregating in  some  instances  as  much  as 
100%  dolls  of  various  makes  have  not 
advanced  in  relative  proportion.  They 
have  increased  in  price  somewhat,  and 
the  reason  for  the  advance  being  held 
down  to  about  10%,  it  is  claimed,  is  be- 
cause of  the  increased  output.  New 
methods  also  have  been  adopted  and 
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this   has  enabled   the  manufacturer  still 
further  to  cut  his  costs.     With  the  pos 
sibility   of   increased   business   prices   do 
not  give   promise,  therefore,  of  advanc- 
ing unduly. 

Mechanical  Toys  Good 

A  great  array  of  mechanical  toys  is 
being  shown.  These  are  of  superior 
quality  and  the  demand  for  them  has 
been  good.  The  lines  this  year  come 
largely  from  the  United  States  and  are 
the  product  of  many  manufacturers. 
Their  construction  provides  for  more 
than  average  wear  and  tear  on  some, 
while  others  are  less  costly  and  conse- 
quently will  not  stand  the  racket  to  the 
same  extent.  In  general  finish  and  "get 
up"  they  appeal  favorably.  Some  better 
lines  of  toy  autos,  hook  and  ladder 
wagons,  patrol  wagons,  train  sets,  and 
a  large  variety  of  small  carts  are  shown 
and  will  meet  with  ready  sale.  The  lines 
made  by  the  United  States  manufactur- 
ers, some  think,  are  even  superior  to 
those  made  before  in  Germany,  and  will 
be  available  at  lower  prices.  It  is 
thought  they  will  be  able  to  hold  their 
place  after  the  war. 
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THOSE  GERMAN-MADE  TOYS 

Typical  Article  From  a  United  States  Newspaper  Indicating 

Sentiments  Raised  by  Recent  Shipment  to  U.S.  of 

Millions  of  Dollars'  Worth  of  German  Toys 


THE  Gilbertman"  is  a  mimeograph 
bulletin  issued  for  distribution 
among  the  sales  force  of  the  A 
C.  Gilbert  Co.,  and  a  marked  copy  has 
come  to  BOOKSELLER  AND  STA- 
TIONER from  Mr.  Menzies,  of  the  Cana- 
dian house,  the  A.  C.  Gilbert-Menzies 
Co.,  indicating  the  following  reproduc- 
tion of  an  article  from  "The  Record"  of 
Meriden,  Conn.,  on  the  German-made  toy 
question  raised  by  the  recent  release  of 
some  millions  of  dollars'  worth  of  Ger- 
man toys  for  shipment  to  the  United 
States  to  fill  pre-war  orders: 

Emblems    of    Death    For    Toys 

Toys!  For  whom?  For  the  innocent 
carried  down  when  the  "Lusitania" 
sank?  For  those  French  boys  and  girls 
with  pitiful  sightless  eyes?  For  those 
whose  little  bodies  rest  in  the  church- 
yards of  Italy,  who  died  in  pain  from 
poisoned  Hun  candy?  For  those  other 
children  slowly  starved  to  death  in  Po- 
land  or   massacred   in   Armenia? 

Toys!  Toys  made  by  Huns  to  whom 
innocence  and  childhood  are  but  toys  to 
be  played  with  and  then  crushed  and 
broken?  Toys  whose  very  contact  con- 
taminates and  leaves  upon  the  touch  of 
babyhood  invisible  clots  of  blood?  As 
well  bring  a  deadly  serpent  into  the  home 
to  spew  its  venom  on  the  cradle.  Why 
shall  we  befoul  and  taint  the  purity  of 
American  childhood  with  a  reminder  of 
the  fiendish  treatment  the  Huns  have 
gloried  in  ever  since  that  fateful  August 
of  1914  ?  Can  one  even  look  upon  a 
Noah's  Ark  "made  in  Germany"  and  put 
from  his  mind  those  hundreds  of  help 
less  innocents  whose  silken  locks  are 
twined  with  seaweed  ?  Can  one  hold  a 
German  doll  in  her  arms  and  forget 
the  thousands  of  dead  from  famine  that 
once  made  glad  a  mother's  arms?  Can 
a  boy  find  delight  in  the  contortions  of  a 
mechanical  Hun  clown  and  forget  those 
when  crucified  on  cast'e  walls  by  these 
same  Huns  ?  Can  a  ball  colored  with  the 
red  of  Huns  fail  to  suggest  the  flame 
from  bursting  grenades  hurled  by  arms 
uplifted  in  the   attitude   of  "kamerad?" 

Let  those  who  would  invite  fearsome 
ghosts  into  the  home  to  hover  round  the 
Christmas  tree  buv  German  toys.  If 
one  would  hang  the  boughs  with  evil 
omens,  and  bid  the  wail  of  agonized 
spirits  flow  through  the  branches  and  fan 
the  flickering  flame  of  candles,  let  him 
buy  German  toys.  Let  those  who  can, 
make  merry  with  the  product  of  those 
very  hands  which  even  at  this  moment 
are  eagerly  filling  shells  with  poison 
gases  and  deadly  flames  and  hurling 
them  against  our  own  flesh  and  blood. 

And  what  of  the  merchant  who  for 
sordid  gain  would  barter  these  souvenirs 
of   a    loathsome    nation    and     insult    the 


loyalty  of  lisping  lips?  What  could 
more  delight  the  cunning  Hun,  what 
more  quickly  bring  the  sneering  smile 
to  cruel  faces,  or  gladden  heartless 
heart  or  encourage  him  to  hope  that  even 
now  we  tolerate  his  brutality  and  wel- 
come what  he  wants  to  sell  ?  If  now, 
when  as  a  nation  we  are  in  universal 
c-ondemnation  of  Hunism,  yet  do  we 
hold  out  our  hands  to  accept  his  works, 
what  will  he  think  and  with  what  mea- 
sures he  estimate  the  sincerity  of  our 
?xpressions  of  repugnance  and  horror  at 
what  he  has  done  since  the  sun  rose 
this  morning,  Even  while  the  gaudy 
paint  was  yet  fresh  upon  these  trinkets, 
were  Belgian  girls  being  dragged  into 
slavery   worse   than    death. 

We  do  not  lack  for  toys;  toys  by 
trainloads  made  in  American  factories, 
by  hands  which  are  clean;  toys  also  by 
carloads  made  by  our  ally  in  Japan, 
where  childhood  is  sacred,  and  love,  not 
hate,  is  taught  at  mothers'  breasts. 


WASTE    PAPER 

Enquiry  from  Williamson  &  Son,  Port 
Hope,  Ont.:  "We  have  been  interested  in 
your  article  on  'Waste  Paper'  in  the  No- 
vember issue  of  your  magazine,  and 
would  be  pleased  to  have  the  addresses 
of  two  or  three  dealers  in  waste  paper 
that  you  can  recommend  as  reliable." 

"Replying  to  yours  of  November  10, 
we  would  refer  you  to  E.  Pullan,  20  Maud 
Street,  Toronto;  "Levi's,"  100  John 
Street,  Toronto. 


NEW    TYPEWRITER    DEVICE 

William  H.  Edwards,  of  Grand  Rapids, 
Mich.,  has  patented  what  he  calls  the 
"T.N.T."  typewriter  attachment,  which 
equips  a  typewriter  to  handle  any  sheet 
that  has  open  holes  punched  in  its 
edges,  thereby  enabling  the  operator  to 
typewrite  any  loose  leaf  record  without 
mutilating  or  tearing  the  punchings. 


NEW  TOY   FACTORY 

Murrayville,  B.C.,  Oct  15. — A  new  in- 
dustry has  been  started  in  Langley  by  a 
returned  soldier  named  Quintin  Gos- 
ling, who  was  overseas  with  a  Canadian 
Forestry  Corps.  The  trading  style  of 
the  industry  will  be  registered  as  the 
B.  C.  Toy  Company,  and  will  consist  of 
the  manufacture  of  such  wooden  articles 
as  rocking  horses,  picture  puzzles,  dolls, 
motor  cars,  boxes  of  furniture,  wheel- 
barrows and  other  such  like  articles 
made  of  fir,  spruce  and  cedar. 


SUCCEEDS   HAROLD  COPP  AGENCY 

In  addition  to  representing  Blackie  & 
Sons,  in  succession  to  the  late  Harold  A. 
Copp,  Hector  Prenter  will  look  after  the 
Canadian  sales  for  Morgan  &  Scott,  Ltd., 
publishers,  London,  E.C.,-  and  other  Bri- 
tish firms  represented  by  the  late  Mr. 
Copp,  besides  carrying  on  the  represen- 
tation of  the  Thomas  de  la  Rue  Co.,  of 
London,  England,  and  the  other  British 
concerns  for  which  Mr.  Prenter  has  for 
years  been  selling  to  the  Canadian  trade. 


According  to  Property  Superintendent 
Kerr,  of  the  Toronto  Public  Schools,  no 
German-made  pencils  have  been  used 
since  1914,  and  during  the  past  year  2,000 
gross  of  Canadian-made  lead  pencils 
have   been   purchased  and   used. 


A  wall  chart  was  published  in  Novem- 
ber showing  reproductions  of  various 
Canadian  flags,  emblems,  coats  of  arms 
and  military  insignia. 


More  Ivory  Items 


Additional  bits  of  ivory  which  are  selling  are  shown  here.  There  is  a  glove  stretcher— necessary 
these  days  when  one  wears  high-priced  kid  gloves,  or  not  kid  at  all— a  glove  darner — necessary  for 
the  same  reason — a  tooth-brush  holder  to  be  fastened  on  the  wall — a  covered,  collapsible  drinking 

cup   and   a    ring   stand. 
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TEN  IDEAS  FOR  HOLIDAY  SELLING 

Some  Plans  For  Increasing  Your  Christmas  Business  in  Gift  Novelties — New  Methods 

of  Attracting  Customers 


IN  considering  the  holiday  sales  cam- 
paign, we  should  start  right  from 
the  outside  of  the  store,  and  go  clear 
through  the  entire  establishment,  taking 
up  each  department  or  feature  in  turn 
and  studying  it  for  improvement  or 
change  to  meet  the  Christmas  spirit.  In 
keeping  to  this  plan  we  naturally  first 
come  to  the  display  window — that  is  the 
outpost,  the  sentry  of  your  shop. 

I 

The  Window   Display 

Of  all  Christmases,  this  coming  one 
will  be  the  most  unique  in  that  it  is  the 
first  festival  after  the  cessation  of  the 
war.  By  all  odds  it  should  be  one  of  the 
happiest.  We  are  now  relieved  from  the  - 
dread  and  the  burden  of  the  terrible 
conflict,  and  this  relief  will  certainly  find 
expression  in  a  joyous  note  with  every- 
one. This  attitude  must  be  considered  in 
the  Christmas  window  display.  Make  it 
as  light  and  frothy  and  cheerful  as  pos- 
sible. Do  not  dress  your  window  until 
you  feel  in  the  mood  for  creating  a  dis- 
play that  will  radiate  happiness.  Bui 
when  you  feel  that  some  expression  of 
the  joy  and  peace  you  contain  is  neces- 
sary, go  to  work  on  your  display  window 
and  let  it  preserve  in  its  form  and  ar- 
rangement the  happiness  that  you  want 
to  impress  on  everyone. 

Light  and  color  should  be  the  features 
of  the  gift  shop's  Christmas  window.  Put 
a  note  of  merriment  in  it  by  some  amus- 
ing toy  or  trinket — every  smile  that  you 
can  create  is  the  best  sort  of  advertising. 
Do  not  make  the  mistake  of  crowding 
your  display— let  it  be  suggestive.  A 
few  unframed  pictures,  an  assortment  of 
choice  gifts,  a  bowl  of  gay  pottery,  and 
one  or  two  more  material  items  will  be 
enough. 

Don't  forget  the  Red  Cross,  either.  So 
many  of  your  customers  belong  to  this 
wonderful  organization  that  you  are 
making  a  direct  appeal  to  them  when 
you  place  on  one  side  of  your  window  a 
Red  Cross  placard  with  a  few  items  such 
as  yarn  hanks,  knitting  needles,  etc. 

II 

The  Entrance 

Put  a  new  sign  over  your  doorway, 
designating  your  store  as  "The  Christ- 
mas Shop."  A  new  dress  for  the  outside 
of  your  establishment  is  just  as  interest- 
ing to  your  customers  as  a  new  gown  on 
a  friend.  Have  the  sign  made  to  follow- 
out  the  design  of  the  old  English  tavern 
signs.  Subdued  colors  are  best,  but 
make  the  sign  of  sufficient  size  that  it 
must  necessarily  be  seen.  "The  Christ- 
mas Shop"  is  a  good  title  for  your  store — 
it  carries  out  interesting  suggestions  to 
passers-by. 

Put  some  bright  red  curtains  over  the 
glass  in  the  door.  They  will  carry  the 
suggestion  of  a  cheerful  fireside  and  in- 


vest  your   entrance    with   a    warmth    of 
hospitality   that  will   be   appealing. 

Perhaps  a  smaller  sign  on  this  door 
announcing  that  this  is  "The  Entrance 
to  Gift-Land"  will  be  found  desirable. 
Ill 
The  Interior 
Now  we  have  paused  to  look  in  the 
window,  we  have  become  interested  and 
stepped  through  the  doorway,  and  now 
we  stand  on  the  threshold  looking  over 
the  shop.  This  first  impression  must  be 
a  good  one.  Your  decorations  must  fol- 
low out  the  lead  set  by  the  exterior.  In 
deciding  on  your  decorations  it  is  sug- 
gested that  you  stand  in  the  doorway  of 
your  shop,  and  try  to  place  yourself  in 
the  position  of  a  customer  just  entering 
the  store.  You  will  then  get  a  de- 
tached view  of  your  shop,  and  it  is 
very  possible  that  some  ideas  will 
come  to  you  that  will  distinctively 
appeal  to  customers.  You  will,  of 
course,  attempt  to  create  an  atmos- 
phere of  activity  and  good  cheer — thai 
is  essential. 

Nothing  gives  the  shop  more  of  a 
holiday  appearance  than  red  and  white 
streamers  of  crepe  paper  swinging 
across  from  the  side  walls  to  meet  in 
the  center  of  the  ceiling-,  thus  forming 
a  brilliant  canopy  over  the  establishment. 
It  is  a  simple  arrangement,  easily  made, 
but  always  effective. 
IV 
Departmentizing  the  Shop 
In  order  to  take  care  of  the  extra 
customers  you  will  have,  it  will  be  found 
an  excellent  idea  to  divide  your  shop 
into  sections,  each  section  containing  a 
certain  type  of  gift.  China  and  pottery 
will  be  in  one  section,  knitting  devices 
in  another,  pictures  in  another,  toys  still 
another,  and  so  on.  To  departmentize 
your  shop  in  this  manner,  placing  an 
artistically  lettered  placard  high  over 
each  section  will  prevent  the  rushing 
around  from  one  corner  of  the  store  to 
the  other  that  frequently  occurs  on 
crowded  days. 

V 
Children's  Department 
Gifts  for  children  comprise  about  75 
per  cent,  of  the  holiday  purchasing,  and 
while  perhaps  this  percentage  is  not  so 
high  in  all  gift  shops,  it  is  certain  that 
the  volume  of  gift  buying  for  the 
youngsters  is  an  important  part  of  every 
gift  shop's  business.  Such  being  the 
case,  it  is  apparent  that  some  extra  ef- 
fort should  be  used  in  treating  the  sales 
of  children's  gifts.  One  of  the  best 
methods  we  have  noted  is  in  a  successful 
gift  shop  in  New  York,  which  grouns 
practically  all  such  items  in  one  part  of  the 
shop,  designating  it  the  "Children's  Gift 
Department."  It  is  prominently  placed 
in  the  store  so  that  evervone  must  see 
it,  and  there  are  few  customers  of  that 
shop  who  go  out  without  purchasing 
some  gift  for  a  kiddie.    By  bringing  this 


department  impressively  to  the  attention 
of  the  customers  they  are  frequently  re- 
minded of  some  youngsters  who  should 
have  a  gift,  and  a  sale  naturally  results. 
Try  it  out  yourself. 

VI 

Advertising 

Gift  shops  are  usually  restricted  to  a 
small  amount  of  advertising  expenditure, 
but  good  use  of  even  a  small  appropria- 
tion will  work  wonders.  It  is  the  opinion 
of  most  dealers  that  dainty  announce- 
ment cards  or  folders  mailed  or  deliver- 
ed to  prospective  customers,  bring  the 
most  returns.  The  best  kind  of  a  folder 
is  one  that  gives  lists  of  suggested  gifts. 
Everyone  is  in  a  quandary  at  Christmas 
time  as  to  the  selection  of  gifts,  and  will 
eagerly  welcome  suggestions.  A  neat 
little  folder  carrying  a  list  for  gifts  for 
mother,  for  father,  for  the  children,  for 
the  soldier,  or  the  bride,  for  your  friend, 
etc.  (these  lists  are  easily  compiled  by 
simply  going  over  your  stock),  should 
prove  of  great  drawing  power  for  your 
shop.  A  range  of  prices  should  be  in- 
dicated, and  additional  lists  can  be  made 
of  "50-cent  Gifts,"  "$1.00  Gifts,"  etc. 

VII 

Special  Assortments 

Here  is  an  idea  that  can  be  used  very 
profitably.  There  will  be  many  cus- 
tomers who  will  desire  gifts  for  invalids, 
or  who  will  wish  to  send  an  assortment 
of  articles  to  some  friend.  Have  a 
special  table  on  which  are  displayed 
sample  assortments  ranging  in  price 
from  $1.00  up.  You  can,  of  course,  use 
your  own  ideas  for  the  contents.  A  good 
advertising  line  would  be,  "$1.00  de- 
livers a  Christmas  parcel  anywhere." 

VIII 
Greeting  Cards 

One  shop  last  year  made  a  successful 
sale  of  cards  by  putting  up  so  many  to 
a  package,  selling  each  package  for  25 
cents.  For  the  person  who  comes  in  in 
a  hurry  these  card  assortments  are  just 
the  thing. 

IX 

A  Household  Economy  Table 

Even  though  the  war  is  over  the  neces- 
sity for  economy  is  not  lifted.  The  idea 
has  been  instilled  into  everyone's  mind, 
and  if  you  will  cater  to  it  you  will  profit. 
Arrange  one  table  or  counter  with  house- 
hold articles  designed  for  economical 
purposes.  These  include  Hoover  bread 
boards,  paper  napkins,  decorated  oil- 
cloth covers,  war  recipe  books,  etc.  Such 
a  table  will  (rather  many  thrifty  cus- 
tomers around  it. 

X 
Your  Own  Attitude 

Selling  gifts  is  a  distinctly  personal 
matter;   more  personality  goes  into  the 
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sale  of  a  holiday  gift  than  any  other 
item.  Don't  lose  sight  of  the  fact  that 
a  cheerful,  unflurried  salesperson,  will- 
ing and  eager  to  make  suggestions  and 
show  goods,  is  the  greatest  asset  a  shop 
can  have.  Impress  this  on  your  sales- 
people— and  take  a  little  of  this  advice 
to  heart  yourself.  When  you  say  "Thank 
you"  after  the  sale,  say  it  so  that  your 
customer  knows  you  mean  it;  make  your 
shop  a  store  where  people  like  to  buy 
because  of  the  pleasant,  courteous  treat- 
ment they  are  accorded. — "The  Gift  Shop 
Journal." 


DECORATE  THE  STORE 

"The  holiday  spirit"  that  has  so  much 
to  do  with  loosening  of  the  pocket 
strings  around  Christmas  time  must  be 
catered  to  if  it  is  to  be  coined  into  col- 
lateral acceptable  at  the  bank.  And 
from  the  time  of  the  "opening"  sale  of 
holiday  goods  until  the  "closing"  on 
Christmas  eve  the  store  should  have  a 
festive  look. 

Evergreen  should  be  strung  up  with 
hanging  bells  and  paper  bells  and  roset- 
tes, one  string  running  down  the  centre 
of  the  store,  while  others  branch  off  to 
the.  sides  and  gather  into  a  cluster  in  the 
center.  The  background  of  the  window 
should  also  be  trimmed  with  evergreen 
or  holly  under  cheesecloth  or  cotton, 
while  the  lights  should  be  shaded  in  such 
a  manner  that  the  light  will  be  evenly 
diffused  over  the  goods  and  not  be  a  blur 
in  the  eyes  of  customers  to  detract  from 
the  goods  on  display. 

The  decorations  should  not  stop,  how- 
ever, with  the  evergreens  and  festoons. 
Every  silent  salesman,  showcase  or  table 
in  the  front  of  the  store  should  be  bright- 
ened up,  and  all  goods  displayed  on 
bright  and  clean  paper  or  cheesecloth. 

Just  inside  the  door  a  large  sign  might 
also  be  set  up  so  that  all  customers  on 
leaving  the  store  will  be  met  with  the 
parting  wish  of  a  "Merry  Christmas." 


ENTERS  INSURANCE    FIELD 

John  G.  Oliver,  who  has  had  a  long  con- 
nection with  the  book  trade  in  Canada, 
coming  from  England  to  assume  the  posi- 
tion of  manager  for  the  Musson  Book 
Company  and  being  associated  with  the 
publishing  house  of  Thomas  Allen,  since 
its  establishment  in  1916,  has  severed  his 
connection  with  the  latter  concern  to  go 
into  business  for  himself  as  an  insurance 
broker,  being  located  in  the  London  and 
Lancashire  Building,  Adelaide  Street, 
East,  Toronto.  Mr.  Oliver  will  deal  in  all 
forms  of  insurance.  On  the  occasion  of 
his  departure  from  Allen's  the  members  of 
the  staff  there  presented  him  with  a  solid 
gold  Eversharp  pencil,  accompanied  by 
an  address  wishing  him  every  success  in 
his  new  venture. 


NEW  SCHOOL  GEOGRAPHY 

Ontario  is  to  have  a  new  school  geo- 
graphy. Hon.  Dr.  H.  J.  Cody,  Minister 
of  Education,  has  announced  that  the  De- 
partment of  Education  had  already 
taken   in   hand   the   question   of  making 
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"MADE  EASY" 


Our  Xroas  Cards,  Calendars  and  Patriotic 
Souvenirs  will  be  in  demand  this  year  as  never 
before.  There  is  a  sense  of  satisfaction  in 
selecting  a  gift  in  our  establishment  in  no 
way  affected  by  its  cost.  Largest  stock  in 
Canada  to  choose  from.  New,  bright  and  at- 
tractive, and  the  advantage  of  a  number  of 
exclusive  designs. 

Christmas  Cards  and  Booklets — Our  manu- 
facturers seem  to  have  an  inexhaustible  supply 
of  new  designs — sentiments  that  are  unique 
and  original,  and  colorings  that  are  wonderful 
in  their  beauty.  The  most  strikingly  original 
idea  in  Xmas  cards  is  the  Pot-Pourri  series — 
the  effect  is  exquisitely  charming  and  is  quite 
the  daintiest  and  prettiest  idea  that  has  been 
placed   before   the  public   in   many  years. 

Art  Calendars  in  infinite  variety — gifts  that 
are  welcome  and  useful  every  day  in  the  year 
— and  the  cost  is  very  small  compared  to  their 
practical  value.  Latest  Book  Calendars,  really 
artistic,  interesting  and  useful.  Tags,  Seals, 
Coin  Holders,  etc.,  of  the  better  kind. 

Patriotic  Remembrances — Distinctive  novel- 
ties, beautifully  die  stamped  in  colors.  Army 
and  Navy   in  action — Appropriate  sentiments. 

Fountain  Pens — For  that  particular  friend 
of  yours.  Nothing  more  useful  or  appropriate. 
With  gold  and  silver  mountings.     All  prices. 

Writing  Papers — In  handsome  gift  boxes. 
We  have  the  finest  productions  of  the  paper 
makers'  art. 

Leather  Goods — Latest  novelties.  Genuine 
Morocco,  seal,  walrus,  etc.  Embassy  cases, 
portfolios,  etc. 

Playing  Cards— Artistic  backs,  perfect  slip, 
latest  designs.  Dainty  score  cards,  etc. — All 
prices. 


Hundreds  of  other  articles  from  which  to 
choose  gifts  suitable  for  men,  women,  boys, 
girls,  or  the  wee  tots. 


THE  BOOKSTORE 

MAIN  STREET 


Suggestion    for   Christmas    newspaper   advertisement 


the  necessary  changes  in  the  school  geo- 
graphy entailed  by  the  war.  The  changes 
could  not,  however,  be  determined  until 
peace  terms  were  signed. 

Hon.  Dr.  Cody  said  that  in  regard  to 
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the  news  that  France  intended  to  restore 
the  old  names  in  the  recovered  territory 
of  Alsace  and  Lorraine,  it  would  "give  us 
much  pleasure  to  change  our  geography 
accordingly." 
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Current  Events  in  Photograph 


Where  Peace  Terms 

Will    Be   Arranged 

It  was  in  the  Palace  of 
Versailles  that  the  terms 
of  the  Armistice  which 
brought  hostilities  to  a 
close  were  framed  by  the 
Allies.  In  the  same  his- 
toric building  will  be  ar- 
ranged peace  terms  which 
the  world  hopes  will  make 
any  such  wars  as  that 
which  has  raged  for  the 
past  four  years  impossible. 
It  is  here  that  Prussian 
Militarism  will  be  shorn  of 
its  power.  It  is  interesting 
to  note  that  in  1871  the 
Prussian  King  was  saluted 
in  this  palace  as  Emperor 
of  Germany. 


Current  Events  in  Photograph 


Ba 

VICTORY  ARCH 

The  handsome  Victory  Arch  here 
shown  was  built  by  the  retail  mer- 
chants of  St.  Catherine  St.,  Mont- 
real, and  was  presented  by  them  to 
the  Victory  Loan  Committee.  It  was 
made  of  lath  and  plaster  and  was 
very  imposing  in  its  snow-white  coat 
of  dull  finish.  It  was  erected  on 
St.  Catherine  St.  in  front  of  Phillips 
Square.  At  a  formal  function, 
which  was  largely  attended,  it  was 
dedicated,  and  the  suggestion  made 
at  the  time  that  a  marble  replica  of 
the"  arch  be  made  to  form  a  perman- 
ent memorial  of  the  success  of  the 
Victory  Loan  campaign  and  also  of 
the  Allies'  triumph  in  the  great  war 
was  well  received  and  may  be 
adopted. 
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THE    BEST    SELLING    BOOKS    IN 
CANADA 

(Fiction) 

1 — A  Daughter  of  the  Land Porter   128 

2— The   Cow   Puncher    Stead     98 

3— The    Rough    Road    Locke     86 

4 — Joan     and     Peter     Wells     52 

5— The    Golden    Bough Gibbs     48 

6 — The   City   of   Masks McCutcheon     46 

War   Books 

1 — "Dere  Mable"    Streeter   120 

2 — Winged    Warfare    Bishop   104 

3 — A    Minstrel    in    France Lauder     86 

4 — Over   the   Top    Empey     54 

5 — Private    Peat    Peat     46 

6 — My  Four  Years  in  Germany  ..  Gerard      42 

TEN    BEST    SELLERS    IN    THE    U.S. 

(As  reported  in   Baker  &   Taylor's   Monthly 

Bulletin) 

1 — "Dere    Mable"     Streeter 

2 — A  Daughter  of  the  Land    Porter 

3 — Home    Fires    in    France Canfi»'d 

4 — Joan    and    Peter    Wells 

5 — Treat   'Em   Rough    Lardner 

6 — The    Magnificent    Ambersons 

Tarkington 

7 — Our    Admirable    Betty Farnol 

8— The  Rough   Road    Locke 

9 — Joselvn's    Wife    Norris 

10 — The   Unpardonable   Sin Hughes 


EARLY   PUBLISHING 

At  a  recent  Rotary  Club  dinner  in  To- 
ronto, the  speaker  was  S.  B.  Gundy,  head 
of  the  Oxford  University  Press  in  Can- 
ada. His  subject  was,  "The  History  of 
Publishing."  The  art  of  printing-  was 
•traced  from  the  days  of  its  infancy  down 
to  present-day  development.  Twenty 
years  before  Columbus  sailed  for  America, 
said  Mr.  Gundy,  the  Oxford  Press,  then 
in  London,  England,  printed  the  Apostles' 
Creed.  This  was  ten  years  before  the 
first  printing  was  done  by  Claxton,  Eng- 
land's pioneer  printer.  In  1680,  the  Ox- 
ford Press  printed  the  Lord's  Prayer  in 
19  different  languages,  and  from  that 
time  on  the  development  of  printing  had 
steadily  progressed.  In  1830  this  insti- 
tution was  moved  to  Oxford,  and  four- 
teen years  ag-o  opened  a  branch  in  To- 
ronto. Mr.  Gundy  also  told  of  the  dis- 
covery and  development  of  India  paper 
by  the  Oxfovd  Press  after  twenty  years 
of  experiment.  This,  he  said,  had  re- 
volutionized the  publishing  industry. 

SOLDIERS  ON  A  HOLIDAY 

Another  uproariously  humorous  vol- 
ume by  Mary  Roberts  Rhinehart,  is  her 
latest  book  "Twenty-three  and  a  Half 
Hours'  Leave,"  dealing  with  some 
soldiers  on  a  holiday  jount  during  a 
respite  from  the  rigors  of  war  duty 
"Somewhere  in  France." 


BOOK  BUSINESS  IN  FLOURISHING 
CONDITION 

Recent  Price  Advances  Have  Not  Retarded  Sales — Publishers 

Offer  Fewer  and  Better  Books,  Thus  Further 

Benefiting  the  Trade 


BOOKSELLERS  and  publishers 
everywhere  are  unanimous  in  re- 
porting tint  in  spite  o*  ;on;i  '•  - 
able  advances — prices,  which  it  was 
feared  by  many  would  tend  to  reduce 
sales,  the  demand  and  sale  of  books  is 
better  than  ever  before.  This  is  true, 
not  only  of  Canada,  but  also  of  Britain 
and  America.  BOOKSELLER  AND 
STATIONER  has  repeatedly  referred  to 
the  advances  in  the  cost  of  book  manu- 
facture and  the  increases  in  prices  that 
have  been  made  in  the  Old  Country  and 
in  America,  circumstances  that  have  na- 
turally had  similar  effects  in  this  coun- 
try. The  advance  to  10  =  .  '<>  tic 
England  has  not  deterred  sales  and  very 
little  comment  or  discussion  was  caused 
by  such  advances.  The  same  is  true  in 
the  U.S.  and  Canada,  where  $1.50  and 
even  $1.75  are  now  popular  prices  for 
new  friction. 

As  a  writer  in  an  exchange  says: — 
"This  is  an  excellent  sign.  First  of  all, 
by  publishing  fewer  titles,  the  publish- 
ers find  themselves  more  free  to  push 
their  reduced  lists;  by  being  more  dis- 
criminating in  the  acceptance  of  manu- 
scripts, the  reading  public  is  benefited 
in  having  a  choicer  and  less  confusing 
array  of  literary  sweetmeats  from  which 
to  make  selection;  and,  finally,  this 
same  public,  wearying  from  the  mental 
excitement  of  the  daily  war  news,  turns 
to  poetry  for  inspiration,  to  biography 
for  example,  to  history  and  philosophy 
for  intellectual  exercise,  and  to  fiction 
for  pure  relaxation. 

An  interesting  phase  of  the  book 
demand  at  present  is  the  turn  from  the 
realism  of  war  books  to  the  effervescent 
mirth-provoking  humor  of  the  trenches. 
The  "best  seller"  for  the  past  month 
has  been  a  series  of  love-letters  setting 
forth  in  humorous  form  the  experiences 
of  a  "rookie"  at  the  front.  It  is  written 
by  a  past  editor  of  the  Harvard  Lam- 
poon, who,  although  exchanging  the 
famous  Ibis  for  a  sterner  matter  still 
finds  opportunity  for  the  exercise  of 
that  characteristic  form  of  college  wit 
which  seldom  finds  its  way  beyond  the 
confidence  of  a  university  city. 

Sentimental  fiction  is  also  in  demand. 
Novels  with  the  war  as  a  background 
must  now  possess  striking  merit  to  re- 
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ceive  recognition.  The  fact  that  war 
plays  a  part  in  their  story  is  no  longer 
sufficient.  But  it  will  not  be  in  our 
generation  that  the  war  motif  can  be 
expected  to  disappear.  The  magnitude 
of  the  stage  operation,  the  countless 
and  varying  deeds  of  valor,  the  pictur- 
esqueness  of  many  of  the  contending 
nations,  will  offer  themes  enough  to  sup- 
ply writers  for  years  to  come." 


HON.   W.   L.   MACKENZIE   KING 
Author  of  "Industry  and  Humanity" 

Industrial  reconstruction  the  great  post 
bellum  problem,  which  is  capably  dealt 
with  in  Hon.  Mackenzie  King's  "Indus- 
try and  Humanity,"  makes  this  a  book 
%tf  major  importance;  one  that  will  com- 
mand wide-spread  attention  and  enert 
an    international    influence. 


RULES    OF    ORDER 

A  pocket  edition  is  being  brought  out 
of  Bourinot's  "Rules  of  Order,"  a  man- 
ual of  Canadian  and  British  Parliament- 
ary procedure. 


An  anthology  of  religious  poetry  has 
appeared  under  the  title,  "The  Thought 
of  God  in  Hymns  and  Poems." 


BOOKSELLER      AND     STATIONER 


SWINNERTON 

"Shops  and  Houses"  is  the  title  of 
Frank  Swinnerton's  new  book  and  it 
will  be  welcomed  by  the  many  who  were 
so  delighted  with  his  fine  book  "Noc- 
turne." 

SEQUEL  TO   SONIA 

"Midas  and  Son,"  by  Stephen  McKen- 
na,  to  be  brought  out  this  month,  is  a 
sequel  to  "Sonia,"  which  scored  such  a 
big  success  a  year  ago. 

ABOUT  FOCH 

There  is  a  wide  misapprehension  on 
the  part  of  the  public  that  the  name  of 
the  Allied  Generalissimo  is  Alsatian  and 
that  the  pronunciation  is  similar  to  the 
German  surname  "Koch,"  the  equivalent 
of  "Cook"  in  English  and  that  familiar 
German  word  "Hoch,"  what  they  used  to 
do  to  the  Kaiser  when  he  was  still  "it," 
but  Foch  is  French  and  is  pronounced 
"Fosh."  Marshal  Foch  was  born  in  a 
little  town  in  the  Pyrenees  near  the 
Spanish  border.  This  fact  is  brought  out 
in  Major  Johnson's  book  "General  Foch: 
An  Appreciation,"  and  in  the  later  book, 
"Foch  the  Man,"  by  Clara  E.  Laughlin. 

EMPEY  AGAIN 

"Tales  of  a  Dug  Out,"  by  Arthur  Guy 
Empey,  will  be  published  in  a  Canadian 
edition  this  month.  This  will  be  welcome 
news  to  the  thousands  of  readers  who  so 
enjoyed  "Over  the  Top." 

A  MADE-IN-CANADA  BOOK 

"The  Love  of  an  Unknown  Soldier"  has 
caught  on  s0  well  in  this  country  that 
it  has  been  decided  to  bring  out  a  pure- 
ly Canadian  edition,  printed  and  bound 
in  this  country.  This  is  a  tendency  that 
is  increasing  each  year  and  one  that 
the  Canadian  book  trade  should  actively 
encourage. 

CANADA'S  V.  C.  BOOK 

"The  Book  of  the  V.  C.  for  Canada" 
appearing  this  month  deals  with  the  cir- 
cumstances connected  with  the  confer- 
ring of  the  Victoria  Cross  on  forty-two 
Canadian  soldiers,  the  work  being  com- 
piled from  the  records  of  the  Canadian 
War  Records  Office,  by  Theodore  Good- 
rich Roberts,  Private  Robin  Richards, 
of  the  Princess  Pats,  and  Private  Stuart 
Martin,  late  No.  5  Of  the  Canadian  Gen- 
eral Hospital  at  Salonika.  The  author's 
royalties  from  the  sale  of  this  book  are 
to  go  to  the  Canadian  War  Memorial 
Fund. 

THE    KHAN'S    CANTICLES 

A  revised  and  enlarged  edition  has 
been  brought  out  of  "The  Khan's  Can- 
ticles," by  R.  K.  Kernighan  (The  Khan). 
Besides  the  familiar  old  poems  that 
made  the  original  edition  so  popular, 
many  poems  written  since  its  appear- 
ance will  be  included  in  this  revised 
edition. 

SPANISH  TEXT-BOOKS 

Following  up  the  announcement  of  a 
few  weeks  ago  that  Spanish  would  be 
introduced  into  the  high  schools  and  col- 
legiate   institutes    of   the    province    this 


term,  a  circular  has  been  sent  out  by 
the  Ontario  Department  of  Education, 
notifying  the  teaching  profession  of  the 
details  of  the  course.  The  text-books  to 
be  used  are  the  "First  Spanish  Course," 
by  E.  C.  Hills  and  J.  D.  M.  Ford,  and 
"A  Progressive  Spanish  Reader,"  by 
Carlos  Bransby.  The  question  of  pro- 
viding a  "Spanish  Commercial  Reader" 
for  the  commercial  schools  is  under  con- 
sideration by  the  department  at  the  pre- 
sent time. 

MORE  PSYCHICAL  REVELATIONS 

Albert  Durrant  Watson  has  achieved 
literary  distinction  by  his  published 
popems  and  other  books  and  this  yeai 
appears  his  remarkable  work  "The 
Twentieth  Plane:  A  Psychical  Revela- 
tion," which  purports  to  reveal  the  mode 
of  life  in  the  world  beyond,  which  is  re- 
presented as  being  free  from  economic 
evils  and  all  professional  activities  and 
competition.  All  are  amateurs  and  we 
are  told  of  what  men  do  in  the  way  of 
pursuing  the  arts,  drama,  music  ana 
similar  subjects,  while  such  notables  as 
Socrates,  Disraeli,  Emerson  and  Lin- 
coln give  further  expression  to  their 
philosophies,  Lincoln  giving  expression 
to  views  on  democracy  in  the  light  of 
the  Great  War  now  closing. 

The  author  is  a  prominent  member 
of  a   Methodist  church   in   Toronto. 

BAN  IS  CONTINUED 

The  chief  press  censor  for  Canada  has 
issued  a  revised  list  of  publications,  the 
possession  of  which,  in  Canada,  is  pro- 
hibited. Many  of  the  publications  are 
printed  in  foreign  languages,  but  the  list 
includes  all  the  Hearst  publications, 
such  as  the  "New  York  American,"  "San 
Francisco  Examiner,"  and  papers  of  like 
names  in  other  cities  published  by  the 
syndicate.  "Pearson's  Magazine"  is  on 
the  prohibited  list,  as  also  are  all  the 
publications  of  the  International  Bible 
Students'  Association,  and  the  Watch 
Tower  Bible  and  Tract  Society.  These 
latter  include  Pastor  Russell's  sermons, 
and  all  the  books  written  by  him  or  pub- 
lished under  his  authority.  The  order- 
in-council  under  which  these  are  pro- 
hibited, provide  that  "any  person  posting, 
delivering,  or  receiving,  or  having  in  his 
possession  or  on  premises  in  his  occupa- 
tion or  under  his  control,  any  issue  or 
copy  of  these  publications,  shall  be  liable 
to  a  penalty  not  exceeding  five  thousand 
dollars,  or  imprisonment  for  any  term 
not  exceeding  five  years,  or  to  both  such 
fine  and  such  imprisonment." 

JOSEPH  McCABE'S  NEW  BOOK 

Another  "rationalistic"  book  by  Joseph 
McCabe,  published  by  Watt  &  Co.,  Lon- 
don, has  just  appeared  under  the  title 
of  "The  Growth  of  Religion."  Accord- 
ing to  the  author,  primitive  religion  be- 
gan with  a  definite  belief  in  a  personal 
double  or  shadow.  From  this  belief  the 
simpler  mythologies  are  patiently  traced, 
and  their  blending  gives  the  main  stream 
of  religious  development.  This  stream 
is  found  to  flow  through  vast  thickets 
of  superstition  until  it  merges  in  the 
river  of  Christian  tradition.  The  distinc- 
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tive  features  of  Christianity  are  finally 
shown  to  be  part  of  an  evolutionary 
process  which  began  in  the  dim  and 
vanished  past. 

BIRDS  OF  PREY 

Another  story  of  contemporary  New 
York  life  is  George  Bronson  Howard's 
"Birds  of  Prey,"  published  in  November. 

THE  PURPOSE  OF  FICTION 

"The  Modern  Novel,"  by  Wilson 
Follett,  is  a  study  of  the  meaning  and 
purpose  of  fiction,  taking  up  the  Eng- 
lish novel  during  the  last  two  centuries. 

WOMEN  OF  THE  FUTURE 

What  are  the  women  of  the  world 
planning  and  thinking  for  the  future? 
That  was  Madeleine  Z.  Doty's  problem 
set  for  herself  in  her  trip  around  the 
world.  What  she  learned  is  contained  in 
her  newly  published  book,  "Behind  the 
Battle  Line." 
GRUB  STREET 

An  eighteenth  century  story  of  literary 
life  in  London  is  "His  Grace  of  Grub 
Street,"  by  G.  V.  McFadden,  just  issued. 

PINERO 

"The  Social  Plays  of  Arthur  Wing 
Pinero,"  is  an  important  new  book,  edited 
by  Clayton  Hamilton.  It  contains  two 
of  Pinero's  plays:  "The  Gay  Lord  Quex," 
and  "Iris,"  with  critical  prefaces  and  in- 
troduction. 

CANADIAN  LITERATURE  CLASS 

Miss  Dunham,  librarian  of  the  Kitch- 
ener, Ont.,  Public  Library,  has  proposed 
to  open  a  class  on  Canadian  literature 
upon  the  request  of  a  sufficient  number 
of  citizens  interested  in  the  idea. 

FOR  TEN-YEAR-OLD  GIRLS 

A  novel  of  246  pages  intended  for  little 
girl  readers  of  ten  years  or  thereabouts, 
is  "Clematis."  by  Bertha  and  Ernest 
Cobb,  published  by  Putnam's.  It  is  a 
good,  wholesome  story  of  nearly  250 
pages,  and  with  its  illustrations  in  color 
will  readily  appeal  to  booksellers  as  an 
easy  selling  book  when  peonle  want  a 
volume  for  a  ten-year-old  girl. 

NOAH'S  ARK  AND  AFTER 

"After  They  Came  Out  of  the  Ark,' 
is  the  title  of  a  highly-attractive  picture 
book  for  children,  by  E.  Boyd  Smith, 
which  comes  from  Putnam's.  It  has 
twenty-four  full  page  illustrations  in 
colors  and  descriptive  matter  about  each, 
telling  of  the  wanderinq-s  of  the  denizens 
of  the  Ark  after  the  Flood. 

INDIAN  SONGS  AND  CHANTS 

"The  Path  of  the  Rainbow"  is  a  new 
anthology  of  songs  and  chants  from  the 
Indians  of  North  America,  compiled  by 
George  W.  Cronyn.  There  is  an  intro- 
duction by  Mary  Austin. 

THE  CANADIAN  LAWYER 

By  special  arrangement  just  concluded 
a  trade  edition  of  "The  Canadian 
Lawyer"  will  be  brought  out  by 
McClelland,  Goodchild  &  Stewart.  This 
is  a  well-known  book  on  general  law  and 
legal  information  for  the  average  man. 
The  same  firm  will  bring  out  new  edi- 
tions of  P.  H.  D.  Maclean's  well  known 
Canadian  books:  "The  Indians  of  Can- 
ada,"   and    "Canadian    Savage    Folk." 


LITERATURE  OF  THE  WAR 
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JOHN  McCRAE,  CANADIAN  POET 

Canadian  Soldier-Hero  Who  Gained  International  Fame  With 
His  Great  Poem,  "In  Flanders  Fields" 


JOHN  McCRAE,  physician,  soldier, 
and  poet,  author  of  "In  Flan- 
ders Field  and  Other  Poems,' 
died  in  France  from  pneumonia,  compli- 
cated by  meningitis,  on  January  28,  1918. 
He  was  born  in  Guelph,  Ontario,  in  1872, 
the  son  of  Colonel  and  Mrs.  David  Mc- 
Crae,  who  survive  him.  He  held  the  dual 
position  of  lecturer  in  pathology  and 
lecturer  in  medicine  at  the  Medical 
School,   McGill   University. 

At  the  outbreak  of  war  in  1914,  Mc- 
crae  had  just  arrived  in  London.  He 
cabled  to  Canada  offering  his  services, 
and  was  appointed  surgeon  to  the  First 
Brigade  of  Canadian  Artillery.  He  was 
with  the  guns  along  the  Ypres  sector 
for  a  continuous  period  of  fourteen 
months,  and  was  in  the  thick  of  the  en- 
gagements where  the  Canadian  forces 
made  an  undying  name  for  their  valor. 
His  brigade  was  behind  the  area  where 
the  first  gas  attack  was  delivered,  and 
his  description  of  their  moving  up  to 
hold  the  front  line  was  most  graphic. 
They  were  under  intense  fire  for  seven- 
teen days,  and  on  one  occasion  a  shell 
came  through  his  dressing  station,  but 
he  escaped  injury.  When  in  the  service 
of  his  country  he  was  a  man  of  few 
words,  and  few  there  are  who  have  an 
appreciation  of  what  he  endured.  His 
health  was  undermined  by  the  strain  of 
constant  duty  and  the  conditions  under 
which  the  men  were  livinq-  in  the  early 
period  of  the  war.  He  did  not  realize 
this:  in  fact,  he  was  reproving  himself 
for  the  lack  of  greater  sacrifices  which 
he  deemed  it  his  dutv  to  make.  It  was 
only  through  the  strong  appeal  of  his 
friends  that  he  consented  to  accent  the 
post  of  internist  at  a  base  hospital  (Mc- 
Gill Unit). 

In  his  medical  duties  he  was  equally 
severe  with  himself.  He  sacrificed  his 
all  for  the  comfort  and  welfare  of  the 
men  under  his  charge:  he  was  keenlv 
desirous  that  all  the  invalided  should 
have  the  last  ounce  of  care  provided,  to 
restore  them  to  health  as  early  as  pos- 
sible. He  served  for  over  two  vears  as 
chief  in  medicine  in  the  McGill  Unit. 
Just  before  his  death  he  had  been  ap- 
pointed  consultant  to  one  of  the  British 
army  areas,  the  first  officer  of  the  over- 
seas forces  to  be  so  honored.  News  of 
this  came  on  the  day  on  which  he  was 
stricken  with  pneumonia.  The  attack  at 
first  seemed  mild,  but  meningitis  devel- 
oped on  the  third  day,  and  death  came 
two  days  later. 


A  FRENCH-CANADIAN  VIEW 

With  the  patriotic  purpose  of  promot- 
ing harmonious  relations  between  the 
two  principal  races  in  Canada,  Lieut.- 
Col.  J.  G.  Desjardins,  of  Quebec,  has  pro- 
duced a  book  entitled,  "England,  Canada, 
and  the  Great  War."  As  in  the  book 
published  by  him  last  year  in  French,  he 
presents  a  solid  case  for  Canada's  parti- 
cipation in  the  war,  and  answers  conclu- 
sively the  arguments  that  were  heard  all 
too  frequently  in  the  earlier  years  of  the 
war,  against  such  participation.  The 
book  is  of  interest  from  both  an  his- 
torical and  a  political  point  of  view,  and 
carries  all  the  more  weight  as  the  work 
of  a  French-Canadian. 


WILSON     MacDONALD, 

whose   book   "The   Song  of  the   Prairie   Land"   and 

other   poems,    is   among   this   season's   new 

Canadian   books. 

MacDONALD  AND  KILMER 

Wilson  MacDonald  has  done  some  fine 
work  in  his  volume  "The  Songs  of  the 
Prairie  Land  and  Other  Poems,"  just 
published.  One  of  his  notable  poems 
is  "The  Girl  Behind  the  Man  Behind  the 
Guns."  From  the  trenches  Joyce  Kilmer 
wrote  MacDonald  in  enthusiastic  praise 
of  this  poem.  This  was  shortly  before 
Kilmer's  death.  In  this  connection  it  is 
interesting  to  chronicle  the  news  that 
there  is  to  appear  soon  "Joyce  Kilmer, 
Memoirs  and  Letters,"  in  two  volumes. 
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NOVEL    INSPIRED     BY     ALLENBY'S 
CONQUEST 

A  story  based  on  General  Allenby's 
conquest  of  Syria,  is  Mary  Caro^ne 
Holmes',  "The  Knock  on  the  Door." 

IDEALS  OF  CANADA'S  SOLDIERS 

A  unique  book,  just  published  by  Mc- 
Clelland, Goodchild  &  Stewart  is,  "On 
Active  Service:  Ideals  of  Canada's  Fight- 
ing Men,"  edited  by  Hon.  Capt.  Alex. 
Ketterson.  To  this  book,  over  750  of 
Canada's  officers  with  the  fighting 
forces,  including  thirty  generals,  have 
contributed.  Many  of  the  finest  and 
noblest  thoughts  in  English  literature 
find  expression  in  this  volume,  which 
the  editor  dedicated  "To  the  sacred  mem- 
ory of  the  gallant  Canadian  officers  and 
men  who  died  on  active  service  in  the 
great  war." 

A  feature  of  the  book  are  the  reproduc- 
tions of  the  autographs  of  some  of  the 
more   notable   contributors. 

The  volume  has  over  200  pages,  and 
makes  a  most  creditable  appearance  in- 
deed, and  it  may  be  added  that  it  was 
printed   and  bound   in   Toronto. 

GERMAN  SECRET  SERVICE 

"The  German  Secret  Service  in 
America,"  by  John  Price  Jones  and  Paul 
Merrick  Hollister,  comes  from  Small, 
Maynard  &  Co.,  of  Boston.  It  is  charac- 
terized as  a  complete,  up-to-date,  and 
authoritative  record.  This  is  how  Wil- 
liam K.  Flynn  sizes  it  up:  "If  you  want 
to  know  what  we  have  been  up  against 
in  pursuing  the  underground  Hun,  read 
this  book." 

MILDRED  ALDRICH 

On  the  heels  of  the  wonderful  victory 
and  peace  tidings  from  "Over  There," 
came  the  news  from  Mildred  Aldrich's 
"Hilltop  on  the  Marne,"  that  this  popu- 
lar Boston  author  was  already  at  work 
on  the  manuscript  of  a  new  book  which 
she  has  christened  'When  Johnny  Comes 
Marching  Home."  It  is  to  be  published 
in  the  spring. 

DR.  W.  M.  TIPPY 

"What  have  the  churches  been  doing 
during  the  great  world  struggle?"  This 
question  Dr.  Worth  M.  Tippy,  executive 
secretary  of  the  Commission  on  the 
Church  and  Social  Service  (federal  coun- 
cil) set  himself  to  answer  in  a  volume 
entitled,  "The  Church  and  the  Great 
War,"  just  issued.  Dr.  Tippy  realizes 
that  the  churches  are  in  the  thick  of  the 
greatest  opportunity  this  generation  will 
ever  see,  and  outlines  plans  of  action  for 
present-day  activities  as  well  as 
in  the  period  of  reconstruction  which 
must  follow  the  cessation  of  hostilities 
and  the  declaration  of  peace. 


BOOKSELLER      AND     STATIONER 


THE  RULE  OF  MIGHT 

The  story  of  three  strenuous  days  in 
Napoleon's  life  is  told  in  "The  Rule  of 
Might,"  by  J.  A.  Cramb,  published  by 
Putnam's.  The  setting  is  Vienna  in  Oc- 
tober, 1809,  with  the  French  armies  in- 
side the  walls,  and  the  attempt  of  Fried- 
rich  Staps  to  assassinate  Napoleon  at 
the  Palace  of  Schonbrunn  is  the  central 
incident.  The  book  is  psychological  in 
treatment  throughout.  The  portrait  of 
Napoleon,  though  intensely  sympathetic 
and  dramatic,  is  ctrictly  historical.  The 
studies  of  his  marshals  and  generals  are 
worked  out  in  the  same  objective  man- 
ner. Over  against  Napoleon  and  his 
soldiers  are  placed  various  groups  of 
Viennese  society.  This  gives  the  oppor- 
tunity for  a  realistic  study  of  Viennese 
life  in  1809. 

PRESS  HOME  THIS  POINT 

If  the  tired  business  man  to-day  will 
pay  $2.50  and  $3.00  for  a  seat  at  a 
musical  comedy,  which  formerly  cost 
him  $1.50,  the  studious  reader  who  in- 
sists on  solid  and  good  matter  to  read 
will  not  mind  paying  an  increase  in  price 
which  amounts  at  the  most  to  about  (5 
per  cent.  Also,  it  should  be  borne  in 
mind  the  reader  does  not  have  to  pay  a 
war  tax  for  his  seat  while  reading  as 
he  has  at  the  theatre. 

A  SUGGESTION 

The  book  buyer  that  is  in  the  habit  of 
treating  the  traveling  salesmen  with 
scant  courtesy,  could  very  profitably  use 
his  vacation  by  hiring  himself  during 
that  period  as  a  traveler.  If  he  would  do 
this,  he  would  come  back  to  his  work  in 
the  proper  state  of  mind  to  be  as  cour- 
teous and  considerate  to  traveling  men 
as  he  would  like  the  buyers  to  treat  him 
when  he  was  in  the  traveler's  position. 
In  fact,  it  would  be  a  good  idea  for  the 
concern  to  let  the  buyer  get  such  an  ex- 
perience because  it  would  mean  more 
efficient  service  and  increased  profit  for 
the  business.— "Successful   Selling." 

AN  ARCTIC  TRAGEDY 

The  story  0f  the  Eskimos  who,  after 
a  hunt  of  two  years,  were  run  down  by 
the  Northwest  Mounted  Police  for  the 
murder  of  a  Roman  Catholic  missionary, 
has  been  published  under  the  title  of 
"An  Arctic  Tragedy."  The  Northwest 
Mounted  Police  force  has  been  disbanded 
and  this  dramatic  capture  was  its  last 
official   man   hunt. 

SONGS  OF  MEN 

A  unique  anthology  of  virile,  red- 
blooded  poems  of  sport,  adventure,  man- 
ly friendship,  travel,  war,  and  the  things 
that  mean  most  to  all  true  men,  is  a  new 
book  entitled  "Songs  of  Men,"  compiled 
by  Robert  Frothingham. 

It  represents  out-of-the-way  material, 
and  the  book  is  an  ideal  grift  for  a  man 
on  any  occasion.  One  edition  is  bound 
flexibly  and  made  of  such  a  size  as  to  fit 
easily  into  the  pocket  of  an  old  tweed 
jacket  along  with  the  cartridges  and  fish 
hooks. 
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Reproduction     from    a    page    of    the    actual    manuscript    of    the 
remarkable    new   book,    "The    Love   of   an    Unknown    Soldier." 


CONSERVE  BOOKS 

The  following  display  announcement 
might  well  be  copied  by  booksellers.  It 
appeared  in  The  Chicago  Tribune: 


Conserve 
Books 

by  buying  them.  The  book  that 
lies  on  the  shelf  in  a  store  is  wasted. 
Tribune  reviews  and  advertising 
will  guide  you  to  the  latest  worth- 
while publications.  Turn  to  to- 
day's  book   page   now. 


Buy  Books 


Since  Christmas  comes  but  once  a 
year,  every  dealer  should  be  moved  to 
make  the  most  of  it.  The  public  has 
been  trained  to  expect  something  new  at 
this  season.  Farmers  and  their  wives 
come  to  town  and  look  for  novelties.  The 
townspeople  watch  the  daily  papers  for 
advertisements  and  the  windows  for 
things  out  of  the  ordinary;  as  a  general 
rule  they  all  unloose  their  purse-strings 
and  buy  the  best  of  goods. 
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BOOK   PRICE  ADVANCES 

In  further  regard  to  the  recent  pro- 
phecy of  higher  prices  for  books,  we 
learn,  almost  on  the  heels  of  the  an- 
nouncement referred  to,  of  actual  in- 
stances supporting  the  view  then  ex- 
pressed. English  papers  just  arriving 
show  in  their  advertising  columns  that 
higher  prices  for  books,  and  particularly 
fiction,  are  now  a  fact.  One  famous 
London  publisher  takes  the  unusual 
course  of  not  announcing  prices  at  all, 
his  list  is  confined  to  authors  and  titles. 
but  no  prices  appear.  Another  states 
that  his  fiction  will  now  be  8s.  a  volume 
instead  of  6s.,  and  he  further  announces 
this  8s.  price  for  books  published  some 
time  ago,  which  are  now  in  later  editions. 
One  novel,  which  had  an  extraordinary 
vogue  in  Great  Britain  and  on  this  side 
as  well,  is  a  case  in  point.  Although  the 
first  publication  of  this  novel  was  two 
seasons  ago,  the  latest  edition  is  priced 
at  8s.  instead  of  6s.  as  originally.  In 
making  the  announcement  of  this  in- 
crease, the  publishers  in  question  say. 
"A  public  which  is  willing  to  pay  for 
most  things  twice  as  much  as  before  the 
war  will  not  object  to  a  moderate  in- 
crease in  the  cost  of  books." 


BOOKSELLER      AND     STATIONER 


SOLDIER  TRADE  A  BIG  FACTOR 

Someth'ing  About  Conditions  in  England,  With  Ideas  Applicable 

to  Canada  as  Well 


IN  England  the  retailers'  harvest  falls 
in  December.  The  last  week  in  No- 
vember sees  the  first  exhortations  in 
the  papers  to  "buy  early  and  avoid  the 
crush."  This  clarion  note  is  prolonged 
through  the  next  fortnight  until  it  fades 
to  silence  with  the  last  crowded  weeks 
that  end  on  Christmas  Eve,  says  Thomas 
Russell,  of  London,  writing  in  "Printers' 
Ink." 

A  revival  of  trade  comes  after  New 
Year's  Day.  Salaried  men  whose  pay 
has  been  increased  and  people  who  re- 
ceived unexpected  gifts  or  forgot  some- 
one, clean  up  their  obligations  then.  Dur- 
ing all  this  time  the  "Give  It  Now"  note 
is  stressed  in  advertising. 

What  difference  has  the  war  made  ? 
It  hasn't  made  any  difference  at  all — ex- 
cept that  the  indicated  destination  of  the 
gifts  advertised  has  altered.  You  would 
almost  think  that  women  and  civilians 
had  been  exterminated,  to  look  at  some 
of  the  papers.  The  soldier  looks  like 
being  in  for  a  good  time,  and  his  over- 
loaded kit  would  stretch  to  bursting 
point  if  he  got  all  the  things  coming  to 
him — according  to  the  advertisers. 

You  can  interpret  this  copy-note  in 
any  way  you  like.  The  soldier  has  been 
a  selling  point  all  through  the  war.  The 
sailor  is  not  nearly  so  often  heard  of 
somehow,  but  the  navy  is  always  called 
"the  silent  service."  The  sailor  does 
things  that  we  are  not  allowed  to  hear 
of,  and  we  do  not  see  much  of  him  in 
the  streets.  Consequently  he  is  not  such 
a  strong  copy  appeal  as  Tommy. 

It  may  be  that  the  "Send  It  to  Your 
Soldier"  note  in  Christmas  advertising  is 
only  the  regular  copy  note  adapted  to 
war-time  conditions.  On  the  other  hand, 
the  duty  of  economizing  was  in  1916 
rather  fully  advertised  and  the  soldier- 
gift  note  may  be  regarded  as  an  apology 
for  asking  people  to  spend  money.  One 
large  jewelry  store  offered  to  take  war 
bonds  in  payment  of  purchase.  This,  of 
course,  is  not  what  the  Government 
wants.  There  has  assuredly  been  no  re- 
duction in  Christmas  advertising,  except 
where  newspapers,  already  getting  short 
of  paper  last  December,  limited  the 
quantity  of  space  which  they  would 
allot.  On  this  point  a  certain  amount  of 
complaint  was  raised.  Dailies  were  saia 
to  be  giving  London  drapery  retailers 
and  dry-goods  people  so  much  space  that 
there  was  not  enough  for  general  adver- 
tisers. These  retailers  are,  of  coursw, 
precisely  the  houses  that  could  be  ad- 
vertising gifts.  I  was  consulted  on  the 
alleged  preference  by  some  aggrieved 
advertisers,  but  could  not  find  evidence 
of  anything  but  superior  forehandedness 
on  the  part  of  retail  advertisers,  though 
it  is  a  fact  that  in  some  dailies  this  class 
of  advertising  early  this  year  represented 
75  per  cent,  of  the  total. 


POPULAR  WITH  SOLDIER  READERS 

The  popularity  of  Ridgwell  Cullum 
with  soldier  readers  is  attested  by  the 
report  from  the  American  Library  Asso- 
ciation that  he  is  among  the  first  four 
authors  in  point  of  popularity  with  the 
U.  S.  soldiers  in  France,  as  shown  by  the 
calls  for  his  books  from  that  source. 
Cullum's  latest  book  is,  "The  Triumph  of 
John  Kars." 

SHORT  WAR  POEMS 

An  interesting  publication  this  season 
is  an  anthology  of  R.  G.  Lehman's  short 
poems,  chiefly  on  the  war,  all  but  two 
of  which  have  appeared  in  London 
"Punch." 

CAPTURED   BY   A   RAIDER 

"A  Captive  on  a  German  Raider,"  by 
F.  G.  Trayes,  is  a  most  interesting  ac- 
count of  his  experiences  after  being  cap- 
tured by  a  German  naval  vessel  while 
voyaging  on  the  Pacific. 

A.  B.  C.  OF  AVIATION 

From  the  Norman  W.  Henley  Company 
of  New  York,  who  are  represented  in 
Canada  by  McClelland  Goodchild  & 
Stewart,  comes  the  new  1918  edition  of 
"The  A,  B,  C,  of  Aviation,"  by  Victor 
W.  Page.  This  practical  volume  des- 
cribes the  basic  principles  of  aviation, 
tells  how  a  balloon  or  dirigible  is  made 
and  why  it  floats  in  the  air.  Describes 
how  an  airplane  flies.  It  shows  in  de- 
tail the  different  parts  of  an  airplane, 
what  they  are,  and  what  they  do.  Des- 
cribes all  types  of  airplanes  and  how 
they  differ  in  construction,  as  well  as  de- 
tailing the  advantages  and  disadvant- 
ages of  different  types  of  aircraft.  It 
includes  a  complete  dictionary  of  avia- 
tion terms  and  clear  drawings  of  leading 
airplanes.  The  reader  will  find  simple 
instructions  for  unpacking,  setting  up, 
and  rigging  airplanes.  A  full  descrip- 
tion of  airplane  control  principles  is 
given  and  methods  of  flying  are  discuss- 
ed at  length. 

WAR  IMPROVES  BOOKS 

In  an  address  on  "The  Spirit  That 
Permeates  the  Brotherhood  of  Letters," 
Dr.  George  H.  Locke,  chief  librarian 
of  the  city  of  Toronto,  told  the  Theo- 
aophical  Society  that  every  man  should 
take  up  some  hobby  in  a  community 
spirit.  The  speaker  added  that  a  worse 
bore  in  the  world  could  not  be  found  than 
the  man  who  sought  to  make  his  hobby 
the  hobby  of  others. 

"Never  was  a  high  community  spirit 
more  necessary  than  to-day,  when  one  is 
dependent  upon  another  to  a  greater  ex- 
tent than  ever  before  in  history,"  he  said. 

Among  the  many  changes  the  war  had 
brought  was  the  clearing-out  of  the  un- 
pleasant kind  of  literature  which  was 
rampant  before  the  war,  Dr.  Locke  said. 
Since  the  military  side  of  the  war  was 
over,  literature  had  entered  into  that 
other  side  which  prompted  men  to  play  a 
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man's  part  as  they  had  played  men's 
parts  in  the  great  struggle  of  the  past 
four  years. 

THE  ENGLISH  SENSE  OF  HUMOR 

Some  mentally  dyspeptic  critic  once 
handed  forth  to  the  overcredulous  read- 
ing public  in  the  U.S.  the  statement  that 
"the  English  have  no  sense  of  humor."  And 
that  reading  public  swallowed  his  judg- 
ment with  perfect  docility,  for  no  other 
reason,  apparently,  than  that  it  was 
clothed  in  the  solemn  habit  of  print. 
Now  we  have  an  English  author,  whose 
first  book  disproves  that  ill-advised  bit 
of  propaganda.  Perhaps  if  the  gentle- 
man could  have  read  "The  Caravan 
Man,"  he  would  never  have  committed 
such  a  critical  indiscretion.  If  the  book 
came  too  late,  however,  to  be  "an  ounce 
of  prevention,"  it  can  be  a  most  efficient 
"pound  of  cure."  The  product  of  an 
Englishman,  this  book's  scintillating  wit 
and  joyous  humor  defends  the  nation's 
sense    of   humor. 

THE  TEXAN 

The  author  of  "The  Promise"  has 
scored  again  with  "The  Texan,"  which 
the  Putnam's  have  just  published.  It 
is  a  novel  of  the  cattle  country  and  of 
the  mountains,  which  will  at  once  com- 
mend itself  to  the  many  Canadian 
readers  who  have  followed  the  writings 
of  John  B.  Hendry.  Again  he  has  writ- 
ten a  red-blooded,  virile  romance  of  the 
great  open  spaces — a  tale  both  turbu- 
lent and   tender. 

GOOD  AND  EVIL 

Professor  Loring  W.  Batten,  who  has 
the  Old  Testament  Literature  and  Inter- 
pretation chair  at  the  General  Theolo- 
gical Seminary,  New  York,  has  written 
an  important  new  work  entitled,  "Good 
and  Evil,"  which  the  Revell's  have  just 
published.  The  problem  presented  by 
evil  in  the  world  has  always  confronted 
man,  and  has  caused  much  searching  of 
hearts.  Belief  in  a  beneficent  and  om- 
nipotent God  has  been  hard  to  reconcile 
with  the  tragedies  that  have  so  often 
overwhelmed  mankind.  The  indescrib- 
able disaster  which  the  Germans  have 
brought  upon  an  unwilling  world,  forces 
the  problem  to  the  front  again.  This 
volume  shows  how  the  problem  of  evil 
was  treated  in  a  period  of  a  thousand 
years  by  that  race  of  men  who  are  said 
to  have  "a  genius  for  religion."  The 
author  has  been  well  prepared  for  his 
work  by  serving  for  a  quarter  of  a  cen- 
tury as  professor  of  Old  Testament 
Literature,  having  written  many  articles 
and  books  which  have  given  him  an  es- 
tablished reputation  among  the  scholars 
in  the  field  of  biblical  study. 

Hence  in  Dr.  Batten's  new  work,  this 
important  and  much-discussed  subject 
finds  fresh,  broad,  and  authoritative 
treatment. 

Booksellers  =ho"ld  ha  qbl»  to  interest 
ministers,  and  in  fact  all  religious  work- 
ers in  this  new  book. 

YOUNG  DIANA 

In  her  new  book,  "Young  Diana," 
Marie  Corelli  tells  a  realistic  story  touch- 
ing some  of  the  problems  of  contem- 
porary life. 


THOUSANDS  OF  CARDS  USED  BY  ONE  STORE 

Selling  Value  of  the  Attractive  Card  Makes  it  Indispensable  to  the  Large  Store  and 
So  Should  Be  Used  By  Smaller  Ones  as  Well — Some  Christmas  Cards 

and  How  to  Make  Them 

i  Written  for  this  paper  by  R.   T.   D.   EDWARDS 


CHRISTMAS  show  cards  are  at 
present  an  absorbing  topic  of  in- 
terest to  those  in  charge  of  pro- 
ducing show  cards  for  the  large  or  small 
store. 

The  large  departmental  stores  through 
Canada  and  the  United  States  are  busy- 
putting  Christmas  cards  on  their  coun- 
ters and  in  their  windows.  One  of  the 
large  Toronto  stores  has  already  put  into 
use  many  thousands  and  before  the  Christ- 
mas season  has  advanced  much  farther, 
the  quantity  will  be  increased  to  double. 


A  Gift, 

Vorth 
While. 
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feeling  must  be  supplied  to  encourage 
early  shopping.  Prettily  designed  Christ- 
mas cards  are  what  remind  and  keep 
reminding  the  customer  over  and  over 
again  that  the  gift  season  is  again  at 
hand. 

For  Small  as  Well  as  Large  Stores. 

Early  Christmas  shopping  is  the 
watchword.        Therefore,   the    Christmas 

The  small  store,  too,  should  follow  the 
big  store's  examples  and  get  their  Christ- 
mas cards  on  their  merchandise  and  in 
the   window  displays. 

The  principle  used  by  most  large  stores 
is  to  adopt  one  special  design  and  carry 
it  out  through  the  interior  of  the  store. 
This  design  is  used  also  in  the  show 
windows  at  intervals  with  other  special 
Christmas  show  cards  designed  by  the 
cardwriter. 

In  the  majority  of  cases  the  Christmas 
cards  for  the  interior  are  either  of  a 
printed  or  lithographed  design  and  from 
two  to  four  color  work. 

For  the  smaller  store,  very  attractive 
designs  can  be  worked  up  with   the  air 


brush  by  using  stencil  or  lithograph,  or 
printed  cards  can  be  bought  from  supply 
houses. 

But  the  window  card  for  dainty  Christ- 
mas displays,  both  for  large  and  small 
stores,  must  be  made  by  hand. 

Change  Cards  Frequently 

First  of  all  these  cards  must  be  origin- 
al. They  should  be  changed  every  few 
days,  just  as  the  window  trimmer 
changes  and  decorates  his  windows. 
They  should  be  made  in  series  and  the 
change  from  one  style  to  another  should 
be   made  all  at  one  time. 

Stick  to  daintiness  in  show  cards. 
Don't  plaster  the  card  all  up  with  de- 
sign and  lettering.  We  are  offering  two 
suggestions  of  what  we  think  are  quite 
good  enough,  even  for  the  best  Can- 
adian   stores. 

They  are  exceedingly  neat  and  good 
looking  and  they  would  add  much  to  a 
Christmas    display. 

They  are  made  with  a  mat  bound  back- 
ground with  a  deckled  edge  cover  paper, 
panel  in  the  centre.  The  edge  is  deckled 
by  hand  with  a  small  pair  of  scissors 
and  is  nothing  more  or  less  than  an 
uneven   or   rough   edge. 

The  dark  background  card  is  made  of 
dark  green  mat  board  with  a  buff  centre 
panel  of  heavy  cover  paper.  Cover  pa- 
per can  be  procured  from  wholesale  pa- 
per houses  in  any  color  or  finish  desired. 
The  top  two  corners  only  are  stuck 
and  the  rest  of  the  paper  hangs  loosely 
against  the  cardboard. 

The  card  with  the  dark  panel  is  after 
the  same  order  as  the  other  with  excep- 
tion that  the  background  is  a  buff  mat 
board  and  the  centre  panel  is  of  medium 
grey. 

Many  other  color  combinations  can  be 
worked  up  with  good  effect.  Dark  green 
background  with  pale  green  or  white 
centre,  white  ground  with  pale  green 
centre,  buff  ground  with  white  or  pale 
green  centre  are  only  a  few  of  the  many 
attractive  color  combinations. 

Made  With  Pen  and  Waterproof  Ink. 

The  drawings  and  lettering  on  these 
cards  are  made  with  pen  and  black 
waterproof  ink.  The  drawings  are  col- 
ored with  transparent  water  colors  in 
greens  and  reds.  The  lettering  is  made 
with  a  No.  2  round  writing  pen  nib. 

Some  Tips 
There  seems  to  be  an  idea  prevalent 
among  those  who  have  newly  broken 
into  show-card  writing  that  to  become  a 
proficient  card-writer  they  must  possess 
an  air  brush;  and  that  through  its  use 
is  the  only  way  to  make  what  they  term 
a  really  attractive  and  high  class  show- 
card.  Now  I  want  to  explode  that 
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theory,  although  it  must  be  understood 
that  the  air-brush  is  an  excellent  tool 
for  show-card  work.  Also,  it  has  been 
the  means  of  making  thousands  of  very 
poor  show-cards,  show-cards  which  are 
an  eyesore  to  any  display  on  which  they 
are  used. 

In  Toronto  you  can  see  air-brushed 
cards  in  some  Yonge  street  stores  which 
you  can  hardly  read  owing  to  the  large 
amount  of  highly  colored  inks  sprayed 
in  them  with  the  air-brush.  There  is 
poor  judgment  both   on   the   part  of  the 


maker  and  on  the  part  of  the  merchant 
for  showing  them  there.  Cards  like  these 
end  to  repel  rather  than  attract  cus- 
tomers. The  whole  trouble  lies  in  the 
inexperience  in  the  proper  handling  of 
the  air-brush.  All  amateurs  should 
learn  how  to  letter  properly,  how  to 
make  show-card  designs  and  the  proper 
combination  of  colors  before  attempting 
to  make  air-brush  show-cards. 


In  the  issue  of  November  18  of  the 
Weekly  Bulletin  of  the  Department  of 
Trade  and  Commerce,  Ottawa,  appears 
the  following  among  the  trade  en- 
quiries: 

Office  supplies. — A  Milan  firm  desires 
to  get  in  touch  with  Canadian  firms 
wishing  to  export  to  Italy  inkstands, 
carbon  paper  and  typewriter  ribbons, 
rulers,  envelopes  and  stationery,  pen- 
holders, fountain  pens  and  pencils,  ordin- 
ary and  colored  blotting  paper,  paper 
knives,  colored  pencils,  paper  weights, 
pencil  boxes,  school  bags,  steel  pens  and 
gold  nibs,  etc. 


SECRET  OF  SUCCESS  IN  FOUNTAIN  PEN  SELLING 

Demonstration  to  the  Prospective  Purchaser  a  Most  Important  Essential 


IN  marketing  fountain  pens  the  sec- 
ret of  the  successful  sale  is  the  de- 
monstration and  actual  knowledge  of 
fountain  pen  essentials  on  the  part  of  the 
salesperson,  failing  this  essential  the 
chances  of  realizing  maximum  results  in 
sales  and  profits  will  be  next  to  impos- 
sible no  matter  how  large  the  stock 
carried,  or  how  well  they  may  be  dis- 
played and  advertised.  As  a  writer  in 
a  United  States  trade  paper  puts  it: 

"The  average  person  who  contem- 
plates buying  a  fountain  pen  knows  less 
about  the  construction  of  a  fountain  pen 
than  anything  else  he  buys,  and  this  very 
fact  makes  him  all  the  more  wary  about 
parting  with  his  money,  unless  he  is 
"shown"  thoroughly  and  conclusively  by 
the  storekeeper,  why  such  and  such  a 
pen  is  worth  $3  only,  while  another  that 
looks  exactly  like  it  is  worth  $5. 

"It  is  a  sad  commentary  on  the  selling 
ability  of  the  average  retail  merchant 
that  he  depends  entirely  on  national  ad- 
vertising and  fine  display  to  put  across 
the  sales,  and  while  he  will  get  a  certain 
amount  of  business,  in  spite  of  himself, 
on  such  a  basis,  nevertheless,  he  can 
double  or  even  treble  his  returns  if  he 
can  sit  down  with  his  customer  and 
outline  in  detail  the  whys  and  wherefores 
of  all  makes  and  prices  of  pens.  The 
ability  to  do  so  inspires  the  skeptical  in- 
quirer with  confidence  and  he  naturally 
ascribes  to  the  particular  Dens  all  the 
fine  qualities  attributed  to  it  by  one  whom 
he  believes  knows  what  he  is  talking 
about. 

Make  Your  Reasons  Clear 

"Many  a  sale  has  been  lost  because  the 
would-be  seller  failed  at  the  crucial  mo- 
ment to  put  the  prospective  buyer  clear 
regarding  the  why  of  a  price  or  a  model. 
It  is  all  important  for  the  retailer  to 
have  a  sales  talk  ready  to  meet  any 
condition  or  to  answer  any  argument. 
On  the  other  hand,  it  would  be  a  sad  mis- 
take for  him  to  memorize  a  stereotyped 
"talk"  and  use  it  on  every  customer,  be- 
cause each  customer  is  likely  to  advance 
a  different  argument,  and  unless  the 
seller  is  resourceful  and  full  of  his  sub- 
ject, he  is  apt  to  become  flustered  and 
lose  the  sale.  The  best  preparation  is 
for  the  retailer  to  fortify  himself  with 
as  intimate  a  knowledge  as  possible  of 
all  the  pens  on  the  market — those  that 
he  doesn't  sell  as  well  as  those  he  carries. 
If  one  is  thoroughly  equipped  with  know- 
ledge, the  customer  is  not  likely  to 
sprine  some  question  th^t  cannot  be  an- 
swered. Forewarned  is  forearmed  in  the 
game  of  selling  fountain  pens. 

"Writing  in  the  'Drug  Trade  Weekly,' 
B.  W.  Baker  says,  in  part: 

"Never  reduce  the  standard  of  the  pen 
you  handle  by  talking  against  competing 
lines.  When  you  say  to  a  customer 
that  a  certain  make  of  pen  is  very  poor, 
the  standard  which  you  establish  in  the 


beginning  is  only  a  little  higher  than 
that  of  the  very  poor  one,  while  on  the 
other  hand,  if  you  allow  him  to  believe 
that  the  other  pen  is  a  good  one,  but 
that  yours  is  even  better,  you  have  placed 
your  own  on  a  very  high  plane  in  his 
mind. 

"Do  not  advance  all  your  arguments 
at  once;  hold  some  in  reserve  to  be  used 
when  you  need  them.  The  customer  may 
ask  questions  or  otherwise  create  an  op- 
portunity for  using  them  in  a  much 
more  effective  way  than  merely  present- 
ing them  in  a  casual  manner. 

"While  constructing  your  sales  talk, 
plan  on  how  you  are  going  to  demon- 
strate your  pens  to  the  best  advantage. 
Sales  arguments  and  demonstrations  are 
very  closely  related.  In  the  argument 
you  have  told  why  your  pen  is  the  best 
one  for  the  customer  to  buy.  In  the 
demonstration  you  prove  it.  The  best 
sales  talk  in  the  world  is  likely  to  fall 
flat  if  you  are  not  able  to  make  a  good 
demonstration  of  the  goods  you  are  try- 
ing to  sell.  The  mind  is  much  more  im- 
pressionable through  the  sense  of  siu.li l 
than  that  of  hearing,  and  illustration 
is  much  more  effective  in  forming  opin- 
ions than  is  argument." 

Have  Everything  at  Hand 

"Before  attempting  to  demonstrate 
your  pens  be  sure  that  everything  is  in 
readiness.  Arrange  the  stock  in  the  case 
so  that  the  pens  will  grade  up  in  price, 
commencing  at  the  right-hand  corner 
with  the  dollar  and  a  half  pens,  with  the 
two  dollar  next;  then  the  two  and  a  half, 
and  so  on  through  the  entire  case,  so  that 
you  can  put  your  hand  on  any  pen  want- 
ed in  an  instant.  Fill  each  pen  with  ink, 
ready  for  us  the  minute  it  comes  in 
contact  with  the  paper.  On  the  case, 
or  in  some  convenient  place  right  at 
hand,  have  a  supply  of  nice  clean  sheets 
of  good  paper,  on  which  the  pens  can  be 
used.  Above  all  things,  do  not  neglect 
this,  so  that  you  will  have  to  leave  your 
customer,  or  otherwise  distract  his  at- 
tention.    You  must  know  just  what  you 


are  going  to  do  and  work  quickly  so 
that  the  customer's  mind  will  not  be  di- 
verted for  an  instant  after  you  have 
once  begun  to  work  on  him.  Many  a  sale 
has  been  lost  because  the  customer 
changed  his  mind  during  some  slight 
delay. 

"Begin  the  demonstration  by  first 
placing  a  sheet  or  two  of  paper  in  posi- 
tion for  the  customer  to  write.  Next 
take  a  pen  from  the  case,  remove  the 
cap  and  adjust  it  on  the  reverse  end, 
make  a  mark  or  two  with  it  on  the 
paper  in  order  to  be  absolutely  sure 
that  the  pen  is  in  good  working  order. 
Then  hand  it  over  to  your  customer,  who 
will  usually  commence  to  write  with  it. 
The  result  is  that  a  picture  is  created 
in  the  customer's  mind,  and  you  have 
his  attention  at  once,  an  important  point 
in  your  favor.  While  you  have  him  in- 
terested do  not  give  a  chance  to  meditate. 
Drive   home   your   sales  argument." 


WHAT   IS   SALESMANSHIP? 

Salesmanship  is  to  realize  the  oppor- 
tunity for  a  profitable  sale  and  to  see 
far  enough  ahead  not  to  exhaust  the  de- 
mand before  you  stop  buying.  A  side 
line  is  a  good  investment  in  most  cases. 
It  carries  a  good  profit  and  often  brings 
new  trade  to  the  store.  But  the  wise 
salesman-merchant  will  not  devote  so 
much  attention  to  specialties  that  he 
must  perforce  neglect  the  staple  lines, 
which  are,  of  course,  the  backbone  of  the 
trade. 

Salesmanship,  then,  is  not  the  mere 
display  of  goods  nor  the  words  that  pass 
between  clerk  and  customer.  For  the 
merchant,  the  word  has  a  broader  mean- 
ing. It  includes  the  direction  of  his 
whole  business  and  the  careful  planning 
of  a  campaign  to  keep  a  complete  stock 
moving. 


THE  NOTE  BOOK  HABIT 


Do  you  have  the  note  book  habit? 
You  have!  Hurrah  for  you!  Then  you 
have  formed  the  habit  of  making  notes 
of  the  things  you  hear  and  see,  of  in- 
structions received  or  to  be  given,  of 
things  to  do  and  to  write,  of  places  to 
go  and  things  to  say  when  you  get  there. 

You  have  the  habit,  then,  in  planning 
six  business  calls,  of  routing  them  in  the 
order  in  which  they  ought  to  be  made, 
for  the  sake  of  time  economy  or  to  be 
sure  they  will  come  in  proper  sequence 
when  one  call  is  relieved  to  another. 

You  free  your  mind  from  the  neces- 
sity  of  becoming  a   storage  house,   and 
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allow  it  to  serve  as  a  Factory  for  Ideas. 
Hurrah  for  you! 

You  do  not  lose  the  hundred  and  one 
by-products  of  your  day's  work  which 
would  escape  your  mind  and  be  relegated 
to  that  enormous  scrap  heap  of  good 
ideas  never  acted  upon. 

Your  note  book  habit  has  prompted 
you  to  be  more  thorough,  and  it  has 
made  thoroughness  easier.  It  has  fos- 
tered  the   power  to  analyze. 

It  has  become  so  much  a  part  of  your 
life  that  you  could  not  get  along  without 
it.  Hurrah  for  you — and  may  your 
breed  multiply  in  the  world  of  advertis- 
ing!— "Associated  Advertising." 


BOOKSELLER      AND      STATIONER 


What  would  Christmas 
be  for  Children  without 
gifts? 

What  gifts  for  Children 
excel  toys  and  games?  . 
These  terms  cover  a 
wide  variety  of  goods, 
□  including  articles  cost- 
q  ing  a  few  cents  a  piece 
up  to  others  costing  as 
many  dollars. 


THIS  IS  THE 
CHRISTMAS  STORE 


THIS  STORE  IS 

SANTA  CLAUS' 

HEADQUARTERS 


Show    Card    Suggestion 
For   Your   Christmas    Window 


(Retailer's  Name  Here) 


BOOKS  FOR  CHILDREN 


CHILDREN  are  admitted  to  new  worlds  of  delight 
through  books,  thus  stimulating  their  imagination 
and  storing  up  for  them  life-long  joyous  memories. 
Thus,  it  will  be  appreciated  that  books  contribute  not  only 
to  their  immediate  happiness,  but  give  it  permanence 
throughout   their   whole    lives. 

There  are  no  better  gifts  for  Children  than  books.  For 
the  wee  kiddies  there  are  toy  books,  comprising  a  wide 
range  in  treatment.  There  are  elaborately  designed 
volumes,  including  the  work  of  some  of  the  most  noted 
artists,  but  naturally  the  sale  of  these  is  restricted  by 
reason  of  the  necessarily  high  price.  There  is,  however, 
so  much  merit  in  the  low-priced  books,  even  the  five-cent 
toy  books,  that  there  is  plenty  of  choice  to  adequately 
delight  every  child  in  the  land. 

Remembering  that  Books  are  a  Delight  all  through  Life. 
Christmas  Shoppers  will  do  well  to  select  BOOKS  as 
their  Christmas  gifts  to  Children,  whether  they  be  wee 
tots   or  boys  and   girls   in  their  "teens." 


The     illustration     herewith     is     from 
Sandman     Kitty    Cat    Stories." 


"The 


S.  CLAUS,  BOOKSELLER 


MAIN   STREET 


YOURTOWN,   CANADA 


Suggestions  for   Christmas   Show   Cards   and  Advertisements 
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Suggestion    fox    an    Effective    Window    Card 
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PEOPLE  NO  LONGER  BUY  FOOLISHLY  FOR  THE 

CHRISTMAS  SEASON 

This  Change  is  Great  Advantage  to  Wise  Merchant  —  Christmas  Displays  Should  Now 
Be  in  the  Windows — Some  Problems  of  Salesmanship 


PROBLEMS  that  confront  Christmas 
shoppers  have  also  confronted  buy- 
ers for  stores,  large  and  small,  and 
if  they  have  solved  that  problem  to  their 
satisfaction  they  have  solved  it  for  their 
customers,  for  while  the  public  is  a 
fickle,  undependable  element,  yet  human 
nature  is  forever  the  same,  differing 
only  in  degrees. 

If  the  merchant  will  go  back  for  a 
number  of  years  and  thoughtfully  study 
the  demands  of  the  buying  public  at  each 
succeeding  Christmas,  he  will  find  there 
has  been  a  gradual  an'  most  distinct 
change. 

A  careful  study  of  conditions  during 
two  holiday  seasons  proves  this,  that 
people  no  longer  buy  foolishly;  they 
want  the  value  of  their  money  in  the 
gift.  They  are  not  satisfied  with  a 
showy,  useless  article;  they  demand 
beauty  plus  utility,  and  they  want  both 
combined  in  one  article  and  in  a  pre- 
sentable   and    attractive    wrapping. 

This  change  brings  with  it  the  great- 
est advantage  to  the  wise  merchant,  for 
if  he  is  keen  he  will  go  right  into  his 
regular  stock  of  goods  and  out  of  every 
department  make  a  splendid  Christmas 
profit. 

Early  Christmas  Displays 

People  have  long  complained  about  the 
Christmas  rush  and  the  Christmas  strain 
on  store  employees,  and  begged,  through 
the  press,  for  shopping  to  be  done  early, 
but  observation  teaches  that  merchants 
themselves  are  dilatory  about  beginning 
Iheir  Christmas  displays  early  enough. 

Displays  of  Christmas  gifts  should  now 
be  in  the  windows.  The  public  should  be 
well  educated  by  strong  publicity  as  to 
the  value  of  these  displays.  One  store 
reluctantly  tried  this:  It  featured  for 
•'one  week  only"  a  selection  of  Christ- 
mas gifts — novelties  and  fancy  goods  "at 
prices  that  will  not  be  duplicated  again 
this  season."  What  was  the  result?  It 
caught  the  "early  birds"  on  Christmas 
bargaining  intent  and  was  a  huge  suc- 
cess. The  merchant  prepared  for  a  like 
early  display  this  year. 

In  one  department  store  the  head  of 
the  fancy  goods  department  told  me  of 
her  experience.  She  said:  "The  first 
week  in  December  I  wanted  to  make  my 
first  display  of  Christmas  novelties.  I 
wanted  good  space  on  the  first  floor. 
This  early  display  was  looked  upon 
without  favor,  particularly  of  those 
items  which  are  usually  supposed  to  at- 
tract the  late  Christmas  crowd. 

"We  had  given  valuable  space  to  an- 
other department,  and  it  had  been  a 
failure,  so  I  said  to  the  manager,  'If 
you  will  give  me  that  space  I  will  guar- 
antee to  bring  in  four  times  the  money.' 
The  manager  took  it  as  a  joke,  but  it 
was  a  serious  matter  with  me,  and  I 
wen*  to  work  to  prepare  my  'innovation.' 


I  placed  for  display  and  sale  the  very 
choicest  of  my  Christmas  goods,  and 
was  delighted  with  the  result.  In  one 
week's  time  I  had  indeed  cleared  more 
than  four  times  the  amount  I  had  guar- 
anteed, and  now  our  early  Christmas 
offering   is  an  established  fact." 

Holiday   Salesmanship 

Salesmanship"  is  somewhat  different  in 
connection  with  the  holiday  trade.  The 
holiday  customer,  in  the  majority  of 
cases,  requires  different  treatment.  He 
affords  opportunity  for  really  effective 
salesmanship.  The  ordinary  customer, 
as  a  general  rule,  has  a  definite  object 
in  mind.  He  knows  what  he  wants  and 
he  has  a  purpose  in  getting  it.  But  the 
holiday  buyer  must  be  tactfully  assisted 
in  making;  his  decisions.  He  is  very 
much  open  to  delicate  persuasion.  And 
really  more  so  than  he  shows  by  his 
facial  expression,  undecided  though  he 
often  appears.  Hence  the  salesman 
must  tactfully  learn  what  the  customer 
has  in  mind  in  making  his  inquiry,  and 
he  must  sympathize  with  the  customer's 
viewpoint.  The  customer  by  his  indeci- 
sion invites  friendship  and  counsel, 
which,  however,  must  be  bestowed  with 


the  utmost  good  spirit  and  tact.  The 
lost  sales  during  holidays  are  usually  in 
a  vast  majority.  That  is  because  sales- 
manship does  not  realize  its  opportuni- 
ties. 

To  make  the  customer  feel  as  soon  as 
he  steps  inside  the  store  that  he  is  a 
guest,  with  the  responsiveness  of  a 
guest,  to  the  attentions  of  his  host — that 
is  the  easy-going,  non-irritating  basis 
for  business  transactions.  Money  is 
transferred  ungrudgingly  when  such  con- 
ditions are  realized.  It  means  that  the 
store  should  have  -the  proper  atmos- 
phere, and  that  the  salesman  do  his  ut- 
most to  render  service  that  is  both  re- 
liable and  pelasing;  also  that  he  reflect 
in  a  genuine  spirit  a  high  valuation  for 
his  business  and  his  service,  bespeaking 
a  true  sense  of  pride,  never  obtrusive. 
Of  course,  no  two  "guests"  are  alike  in 
spirit  or  in  sense  before  they  step  inside 
— and  so  it  is  up  to  the  "host."  He  must 
be  constantly  on  the  alert,  always  court- 
eous, always  tactful.     He  must  think. 

The  greatest  care  should  be  exercised 
in  selecting  extra  salesmen  for  the  holi- 
day trade.  Look  for  salesmen  with 
plenty  of  initiative  and  quality. 


BOOKS  WANTED 


Every  subscriber  is  allowed  to  advertise  for  five  books  in  each 
issue  free  of  charge.  For  each  book  over  five  a  charge  of  five 
cents  will  be  made. 


Albert   Britnell,  263   Yonge   St.,  Toronto 
Pope — "Life  of  Sir  John  Macdonald." 
Willison — Life  or  Sir  Wilfrid  Laurier,  2 

vols. 
Begg's  History  of  the  Northwest,  3  vols. 
Scott — Complete  set  (buckram). 
Wild's  iLbst  Ten   Tribes. 
Foster    Brown   Co.,   Ltd.,   472   St.   Cath- 
erine St.  West,  Montreal,  Canada 
Reed,  Myrtle,  Pickaback  Songs. 
James,  Henry,  The  American  Scene. 
Set  of  Stoddard's  Lectures,   %   morocco, 

14  vols. 
Daniel,    Military    Forces    of   the    Crown, 

Cassell. 
Clode,  Military  Forces  of  the  Crown. 

Luzac  &  Co.,  46  Great  Russell  St., 
London,  W.  C. 

Erskine,  Hist,  of  India,  1855. 
Rein,  Japanese  Industries. 
Erman,   Aegyptische   Grammatick,   1911. 
Erman,  Aegyptische  Glossar. 
Suhrawardy,  Sayings  of  Mahommed. 
Wm.  Tyrrell  &   Co.,  780  Yonge  St. 

Toronto,  Ont. 

Agnes  Laut,  Lords  of  the  North,  Double- 
day,  Page. 
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Thorburn  &  Abbott,  113  Sparks  St., 
Ottawa,  Canada 

Bi ice's  "Ultra  Vires"  (law  book). 
Jim  Butt— "Book  of  Knowledge,"  12  vols. 
Smith — "History  of  Canada,  1815." 
"Geology  of   Canada,   1866-69,"    1 

vol. 
Ballantyne's  "Mutiny  of  the  Bounty." 
De  Moine's — "Maple  Leaves,"  3rd  serie?. 
"Hochelaga  Depicta,  1839." 
Pope — "Life  of  Sir  John  Macdonald." 
Gaetz-Cornett   Drug   &   Book   Co.,    Ltd., 

Red  Deer,  Alta. 
Geo.  Allan,   England  —  "Darkness  and 

Dawn." 
W.  L.  Lord— "This  is  For  You"  (Revell). 


EVERY  BOOKSELLER 
can  use  the  Books  Wanted  columns  to 
great  advantage  this  season.  Many 
retail  dealers  fail  to  read  these  want 
lists  carefully,  believing  that  they  do 
not  have  the  kind  of  books  being  asked 
for.  Many  books,  now  out  of  print, 
rest  uncalled  for  on  the  shelves  of 
these  retailers.  Turn  slow  stock  into 
money  this  year  if  you  can. 


BOOKSELLER     AND     STATIONER 


WELDON  ROBERTS 

•  RUBBER     ERASERS  • 


It  is  the  highest  business  wisdom  to  "cash  in"  on  the  good-will  of  one's  customers — to  satisfy  them 
in  every  possible  way.  Every  eraser  user  with  whom  you  do  business  will  appreciate  your  pointing 
out  the  unusual  merits  of  WELDON  ROBERTS  erasers.  These  are  accorded  the  quality  plus  sign 
by    progressive    stationers   the   world    over. 

WORLD'S   QUALITY  STANDARD.     88  STYLES 


WELDON  ROBERTS  RUBBER  Co. NEWARK,  N.J.  U.S.A. 


CICO 

Sets  the  Paste  Pace 

CICO  moves  fastest  because  it  sticks  fastest. 
It  takes  the  "pro"  out  of  customers'  protests 
and  the  "con"  out  of  competitors'  contests. 
It  is  the  on -the- level- paste;  all  stick-to- 
it-ive-ness  for  the  user,  a  prophet  of  profits 
for  the  dealer  in  Carter  Quality  Products. 

Made  in    Canada 

THE  CARTER'S  INK  COMPANY 

Mt.  Royal  Avenue  and  Drolet  Street,  Montreal,  Que. 


Bradley  Quality 
Story  Books 
for  Children 

Tell  Me  Another  Story— Bailey— 335  pages. $1.50 
For  the  Children's  Hour— Bailey  &  Lewis — 

336  pages    1.50 

For  the  Children's  Hour — Part  I. — Bailey. .  .50 
For  the  Children's  Hour — Part  II.— Bailey.  .60 
For  the  Children's  Hour— Part  III.— Bailey  .60 
Stories  Children  Need — Bailey — 364  pages..  1.50 
Worth  While  Stories  for  Every  Day — Evans 

— 424  pages    1.50 

Firelight  Stories— Bailey— 192  pages   1.00 

All     About     Johnnie     Jones — Verhoeff — 200 

pages    1.00 

Mother   Stories — Lindsay    1.00 

More  Mother  Stories — Lindsay— 183  pages..  1.00 
Once   Upon  a  Time  Animal   Stories — Bailey 

—183  pages    75 

Sunken    City    and    Other    Stories — Frary    & 

Stebbins — 124  pages    40 

All  of  these  are  good  selling  lines  for 
every  day  and  for  holiday  trade. 
Attractive  Discounts  to  Dealers.     Write 
for  particulars. 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street 
TORONTO 


GET  THE  BEST! 


BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 


BOOKSELLER      AND      STATIONER 


SCHOOL^TOYONS 

JO»JDUCATIONAL  COtO^0RK„ 


/ctfA/v.  co/wicr,  co/vrs/y/f/Yr / 


Gold  Medal  Crayons 

FOR  EVERY  USE 

Home  and  School 

Shipbuilders 

Carpenters 

Mills 

Factory 

and  Office 


Carpenters'  and  Shipbuilders'  Crayons 
are  in  great  demand  for  Government 
work! — Are  you  getting  your  share  of 
this  business? 

Our  school  products  give  you  a  straight 
road  to  a  big  school  business,  and  the 
quality  of  all  our  Crayons  brings  in  a 
steady  sale  all  year  round. 

It  is  to  your  interest  to  write  for  a  list  of 
our  entire  line. 

Binney  &  Smith  Co. 

81  FULTON  STREET  -:-         NEW  YORK 


HE  XAGONAL     LUMBER     CRAYON 


^^^3^|>yJ^^.Cm3^n,,^^^jp 
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Supremacy  Overwhelms  Us' 

Output  for  1918  oversold 
— we  can't  fill  the  orders 
on  hand.  The  recognition 
of  the  superiority  of 

"A. A."  Fountain  Pens 

has  built  this  huge 
trade.  Early  in  1919 
we  hope  to  be  able  to 
meet  the  demands  of 
new  trade. 


tWEh 


MODERN   PEN   COMPANY 

170  Broadway  New  York  City 

Established  since  1895 

Canadian  Representative  :    A.  R.  MacDougall  &  Co., 

266  King  Street  West,  Toronto,  Canada 


Mr.  Merchant: 

When  you    are 
finished  with   this 
paper    pass    it    on 
to  your  clerks. 
It  will  help  them 
to  help  you,  which 
means  increased 
business. 

Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices    at 


9-11-13  Davenport  Road 


Toronto 


The 
Financial  Post 

This  is  a  business  man's  paper.  It  is  of  in- 
terest to  every  man  who  has  money  invested 
either  in  his  own  business  or  in  bonds  and 
securities  of  various  kinds.  It  is  published 
weekly,  and  the  news  is  given  in  very  read- 
able form. 

Wholesale  and  retail  merchants  find  it 
valuable  because  they  are  interested  in 
market  tendencies  and  market  factors,  not 
only  as  applied  to  their  business,  but  also 
as  applying  to  business  in  general.  They 
need  to  know  conditions  local  and  remote. 
They  need  information  to  enable  them  to 
buy  right  and  sell  safely. 

And  the  knowledge  they  need  they  can 
have  for  the  insignificant  sum  of  $3  an- 
nually. 

THE  FINANCIAL  POST  OF  CANADA, 

143-153  University  Ave.,  Toronto. 

Please  enter  me  as  a  regular  subscriber,  com- 
mencing at  once.  If  I  am  satisfied  with  the  paper, 
I  will  remit  $3  to  pay  for  my  subscription  on  receipt 
of  bill. 


B.  &  S. 
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HOLD  THE  LINE 


(Registered) 


London  (Eng.J 
Export  Agency, 
8  St.  Bride  St., 
LONDON,  E.C. 


Here's  the  line  to  hold — 
John  Heath's  Telephone 
Pen.  You  will  not  hold  it 
long  because  it  sells  so 
quickly.  There's  quality 
about  it.  It  writes 
smoothly,  never  corrodes, 
and  lasts  long.  Get  con 
nected  with  the  Telephone 
Pen  for  quick  sales. 

Supplied 
by  all  Hi, 
leading 
whole- 
tale 
houses    in 
Toronto 

and 
Montreal 


Save  Your  Energy 

when  clerks  are  scarce  and  every  moment  counts. 
You  should  help  them  to  serve  your  patrons 
quickly  by  placinc  ch'«  Cabinet  on  your  counter. 

This  Style  L  Cabinet 

0<  Moore 
Push  Pins 

Belle  twice  as  much  with  half 
the  effort.  <!et  one  to-day 
from    your    Jobber    or    Direct. 

Cost  -       -       $12.50 

Sells     -       -       -      18.75 
Will    more   than  double   your 

sales. 

MOORE  PUSH  PIN  CO. 

113  Berkley  St.,  Philadelphia,  Pa. 


mm 

'fiffllvujillrfm  I 

!'f/f 

The  rapid  sales  of 

STANDARD  BRAND 
BLOTTINGS 

is    the    very    best    proof    of    the    absolute 
reliability  of  this  quality  blotting  paper. 

Particular  people  show  their  preference  for 
Standard   Brand   Blottings   by   coming  back 
for  further  supplies  after  a  first  purchase. 

You    ought     to     feature    this    quick-seller. 
Other  worth-while  lines  are: 
"Sterling,"  "Curi-Curl,"  "Prismatic,"  "Royal 
Worcester"  and  "Defender"   (enameled). 

Standard  Paper  Mfg.  Co. 

Richmond,  Va.,  U.S.A. 

If  You're  Wise 

You'll  learn   how  to   make   MORE 
MONEY  handling  TOYS. 

PLAYTHINGS 

g  TELLS  YOU  HOW. 

Subscription  —  $2.00     per    year. 
(Foreign    $3.00) 

Send     your     subscription     NOW     and     get     the 
"BIG  3"— also  the  Toy  Directory 


Playthings 


118  E.  28th  Street 
NEW  YORK 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and   best   Inks  and  Adhesives 

These  manufactures  hare  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.   London 


271  Ninth  St. 
BROOKLYN.  N.Y. 


RELIANCE  INKS 

are   noted   for  their  rich  color 
and  easy  flow. 

RELIANCE   "GRIP" 

The  strong  fluid  paste,  which 

never   dries   out,    is   a    profit 

maker.     Write  for  prices. 

Reliance  Ink  Co.,  Ltd. 

WINNIPEG,  MAN. 


54 


BOOKSELLER      AND     STATIONER 


British  Goods  Are  Standards  of  Value 


Charles  W.  Baker 

Buying  Agent 

General  Merchandise  and 
Products  of  Great  Britain. 
M  a  n  u  facturers'  invoices 
forwarded  to  Buyers. 
A  live  buying  agent  on  the 
spot  will  save  you  money 
and  look  after  your  deliv- 
eries. 

Selling    Commissions    un- 
dertaken. 
References  on  application. 

24  Silk  Street  &  42-46  Whitecross  St., 
London   E.C.  1.,  England 

Cables: 
Telereka.  London.     Code:   A. B.C.  5lh 
Phones : 
693  Central.    2107  City.     2615  Dnlston 


SCHOOL  AND  OFFICE 
REQUISITES 

GEO.  WRIGHT  & 
CO.,  Headquarters 
for  S  t  a  t  i  o  ners' 
Sundries.  The  "Re- 
quisite House,"  92, 
Clerkenwell  Road, 
London,  E.  C  1. 
Contractors  to  the 
Home  and  Colon- 
ial Governments, 
the  London  Coun- 
ty Council,  etc. 
Manufacturers  to 
the  Wholesale  and 
Export  Trade. 
Scholastic :  Rules,  Drawing  Instruments, 
Wright's  "Blackine,"  Nature  Study  Box, 
etc.  Commercial :  Filing  Apparatus.  Ink- 
stands, Stationery  Cases,  Cash  Boxes, 
Wright's  Pencil-pointed  Pens,  and  General 
Office  Sundries.  Fancy :  Tourists'  Writing 
Cases,    Penholders,    and    Games,    etc. 

But  we  cannot  execute  your  orders  till 
after  the  war,  when  we  will  also  be  open 
for  good  representatives  to  work  all  prin- 
cipal   towns. 


For  Blackboards 
"Wright's 
Dustless"  Chalk 


AFTER  THE  WAR 

I  shall  welcome  orders  or  en- 
quiries for  my  British-made 
Carded  Goods,  Writing  and 
Drawing  Sets,  Stationers'  Sun- 
dries, etc. 

At  present  my  output  is 
absorbed  for  Government 
orders,  Orders  of  National 
Importance,  and  for  old- 
standing  Clients  of  the 
British    Wholesale    Trade. 


Illustrated  list  on  request 


H.  A.  COOMBS'S  CARDED  GOODS 

10  Farrinpdon  Avenue,  London,  E.C.  4.,  Eng. 


^l^l^l^l^l^l^Jl^(Jl)*y!WJiaWl^!iSil 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

£1  Os.  7d.  Per  Month 

on  Yearly   Contract 

Single  Insertion  £1  8s  lid 

A    Good   Live   Page— High 

value   in    publicity    at 

minimum  cost 


'fflfffrlffWftl^tlTT^Iff^ltT^IJfKl^iy^ 


For  All  British 

Fancy  Leather 

Goods 

Fancy   Jewellery,    Photo 
Frames,  Etc. 

Write: 

S.  P.  COOPER 

Central  Agency 

36    Camomile  St.,  London,  E.C.  3. 
England 


Before  placing  your  orders,  apply  to  us  for 
samples  and  quotations.  We  are  paper  makers 
and  wholesale  and  export  paper  merchants. 


Registered 


Trade  Mark 


W.  V.   BOWATER  &  SONS.  LIMITED 

1  59  Queen  Victoria  St..  London.  E.C.  4.  Enf . 
Cables:  "Sparteolus"  London- 
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MADE 


CANADA 

ADDING  MACHINE  ROLLS 

More  profit  for  the  dealer. 
Write  us  for  samples  and  prices. 

MONARCH  PAPER  CO.,  Limited 

Manufacturer*         79  Spadina   Ave..   Toronto 


Manufacturers  of 
DIE-STAMPED 

CHRISTMAS  CARDS 

A  Five  and  Ten  Cent  Line 
AND 

PRIVATE  CHRISTMAS 
GREETING  CARDS 

329  Craig  Street  West,  MONTREAL 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


B.  CAIRNS 

Manufacturer  of 

Rubber  and  Metal  Stamps, 

Brass  Signs,  Seals,  Stencils, 

Burning  Brands,  Memorial  Plates. 

77  Queen  St.  East 

Tel.  Main  3760  TORONTO 

Your  advertisement  here 

will  be  read  by 

Booksellers  and  Stationers 

throughout  Canada. 


ART   SUPPLIES. 

Artists-    Supply    Co.,    77    York    St.,    Toronto. 
A.    Ramsay   &   Son    Co..   Montreal. 
Coo.    M.    Hendry    Co.,    Limited.    215    Victoria    St.. 
Toronto. 

BLACKBOARDS    (Slate   and   Hyloplate) 
Geo.   M.    Hendry   &   Co.,   215   Victoria   St.,   Toronto. 

BLANK   BOOKS. 

Boorum   &    Pease   Co.,    Brooklyn,    N.Y. 

Brown    Bros.,    Ltd.,    Toronto. 

Buntin,    Gillies    &   Co..   Hamilton. 

VV.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville.    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp,    Clark    Co..  Toronto. 
Warwick    Bros.    &   Rutter.   Toronto. 

BLOTTING   PAPERS. 

The    Albemarle    Paper   Co..    Richmond,    Va. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Richmond    Paper   Mfg.    Co.,    Richmond,    Va. 
Standard   Paper  Mfg.   Co.,   Richmond,    Va. 

CODE    BOOKS. 

The     American     Code     Co.,     83     Nassau     St.,     New 

York. 
John    W.    Hartfield.   N.Y.    Produce   Exchange.   N.Y. 

CRAYONS. 

Binney    &    Smith,    New   York. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

EYELETTING   MACHINES. 
Elbe  File  and   Binder  Co..   New   York,   N.Y. 

ENVELOPES. 

Brown  Bros..  Limited,  Toronto. 
Buntin.  Gillies  &  Co.,  Hamilton. 
Copp,    Clark    Co.,   Toronto. 

W.   V.   Dawson,    Limited,    Montreal,  Toronto,    Win- 
nipeg. 
Menzies   &   Co..    Limited.   Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 

ERASERS. 

St.    Mungo   Mfg.    Co..    Glasgow,    Scotland 
Weldon    Roberts    Rubber   Co..    Newark.    N.J. 

FANCY   PAPERS.   TISSUES    AND    BOXES. 

Dennison   Mfg.   Co.,    Boston. 
Menzies  &  Co..  Toronto. 

A.     R.     MacDougall     &     Co..     468     King     St.     W.. 
Toronto. 

FOUNTAIN    PENS. 

Modern    Pen    Co..    New    York. 

Mabie.    Todd    &    Co..    473    College   Ct..    Toronto. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Paul    E.    Wirt    Co..    Brown    Bros.,    Ltd.,    Toronto. 

Canadian   Agents. 

INKS,  MUCILAGE   AND   GUMS. 
Chas.    M.   Higgins    &    Co.,    Brooklyn,   N.Y. 
The   Carter's   Ink   Co..   Montreal. 
W.      V.      Dawson.      Limited,      Montreal,      Toronto, 

Winnipeg. 
Reliance    Ink    Co.,    Winnipeg,    Man. 
Royal    Ink    Co.,    53   Yonge    St.,    Toronto. 
S.    S.    Stafford    Co.,    Toronto. 
"Glucine."   Menzies    &   Co.,    Limited,    439    King    St. 

W..    Toronto. 

INDELIBLE   INK. 

Carter's    Ink    Co..    Montreal. 

Payson's    Indelible    Ink. 

S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
The  Sengbusch   Co.,   Milwaukee. 

KINDERGARTEN   MATERIALS. 

Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St.. 
Toronto. 

LEAD   AND   COPYING   PENCILS. 

American    Pencil   Co.,  New  York. 
Wm.    Cane   &    Sons,    Newmarket,    Ont. 
A.     R.     MacDougall     &     Co.,     468     King     St.     W., 
Toronto. 


Hegone  Studio 

37-39  East  28th  Street 

New  York  City 

The  Atelier  of  Exquisite  hand  decorated 
Boxes  and  Lamp  Shades  for  Manufac- 
turers and  the  Trade.  Canadian  trade 
solicited. 

A  visit  to  our  Studios  will  convince  you 
that  our  work  is  original  and  of  the 
highest    quality. 


Ink- 
stands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS  MFG.  CO. 

93  John  St..  NEW  YORK  CITY.  N.Y. 
Canadian  Jobbers  handle  our  lines. 


WATERSTON'S 


"BEE"    Wf    BRAND 


MARK 

SEALING  WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALFR  CO. 

HAMILTON.  ONT. 


SELL 

MACLEAN'S 


The  Magazine  for  Canadians 


21 ie  A  COPY 
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School  Rulers 

NEW  LINE  NOW  READY 

New   Shapes   and    Right    Prices. 
Send  for  samples  and  quotation!. 

Up-To-Date  Advertising  Co. 

CANISTEO,  N.Y. 

W.  S.   TUTTLE.   Manager 
Commercial  Ruler  Department 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thing  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


MAPS 

We  can  supply  the  trade  with  anything  of 
the  map  line  as  well  as  u  .dertake  any  kind  in 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,   Limited 

36  James  St.  N.,  Hamilton,   Ont. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


Novelties  in  Jewelry 

SERVICE  CHEVRON  PINS 
SERVICE  FLAG  PINS 
MILITARY  SOUVENIRS 
CANADIAN  SERVICE  FLAGS 

Write  for  Descriptive  Booklet 

THE       TORONTO 

TROPHY- CRAFT 


TORONTO 


LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 

The    Brown    Bros.,    Ltd.,    Toronto. 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin.    Gillies    &    Co.,    Hamilton. 

W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp,   Clark   Co.,   Toronto. 
Luckett    Loose    Leaf,    Limited,    215     Victoria    St., 

Toronto. 
National   Blank    Book    Co.,   Holyoke,   Mas3. 
Bockhill   &   Vietor.  22  Cliff  St.,  New  York  City. 
Warwick    Bros.    &    Rutter,   Toronto. 
Stationers'    Loose    Leaf    Co.,    203    Broadway,    N.Y., 

and    Milwaukee,    Wis. 

LEATHER  AND  FANCY  GOODS. 

Brown   Bros.,    Ltd.,   Toronto. 

MAPS   AND   GLOBES 
Rand.    McNally    &    Co.,    Chicago. 
The   Copp,   Clark   Co.,   Toronto. 
Geo.   M.  Hendry   Co.,   216   Victoria  St.,   Toronto. 
The    Scarborough    Co.    of    Canada,    Hamilton,    Ont. 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
PAPER  FASTENERS. 
Ideal    Specialties   Mfg.    Corp.,    552    Pearl    St.,    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     &     Sons,     Limited,     W.     V.,     159     Queen 
Victoria    St.,     London,     E.C. 

PAPETERIES   AND  WRITING  PAPERS. 

The    Copp    Clark    Co.,    Toronto. 
Buntin,    Gillies    &    Co.,    Hamilton,    Ont. 
Clark    Bros.    &    Co.,    Winnipeg,    Man. 
W.   V.    Dawson,    Limited,   Montreal,   Toronto,    Win- 
nipeg. 
The  Brown   Bros.,   Ltd.,  Toronto. 
Warwick    Bros.    &    Rutter.    Toronto. 
PLAYING   CARDS. 
Goodall's   English    Playing   Cards.    A.   O.   Hurst,    32 

Front  St.   W.,   Toronto. 
U.    S.    Playing    Card    Co..    Toronto,    Canada. 

POST    CARDS.    GREETING    CARDS,    ETC. 
A.    O.    Hurst,    Canadian    representative.    32    Front 

St.    W.,    Toronto. 
Menzies  &    Co.,    Limited,   Toronto. 
Philip    G.    Hunt    &     Co.,    332    Balham     High    Rd.. 

London,    Eng. 
Pugh    Specialty   Co.,    38-42   Clifford   St.,    Toronto. 
Valentine   &    Sons    Publishing   Co.,   Toronto. 

RUBBER    STAMPS,    STENCILS,    ETC. 
Bernard    Cairns,    77    Queen    St.    W.,   Toronto. 
Fulton    Specialty    Co.,    Elizabeth,    N.J. 
SCIENCE    APPARATUS 
Geo.   M.   Hendry   &   Co.,   215   Victoria   St.,   Toronto. 

SCHOOL    SUPPLIES. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

SCHOOL   AND    OFFICE   RULERS. 

The    Up-to-Date    Co.,    Canisteo,    N.Y. 

SHEET  MUSIC. 
McKinley  Music   Co..    1501-15   East  Fifty-Fifth   St., 
Chicago. 

STANDARD    COMMERCIAL    PUBLICATIONS. 

Morton,  Phillips   &   Co.,  Montreal. 

STATIONERS'  SUNDRIES. 

Brown  Bros.,  Ltd.,  Wholesale  Stationers,    Toronto. 

Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark  Bros.   &  Co.,  Ltd.,  Winnipeg,  Man. 

W.  V.  Dawson,   Limited,   Montreal,  Toronto,   Win- 
nipeg. 

Warwick  Bros.  &  Rutter,  Toronto. 

STEEL    WRITING    PENS. 

John    Heath,    8    St.    Bride   St.,    E.C,    London. 

Hinks,   Wells  &  Co.,  Birmingham,  Eng. 

Esterbrook   Pen   Co.,   Brown   Bros.,    Ltd.,   Toronto, 
Canadian  Representatives. 
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ELBE  FILE  &   BINDER   CO. 

97  Reade  Street         -         New  York 

McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  Si.  Alexander  St.  -  Monlrea 


TICKET   and  CONDUC- 
TOR  PUNCHES 

the  best  made 

The  Fred  J  Meyers  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.*. 


GILT  EDGE  AND 
BORDERED  CARDS 

Gold,  Silver,  and  Colored  Borders,  Be- 
velled and  Deckle  Edged  Cards  for  every 
kind  of  work.  Gilding,  Bevelling  and 
Bordering  to  the  trade. 

Send  for  Price  List 

JOHN  BRADFORD 

Card  Manufacturer 
70  LOMBARD  STREET  TORONTO 


Desk  Pads£uio£eCloth  Covered  Cabinels 


L.  Hoffman,  45  Lafayette  St.,  N.Y.C. 


l;o  OK  SELLER      AND     STATIONER 


BOOK  BUYERS'  GUIDE 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $1.80  per   dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


SELF  AND  SEX  SERIES 

Keep    these    books    in    sight.     They    are    stead] 
sellers  because  93  out  of  every  100  who  pass  your 
store    are    prospective    customers. 
Four   Books   to   Men:— 

What  a  Young  Boy  Ought  to  Know. 

What  a  Young  Man  Ought  to  Know. 

What    a    Young    Husband    Ought    to  Know. 

What  a   Man   of  46   Ought   to   Know. 
Four   Books   to   Women:— 

What   a    Young   Girl    Ought    to    Know. 

What  a  Young  Woman   Ought   io   Know. 

What   a    Young    Wife   Ought    to    Know. 

What  a   Woman   of  45  Ought   to   Know. 
$1.00    Each. 

WILLIAM  BRIGGS.    Publisher.    Toronto 


WILLS 

of  the 

Law  of  Succession  after  Death 

Written  by  Walter  E.  Lear,  Barrister-at-Law, 
in  plain,  simple  language  and  intended  to  be 
used  by  the  general  public.  It  contains  concise 
statement  of  the  Law  of  Wills  in  force  in  all 
the  Provinces  of  Canada,  and  Forms  of  Wills 
and  Codicils.  Printed  in  large  type.  This  is 
a  book  that  should  be  read  by  every  person 
before  making  a  will.  Agents  wanted.  Price, 
$1,  in  cloth  bidding.  Liberal  discount  to  the 
trade.  Law  Books,  Limited.  152  Bay  St., 
Toronto. 


LANGUAGES 

Vl/ORLD-ROMIC  SYSTEM,  MASTERKEY 
to  All  Languages.  Six  Textbooks.  $1.44. 
French  Pronunciation-Chart,  37e  ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143 
West    47th,    New   York. 


Your  Ad  in  a 

Buyers'  Guide 

Space 

21/4  in.  by  l1/^  in. 

for  $3  a  month  on 
yearly  contract 


DIRECTORY   OF   PUBLISHERS. 
FICTION. 

Thomas  Allen,  215  Victoria  St.,  Toronto,   Ont. 
William    Briggs,    Queen    and    John    Sts„    Toronto, 

Ont. 
Cassell   &   Co.,   55   Bay   St.,  Toronto,   Ont. 
Copp,   Clark   Co.,  517   Wellington  St.   W.,  Toronto, 

Ont. 
J.  M.  Dent  &  Sons.  27  Melinda  St.,  Toronto,  Ont. 
S.   B.   Gundy.   25   Richmond   St.   W.,  Toronto,   Ont. 
Hoddcr    &    Stoughton.    25    Dundas   St.    E.,    Toronto, 

Ont. 
Thomas   Langton,   23   Scott  St.,   Toronto,   Ont. 
Macmillan   Co.   of   Canada,   70   Bond   St.,   Toronto, 

Ont. 
McClelland,    Goodchild    &    Stewart,    266    King    St. 

W.,    Toronto.   Ont. 
Geo.  J.   McLeod,   Ltd.,   266   King  St.   W.,   Toronto, 

Ont. 
Musson  Book  Co..  25  Dundas  St.  E.,  Toronto,  Ont. 
Thomas    Nelson    &    Sons.    77    Wellington    St.    W.. 

Toronto,    Ont. 

BUSINESS    BOOKS. 

Frederick   D.   Goodchild.  266   King  St.  W.,  Toronto. 
Musson   Book   Co.,  25  Dundas  St.  E.,  Toronto,  Ont. 
Wycil    &    Co..    85   Fulton    St.,   New   York    City. 
Law   Books,    Ltd.,    16   Bay  St..  Toronto. 

CODE   BOOKS   AND  CONVERSION   TABLES 
John   W.   Hartfield,   N.Y.,   Produce   Exchange,   New 

York. 

PERIODICALS. 
MacLean's  Magazine,  143  University  Ave.,  Toronto 
Imperial   News    Co.,    Ltd.,    Toronto,    Montreal    and 

Winnipeg. 
Gordon    &   Gotch.    136    Bay  St..   Toronto,   Ont..  and 

15    St.    Bride    St.,    London,    E.C. 
American   News   Co.,    Toronto   and   Hamilton,    Ont. 
American   News    Co.,   Montreal,    Que. 
American   News   Co.,   Winnipeg.  Man. 


Classified  Advertising 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  yeurs.  Ask  for  counter  lisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award   at  many   Expositions. 

LET   US   HELP   YOU 

CECURE  DESIRABLE  MERCHANDISE  AT 
the  right  price.  If  you  desire  to  save  time 
and  money  on  your  buying  you  must  be  re- 
presented in  New  York.  A  great  amount  of 
service  at  a  very  small  cost.  Better  write  us 
to-day.  Associated  Buyers,  309  Broadway, 
New  York,  N.Y. 

OFFICE   SUPPLIES 
A  JAX     PATENT     FILE     WRAPPERS— FOR 

legal  papers,  specifications,  contracts,  etc., 
sample  with  prices  on  request.  Desaulnier3, 
Moline,     Illinois. 

BOOKS  WANTED 

"Darkness  and  Dawn,"  by  George  Allan  Eng- 
land. "This  is  For  You,"  by  W.  L.  Lord 
(Revell)— The  Gaetz-Cornett  Drug  &  Book 
Co..   Ltd..   Red  Deer.   Alta. 

FOR    SALE 

pOR  SALE—FLOURISHING,  OLD-ESTAB- 
lished  book  and  stationery  business  in 
British  Columbia.  Edison  and  Kodak  agencies. 
Toys,  fancy  goods,  etc.  Capital  required 
$10,000.       Box    983,     Bookseller    and    Stationer. 


Otto  Sauer  Series 

German,  French,  Spanish 
and    Italian    Grammars 

Grammar  Separate,  $1.00 

Grammar  with  Key   $1.25 

WYCIL  &  COMPv^v 

85  Fulton  Street,   New  York  City 
Liberal  Discount*  to  the  Trad* 


SEXUAL   KNOWLEDGE 

Sex  Hygiene,  by  the  World's  Highest  Author- 
ity—Winfield  Scott  Hall.  M.D.,  Ph.D.,  assisted 
by  Jeanette   Winter   Hall. 

RELIABLE  —  SCIENTIFIC  —  CORRECT 
Sex  Knowledge  Every  Young  Man  Should 
Have — Sex  Knowledge  Every  Young  Woman 
Should  Have — Sex  Knowledge  Every  Husband 
Should  Have — Sex  Knowledge  Every  Wife 
Should  Have — Sex  Knowledge  Every  Father 
Should  Have — Sex  Knowledge  Every  Mother 
Should    Have.  Cloth  llluttrated,  $1.25 

McClelland,  goodchild  &  stewart,  ltd. 

266  King  Street  West  Toronto,  Canada 


HARTFIELD'S 

Sterling   Conversion 
Tables 

Sterling  into  American  Currency  and 
Vice  Versa 
Exchange  from  $4.50  to  $4.99  advancing  by 
single  cents,  including  the  decimal  equiva- 
lents of  32ds,  20ths,  16ths,  8ths,  4ths  and  V4 
of  a  cent,  with  a  range  of  Sterling  Amounts 
from  Id.  to  19/lld.  advancing  by  Id.  £1  to 
£99   advancing  by  £1,  and   £100  to  £10,000, 

advancing    by    £100 
CONTAINING   ALSO   TABLES  COVERING 
Discount    and    Interest 

Interest  Differences 

American  Par  Values 

Canadian  Par  Values 

Brokerages 

For    quick     reference    a    reinforced     linen     flat 

cut-in    index    is   provided    down   the   edge.     As 

the  cover  is   raised,  the  index  catches  the  eye. 

Price,   $10.00   per   copy,   net. 

Computed   and   Published   by 

JOHN   W.   HARTFIELD 

Compiler,    Printer  and   Publisher  of 

CABLE   CODES   and   TELEGRAPH   CIPHERS 

All  Codes  Supplied.      Correspondence  Solicited. 

NEW  YORK  PRODUCE  EXCHANGE 

BUILDING, 

New   York  City. 


Gale  &  Polden's 

BOOKS  OF  JOLLY  FUN 

for  the  Children 

All   good   titles  and   full 
of  colour. 

Full  list  on  application. 

2  Amen  Corner        London,  E.C.  4 

ENGLAND 
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We  Can  Give  You  Service  on 

AMERICAN,  CANADIAN  and  FOREIGN  PUBLICATIONS 

Ask  us  to  send  you  particulars.  We  are  confident  you  will  find 
our  service  entirely  to  your  liking.  We  carry  the  famous  "S.  &  S." 
novels  by  such  well-known  writers  as 

Charles  Garvice Eagle  Series 

George  Sheldon       ------      New  Eagle  Series 

Mary  J.  Holmes Eagle  and  Sect  Series 

Nicholas  Carter New  Magnet  Library 

Burt  J.  Standish      -------      Medal  Library 

Bertha  M.  Clay      -  New  Bertha  Clay  Library 

Robert  Louis  Stevenson       -----      Select  Library 

H.  Rider  Haggard       ------       Select  Library 

Col.  Prentiss  Ingraham       -----       Border  Stories 

Horatio  Alger,  Jr.      ------      -      Alger  Series 

Mrs.  E.  D.  E.  N.  South  worth     -     New  Southworth  Library 


All  the  Latest  Fiction 

AMERICAN  NEWS  CO.,  LTD. 


56  ALBERT  STREET 


WINNIPEG 


ADVERTISING    INDEX 


Albermarle   Paper  Mfg.  Co 8 

Allen,  Thos 23-24 

American  News  Co.,  Ltd 59 

Automatic   Pencil   Sharpener   Co.  18 

Baker,  Chas.  W 55 

Bemister,   H.   A 18 

Binney  &  Smith  Co 52 

Boorum  &  Pease   8 

Bowater  &  Co.,  Ltd 55 

Bradford,    John    57 

British  Drawing  Ink  &  Adhesive 

Mfg.   Co 8 

Brown   Bros.,   Limited    2 

Briggs,   Wm 21-58 

Buntin,  Gillies  &  Co Back  cover 

Cairns,    Bernard    56 

Canadian  Facts  Publishing  Co...  — 

Cane  &  Sons,  Limited,  Wm ■ 

Inside  back   cover 

Caribonum  Co.,  Ltd 18 

Carter's  Ink  Co 51 

Clark  Bros  &  Co.,  Ltd 9 

Climax   Baler  Co 56 

Copp.   Clark   Co.,  Ltd 12-56-58 

Coombes.  R.  A 55 

Cooper,  S.  P 55 

Dawson,    Ltd.,   W.    V 4 

Dexter  &  Sons,  Inc.,  C.  H 19 

Dominion  Blank  Book  Co 7 

Eaton,  Crane  &  Pike  Co 9 

Eaton-Dikeman  Co 51 

Elbe  File  &  Binder  Co 57 

Esterbrook  Pen  Manfg.  Co.    ...  .  9 

Farrell  &  Hosingcr  Co 18 


Financial  Post  of  Canada    53 

Fulton  Specialty  Co 18 

Gale  &  Polden    58 

Hartfield,  John  W 58 

Heath,  John,   &   Sons    54 

Hegone    Studios     56 

Hendry    Co.,    Ltd.,    Geo.    M 51 

Higgins  &  Co.,  Chas.  M 54 

Hinks,  Wells  &  Co 24 

Hilton  &  Co.,  W.  H 8 

Hoffman,   L 57 

Hurst,    Aubrey    0 1 

Imperial   News   Co.,   Ltd 16 

Irish,  G.  L 57 

Irving-Pitt  Mfg.  Co 3 

Kimpton   Co.,  Edward    18 

Languages    58 

Law  Books,  Ltd 58 

Luckett  Loose  Leaf  Co.,  Ltd.    .  .  5 

Mabie,  Tod   &    Co 6 

MacLean's    :  60 

McClelland,  Goodchild  &  Stewart, 

Ltd 58 

McFarlane.  Son  &  Hodgson,  Ltd.  57 

McKinley  Music  Co 26 

McCready  Publishing  Co 54 

Marshall,  Percival.  &  Co 24 

Moore  Push  Pin   Co 54 

Meyers,  Fred  J.,  Mfg.  Co 57 

Mittag  &  Volger,  Inc 

Inside    back    cover 

Modern  Pen  Co 53 

Monarch  Paper  Co.,  Limited    ...  56 


Mussoa   Book   Co.,   Ltd 17 

Nelson  &  Sons,  Ltd.,  Thos 22 

National  Cash  Register  Co 10-11 

Packard    Bros 56 

Philco   Publishing  Co 24 

Pugh   Specialty  Co..  Ltd 18 

Ramsay  &  Son  Co.,  A 26 

Reliance  Ink  Co 54 

Richmond  Paper  Mfg.  Co 1 

Rockhill  &  Vietor   26 

Royal  Mfg.  Co 26 

Rumsey  &  Co.,  Ltd 15 

Rutledge,  E.  S 26 

Scarborough  Co.  of  Canada 57 

Sinclair  &  Sons,  Ltd.,  Wm 57-2 

Stafford.  S.   S.,  Inc 53 

Standard    Paper  Mfg.   Co 54 

Standard  Novelty   Mfg.   Co 19 

Terry  &  Sons,  Herbert   24 

Toronto  Trophy  Craft  Co 57 

Torcan  Fancy  Goods  Co.,  Ltd...  13 

Up-to-date  Advertising  Co 57 

U.S.   Playing  Card  Co 14 

Volger  Mfg.  Co.,  Inc.,  B.   S.    . .  .  19 

Warwick  Bros.  &  Rutter,  Ltd 

Front  and  inside  front  cover 
Waterston  &  Sons,  Ltd.,  Geo.   ..15-56 

Weber  &  Co..  F 18 

Weeks  Mfg.  Co.,  Frank   56 

Weldon   Roberts   Rubber  Co.    ...  51 

Wright  &   Co.,   George    55 

Wycil    &   Co 58 
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First  Number  of  MACLEAN'S 
In  the  Enlarged  Size 

THE  January  issue  of  MACLEAN'S  MAGAZINE  appears  in  the 
new  size,  14  inches  by  11 — the  exact  size,  in  fact,  of  "The  Saturday 
Evening  Post." 

It  will  be  found  at  least  as  good  as  any  publication  on  the  market,  from 
every  standpoint. 

In  the  first  place  it  is  brimful  of  articles  that  are  right  up  to  the  minute, 
hitting  the  bull's-eye  of  current  interest.    Here  are  some  of  them  : 

Canada's  Military  Achievement       ...       By  H.  F.  Gadsby 
The  Grave  Dangers  of  Peace       ....       By  Agnes  C.  Laut 

Why  Laurier  Will  Wait       - By  J.  K.  Munro 

Final  Days  in  France By  Herbert  W.  Cooper 

The    Boom    For    Dunning:    Will    a    Westerner    Become    Liberal 

Leader? By  Thomas  M.  Fraser 

Jock  in  a  Juggernaut By  J.  E.  Martinson 

In  addition  there  are  articles,  stories  and  verse  by  a  coterie  of  very  well 
known  authors,  including  Arthur  Stringer,  C.  N.  and  A.  M.  Williamson, 
Robert  W.  Service,  W.  A.  Fraser,  Walt  Mason  and  others. 

Finally,  this  number  is  magnificently  dressed  and  printed.  On  the 
cover  is  a  three-color  reproduction  of  David  Lloyd  George.  Inside  is 
found  the  work  of  a  group  of  famous  artists — F.  R.  Gruger  (world's 
greatest  illustrator),  Arthur  Heming,  C.  W.  Jefferys,  Herbert  W.  Cooper, 
Charles  L.  Wrenn,  E.  J.  Dinsmore,  and  Lou  Skuce. 

This  new  issue  of  MACLEAN'S  is  going  to  attract  a  great  deal  of 
attention.  It  is  going  to  be  advertised  in  thirty  leading  newspapers 
from  one  end  of  Canada  to  the  other.  It  is  going  to  be  a  big  seller.  You 
had  better  make  arrangements  at  once  to  get  an  increased  supply.  If 
your  wholesaler  cannot  supply  you,  write  direct  to  C.  W.  Buchanan, 
Circulation  Manager,  143-153  University  Ave.,  Toronto. 


The    New    MACLEAN'S 
January  Issue  Now  Ready 


60 


BOOKSELLER      AND     STATIONER 


Good  Reasons  for  selling 

M.&V.  Typewriter  Supplies 

i.  Their    quality    will    satisfy    your 
customers. 

2.  You  can  sell  them  with  your  best 
recommendation. 

3.  They   are   backed   by    a    solid    30 
years'  merit  reputation. 

4.  The}'  sell  readily  after  a  first  pur- 
chase. 

5.  You  make  a  nice  profit  on  every 
"M.  &  V."  sale. 


Order  your  supplies  now. 


Mittag  and  Volger,  Inc. 

Principal  Ofhj      and  Factory:  Park  Ridge,  N.J.,  U.S.A. 


encies  all  over  the    World 


Wouldn't  this 
look  nice  on 
your  counter? 

This  is  the  handsome  display 
stand — flying  the  Union  Jack, 
as  you  will  note — that  is  selling 

CANE'S 
CANADIAN-MADE  PENCILS 

for  dealers  everywhere  and 
netting  them  good  big  profits 
as  a  result. 

The  appearance  of  the  stand  is 
attractive  —  it  gets  attention 
quickly  and  keeps  on  selling 
the  pencils  without  any  effort 
on  the  part  of  the  dealer. 

Each  stand  contains  half  a 
gross — tipped  and  finished  in 
six  different  colors,  one  half  of 
which  sticks  up. 

Your  wholesaler  can  send  you 
one.  It  costs  you  $2.40,  and 
the  pencils  retail  at  5c  each. 


The  Wm.  Cane  &  Sons  Company 

LIMITED 
NEWMARKET,   ONTARIO 
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Hamilton 


Canada 


Christmas  Qoods 

Freed  at  last  from  the  menace  of  war  and  the  weight  of  care  and 
anxiety,  Christmas  will  once  more  ring  with  the  joy  of  "Peace  on 
Earth,  Good  Will  Towards  Men."  Many  stationers  will  find  that  in 
ordering  their  Holiday  lines,  they  underestimated  their  requirements. 
We  have  tried  to  provide  for  this,  and  while  in  some  lines  our  stock  is 
not  large,  the  range  is  fairly  complete  in  the  following: 

Papeteries  ~  CabinetsSfrom  50c.  to  $2.50., 

Portfolios — Cloth  covered,  containing  note  paper  and 

envelopes. 
Greeting  Cards  — Assortments  at  all  prices. 
Post  Cards  — Christmas  and  New  Year. 
Tinsel  Cord  and  Ribbonzene. 
Holly  Crepe  Wrapping. 
Christmas  Crepe  Napkins. 
Gift  Dressings  — Tags,  Cards  and  Seals. 

Also  Desk  Calendars,  Red  and  Green  Crepe  Paper,  Playing  Cards, 
Photo  Albums  and  Loose  Leaf  Memo  Books. 

Order   early — prompt  shipment  guaranteed 


Hamilton 


Canada 
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